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3-Year Ford Labor Pact 
Brightens Auto Outlook 


By Frank Gawronski 
Staff Writer 
—— of the big question marks) 
in the brightening auto outlook 
was removed last week as Ford 
and the UAW signed a new three- 
year contract. 

The contract, which ended 5% 
months of bargaining at Ford, is 
expected to bring three more 
years of labor peace to the auto 
industry by setting the pattern 
for settlements at General Motors 
and Chrysler Corp. 

The pact, announced joint by 
Walter P. Reuther, UAW prealjent 
and John 8. Bugas, Ford industrial 
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59 Buick Prices 
Start at $2,740 


vs 


| hours 





2 Lower-Cost Series 
Are Hiked 2.65% 


By John K. Teahen, Jr. 
Staff Writer 


_o.ce opened the 1959 price 
derby last week by announcing | 
increases for its two lower-priced | 
series and posting figures for its| 
top line that are hundreds of dol-| 
lars lower than the most-expensive 
models offered in 1958. 

The prices range from $2,740 to 
$4,300, including Federal tax and 
suggested dealer-preparation 

Last year, Buick had six 
models priced above $4,500. Three 
of them topped $5,000. The ‘58 
spread was $2,636 to $5,125. 

The figures showed that Buick is 
aiming its ‘59s directly at the) 
medium-priced buyer. All 17 models 
are in that class. The spread from 
lowest to highest is $1,560. Last year | 
it was $2,489. 

Models in the new LeSabre and 
Invicta series are priced an aver- 
age of 2.65 percent higher than 
comparable units in last year’s 
Special and Century lines. Other '59 
’ and "58 models are not considered | 
directly comparable. 

> > . } 

OTING the LeSabre and Invicta 

figures, industry observers ex-| 
pressed hope that other manufac-| 
turers would hold their increases 
to that level. 

Price experts warned, however, 
that Buick should not be consid-| 
ered a pattern setter because of the | 
sweeping changes in its cars, its 
model lineup and its series desig- 

nations. 
Electra and Electra 225 models 

are higher than last year’s Supers, 
but are far below the prices of | 
the 58 Roadmaster and Limited 
models. 

One reason is that some $300 
worth of equipment that was stand- 
ard on the Roadmaster and Limited 
is optional on the Electras. These 
items include triple-turbine Dyna- 
flow, power windows and six-way 
power seat. 

Twin-turbine Dynaflow, power 
steering and power brakes are 
standard on all Electras, and the 
225 convertible also has power win- 
dows and two-way power seat. 

* * ” 





VEN when the Roadmaster and 
Limited prices are adjusted for 
the removal of equipment and ac- 
cessories, the Electras still enjoy 
a@ sizable price advantage. 
Buick’s equipment juggling was 
apparent in the LeSabre series, too, 
(Continued on Page 8, Col. 1) 


| but also to America at a time when 
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2666/Penobscot Bidg. 


relations vice-president, came six] 
hnd five minutes after the| 
10 am. strike deadline| 
which | idled 98,000 workers in| 
Ford's] 86 plants across the nation. 
Bughs described the pact as 
“non-@¢xcessive” and “practically| 
non-i#fiationary.” He also said that 
a thiee-year contract would pro-| 
e company with an extended 

period of labor stability. 
he said he “suspects” | 
the spttlement will result in an in- 


UAW's 


a, 
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| 


crease is retroactive to July 1 this | 


year. 

2. Payment of a cost-of-living 
allowance of 3 cents an hour, 
based on the July 15, 1958, Con- | 
sumer Price Index. This would be | 
paid retroactively to Sept. 1, 1958. | 





An additional 2-cent allowance, 
based on the May 15, 1958, index, 


would also be paid retroactively | 


to July 1, 1958. - 

3. Extension of the SUB plan 
from 26 to 39 weeks to cover unem- 
ployment at a straight 65 percent 
of regular take-home pay, inélud- 
ing unemployment ‘compensation 


| benefits, rather than being redpced 


|to 60% percent aft 


for improved supplemental 
ployment benefits, higher 
pensions, severance pay for work- 

ers permanently laid off and a 
general wage increase. 

He said that, through the con- 
tract, the union and Ford “have 
made a real contribution not only 
to the workers and the company 


the nation needs aid in recovering 
from the economic recession.” 
> > > 
MAJOR provisions of the con- 
tract are: 
1. Continuation of the annual im- 
provement factor of 2.5 percent a 


| year or 6 cents an hour, whichever) 


is greater, on July 1, 1958; Aug. 1,| 
1959, and Sept. 1, 1960. This means) 
that the annual improvement in-! 


iter the first 
weeks) of any layo 


ch the employe’s 
earnings are too high for him to 


| qualify for state unemployment 


compensation. 

5. A clause for severance pay that} 
gives workers with 30 years’ serv- 
ice up to $3,000. 

7 > > 
INCREASED retirement bene- 
* fits to employes retiring after 


| Sept. 1, 1958, to $2.40 for each year 


of credited service prior to that 
date and $2.50 for each year subse-| 
quent to Aug. 31, 1958, instead of| 
$2.25 for all years of credited serv-| 
ice as at present. Benefits of pres- 
ent retirees will be computed at! 
$2.35 for years of credited service. 
Under new early retirement | 
plan, a worker may retire at 60 
and draw double pension benefits 
for five years. When he reaches 
(Continued on Page 4, Col. 1) 








4th Quarter a Profit Bonanza 


By Robert M. Lienert 
Associate Editor | 
IVEN the cars, the nation’s new- | 
car dealers believe they can 
turn the fourth quarter into the 
year’s best sales and profit period. 
Barring any strike-induced in- 
terruption in production, dealers 
say they should be in particularly | 
good shape for the closing months | 
of 1958. 
They cite several reasons: 
1. Eye-catching new models, with | 
1959 obviously a “stylists’ year.” 
2. A growing optimism that the | 
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industrial relations vice- 
Reuther, UAW president, shake on a new 


°59 Output Gaining Speed 
As More Makers Resume 


By Martin L. Whitmyer 
Staff Writer 

TUDEBAKER and Edsel are 

scheduled to begin moving into 
’59-model production this week, 
leaving only three makes—Mer- 
cury, Lincoln and Thunderbird— 
still down for changeovers. 

Thunderbird built out on 1958 
models last Tuesday. Lincoln closed 
| the previous week and Mercury the 
_ beginning of the month. 

Mercury, Lincoln and Thunder- 
bird are expected to resume 
assembly operations the first 
week of October. 

Although the industry was sty- 





upturn is at hand. 

3. The depressed 1958 market, 
which has almost certainly in- 
creased pent-up new-car demand. 

4. The bumper crop of ’55s did | 
not show up as tradeing this year, 
as had been expected. They're paid | 
for and are fast becoming four-| 
year-olds. They should be ripe for | 
| dealing. | 

7 = > 
— because the cleanup of 
58s has been so thorough, will 
be able to get a good jump on ’59s. 


? 


recession has run its course and an| Salesmen will not have to divide 


|their efforts and the old models 
will not be competing for buyers’ 
attention. 

In fact, as the shortage of cars 
becomes more acute, dealers may 
be tempted to start selling 59s as 
soon as they arrive rather than 
waiting for the official introduc- 
tion date. 

Under terms of the new price- 


| sticker law, however, this could 


turn out to be sticky business in- 
deed. In most cases, stickers will 
|/not be available for the first cars 
lin any line until the “last minute” 


| before their debut. 


specifications. Page 18. 





Dealerships counted, Page 17. 
Distributors listed. Page 28. 
Engineering features, Page #2. 


After Oct. 1, a dealer who breaks 


'the introduction date to sell a ’59 


model without a sticker attached 


| will be breaking a Federal law. 


Most dealers intend to play it 


|safe and wait until stickers are 
affixed. 


~*~ * ” 

pe sBLisR introductions will help 

many dealers in the final quar- 
ter this year. It will also be easier 
this year—again, labor difficulties at 
the factory permitting—for a dealer 
to build up a representative inven- 
tory. 

Fewer options in most lines will 
cut down the number of units a 
dealer must have on hand in order 
to start delivering in volume. 

Two factors, whose importance 
cannot be judged at this time, may 
sharply affect early deals on ’59s. 
These are the effect of new-car 
price hikes and the effqct stickers 
may have on used-car prices. 

Dealers are not happy: about the 

(Continued on Page 4, Col. 1) 





mied last week by the short-lived 
Ford strike, production operations 
on a whole were beginning to pick 
up after a month’s ehangeéover lull 
in which industrywide output has 
ranged “between 12,000 and 27,000 
units. 
> > * 


XCEPT for American Motors, 
whose Rambler output was at 
an alltime high of an estimated 5,- 
400 units last week, buildup on '59 
models is moving along at a pace 
well below pre-changeover levels. 
Last week’s car output totalled 
an estimated 41,407 units, which 

was a sizable boost over the 24,- 

072 cars assembled a week earlier, 

but nearly 11,000 units below 

the corresponding week a year 
ago, when the industry turned out 

52,365 cars. 

Only Ford Motor unit actually 
affected by the strike was Ford 
division, which had to limit its out- 
put to an estimated 5,571 cars last 
week. Mercury, Lincoln, and Edsel 
were all idle for changeovers and 
therefore were not affected by the 
labor difficulties assem b1 y-wise. 
Edsel is scheduled to get into pro- 

(Continued on Page 89, Col. 3) 


Top Cars 


New-car registrations for seven 
months minus one state, plus four 
states for August: 

1958 
Pos, 
1— 


1957 

Pos. 
360,147— 2 
903,783— 1 
376,231— 3 
Olds. 228,969— 5 
Buick 250,342— 4 
Pontiac 199,461— 6 
Rambler 64,486—12 
Mercury 169,166— 7 
161,440— 8 

85,420— 9 

66,338—10 

66,025—11 


Make 
Chev. 
Ford 
Plym. 


778,927 
588,510 
238,509 
193,953 
160,053 
140,584 
97,037 
83,830 
80,543 
78,618 
37,839 
30,412 
24,700 
24,449 
17,284 
9,594 
6,910 


38,037—13 
22,466—14 
21,159—15 
6,477—16 
1,903 Packard 3,796—17 
187,337 Misc. 99,752 
Total All Makes 
2,781,492 3,623,595 
Further details on Page 50 
There has ae an nee. & 
R. L. es So 
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AUTOMOTIVE NEWS, SEPTEMBER 22, 1958 


55,000 Due in °58, Dealers Told... 
Canada’s Import Sales 
Double in Two Years 


BANFF, Alta.— The foreign-car|annual convention of the Federa- 


market in Canada has doubled in 
the last two years and 1958 sales 
probably will total 55,000 units, 
Louis Michelin, Toronto, told the 


$5 Million Spent 
Yearly on Auto 


Safety Research 


SAN FRANCISCO.—U. S. motor 
vehicle manufacturers spend $5 mil- 
lion to $6 million a year on engi- 
neering research to increase auto- 
motive safety, an industry spokes- 
man said last 
week. 

Andrew A. Ku- 
cher, engineering 
and research vice- 
president of Ford 
Motor Co., ad- 
dressed state mo- 
tor vehicle ad- 
ministrators from 
the U. S. and 
Canada on the 

: subject, “Search 
Andrew A. Kucher for Safety.” 

Speaking on behalf of the indus- 
try at a luncheon given by the 
Automobile Manufacturers Assn., 
Kucher reviewed progress in auto- 
motive safety and said that to 
progress further, “we prime the 
pump for new ideas through engi- 
neering research.” 

The state officials were in San 
Francisco for the annual meeting 
of the American Assn. of Motor 
Vehicle Administrators. 


Kucher spoke as a member of 
the AMA engineering advisory com- 
mittee, which works closely with 
the AAMVA on motor vehicle saf- 
ety problems. 

Kucher cited as an example one 
auto company that estimates about 
one-third of its annual safety re- 
search budget of $1 million is de- 
voted to the problem of safely 
packaging passengers. Another 
third goes to safety control of ve- 
hicle components and the last third 
to projects such as lighting and 
general safety equipment. 

He said that in a single company, 
brake development programs alone 
cost $200,000 to $250,000 annually. 

“Studies of vehicle controls and 
stability range from $150,000 to 
$300,000 in specific company bud- 
gets,” he said. “Visibility and light- 
ing problems each are accorded 
budgets in the $50,000 range. Stud- 
ies of structural and crash-impact 
strength, of course, are among the 
most expensive research projects.” 

Kucher cited six general areas of 

(Continued on Page 86, Col. 4) 





tion of Automobile Dealers Assn. of 
Canada. 

Speaking on “The Future of the 
Small Car in Canada,” Michelin 
told 1,000 dealers and their wives: 


“The popularity of the small im- 
ported cars is a direct result of 
the North American industry’s 
abdication of the low-price field 
and its concentration on bigger, 
more powerful and more costly 
cars. 


“This has left the low-income 
market wide open for British and 
European exporters,” Michelin said. 

But he said North American 
manufacturers now are showing an 
increasing interest in the small car. 

He pointed to the increase in im- 
ports of the English Ford by Ford 
Motor Co., the Vauxhall and Opel 
by GM and Chrysler Corp.’s deal 
with Simca. 

He also cited American Motors 
Corp.’s success with the Rambler, 
saying it “has turned a $12 million 
loss into a multimillion-dollar 
profit.” 

Adding to the small car’s popu- 
larity in Canada, Michelin enn- 
tinued, is the increase in avail- 
ability of parts and service. 

He said British firms now have 
11 parts depots in Canada, with 
another scheduled to open later this 
year. Volkswagen has more than 
$5 million worth of parts in the 
country and Renault has more than 
$2 million, he added. 

The dealers passed a resolution 
requesting manufacturers to dis- 
continue direct dealings with vol- 
ume purchasers of vehicles and to 
operate through their retail outlets. 
The resolution will be presented to 
the Canadian Automobile Chamber 
of Commerce. 

The group also voted to ask 
the Federal Government to elim- 
inate the 7% percent excise tax 








on autos “to stimulate sales and 
to reduce unemployment in the 
automotive industry.” The excise 
was cut from 10 percent earlier 
this year. 

The Federal Government also will 
be urged to allow skilled mechan- 
ics depreciation allowances on spe- 
cial tools and equipment for in- 
come-tax purposes. 

W. Russell Newell, Montreal, was 
elected president of the association 
for the next year. Other new officers 
are: 

Earl Murray, Neepawa, Man.; 
Thomas Trainer, Halifax, N. S., and 
W. D. Glintz, London, Ont., vice- 
presidents; Howard B. Moore, Tor- 
onto, executive vice-president; Al- 
bert Stedelbauer, Windsor, Ont., 
secretary, and S. J. Parkinson, 
Calgary, Alta., treasurer. 


Business Barometer 


Automotive News Economic Index — 


111.3 Percent of 


Last Week 


88.4 Percent of Like Week Last Year 


Auto Registrations— Year to date. 
Truck Registrations—yYear to date. 
Steel Production—tTons 
Lumber Production—Board feet... 
rd Production—tons ... 
Coal Output—tons 
Oil Refinery Output—Borreis .... 
Electric Output—Kilowatt hours .. 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 
U.S. Government Spending 
—Fiscal to date 


Business Failures 


Sept. 17 Sept. 10 1958 Range 
165% 18%- 8 
545% 58-44 
43 45% -37% 
455-334, 


Common 
Stocks 


. 58%, 


year $19,379,844,000 
Commercial and Industrial Loans $29,523,000,000 
$28,563,000,000 


Percent of 


Percent of Like Week 


Last Week Last Year 


200.3 
152.7 


28.1 
40.4 
76.8 


6,765 

2,781 A495 
413,775 
1,780,000 
206,963,000 
305,978 
7,025,000 
49,298,000 
12,248 ,000,000 
319,717 

123 

357.6 


106.8 
90.0 
139.7 
84.1 
99.9 
101.9 
86.9 
82.6 
101.0 


102.5 

92.6 
101.7 
107.0 


108.2 

92.7 
120.1 
110.9 
108.0 


100.7 
100.5 
101.3 
134.0 


$945 
256 


Common 
Stocks Sept. 17 Sept. 10 1958 Range 
38% -27 

144,- 7% 
315% -21% 
8%- 2% 
52%-40%, 


14 

30 
7% 

51% 


13% 
29% 

7% 
50% 


Kaiser Industries, parent firm of Willys Motors. 
(Sept. 22, 1958) 





Lead Colorado Dealers— 
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Import Pioneers 


Recall Early Days 


Late ’40s, Early ’50s 
Fraught with Woes 


By William Carroll 
Staff Correspondent 

LOS ANGELES.—“We had all the 
growing pains of Detroit,” says John 
Beazley, of Gough Industries. “They 
started selling cars from black- 
smith shops, while our first MG 
dealers were used car men and re- 
pair shop owners.” 

One of several pioneers in the 
imported-car field, the automo- 
tive division of Gough Industries 
(electrical and appliance whole- 
salers—a $50 million corporation) 





stepped into the field with modest 
importation of 30 MG roadsters 


| in 1947. 


“Two factors influenced this ac- 
tion,” says P. B. Gough, president. 
“At that time, American car pro- 
duction was so far behind demand, 


New officers of the Colorado Automobile Dealers Assn., elected at the group's con-|T was sure people would like to try 
vention in Colorado Springs, are, seated, from left, George Day (Chevrolet), Avrora,| q different kind of automobile. And 


president, and Verne Johnson (Pontiac), Colorado Springs, vice-president. 


Standing: | I believed that if an MG would sell 


Ed Eisenhaver (Dodge-Plymouth), Grand Junction, secretary, and Gilbert Carpenter) anywhere, it would sell in Southern 


(Pontiac), Yuma, treasurer. 





DeSoto Welcomes Dealers, 
Sights Comeback in ’59 


By Kenneth C. Kelley Jr. 
Staff Writer 

D® SOTO division officially begins 

its “second generation” as a car 
producer today (Sept. 22) with 91 
percent of its dealers in Detroit to 
see the 1959 models and drive home 
hundreds of the new cars. 

The bulk of the DeSoto dealer 
organization came to Detroit to 
see the 1959s, much as the first 
DeSoto dealers came to Detroit 
in 1928 to see the first cars of the 
new auto producer. 

James B. Wagstaff, general man- 
ager of the division, said just 
before the dealer meeting that the 
division looks for the 1959 model 
year to be a good one both for 
DeSoto and for the entire auto 
industry. 

Noting that the industry has 
traditionally staged a comeback 
after each bad year, Wagstaff said 
that he agrees with those in the 
industry, including Chrysler Corp. 

President L. L. Colbert, who say 
that 5% million to 6 million cars 
will be sold in the year ahead. 

“Our economists say that they 
would not be surprised if next year 
is another boom year, although 
they certainly aren’t predicting a 
boom,” Wagstaff commented. 

. * . 


H= WOULD not speculate on 
DeSoto sales in the next year 
“very 


but said the division was 
optimistic.” 

The division’s 1959 models are 
the finest it has ever produced, 
he said. The cars are “well 
styled but not overdone,” they 
offer features that are not com- 
mon plus “unusual performance,” 
according to Wagstaff. 

The new DeSoto will have air 
suspension in the rear which will 
keep the car level under all loads. 
In addition, the front and rear will 
have Torsion-Aire suspension. 

Wagstaff said the combination 
will offer “the finest ride ever de- 
vised.” 
* * x 
HEALTHY auto market and a 
good product will not insure 
success in 1959, Wagstaff indicated. 
He said he looks for the market 
to be very competitive. 

Considering the price range of 
DeSoto and the appearance of 
costly models of the low-priced 
three, it is impossible to define 
what makes up the medium-priced 
class in Wagstaff’s estimation. 

“It’s just a matter of $5 or $10 
or possibly $15 a month” when 
the price difference of most cars 

is considered, he said. 

In selling cars to most buyers, 
Wagstaff said he thought DeSoto 
dealers were in an excellent posi- 
tion. Since most DeSoto dealers 
also handle Plymouth, they have 
something to offer in all price 
ranges with the exception of the 
very highest and the very lowest, 
he said. 

ok ~ Oo 
HE dealer announcement meet- 
ing, which kicks off the 1959 


5 





model year for DeSoto, opened to- 
day. After the conclave closes 
tomorrow, the dealers in attend- 
ance will drive home 1,559 of the 
1959 models. 

DeSoto officials were surprised 


(Continued on Page 85, Col. 1) 








Aleoa Claims 
Lighter Radiator 


At 20 Pet. Savings 


NEW KENSINGTON, Pa—Alu- 
minum Co. of America has devel- 
oped a lightweight aluminum-fin 
automobile radiator it says can be 
produced at raw material costs| 
averaging 20 percent less than con- 
ventional copper-brass units. 

Dr. Kent Van Horn, director, Al-| 
coa Research Laboratories, said the | 
estimated savings is based on cur- 
rent prices for copper and alumi- 
num, 

Achieved after 12 years of re-| 
search, composite aluminum-fin, 
brass tube heat exchangers also | 
weigh 20 percent less than conven-| 
tional assemblies and require only 
minor changes in manufacturing 
procedures, he said. 

Van Horn reported “excellent” 
performance of the radiator in road 
and laboratory corrosion tests in- 
volving exposure to salt sprays 
high humidity and varied atmos-| 
pheric conditions. The composite 
radiator has been road-tested on 
thousands of late-model cars dur- 
ing the last five years, he said. 

Heat-transfer studies, according 
to Van Horn, indicate these radia- | 
tors can be engineered for adequate 
cooling capacity with very little 
modification in conventional design. | 

* > * 





Lightweight Radiator— 


Dr. Kent R. Van Horn, director, Alcoa 
Research Laboratories, New Kensington, 
Pa., shows off some of the parts that go 
to make up a lightweight aluminum-fin 
automobile radiator. He is shown with 
one of the radiator cores and a sample 
of the aluminum fin material. The radi- 
ator can be produced at raw material costs 
averaging 20 percent less than conven- 
tional units. 


jare being established 
| Switzerland. 


_| California, which has traditionally 


shown an open mind to new ideas.” 

First cars imported by Gough 
were stored until ordered by a 
dealer. Then they were shipped to 
the dealer for preparation and sale. 
By 1949 the English factory had a 
service representative in the field— 
John Beazley, who now heads the 
Gough automotive division. Beazley 
left the factory and took over the 
three-man Gough opreation in 1952. 

Asked about parts in those early 
days, Beazley laughed. 

“That was a big joke,” he said. 
“We had about as many parts as 
would fit in a dining room buffet. 
But we had a lot more problems 
than parts when I came to Gough. 
Our sub-dealers refused to take the 
ear seriously, and insisted on sell- 
ing it only to the wealthy ‘interna- 


| tional’ sports-car crowd. 


“We approached used-car deal- 
ers while trying to expand distri- 
bution and were laughed off the 
lots. Why, by 1952, there were 
only four distributors: One in 
San Francisco, one in Denver, an- 
other in Salt Lake and Gough in 
Los Angeles.” 

One of the problems Beazley was 
most concerned with at first was 


|dealer financing. Banks and com- 


mercial houses looked on imported 
(Continued on Page 6, Col, 1) 





Chrysler Sets Up 


World Marketing 


Unit Tied to Simca 


DETROIT.—Formation of Chry- 
sler International, S. A., for the 
development of world markets for 
Chrysler and Simca automotive and 
other products was announced last 
week by L. L. Colbert, Chrysler 


| Corp. president. 


Principal offices and executive 
headquarters of the new company 
in Geneva, 
In addition, major 
regional offices are being estab- 
lished in Western Europe, Latin 


| America and the sterling area. 


This step follows completion of 
arrangements for Chrysler to ac- 
quire a 25 percent interest in Simca. 
The 25 percent includes 15 percent 
being acquired from Ford Motor 
Co. and 10 percent being acquired 
from a Swiss group. 

Under terms of agreements be- 
ing concluded, Chrysler Inter- 
national will market Simca and 
Chrysler products in certain world 
markets. In certain other countries, 
Simca will market Chrysler and 
Simca products. 

U. S. sales of Simca products will 
be the responsibility of Chrysler 
Motors Corp., and Canadian sales 
will be handled by Chrysler Corp. 
of Canada, Ltd. 

Chrysler International plans to 
acquire assembly facilities in key 
overseas market areas. 

The company already has ac- 
quired plant facilities in Rotterdam, 
The Netherlands, for the assembly 
of Simca and Chrysler products. In 
addition, assembly of Chrysler cars 
and trucks will continue in the 
present Antwerp, Belgium, plant. 
The Rotterdam plant was acquired 
from Nederlandse Kaiser-Fraser 
Fabrieken, N. V. 
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Dealer Forum 


by Robert M. Finlay 


HERE was a time when General 
= Motors executives could be big 
and tolerant of George Romney 
and his compact Rambler. That 
was before George’s cracks about 
the so-called overgrown, gas-gob- 
bling monsters struck a responsive 
note with the public and thus got 
under his competitors’ skin. 

Talked the other day about this 
with a GM corporation executive 
who came through the divisional 
ropes. He’s noted for his forthright 
answers. For example, there was 
the time shortly after World War 
II when he was asked if his divi- 
sion was among those in the cor- 
poration in the black. 

“You don’t see my hat floating 





Enforcement Plan 
Drafted for N.Y. 
Car Sales Laws 


ALBANY, N. Y.—Two state agen- 
cies have reported a system for 
enforcing state laws regulating 
sales of automobiles. 

The system was announced by 
Banks Superintendent George A. 
Mooney and Motor Vehicle Commis- 
sioner Joseph P. Kelly. 

The banking department will re- 
port any violation to the motor 
vehicle bureau, which will decide 
whether to suspend or revoke the 
dealers’ registration involved. 


The banking department admin- | 


isters provisions of laws passed in 
1956 and 1957 to govern retail in- 
stallment sales. 

The statutes provide a ceiling on 
credit service charges and prohibit 
the signing of contracts contain- 
ing any blanks. Hearings are held 
on complaints by consumers. 


3 Dealer Groups 
List Show Dates 


DETROIT. — Dealer groups in 
St. Paul, Milwaukee and Albuquer- 





que, N. M., have announced dates) 


for their 1959 auto shows. 

Foreign as well as domestic 
makes will be exhibited at the Mil- 
waukee show Feb. 7-14 at the Arena 
and Auditorium, according to Louis 
E. Siegel, president of the Milwau- 
kee County Automobile Dealers’ 
Assn. 

The Associated Auto Dealers of 
St. Paul will hold their show Nov. 
26-30 at the Municipal Auditorium. 
In addition to every 1959 American 
model, the show will include for- 
eign, antique, custom, classic, fu- 
turistic and racing cars, said Art 
Quantrell, chairman of the show 
committee. 

The Albuquerque New Car Deal- 
ers Assn. will hold its first annual 
show Feb. 19-23 at the State Fair 
Coliseum. 


Froelich Recovering 
LOS ANGELES.—Bi11 Froelich, 
Los Angeles Ford dealer who re- 
cently underwent a serious opera- 
tion in the Mayo Clinic in Ro- 
chester, Minn., is recovering and 
expects to return home about Oct. 1. 
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| Source of Profit 





down the Detroit River, do you?” 
he rejoined. 

A brash reporter asked him the 
other night what he thought of 
Romney’s success with the compact 
car. 

“That’s a heck of a question to 
ask me.” 

Then, after a moment of mulling: 

“Tell you one thing, though. 
George better not sit around on 
his rump admiring his success. 

“He'll have to keep moving just 
like the rest of us.” 

And then he walked away. 

Maybe he meant styling isn’t so 
stable. 


* > > 


aa to a publisher and 
an auto maker talking the 
other day on the peculiarities of 
their businesses. Publisher was say- 
ing how much the newspaper lost 
on the sale of the paper at seven | 
cents a copy, making the profit on 
the sale of white space (advertis- 
ing). | 
Auto maker said it was similar 
to the situation in auto making— 
profit often comes from sale of 
parts and accessories rather than 
manufacture and sale of cars. 

And how many dealers lose 
money on the sale of new and used 
cars and parts and service, only to 
make a buck or two on insurance 
commissions or finance reserve. 

This, of course, may be a book- 
keeping swindle, just as it is non- 
sense to say that newspapers make 
money on advertising and not on | 
the price of the paper itself. 

Doubtless revenue from both ad- 
vertising and newspaper sales play 
important parts in the overall 
financial situation of newspapers, 
just as revenue from all phases of 
a dealership operation is important. 





AUTOMOTIVE NEWS, SEPTEMBER 22, 1958 





Reese Warns Mich. Dealers: Be Sure of Profits ... 





‘Time to Curb Costs’ 


By John K. Teahen Jr. 
Staff Correspondent 

RAND RAPIDS, Mich.—It’s time 

to throw away the rose-colored 
glasses and to start analyzing every 
transaction through the medium of 
expense control, David G. Reese 
told the 37th annual convention of 
the Michigan Automobile Dealers 
Assn. last week. 

Reese, an Oldsmobile dealer in 
Drexel Hill, Pa., is president of 
the Pennsylvania Automotive 
Assn. Long an advocate of ex- 
pense control, he has preached 
this doctrine at some 30 state 
conventions during the last two 
years. 

At another session, two Michigan 
dealers declared that car and truck 
leasing can return a tidy profit if 
the dealer knows what he’s doing 
and if he’s wise enough to operate 
only in his own area, 

= . > 
Cera this meeting were 

Harold Draper, Saginaw, and 
Jerry DeNooyer, Kalamazoo. Both 
are Chevrolet dealers and former 
MADA presidents. 

Reese advised chucking the rose- 
colored glasses because he does not 


believe that 1959 is going to be a 
better year for the auto industry 
than 1958. 

He emphasized close attention to 
the expense statement because “too 
many dealers don’t have the guts 
to say ‘no’ to an unprofitable deal. 
They just keep right on putting out 
more than they’re taking in.” 

Although Reese disagrees with 
the predictions of factory execu- 
tives for 1959, he is optimistic for 
the long pull. 

“If I had two more sons,” he said, 
“Td go out and buy two more 
dealerships. If you’re planning on 
picking up any more deals, do it 
now. Never again will you have the 
chance to get it at 50 cents on the 
dollar.” 

* * > 

RIEFLY, Reese’s formula for 

profit is that total sales minus 
cost of sales should leave a gross 
profit of 15 percent. Total expenses 
should be held to 12 percent, leav- 
jing an operating net profit of 3 
percent. 

The 12 percent expense figure 
|should be limited to 3 percent 
| variable and 9 percent overhead. 
|The overhead breakdown is 4.5 











It is misleading to think other- Minnesota Dealers Elect Officers— 
Leo B. Faricy, right, general manager, Minnesota Automobile Dealers Assn., points 


wise. The dealer who serves well! 
his community, factory and himself | 
is the dealer who serves as well as) 
sells. He must make each depart-/| 
ment of his business carry its) 
weight in costs and earn its own 
profit. 


New Viewpoint 
WEE mentioned before that 
often the importance of auto- 
motive service is obscured by book- 
keeping monkey business. Many 
dealers are tone deaf on the sub- 
ject, coming as they did from the 
sales end. | 

Herman Schaefer, manager of! 
the Automobile Dealers Assn. of 
Indiana, puts the idea in a com- 
pelling way: 

“Ever stop to contemplate the/| 
astounding fluctuations in car sales 
with the comparative steady 
growth in service volume? 

“In 1955, dealers were geared for 
volume sales — 7,800,000. Factory 
pressures, personal pride and mis- 
calculations brought about this 
fiasco, but nevertheless that was it 
—T,800,000. 

“Now, only three short but try- 
ing years later, 1958, we find that 
this year’s model production will 
total only (estimated) 4,200,000. 
That's 3,660,000 or 45 percent less 
than ’55 model sales .. .” 

“Certainly if this trade would do 
a better job of educating the public 
that other departments of their 
business, namely the parts and 
service departments, are self-sus- 
taining and are not subsidized by 
new or used-car sales income, then 
these visible facilities which our 
competition chooses to term ‘high 
overhead’ would become competi- 
tive assets when selling cars in- 
stead of objects which seem to sup- 
port competitors’ lies. 

“Don’t ever neglect to focus pub- 
lic attention on any necessary 
facility, whether it does or does not 
become the object of attack by 
your competition. Call attention to 
such objects and deliberately put 
them in favorable light—as a 
public service and benefit—which is 
exactly what parts inventories, 
tools, equipment, technical know- 
how and sheltered service depart- 
ments are.” 


out important data to new MADA officers. 


From left ore Harris Borstad (Ford), Detroit 


Lakes, secretory; Frank Pickard (Chrysler-Plymouth), St. Cloud, first vice-president; Verne 


D. Johnson (Oldsmobile), Duluth, president; 
second vice-president. 


and Harold Larson (Chevrolet), Minneapolis, 








W. Va. Rejects Fleet Bids, 
Rips Ending of Subsidies 


CHARLESTON, W. Va. — This 
state has rejected bids on purchase 
of 39 new cars for the State Police, 
according to George B. Vieweg jr., 
commissioner of finance and admin- 
istration. 


Vieweg said the low bid was $633 
per unit higher than the low unit 
price for purchase of 77 cars by 
the state last November. The low 
bids both times were on Fords. 


Vieweg said the fact that the 
requisition this time called for 
some more expensive models and 
some extras such as seat belts 
accounted for parts of the higher 
unit price. 

“But the primary difference, we 
feel, is the result of the major 
manufacturers’ new policy of re- 
fusing to extend a price subsidy 
to their dealers bidding on state 
cars,” the commissioner said. 

He estimated that abandonment 
of the subsidy policy, announced re- 
cently by the industry's Big Three 
manufacturers, accounted for from 
$350 to $400 of the unit price in- 
crease. 

Gov. Cecil H. Underwood re- 
cently received a letter from Mich- 
igan’s Gov. G. Mennen Williams 
asking West Virginia to anticipate 
its auto needs and try to buy at 
this time to stimulate the industry. 

Vieweg took note of the letter 
and said, “we feel that in view of 
the depressed condition of the auto 
industry, it is a poor time for the 
Big Three to withdraw their price 
subsidies. 

“The State Police does not have 
enough money to buy the 39 cars 
at the prices quoted in Monday’s 
bids.” 

He added that only two bids 
were received, both from Ford 


dealers. Vieweg said he believed 
the lack of additional bids was 
because other major manufactur- 
ers were not in production. 

The commissioner said the low 
bid by Valley Motor Sales, of 
Charleston offered a net price of 
$54,250 on the 39 vehicles after al- 
lowance for trade-ins. That figures 
out to an average net price of 
$1,391 per unit. 

Last November, 
out, the low bid on 77 cars was $58,- 
333 after trade-ins, or an average 
net unit cost of $757. 





On the House. . 


buyers . 


federal income 





Wemhott 
purposes. . 


percent for salaries and wages 
(salesmen’s salaries are variable ex- 
penses), 2 percent for semifixed ex- 
penses and 2.5 percent for fixed 
expense. 

Can it be done? Reese kept within 
his own limits on every item for 
the first seven months of this year 
as his expenses totalled 11.3 percent 
of sales. 

Reese distributed copies of his 
expense-control statement, show- 
ing dollar amounts as well as 
percentages, This drew much 
favorable comment from the 
delegates. One remarked, “When 
a guy will open his books, it 
shows you he’s talking facts, not 
theories.” 

Reese emphasized that the ex- 
pense statement “is nothing but 
fifth-grade arithmetic— you don’t 
need a master’s degree to figure it 
out. And a dealer can make more 
money by studying that statement 
than by standing in his showroom 
selling cars.” 

He stressed the need for good 
business management, which he 
described as “living with your bus- 
iness so you know everything that 


goes on in the dealership.” 
* * 


|For ‘Sales Absorption’ 


— speaker also took a swipe at 
the service-absorption theory 
which, he said, has been misused in 
recent years. Reese prefers “sales 
absorption,” in which the sales de- 
partment would carry the overhead. 
“The way it is now,” he said, 
“the service manager brings the 
money in the back door, and the 
sales r throws it out the 
front like a drunken sailor.” 
Noting that dealers had a net 
loss of one-tenth of one percent for 
the first half, according to NADA 
figures, Reese predicted that the 
full-year result also would be red. 
He also fired a broadside at the 
philosophy of taking a deal just to 
get the finance and insurance busi- 
ness: “I'd fire a salesman on the 
spot if he did that. We have to 
show a profit on every transaction— 
new cars, used cars, parts and 


service.” 
= a7 


” 
| THE leasing session, Draper 
said a small dealer can make 
a profit by leasing a small number 
of cars if he knows what he’s doing 
and if he stays in his own back 
yard. 

“It costs too much to have some- 
one else service your cars, so lease 
only units that you can maintain 
yourself,” he said. 

He warned that leasing is 
neither a get-rich-quick scheme 
nor an easy way of boosting 
registrations. 

“If you don’t know what you're 
doing, you'll lose your shirt,” he 
declared. 

In setting the monthly leasing 
fee, Draper said, the dealer should 
first determine his cost per month 


for the term of the lease. 
* : * 


it was pointed | Insurance Advice 


7S is found by deducting the 
estimated wholesale value at the 
(Continued on Page 89, Col. 4) 


To meet worldwide demand for a medium-priced, 
eight-passenger limousine, Chrysler Corp. will build 
such a car at its Belgian plant. It'll be built on a 
Plymouth chassis and will be available to VU. S. 
. . Current issue of the French magazine, 
L’Action’ Automobile, devotes covers to two new 
models of the Simca Aronde and the larger L’Ariane, 
which presumably Chrysler will distribute through 
U. S. dealers this year... 

North Carolina association reports that some 


tax agents are requiring dealer- 


ship-owned vehicles, used by dealers and sales- 
men, to be considered as merchandise for tax 
. Dealers from New York, Boston, Tarryton, Syracuse, 


Newark and Portland honored Joe Simmons, Chevrolet’s retiring 
Atlantic Coast regional manager, at banquet commemorating his 
34 years with division; B. F. Curry was toastmaster, Abe Rosenberg, 


dinner chairman... 


Hamlin Nerney, Ford dealer, succeeds Dan Ashcraft, deceased, as 


director of Los Angeles association . . 


. Toledo dealers will stage 


annual dinner Oct. 8 . .. Henry Backstrom (Ford), past president 
of Washington State association, is running for state legislature. 


If elected, he would be only dealer in either 
1 


e% 


house or senate. 


Pete Wemuorr, Editor, 
Automotive News. 
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Ford Pact Seen Pattern... 


3-Year Labor Accord 
Buoys Auto Outlook 


(Continued from Page 1) 


65 and becomes eligible for Social 
Security, he will then revert to 
single pension credit. 

7. An 8-cent-an-hour increase for 
skilled workers over and above the 
overall raise. 

8. Additional group life insurance, 
amounting to $7,600, $7,200 and $6,- 
800, will be provided for employes 
in three higher wage brackets. Ac- 
cident and sickness benefits also 
will be increased for these em- 
ployes. 

9. The company will pay a mid- 
night shift premium of 10 percent 
of earnings for the vast majority 


of employes. 
1 EMPLOYES will receive $5 a 

* day from the company for 

up to 14 days in any calendar year 
while away from work for jury 
duty. 

11. Time worked on Saturday, 
as such, will be paid at a time 
and one-half, but this will not 
apply to shifts that start on Fri- 
day or on what would normally | 
be the fifth day of a workweek. 
Expiration date of the contract 

has not been completely settled. It 
was first announced as Aug. 31, 
1961, but Reuther said that was) 
wrong. It will expire sometime in 
September, he said. 
Both Reuther and Bugas said the | 
contract was a good one. 
> > = 
_ said there is no provision 
in the contract compelling Ford 
to hold the line on car prices. But 
Reuther said the union had an 


Profit Bonanza 
Appears Possible 
In 4th Quarter 


(Continued from Page 1) 


prospects of another price boost on 
the new cars. Over the past few) 
months, many have voiced pleas 
for the factories to hold the line. 

On the basis of the first '59 price 
announcement, however, it appears 
that list prices are going up about 
3 percent. 


* = oa 


as impact of price boosts this 
year, however, may be lessened 
somewhat because the cleanup sea- 
son has seen very little bargain- 
type advertising. In past years, new- 
model time has found many a pros- 
pect with the $1,400 type of cleanup | 
blitz ad still fresh in his mind. | 

Dealers are divided in their 
opinion on what stickers will do 
to used-car prices. A majority, 
however, believes that posted 
new-car prices will drive down 
used-car prices. 

The combination of higher new- 
car invoice prices and lowered 
tradein values could be tough for 
dealers to cope with until the mar- 
ket on ’59s settles down. 

Dealers will be pulling out all 
stops in an attempt to build their 
gross on each sale as high as they 
can as the year closes out. 

For many, unfortunately, even 
the fattest of deals will not have 
great enough impact over a three- 
month period to make up for the 
skinny dealers that have resulted 
in so much red ink over the earlier 
months of this year. 








50th Birthday Date 
Is Reached by GM 


DETROIT.—General Motors of- 
ficially observed its 50th birthday 
last week. The giant corporation, 
which has produced 69 million 
vehicles, was incorporated on 
Sept. 16, 1908, with Buick and 
Oldsmobile as its first two 
vehicle-making divisions. 

The late W. C. Durant con- 
ceived the organization of various 
car builders inte GM. Cadillac 
and Oakland, the predecessor of 
Pontiac, were added to the fold 
in 1909. 





understanding with the company 
that it wouldn’t raise car prices. 

There was no indication 
whether the union would run into 
difficulties when it attempts to 
negotiate similar contracts with 
GM and Chrysler. Reuther said 
he would be ready to step into 
those negotiations after a brief 
rest. ; 

He said he expected the general 
pattern of the Ford contract to 
become the basis for agreements 
with the other two companies. He 
expressed the hope that contracts| 
could be signed with both GM and/| 
Chrysler without the threat of | 
strikes. 





* * = } 
Rota Chrysler and GM avoided | 
specific comment on the Ford| 
settlement until they had a chance! 
to study terms of the agreement. 

However, John D. Leary, Chrys- 
ler vice-president and personnel) 
manager, said: 

“The settlement, naturally, will 
have a bearing on our negotia- 
tions with the UAW, but we pre- 
fer to reserve any observation 
until we have had a chance to 
meet with the negotiators.” 


Louis Seaton, GM personnel vice- | 


Visiting Swedish Auto Firm— 





En route to Russia, Mrs. George M. Slocum, chairman of the board of Automotive 
News, stopped off in Stockholm to visit the Swedish automotive firm of Aktiebolaget 
Agebe. Shown with Mrs. Slocum are George Lindquist (left) and Harry Lindquist, 
president of the parts and service company that does $35 million worth of business 





Dealers Warned 


annually. The firm is more than 50 years old. 





on Seeking 


‘Welfare State’ Legislation 


LANDER, Wyo. — Auto dealers | 
have been warned about going to| 
Congress for legislation that would | 
“lead to a welfare state.” | 

The warning came from Rep. 
Keith Thomson, Wyoming Repub- 
lican, in an address before the | 
convention of the Wyoming Auto- | 
mobile Dealers Assn. 

“You haven’t gone too far,” he| 
said, “but I want to throw up a} 


of the effects of the recession. “Your 
industry was one of the most basic- 
ally affected and you can see why,” 
he said. 
“You can tell a man it looks 
like he isn’t going to have a job 
and he begins to pull in his horns 


and starts curbing. One of the | 


first things he cuts out will be a 
new car. 
“People are driving their cars 


president, said, “We would not want | warning flag. You've been to Con-| longer, too, because of price hikes 


| to comment on the Ford settlement | gress twice in the last three years, | from this unrealistic wage situation 


until we have had an opportunity to| asking for special legislation be-| created by that favored industry 


study the terms.” 


Seaton added congratulations to 
both Ford and the UAW for the| 


settlement. 
“I see no reason why, with hard | 


work and sinoerity of purpose | 
around the bargaining table at GM, | 


|}our people cannot soon look to al 


long period of labor peace and| 


stability,” he said. 


* « . 


HE Ford settlement came after) 

5% months of negotiations, with | 
a total of 325 hours spent in actual 
across-the-table bargaining. Nego- 
tiations opened in April. 


When contracts expired at the | 
end of May, the union instructed 
its members to continue working 
without a contract until they had 
their bargaining power. 

When the car inventory dropped 
and changeover time came this 
month, negotiations began to be 
earnest. 

Two weeks ago, the UAW se- 
lected Ford as the strike target 
and set Wednesday, Sept. 17, as tne | 
strike deadline. The strike came as| 


planned, but it was a brief one. | 








Oregon Dealers 


To Meet in Salem 


PORTLAND, Ore.—The executive 
committee of the Oregon Automo- 
bile Dealers Assn. announced the 
1959 convention will be held May 
21-22 at the Marion Hotel, Salem. 

Wayne Hadley, Capitol Chevrolet 
Cadillac, Inc., Salem, has been ap- 
pointed convention general chair- 
man. He will be assisted by the 
Salem Automobile Dealers Assn. 
and the OADA executive committee. 





Wyoming Dealers Elect— 


cause your business was slow. 

“I just want to contrast that with 
the policy of livestock men from 
1951 to 1955 when they had tough | 
going, too. They insisted on having 
no Federal Government support, 
and they’re able now to reap the 
benefits of the free enterprise that 
they held out for.” 

Thomson blamed “talk” for most | 


Maurice Evans, 
June Taylor Get 


Motorama Roles | 


DETROIT.—Maurice Evans will 
produce the General Motors Motor- | 
ama stage show at New York and/| 
Boston. It will be the noted actor's! 
first excursion into industrial en-| 
tertainment. June Taylor, choreog- | 
rapher of television fame, will di-| 
rect the dancers in the GM stage 
presentation, titled “Imagination in 
Motion.” | 

The Motorama, a showcase of} 
GM’s 1959 cars highlighted by} 
original music and dancing with a 
cast of 100, is being resumed in the 
two cities after a one-year lapse.) 
Opening dates are Oct. 16 in New 
York and Nov. 8 in Boston. 

Included in the stage show is a 
six-minute Technicolor Vista-Vision 
movie of hints of possible automo- 
tive developments of tomorrow. 

Joining Evans in production of 
the Motorama show are Glen Moore 
and Buddy Dufault, who wrote the 
music and lyrics for the stage 
show; Laurence Rosenthal, com- 
poser of the music for the special 
movie; Bill Cecil, costume design; 
Don Shirley jr., scenic designer, 


and Howard Turner, who wrote the 
script for the film. 





Newly elected officers of the Wyoming Automobile Dealers Assn. are, seated, from 
left, Leo Herman, Cheyenne, executive vice-president; Pete Nagel, Casper, first vice- 
president; George Sturholm, Rock Springs, president; Bill Riley, Sheridan, second 
vice-president; and C. E. Webster, Cody, director. Standing: Directors George Gillis, 
Torrington; Rex Wirthlin, Afton, retiring president, and Bill Tyrrell, Cheyenne. 


s 


that Walter Reuther controls.” 

R. C. Somerville of the Chrysler 
Corp. dealer relations department 
told the 101 dealers and their wives 
at the convention that a good period 
may lie just ahead for the auto in- 
dustry. 

With the economy climbing, he 
said, “This could be another fall 
of 1954 leading to an extremely 


|good year for the industry. Cer- | 


tainly we’re going to have the big- 
gest sweep of model changes since 
the 1955 cars hit the market.” 

Thomas J. O'Neil of Ford Mo- 
tor Co.’s dealer policy board 
stressed the importance of civic 
and social responsibility for the 
dealers. 

The dealers went on record as 
opposing the way in which the ad 
valorem tax on passenger cars is 
administered in Wyoming. 


George Sturholm of Rock Springs 
was named the 1959 president of the 
association. Leo Herman, Cheyenne, 
was elected executive vice-presi- 
dent; Pete Nagel, Casper, first vice- 
president, and Bill Riley, Sheridan, 
second vice-president. 

New directors named were Jim 
Friedlund, Casper; W. A. Trotter, 
Sheridan; Demar Nielson, Worland, 
and Bill Tyrrell, Cheyenne. Hold- 
over directors are George Gillis, 
Torrington, and C. E. Webster, 
Cody. 


D’Arcy Resigns 
White Account 


CLEVELAND.—D’Arcy Advertis- 
ing Co. announced it has resigned 
the White Motor Co. account, effec- 
tive Jan. 1. The agency has handled 
White advertising for more than 
30 years. 

D’Arcy said the resignation was 
due to a conflict with truck models 
of Studebaker-Packard Corp., whose 
account it recently acquired. 

3. N. Bauman, White president, 
said D’Arcy would service the White 
account until a replacement agency 
is selected. 





New Volvo to Bow 


At London Auto Show 


LONDON.—Volvo’s new PV544, 
intended to replace the current 
PV444, will be shown at the Lon- 
don Motor Show, Oct. 22-Nov. 1. 

The PV544 has body modifica- 
tion including a larger windshield 
and rear window, slimmer pillars, 
wider rear seat, padded dash and 
padded visors. Mechanical modi- 
fications include an improved 
steering system and relocated 
handbrake lever. 











Northwest Parts, 


Service Managers 
Convene Oct. 2-4 


YAKIMA, Wash.—The 12th an- 
nual convention of the Northwest 
Auto Dealers Parts & Service Man- 
agers Assn. will be held here Oct. 
2-4 at the Chinook Hotel. 

Some 150 delegates from member 
clubs of Yakima, Seattle, Tacoma, 
Everett, Kelso-Longview, Belling- 
ham-Mt. Vernon and Vancouver, 
Wash.; Portland, Ore., and Van- 
couver, B. C., are expected to at- 
tend. 

Three candidates have been nom- 
inated to succeed Clif Leach, 
Mallon Motors, Inc. (Ford), Ta- 
coma, who has been president two 
successive terms. They are Harold 
Adkins, service manager of Frank 
Chevrolet, Portland; Sid Edworth, 
parts manager of Black Motors, Ltd. 
(Lincoln-Mercury), Vancouver, B. 
C., and Ed Grubbe, service manager 
of S. L. Savidge, Inc. (Dodge- 
Plymouth), Seattle. 

Speakers and their subjects in- 
clude George Van Akin, CPA, “Tax 
and the Dealer;” L. O. Braden, pres- 
ident of Fullwell Motor Products, 
“Parts and Accessory Merchandis- 
ing;” Stu Ford, Pennzoil Co., “Serv- 
ice Operations.” 

The average motorist’s attitudes 
and opinions regarding dealership 
parts and service operations will 
be presented in a panel discussion, 
“I bring My Auto to You for Serv- 
ice,” by the Toastmasters Interna- 
tional. 

There will also be an address, 
“The Woman’s Viewpoint on Serv- 
ice,” by Miss S. IL Anthon, women’s 
editor of the Yakima Daily 
Republic. 


FTC, Rayco Sign 


‘Consent Order 


| WASHINGTON. — The Federal 
Trade Commission has approved a 
consent order requiring Rayco Mfg. 
Co., Paterson, N. J., to stop fic- 
titiously pricing automobile seat 
covers, convertible tops and other 
merchandise sold by its approxi- 
mately 111 franchised retail stores. 

The Commission’s complaint 
charged that Rayco’s advertised 
“regular” retail prices for merchan- 
dise offered “at sacrifice prices” 
were fictitious and the products 
regularly sell for much less. 

In addition to prohibiting pricing 
misrepresentations in the future, 
the order forbids Rayco and Joseph 
Weiss and Julius Stern, its presi- 
dent and _ secretary-treasurer, to 
misrepresent the number of seat 
covers or other products that any 
franchised dealer has on hand at 
a particular time. 


1959 Product Schools 


Launched by Rambler 

DETROIT. — American Motors 
Corp. launched its annual series of 
two-day Rambler product schools 
last Friday (Sept. 19) in Atlantic 
City. 

All zone parts and service per- 
sonnel will attend one of the four 
meetings. The other three are: Ft. 
Worth, Sept. 23-24; Chicago, Sept. 
26-27, and Oakland, Calif., Sept. 30- 
Oct. 1. Following these meetings, 
zone personnel conduct similar one- 
day schools for dealership parts 
and service personnel at Rambler 
outlets. 





CADA Citation— 


Harold Gray, left, public relations chair- 
man of the Colorado Automobile Dealers 
Assn., presents the association's 1958 “Os- 
car" to Mr. and Mrs. William Olsen (Chev- 
rolet-Cadillac), Wray, Colo. Olsen was 
selected as “Mr. Colorado Dealer" for his 
civic, educational and service activities. 
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“ Payment Security helps sell cars, too! 


any 
d at 
Power brakes . . . protective dashboards . . . collision-proof door latches. Safety features 
which assure your prospect driving security help to close the sale. By the same token, 
2 of payment protection features which assure your prospect payment security help to sell 
ntie the financing. 
per- The car financing prospect may wonder if difficulty in making his car payments will 
Tt arise because of illness or accident disability. You can overcome this hesitancy by 
_ offering your prospects Associates HAL (Health, Accident, and Life Insurance). HAL 
= makes your prospect's car payment if sickness or accident occurs and pays off the balance 


one- 


rd completely in case of death. And by including HAL with Associates financing, your 


oe prospect pays less for this coverage than if he purchased the insurance separately. Ask 
} the man from Associates for the full story on HAL soon. 





> ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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Those Were Lean, Tough Days... 
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Import-Car Pioneers Look Back 


(Continued from Page 2) 


cars as—or, as Beazley put it, “They 
didn’t look on us at all. We were 


almost too little to business with.” | 


Dealer reliability proved another 
stumbling block to expansion of the 
Gough operation, which by 1954 was 


also handling Morris and Austin. | 


Financially responsible dealers were 
hard to find. Those available were 
either light in the bank account or 
lacked experience in retailing any 
kind of automobile —let alone a 
sports car. Business failures were 
common in early days, with nearly 
half the dealers falling out every 
year. 
“We'd be lucky to sell 300 cars 
a year to the man who bragged that 
his car was so exclusive, no spare 
parts were available,” said Beazley. 
“So the first thing we did was 
provide a stock of spare parts (now 
$180,000) and instruction to the 
dealer mechanics. For a long while 


















we trained dealer personnel on|no market at the beginning. We 


customer’s cars. 


“There were few tools—what we 
carried in our pocket or came 
with the car—and every instruc- 
tion lesson was attended by side- 
walk passers-by and car owners 
in the garage. Now Gough alone 
has 50 technical and administra- 
tive employes to help our dealers 
with every problem. 


“The tenor of the market has 
changed, though we actually had 





Don Allen’s 12th Deal 


Opens in Central Florida 


MIAMI.—Don Allen, has opened 
a Chevrolet dealership at Bartow 
in Central Florida. Fred Hancock, 
former manager of Don Allen’s 
Miami “Corvette” department, is 
the president of the new dealership, 
Hancock Chevrolet, Inc. 

The dealership brings to 12 the 
number of Don Allen operations in 
the Eastern U. S. 





established interest by promoting 
race entries. Now that newspapers 
find sports-car racing a proper sub- 
ject for their columns, it’s a fine 


competitive sport with no commer- | 


cial exploitation. I’m sure the im- 


ported car has been greatly re-| 
sponsible for reviving motoring as | 


a family sport. 


“If you want advice for new deal- | 
ers,” here’s what I would tell them,” | 


says Beazley. “They need money, 
at least $25,000, plus a line of floor- 
ing for about the same amount, 
which would only be good for 10 
or 12 of our cars (MG, Morris, 
Austin, Austin-Healey). Then they 
need a location that will support 


the investment and the drive to sell | 


the customers everything they think 
should be sold to them. This must 


be backed up with a well-equipped | 


service department selling product 
—and not price. Plus a minimum of 
$5,000 worth of parts. 


“If the dealer qualifies up to this 


thank you, 








S-P Dickering to Buy 
Two Record Companies 


NEW YORK. — Studebaker- 
Packard is negotiating to acquire 
two phonograph record firms, ac- 
cording to A. M. Sonnabend, 
president of Hotel Corp. of Amer- 
ica and financial wizard, who is 
slated to become an S-P director. 


Sonnabend said the record 
firms involved are Imperial Rec- 
ords, Inc., and Cadence Records, 
Inc. Acquisition of the record 
firms apparently would be aimed 
toward partially utilizing S-P’s 
$134 million tax-loss carry for- 
ward. 





point, he has it made. There is no} 


need for dualling with our line of 
sports cars from $1,800 to $3,500 
and sedans from $1,500 to $2,800, 
which makes the selling job a lot 
easier and more profitable.” 
While the 30 MGs were startling 
Californians in 1947, a Beverly 
Hills businessman, Charles Horn- 
burg jr. was touring Europe look- 


ing for an imported car to dis- | 


tribute in the U. S. 
Jaguar seemed to have the great- 
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est potential, and in January, 1948 
Hornburg was driving across the 
U. S. in his first sample car with 
an agreement for distribution in all 
states west of the Mississippi in 
his pocket. 


But it wasn’t a pleasant trip. The 
car had been aligned and sprung 
for English roads. The crown of 
U. S. pavement was all wrong for 
English steering, which caused the 
car to wander from one side to 
the other as it pioneered from New 
York to California. 

The first shipment of cars ar- 
rived—all five of them. Hornburg 
had six customers pre-sold on the 
| basis of driving his demonstrator. 
The last two customers walked 
around the single remaining car 
trying to decide how to settle the 
purchase. Finally it was decided 
a flipped coin would give the an- 
| swer. 
| Keeping in the mind the value 
|of prestige, Hornburg distributed 
|108 cars in 1948 on the basis of a 
| $1,500 parts stock and 15 dealers. 
| 





Each of the cars went to a customer 
who could do as much for the car 
as the car did for the customer. 
|The next year saw fewer cars sold 
(76) as the factory introduced the 
Mark V coupe and sedan as a stop- 
gap model until the XK-120 could 
be shown. When the XK was dis- 
played in September, 1949, Horn- 
burg rose up and said, “I'll take 
them all.” The statement which was 
headlined in most British news- 
papers the following morning. 


When the first XK-120 arrived 
in New York almost a year later, 
Hornburg drove it from coast to 
coast, displaying it at every op- 
portunity. By 1952, Hornburg was 
reportedly earning more dollars 
for Britain than any other indi- 
vidual in the world. In the last 
10 years he has sold over $50 
million worth of Jaguar cars. 
“What do I think of the import 

business?” Hornburg asks rhet- 
orically. “I think it will be great. 
We've opened 33,000 square feet of 
service facilities, where cars are 
completely prepared for the dealer. 
All he has to do is sell them. We 
also have a display stock, where 
customers can see various color 
combinations before ordering. 


In addition to the service facil- 


| ities, Hornburg maintains a service 


school, has a $250,000 parts stock 
(which is backed up by a $2 mil- 
lion stock in New York) and a 
traveling service technician on the 
road all the time. The service school 


|is a week-long course, given by the 


factory’s general service manager 
for the U. S. 

In talking to prospective Jaguar 
dealers, Hornburg is fairly em- 
phatic. 


“Don’t treat the import as a side- 


\line,” he says. “Handle it like an 


American car with a full line on 
display and a demonstrator always 


| available. Keep in mind that parts 


business can be lucrative. There are 
few exchange parts, and because 


|}every purchaser is doubtful of the 


availability of import parts, you 
must have an adequate stock. Cus- 
tomers are willing to pay for good 
service, which must preferably be 
better than available for a domestic 
car.” 


“After the momentary blush of 
sales during the first display, the 
cars won't sell themselves. This 
merchandise must be pushed on 
the local level, because distribu- 
tor and factory volume is too 
small to justify national adver- 
tising on a Detroit scale. 


“And for goodness sake, don’t 
take just any car on the assumption 
that it will be a success just be- 
cause it’s imported. There’s cats and 
dogs in our field too. It’s important 
to consider what country’s products 
have been most successful in the 
U. S., and whether the manufactur- 
ers intend to stay in the market.” 


A third type of distributor in- 
volves a British company which de- 
cided to sell cars in America and 
sent over one man and 150 cars 
to see what would happen. 


Henry Henkel, Western regional 
manager for the Rootes Group, 
came to California from England in 
1949. The day after arrival Henry 
rented a 14-by-14-foot office, found 
his way to Los Angeles Harbor and 
withdrew one of the 150 dusty Hill- 
man cars he found in a warehouse. 
Driving along Wilshire Blvd. 
proved almost disastrous. Other 
drivers had yet to see a Hillman, 
and traffic was continually tangled 

(Continued on Page 90, Col. 1) 
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Two Lower-Priced Series Up 2.65% ... 





°59 Buick Prices Start at $2,740 


(Continued from Page 1) 


but here the division added items 
instead of removing them. 
Acrylic lacquer finishes and 
aluminum brake drums now are 
standard on the lowest-priced 
line, and all LeSabre sedans and 
hardtops will be equipped with 
oversized (7.60 x 15) tires. 
These tires were standard last 
year on the Special convertible and 
station wagon. 
LeSabre sedans are $104 more} 
than last year’s Specials, being) 
listed at $2,804 for the four-door} 
and $2,740 for the two-door. Hard-| 
tops are up $105. The four-door is| 
$2,925 and the two-door is $2,849. 
The LeSabre convertible is $3,129, 
up $88, and the four-door station 
wagon is $3,320, up $175. 
* * * | 
a. smallest price rise was 
on the Invicta four-door sedan | 
which, at $3,357, is $41 more than 
last year’s Century. Invicta hard-| 
tops, at $3,515 and $3,447, are up 
$79 apiece. Twin-turbine Dynaflow 
is standard on all Invictas. 
The Invicta convertible is $3,620, 
down $60 from last year’s Century, 


but power windows and two-way 
power seat now are extra-cost op- 
tions. They were standard in 1958. 

The Invicta station wagon is 
priced at $3,841. This four-door 
model has conventional styling, thus 
it is not comparable, pricewise, with 
last year’s hardtop wagon. 

In the Electra series, there is a 
four-door sedan at $3,856, a four- 


English Ford Sales 


Set Monthly Record 


DEARBORN. — Retail deliveries 
of English Ford cars and light vans 
set a 10-year monthly high for Au- 
gust when 3,351 units were delivered 
nationally, Howard O. Lund, 
imported-car sales manager of 
M-E-L division said. 

“August deliveries were the high- 
est for any single month since we 
began importing the English-built 
line in 1948,” Lund said. “August 
sales compared with 1,856 units sold 
in the like month last year. They 
indicate that national sales of Eng- 
lish Ford line units during 1958 will 
more than double the 17,000 units 
registered in 1957.” 





Ky. Dealers Hear Crowley... 


Big Year Seen for °59s 


LOUISVILLE. — The 1959 model 
year should be an excellent one 
for the auto industry and “provide 
a forward surge for the economy 
generally,” a GM executive said 
today (Sept. 22). 

“All available statistics show 
that the economy is rebounding — 
more sharply than in any other 
postwar upturn,” Patrick J. Crow- 
ley, director of GM's Dealer Re- 
lations Section, told the Kentucky 
Automobile Dealers Assn. con- 
vention. 

He cited rising industrial produc- 
tion, personal income and depart- 


Chrysler Board 
Acts to Improve 


Stock-Option Plan 


NEW YORK.—Chrysler Corp. 
directors have acted to improve the 
effectiveness of the company’s 
stock-option plan adopted in 1952. 

They voted to amend the plan and 

also approved the grant by the 
stock-option committee of options 
totaling 285,236 shares subject to 
the cancellation of options for 245,- 
111 shares previously granted. Mem- 
bers of the stock-option committee 
are not eligible to participate in the 
plan. 
The action provides that the price 
and term of qualified restricted 
stock options may be modified when 
the average market price of the 
stock for 12 consecutive calendar 
months is less than 80 percent of 
the market price on the date of the 
original grant. 

In accordance with the plan, new 
stock options were granted at $52.49 | 
a share, representing 95 percent of | 
the average between the high and| 
low prices of shares traded Sept. 11) 
on the New York Stock Exchange. | 

The amendment to the plan pro-| 
vides that executives may not exer- 
cise their new options for 18 months 
after the date of the grant. 

The maximum term of any option 
is 10 years, and all options expire) 
when the holder leaves the company 
or retires. 





Late Report... 


ment store sales as indications of 
an economic upturn. 

In addition, he said, many other 
factors point to a healthy year for 
the automotive industry. 

“The ‘58 model cleanup is pro- 
ceeding so well that there is actu- 
ally a shortage of cars on the part 
of dealers in many areas,” Crowley 
said. “Used-car prices are holding 
comparatively firm for this time of 
the year—always a harbinger of a 
sound, upcoming market for new 


| cars. 


“The average age of U. S. auto- 
mobiles on the road today has in- 
creased to a comparatively old 
5% years. Those who paid off 
their obligations on their old cars 
in 1957 and 1958 have swelled the 
number of potential car buyers. 
Savings have increased tremen- 
dously in the past year as people 
shied away from making new 
purchases, with savings accounts 
now holding a bulging $50 billion.” 


“With the general improvement 
in the economy and in the con- 
fidence of the people that is now 
evident, it seems that people are 
about tired of sitting on their 
money and waiting out ‘the rainy 
day.’ They’re out shopping and 
ready to be sold.” 

Despite healthy prospects for the 
industry, Crowley said, taking full 
advantage of the opportunities 
ahead will require “diligence and 
hard work” on the part of dealers. 

He advised dealers to remember 
these “lessons” from the recession: 

1. “Flexibility of the merchant 
is the keystone to success in any 
retail business. “The merchant 
must always adjust to different 
situations . . . in order to serve 
the customer as the customer 
wishes to be served—but with a 
fair profit to the merchant.” 

2. Dealers should “keep out of 
the business those costs we found 
we could do without and get the 
most out of those costs, particularly 
advertising, which we must incur.” 

3. Dealers should “continue to ap- 
preciate the need for merchandising 
the product and the value of dealer 
service.” 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week rose $12 to $945, largely on the strength shown by rebound- 
ing ’58s, according to Automotive News’ index. 

Other prices were relatively firm, with modest $1 gains tacked onto 
prices of ’57s and ’55s and a $2 advance credited to ’51s. The price of 
52s remained unchanged while ’53s were off $1; ’54s, $2, and 56s, $5. 

At a group of representative auctions last week, the average con- 
signment was 231.9 units, compared with 206.6 the previous week. The 
sales ratio was 172.8 percent, compared with 66.8 percent a week 


earlier. 
Auction reports start on Page 66. 





| door hardtop at $3,963 and a two- 
door hardtop at $3,818. The Electra 
225 offers a convertible at $4,192 and 
a pair of four-door hardtops (four- 
window and six-window) at $4,300 
each. 
a2 + oa 

| wage ly 17 models this year aver- 

age $3,517 apiece, compared with 
$3,728 a year ago. This is a result 
of dropping the luxury-class models 
and rearranging the standard- 
equipment setup. 

There have been few changes in 
Buick’s equipment prices. T win- 
turbine Dynaflow remains at $220.38 
and the triple-turbine unit is $295.63. 
Invicta and Electra buyers may 
have the triple-turbine model for 
$75.25. 

Power steering is unchanged at 
$107.50; six-way power seat is 
$102.13, and power windows are 
$107.50, 

Power brakes are $43, an increase 
of $3.22, and air suspension is 
$145.13, compared with $188.13. Air 
suspension this year consists of air 
springs at the rear and coil springs 
at the front. There were air springs 
at all four wheels last year. 

* * = 


100 New Buick Owners 


Parade Through Flint 


FLINT.—A mass delivery of new 
automobiles to individual buyers 
was staged here Sept. 20 when 100 
business, civic and professional 
leaders of Flint drove their 1959 
Buicks in a parade through the 
downtown business section. 

Edward T. Ragsdale, general 
manager of Buick, was host to a 
pre-parade Buick Booster Break- 
fast. The 100 new Buicks, lined up 
four abreast on N. Saginaw St., 
were turned over to their owners 
following brief talks by Ragsdale 
and Edward C. Kennard, general 
sales manager of Buick. The caval- 
cade was accompanied by two 
bands. 


Ex-U.C. Dealer, 
Salesman Seized 
In $100,000 Fraud 


NEW HAVEN, Conn.—A former 
used-car dealer and a salesman 
have been accused of swindling 
finance companies out of about 
$100,000 by borrowing money on 
nonexistent cars and cars which al- 
ready had been sold. 


They are Salvatore Pacileo, 36, 
Guilford, operator of the defunct 
P & R Motors, East Haven, and 
John A. Funaro, 29, East Haven, 
who was employed by Pacileo. 

Both were charged with eight 
| counts of obtaining money by false 
pretenses, three counts of forgery 
and one count of perjury. 

State Attorney Abraham S. UII- 
man said some of the money was 
borrowed on cars displayed for sale 
on the lot and in show windows. 
Some of the cars had already been 
sold and borrowed from the buyer 
on the pretext of giving them a final 
tuneup, he added. 

He also said names of fictitious 
persons were signed to conditional 
sales contracts turned over to the 
finance companies. Other cars were 
financed more than once, Ullman 
said. 





Ex-Dealer Faces 


8 Indictments 


BOSTON.—A former auto dealer, 
one of 12 indicted in connection 
with the operation of an alleged 
loan-shark ring in Middlesex 
County, was arraigned on eight in- 
dictments in Middlesex Superior 
Court. 

Earl H. Vaughan jr., 28, Arling- 
ton, Mass., who was arrested Aug. 
14 on auto theft charges, pleaded 
innocent to all counts. No date was 
set for trial. 

Vaughan was indicted on three 
counts of conspiracy to violate the 
small loans law, three of larceny 
of an auto conspiracy to violate 
the gaming laws and with con- 
spiracy to steal an auto. 


s 


How Buick Prices Compare 


4-dr. 

2-dr. 

4-dr. Hardtop 
2-dr. Hardtop 
Convertible 
4-dr. Stat. Wag. 


4-dr. Hardtop 

2-dr, Hardtop 

Convertible* 

ee 


°59 LeSabre vs. ’58 Special 
$2,700 
2,636 
2,820 
2,744 
3,041 
3,145 


°59 Invicta vs. ’58 Century 


$3,316 
3,436 
3,368 


[+++  +4+++++ 


** 


* Power windows and two-way power seat standard in ’58; optional at extra cost 


in *59. 


**No comparable '58 model. The '58 Century was a hardtop wagon. The '59 Invicta 


is a standard wagon. 


Other ‘5 


4-dr. Sed, . 
4-dr. Hardtop 
2-dr. Hardtop 
Convertible 


(Standard Equipment: 


Twin-turbine Dyn 


9 Models 


Electra 


pouvnaauesovenvonees $3,856 


Electra 225 


aflow, power steering, power brakes. Con- 


vertible also has power windows and two-way power seat.) 


Other ‘58 Models 


4-dr. Hardtop 
2-dr. Hardtop . 
Convertible mlhnsbeaboesveneeuabesti 
(Standard Equipment: Triple-turbine Dyn 
windows, 


International 


Roadmaster 
$4,667 


Limited 
$5,112 
4,557 5,002 
4,680 5,125 


power brakes, power 


Super 


aflow, power steering, 
six-way power seat.) 





Cooperation 


On Dealer Problems Urged 


VIENNA. — Cooperation among 
auto dealers on an international 
level in handling comparable prob- 
lems was proposed here last week 
by NADA President Dean Chaffin. 

He spoke at the annual con- 
gress of the International Organ- 

ization of Motor Trades and Re- 
pairs. 

Pointing out that he has found 


that dealers in the U. S. and other | 


countries face similar problems, 
Chaffin said: 


“It will be our sincere desire to} 


cooperate in every way possible to 
help bring about a complete under- 
| standing among the retai] automo- 
bile dealers on an international 
| level.” 

He said he favored NADA 
membership in LIOMTR and is 
“prepared to make such recom- 
mendations to our board of direc- 
tors if the occasion should pre- 
sent itself. 

“On what basis we might be per- 
mitted to participate in your inter- 

|mational organization would rest 
entirely with you,” Chaffin contin- 
ued, “but it seems to me therein 
lies a great opportunity for the ex- 
change of ideas and better under- 
standing that could be mutually 
| beneficial.” 

He congratulated European deal- 
|ers on their “fine performance” in 
| Sales in the last 10 years and said 


“these great increases in the coun-| 
tries of Europe are very significant | 


and clearly set forth the possibil- 
ities and the great potential that 
is yours for the future.” 

But he warned that overproduc- 
tion could jeopardize their pros- 
pects. 

“The recession you have heard 
so much about in the U. S. has 
been principally in our industry,” 
Chaffin continued, “and the cause 
of our plight can be traced directly 
to 1955, when we produced nearly 
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ports Coupe for 1959— 


|eight million vehicles for a five- 
million car market. 

“We have been paying for that 
| blunder ever since, and I sincerely 
|hope you will profit by our un- 
| happy experience and avoid the pit- 
| falls of overproduction.” 

He said he “heartily endorsed” 
the growing extension of credit 
for auto purchases in European 
countries. 

“Readily accessible credit in the 
|form of time payments has been 
a major contribution to the growth 
of the American auto industry and 
to the upgrading of the standard of 
living generally in our country,” 
Chaffin said. 


Study Indicates 
Detroit Pay Costs 
Don’t Bar Industry 


DETROIT.—Detroit offers a fav- 
orable wage climate for many new 
and diversified industries and bus- 
inesses, according to Dr. Cecil M. 
Birch, associate director of the Uni- 
versity of Detroit Institute for Bus- 
| iness Research. 

Birch based his observation on 
advance findings of a study of 
wages in the city. The institute 
| conducted the study and will pub- 
lish complete findings in October. 

The study found that wages in 
the auto industry are not as high 
}as they might appear. Layoffs and 
short work-weeks tend to offset 
high hourly rates and overtime. 
Auto industry wages, when checked 
on an annual basis, are not far 
above annual earnings in other in- 
dustries. 

High hourly rates in the auto 
industry do not automatically mean 
that Detroit workers in other indus- 
tries and businesses get high hourly 
rates, the researchers found. 








Me By 


The Maserati Gran’ Tourismo sports coupe for 1959 boasts a 3.5-litre engine and a 
top speed exceeding 150 m.p.h. The Italian luxury import is distributed. in the U. S. 


by Continental Car Combine, New York. 
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Poster designed by Morey, Humm & Warwick, Inc. 


“Outdoor Advertising communicates directly with our customers 
and prospects—the motorists of America—and permits us to spot 


J ames J . Delaney our advertising in specific markets in 36 states where 
Advertising Manager independent Sinclair dealer stations are located. We are using 
Sinclair Refining Company, says: Outdoor Advertising again this year, not only to reach consumers 





with our Power-X Gasoline product message, but also 
to dramatize to Sinclair retail marketers the advertising support 
Sinclair is giving their own sales efforts.” 


8 out of 10 people remember OUTDOOR Advertising!” 


Standardized Outdoor Advertising, 24 and 30-sheet Posters-and Painted Bulletins. 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 





60 EAST 42ND STREET, NEW YORK 17, NEW YORK - ATLANTA - BOSTON - CHICAGO - DALLAS - DETROIT - HOUSTON - LOS ANGELES - PHILADELPHIA + ST. LOUIS - SAN FRANCISCO - SEATTLE* 


*Urban Poster Readers—Starch Continuing Study of Outdoor Advertising 












TURNINGS ... 


British Makers Have 





Cooperative Test Tracks 


By Joseph M. Callahan 


Engineering Editor 


ao 900 members of the British Society of Motor Manu- 
facturers and Traders have established cooperative 650- 


acre proving grounds for the 


testing of vehicles and acces- 


sories under conditions duplicating those which the British 
cars must face in all parts of the world. 


Located 60 miles from 
London, the proving grounds | 
have a three-mile high-speed | 


track and a mile-long timing 
straight where electronic equipment | 
is available to measure vehicle 
speed within one hundred-thou- 
sandth of a second. 

There is also a 200-foot tunnel 
in which vehicles are enveloped in 
a cloud of white china clay dust.) 
Any dust that seeps into the car 
points up any poor sealing that) 


may have occur- 
red during manu- 
facturing. 

In addition 
there are a corru- 
gated track, a 
long-wave pitch- 
ing track (for 
testing springs), 
a noise-generat- 
ing track, a series 





a cross-country 


J. M. Caliahan track and a labor- 





of water troughs, 
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atory. Drivers wishing to test 
equipment report to the superin- 
tendent who is responsible for traf- 
fic control on the track. He is 
located in what was formerly an 
airfield control owen. 


Nature of Test Is Secret 


HE drivers indicate the tracks 
to be used and the kind of test 
equipment required, but they never 
are required to disclose the nature 
of the test so as to maintain the 
necessary secrecy. The drivers also 
may call upon the laboratory staff 
for assistance. 
Another feature of the proving 
grounds is an “accelerated” en- 
durance track in which most of 
the major failures that are likely 
to occur in a vehicle can be de- 
tected in a relatively brief time. 
Part of this test consists of a hill 
climb in which the car being tested 
tows a power-absorbing trailer, 
creating continuous uphill driving 
conditions. 
* * * 


Education on Shocks 


E of the least understood) 
components on the modern car} 


is the shock absorber. 


To help people better under- | 
stand the function of shock | make for safer driving and longer 





ies 


British Cars Tested— 


A Rover and a Jaguar are put through 
speed, cornering and acceleration tests on 
the three-mile high-speed track at cooper- 
ative proving grounds established by the 
British Society of Motor Manufacturers and 
Traders 60 miles from London. 


absorbers, Monroe Auto Equip- 
ment Co., one of the largest 
manufacturers of replacement 
shocks, has been conducting an 
informal educational program 
about them. 

The Monroe people feel that this 
additional knowledge will not only 
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NSU Prinz “600” 


AVAILABLE SOON 










BMW (Isetta) “600” WINS CALTEX TROPHY VICTORY 
CALTEX Economy Run at Hockenheim, Germany 


725 miles at 60 mph continuous run 


e 45 miles per gallon 


The Economy Run consisted of a continuous 12-hour-run and 6 BMW “600” at the start 
and 6 at the goal, no break downs. BMW (ISETTA) “600” closed with first prize . 


Complete Line Under $1400 p.o.. 


EXECUTIVE OFFICES 
487 Park Avenue 
New York 22, N. Y. 
PLaza 1-7200 


NEW YORK SPARE PARTS CENTER 


421 East 91st Street 
New York 28, N. Y. 
TRafalgar 6-7010 


e REGULAR GASOLINE 


(no oil gas mixture) 


e ALL AIR COOLED ENGINES 
u.s. pistrisutors FADEX COMMERCIAL CORP, Established 1939 


WESTERN DISTRICT OFFICE AND PARTS CENTER 


319 Van Norman Road 


P.O. Box 442, 


Montebello, California 


RAYmond 3-1348 
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tire wear but also will have the 
laudable effect of selling mor 
shock absorbers. 


Steve Linsenmeyer, service man. 
ager for Monroe Auto Equipment 
says shocks gradually fade out 
without the driver being aware of 
it—usually after about 25,000 miles, 


One factor contributing to the 
mortality of original shock absorb. 
ers is that the auto manufacturers 
usually adjust them so that they] 
give an extremely soft ride when 
the car is new and before it ig 
really broken in. 

* * - 


Driving Loosens Suspension 
HEN, as the buyer builds up 
mileage and drives the car 

harder, there is a general loosening 
up of the car’s whole suspension 
system, especially the springs and 
the sway bar bushings and other 
|rubber bushings. This gradually 
develops a need for stronger con- 
|trol from the shock absorbers. 


Discussing the basic operation 
of a shock absorber, Linsenmeyer 
said its principal function is to 
restrict the vertical oscillation of 
the vehicle which is started by 
the springs when the car passes 
| over a bump. 

Or, looking at it from another 
standpoint, the function of shock 
| absorbers is to keep the tires 
| pressed against the road, thus 
dampening the tendency of the 
wheels to jounce. 

| He said badly worn shocks cause 
| the car to take % more time to stop 
| because the tires are in contact 
with the road that much less. The 
obvious giveaway to poor shocks is 
|often the intermittent rubber 
|marks produced by a quick stop. 
He said that in aggravated situa- 
| tions the tires will only hit the road 
every six or seven feet. 

. > aa 


|Rear End ‘Dances’ Most 

HILE the “jumping” or “danc- 

ing” can occur on both front 
and back wheels, it is more pro 
nounced on the back end because 
the center of gravity moves for- 
|ward when braking and the in- 
|creased weight helps to hold down 
the front end. 

Another result of this shift in 
the gravity center and the jounc- 
ing rear tires is that the rear end 
often has a tendency to “fly out,” 
and this is where the danger lies. 

The rear end also has a tendency 
|to drift off the track when a car 
| with poor shocks hits about 50 miles 
|per hour, especially if there is @ 
| little cross wind, Linsenmeyer said. 
In addition, centrifugal force also 
| will cause such a car to fly out on 
a turn. 

He said “a car with an effective 
| suspension system should go down 
|}once when it hits a bump, then up 
j}and then stop. There should be @ 
| positive stop to the oscillation—not 
a diminishing stop.” 

> “ 
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Piston Effects Positive Stop 
Tas positive stop is accom- 
plished by a piston riding up 

and down in a sealed tube filled 
with fluid. The up-and-down motion 
|of the piston is controlled by & 
|series of valves—four sets for the 
compression stroke and four sets 
for the rebound stroke. 

Linsenmeyer said 40 percent of 
the Monroe replacement shocks are 
going on the 1957 and 1958 models 
which apparently seem to need re 
Placement sooner than earlier 
models. 


McCarthy Directs Sale 


Of Boltafiex Upholstery 


LAWRENCE, Mass.—Charles J. 
McCarthy has been named man- 
ager of automotive original-equip- 
ment sales at 
General Tire’s 
Bolta Products 
division. 

McCarthy heads 
the sale of Bolta- 
flex automotive 
upholstery mate- 
rial used as origi- 
nal equipment on 
new cars. He also 
handles the sale 
of Boltaron auto- 
motive material. 
He had been sales manager of the 
custom molding division. 


Tighe Goes Volvo 


Jack Tighe, a former Lincoln- 
Mercury dealer in Culver City,} 
Calif.. now is a Volvo dealer in} 
Marysville, Calif, 
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CERAMETALIX* BRAKE 
LININGS AND 
CLUTCH FACINGS 


Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF 


Bendix sivisioxn South Bend, wo. 
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Capsule Comments 


Stocks of new cars in dealer hands continue to decline 
and have now reached a near-shortage stage in many parts 
of the nation. 


Thanks to the makers, the industry’s No. 1 problem ap- 
pears to have been licked again. 
+ * « 

A county in Virginia is seeking to issue its own auto 
license tags, at $4 per car, to build—of all things—a new 
county jail and office building. 

We suppose that errant motorists would receive extra- 
good service in the new jail. 
* + * 

Women are a big factor in buying cars but the men of 
the house have plenty of influence, too—often greater than 
the women’s, a U. of Michigan research clinic was told. 

Well, let’s put on the gloves, madam. 
* * * 

The amount of auto credit outstanding has fallen for the 
ninth straight month—a total drop of $906 million since 
last October, the Federal Reserve Board reports. 


And then, just as many buyers start returning to the 
market, the financial people begin tightening credit. 
* * * 
The frantic ads of a year ago have faded away, and deal- 
ers are not pushing their 1958-model cleanup as distress 
merchandise. 


One bright spot in an otherwise drab automotive year. 
+ * * 

You may not believe it, but there are now 696,855 im- 
ported cars in operation in the U. S., according to the first 
compilation ever made and just completed by AUTOMOTIVE 
NEws. 

And you’ll be startled by many other facts and figures 
in this week’s special Imported Car section, starting on 
Page 17. 
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Coming 
Events 


Dealer Conventions 


Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville, 

Sept. 21-23—Ohio Automobile Dealers 
Assn, The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 

ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
Dealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 22-23—Wisconsin Automotive Trades 


Assn., Schroeder Hotel, Milwaukee. 
Oct, . 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 


Oct. 25-27—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 

Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 16-18—National Independent Auto- 
mobile Dealers Assn., Edgewater Beach 

Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec, %—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—National Automobile 
Dealers Assn., Chicago. 


Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 
May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 
* 2 * 
Auto Shows 


Sept. 26-Oct. 4—Commercial Motor Show, 
Earls Court, London. 
Oct. 2-12—Paris Auto Show, Grand Palais, 


Paris. 

Oct. 419—Texas State Fair Automobile 
Show, Dallas. 

Oct. 22-Nov. I—Motor Show, Earls Court, 
London. 

Nov. 5-16—Turin Auto Show. Turin, Italy. 
Nov. 14-23—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles. 

Nov. 21-30—St. Louis Auto Show, St, Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Nov. 29-Dec. 7—Houston Auto Show, Hous- 
ton. 
Armory, Detroit, 

Jan. 9-1@—Midwest Auto Show, Municipal 
Auditorium, Minneapolis. 


Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
Jan. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-27—Tampa Auto Show, Fort 
Hesterly Armory, Tampa. 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 


torium. Miami. 
Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque. 
Feb. 27-March 8—!959 World Wide Auto 


Show, Miami Beach Exhibition Hall, 
Miami Beach. 
Apr. 6l!1—Denver Auto Show, Denver 


Auditorium, Denver. 
* * * 


General 

Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
Show, Mechanics Exposition Bldg., Bos- 
ton, 

Oct. 22-24—13th Annual Technical Conven- 
tion, American Society of Body Engi- 
neers, Rackham Memorial Bidg., Detroit. 

Oct. 27-29 — National Lubricating Grease 
Institute's 26th annual meeting, Edge- 
water Beach Hotel, Chicago. 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo, 

Nov, 16-2i—American Trucking Assn. An- 
nual Convention, Miami Beach, Fila. 
Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago, 
Feb. 2-5—Automotive Accessories Manu- 
facturers of America Exposition, New 

York Coliseum, N. Y. 

Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs, of America Exposition, New York 
Coliseum, N, Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago, 

Feb. 18-21—1959 International Automotive 
Service Indystries Show, Navy Pier, 
Chicago, 


20 Years Ago... 


The Big Stories 


Capt. George E. Eyston raced his Thunderbolt car over the Bonne- 
ville Salt Flats in Utah in 1938 to set a speed record of 357.44 m.p.h. 

Pointing out that the 1939 models have placed the old wobblestick 
gearshift lever, rising from the center of the floor board, in the same 
limbo with starter cranks and two-wheel brakes, W. Ward Mohun, 
vice-president of Evans Products Co., this week in 1938 predicted a 
further popularity in power gearshifting in the future. Mohun coupled 
the trend toward remote control gearshifts, with the lever located 
under the steering wheel, with such advances as the self-starter. 

New Jersey's state highway department used six “cotton roads” as 
testing grounds to determine their economy. Use of cotton was in- 
tended to keep water from penetrating into pavement and causing 
“blow-ups” from freezing and thawing. 
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| cover to cover each week and look 
| forward eagerly to the thoughts and 





















































































“When you see a salesman laugh like that at an old 
joke, you know they're still giving high tradeins.” 








Letterbox 


"ee BemOnSs . . ss « 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


the telephone calls to verify what 
I have offered in proof. No takers. 


One thing I am sure of and that 
is that there are darned few in 
this part of the country that can 
do as good, or a better job of man- 
aging than I can. All I have wanted 
is a chance. I have been told that 
I know too much or “you probably 
cost too much.” Even when I 
denied that, there are no_ openings. 

So I went selling. One place had 
about 14 men in seven weeks. 
That was out. Then I hit one fine 
dealer, and I did better than the 
men that had been there. The 
reason why? Because I worked 
and treated people like human 
beings, with courtesy and respect. 

I came up the hard way, winning 
a car from Pontiac for sales, top 
|honors from Dodge and Plymouth 
before I took over managing. I have 
and can take over any dealership 
and improve its condition, either 
financially or saleswise. 

I am 52. Is that a deterrent? A 
handicap? How do you get a lot 
of experience in both hard times 
and good without time? I have 
answered a lot of advertisements. 

Is that story of yours the truth? 
I have always believed you are 
right and still do. 

But I don’t think dealers want 
men that can tell them the truth 
or correct conditions that they 
know are wrong.—Ear.t J. GREENE, 
10919 Moorpark St., N. Hollywood, 
Calif. 


He Smiled 


The other day I strolled into a 
showroom to take a look at the new 
models. Before I could reach the 
first car, a salesman was at my 
elbow. His first statement: “I’m 
sure I know you,” He smiled. 

A little checking, and we found 
he’d sold me a new car at another 
dealership—more than three years 
ago. He reached in his top drawer 
and pulled out his records on the 
deal. 

I haven’t bought a new car in 
more than three years. He had all 
the dope on me. I should have been 
a ripe prospect. But he didn’t call 
on me; I called on him—by accident. 
—E. N. B. 


Puzzled Guy 


I read Avtomotive News from 


ideas of others. And I really get a 
lot out of it. 

To prove this, I am now referring 
back to the issue of Feb. 3, and a 
paragraph on page four. In heavy 
black print, second paragraph, you 
state “Another prime reason is| 
lack of skilled management, etc.” 

If you ever have any spare time, 
would you answer a few questions | 
from a puzzled guy? 

To keep a wife and daughter | 
happy I came out to California in 

1955. At that time trying to break 
into management was definitely | 

impossible. So back East I went 
and back to top management. 

Finally, last December I came 
back here again. 

Since then I have contacted every 
zone office, finance offices and the 
dealer association. The last men- 
tioned was the only one that tried 
to be helpful, and to their Mr. 
Austin I am deeply indebted. 

To each one I have sent or left 
a complete resume; to those who 
would listen I told of my back- 
ground and experience. The aver- 
age answer I received was to the 
effect that it takes a long time to 
break in here, and California is 
different and you are not known 
here. I have even offered to pay for 








* * * 


—From the files of Automotive News. 
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MGA Sports Coupe 4-Door Sports Sedan A-55 4-Door Sedan 


Sitley 1.5 MORRIS 1000: 





2-Door Sedan, 4-Door Sedan, 


4-Door Sedan Convertible, Station Wagon 
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Lawsuits Affecting Dealers ... 
Court Decisions 





By Leo T. Parker 
Attorney at Law 


y S. ADDERLEY, Adderley Pon- 
*tiac Sales, Carthage, N. Y., 
wrote that a customer traded in a 
car “saying that it was paid for 
before two witnesses.” The dealer 


spent approximately $125 recondi- | 


tioning the tradein, and after three 
weeks Beneficial Loan Co. ad- 
vised it had a 
mortgage lien 
filed on the car. 
The dealer 
checked the serial 
number on the 
inside of the door 


ined the recorded 
lien and found 
that they did not 
agree in that the 
motor numbers 
did not corre- 
spond. Adderley wanted to know 





L. T. Parker 


pillar and exam-| 


|whether or not the mortgage lien 
is valid. 

My answer is: While an insur- 
ance policy on an auto is rendered 
void if the serial number is in- 
correctly copied in the policy, 
such law is not always applicable 
to mortgages especially if the 
dealer had good notice that the 
tradein was mortgaged. Even if 
a mortgage is not recorded it is 
valid against the dealer if he 
' knew that it existed. 

Only a higher court can finally 
decide the rights in this matter, as 
| considerable testimony must be 
| given on all details. Of course, the 
customer is liable if he is financially 





City Extends Sales Tax 


SAN FRANCISCO.—The City has 
| extended its one percent sales tax 
to cover purchases made in the 
city and delivered to the suburbs. 
|The measure is expected to yield 
$3.5 million in additional revenue. 
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responsible because he made a false 
statement to the dealer who took 
the tradein. 

When reveiwing late and lead- 
ing higher court decisions, I shall 
endeavor to locate one or more new 
cases to the points of this legal 
problem, and I shall publish the 
same at the earliest possible date. 

+ + * 


Mortgage Is Limited 


F. CARTER, St. Louis, wrote: 

°e “A few weeks ago a customer 

whose name is Briniger drove his 

automobile into our service station 

and bought on credit four new tires 
at the price of $160. 

“We took a chattel mortgage on 
the tires and immediately re- 
corded the mortgage. Today the 
automobile dealer who sold the 
automobile to Briniger notified us 
that he has a recorded chattel 
mortgage on the automobile 


which he repossessed from Brin- | 


iger. The dealer wants us to can- 
cel our mortgage. Can we collect 
for the tires?” 

According to a late higher court 
decision, the answer is yes. For in- 
stance, in the case of Olive Tire 
Store v. Loftin, 294 Pac. (2d) 562, 
the testimony showed that an auto 
dealer sold to a man named John- 











One crafty motorist in New 
Jersey painted a new license 
plate out of cardboard. One 
eagle-eyed cop noticed the dif- 
ference. Result: $50 fine. 





son a 1949 motor truck under a 
conditional contract which was 
properly filed in the office of the 
county clerk. 

Several months later, Johnson 





more fine car manufacturers recommend 


CASTROL 


than any other motor oil in the world! 





CASTROL 


the masterpiece in oils! 


CASTROL OILS, INC., 100 Church St., N.Y. 7, N.Y.—A Division of the Wakefield Group, World's Largest Exclusive Producer of Lubricants. 








purchased from Olive Tire Store 
new tires and tubes which were 
installed upon the truck. The Olive 
company recorded a chattel mort- 
gage upon the tires and tubes. 
When Johnson became delinquent 
on his agreed monthly payments on 
the truck, the auto dealer filed suit 


to take possession of the truck. 
+ * * 


Court Rules for the Dealer 


A SUIT ensued and the higher 
court held that Olive Tire Store 
could collect from the auto dealer 
the full amount of $160, plus inter- 
est, owed by Johnson for the new 
tires and tubes. The higher court 
said: 

“Tires and tubes are sold as a 
distinct and separate article. They 
can be placed upon an automobile 
and easily removed and others 
placed thereon. We do not think 
they become a part of the truck 
so as to deprive the seller (Olive 
Tire Store) of its right under a 
conditional sale.” 

Also see K. C. Tire Co. v. May 
Motor Co. 267 P. 993. This higher 
court clearly held that where the 
owner of a mortgaged auto buys 
tires and tubes, they do not become 
a “part” of the automobile. 

In other words, the seller of the 
tires and tubes can recover pay- 
ment from one who holds a chattel 
mortgage on the auto. This court 
said: 

“These new tires were not an 
integral and permanent part of the 
automobile; they could be severed 
easily and without any damage to 
the car; they could be used as read- 
ily upon any other car of like make 
and size, and were easily identified 
by number.” 

Of course, the seller of tires in- 
stalled on a mortgaged auto must 
clearly specify in his sale contract 
and chattel mortgage the exact 
serial numbers and make of the 
tires in order to have positive iden- 


tification for the court. 
> = = 





Factory Squeeze Charged 


ON H. ELLIOTT, Elliott Sales 

Co., Paducah, Tex., wrote in 
part: “I am sure many dealers 
have written you as I am now do- 
ing to tell you how much we value 
your column in Automotive News. 
I also along with others want to 
express my appreciation for your 
work. I have a problem and I 
would appreciate your comments 
on it. 

“My problem is namely that 
————— Motor Division is try- 
ing to squeeze me out of the bus- 
iness. In conversation with fac- 
tory officials, I have been told 
that I would not get enough cars 
to pay my overhead, and brother, 
that is just about the case.” 

Elliott said he has been waiting 
four to five months for car deliver- 
ies from the factory, while other 

dealers are getting deliveries almost 
immediately. He said the zone man- 
ager answered his letter of com- 
plaint indicating he would get rea- 
sonable deliveries, but the situation 
has not improved and he has to re- 
fund deposits made by numerous 
buyers. He wants to know his legal 
rights. 

My answer is: If you can prove 
that the manufacturer actually 
breached an expressed or implied 
contract made with you, you can 
recover damages. The mere matter 
of verbal or oral statements or a 
promise made in writing by the 
zone manager will not be of much 
value to you. 


Other Possibilities Cited 


N OTHER words, unless the 

court decides that the manufac- 
turer breached an expressed or im- 
plied contract, or violated a state 
or U. S. statute, in failing to supply 
you with autos you cannot recover 
damages. 

Also, in order that the manu- 
facturer is responsible for prom- 
ises made by the zone manager, 
the testimony must indicate that 
the zone manager had authority 
to bind or obligate the manu- 
facturer with respect to deliver- 
ies of automobiles. There are 
many angles to a litigation of this 
kind, and no one can with cer- 
tainty anticipate its ending. 

The court will consider all details 
of complicated testimony before 
rendering its decision, an important 
part of which is: 

Did an authorized representative 
of the manufacturer make an ex- 
pressed or implied contract to sup- 
Ply you with autos without delays? 
If so you can win the suit. 
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HEAD OFFICE AND SHOW- 
ROOM: 505 Park Avenue, New 
York City. In the heart of New 
York’s distinctive “import row” 
is the hub of Rootes activity. 


Sales and Service in 152 Countries 


...and we look forward eagerly to our continued growth 
during the years ahead. The ever-increasing number of 
Rootes dealers in the States attests to the immense sale- 
ability of the comprehensive range of Hillman and Sunbeam 
models, and to the unlimited opportunities for expansion in 
this country. Rootes dealers have discovered that the con- 
sistent quality and good looks of our automobiles, backed up 


e’ve come a long way 
since 1948 


by sound company policy and strong parts service, have won 
wide acceptance with the American public. Latest figures 
(1st half of 1958) for imported family-type cars show 
Hillman to be in fourth place nationally. Sales have climbed 
steadily from 1041 units in 1948 to an estimated 25,000 
units in 1958. Even more important, our records show that 
dealers are doing business on a sound, profitable basis. 


In line with our aggressive sales policy, we are always interested in ecpanding 
our dealer organization. Write to the sales manager 1n Los Angeles or New 
York, and ask for details of Rootes’ franchise and available open locations. 


LOOK AT THE COMPREHENSIVE ROOTES RANGE! 


Sunbeam 3-Position 


Hillman 4-Door Estate Wagon Sports Convertible 





Hillman 4-Door Sedan 





Station Wagon 


Here's what only a few of the experts say! poputar science: “In the 
opinion of the writer, the Hillman—at the price—probably is the best buy among the more popular foreign 
cars selling under $2000.” MOTOR TREND: “The Sunbeam Rapier is an excellent road machine, and with 
its big-hearted engine, floor shift, improved steering and rugged brakes, it will have European rallyists 
talking to themselves.” CAR LIFE: The Hillman 4-door Estate Wagon’s “combination of Americanized styl- 
ing, ample performance and elegant comfort gives it Car Life’s BEST BUY AWARD.” MOTOR LIFE: “The 
Hillman should have wide appeal with those interested in small initial cash outlay.” 
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EASTERN REGIONAL 
OFFICE: This facility serves 
the vast number of Rootes dealers 
from the Atlantic Coast to the 
Mississippi River. 


A Symbol You Can Trust 


WESTERN REGION OFFICE: 
West Coast headquarters in Los 
Angeles maintains liaison with 
dealers West of the Mississippi 
from this modern building. 


ROOTES MOTORS, INC. 


ROOTES PRODUCTS: HILLMAN - SUNBEAM - HUMBER 


2 


. 
\ 
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EAST COAST PARTS WARE- 
HOUSE: Over $1,000,000 worth 
available to dealers from New 
York City depot via rapid delivery 
systems consistently used. 





Angeles, California, 


505 ‘Park Avenue, New York, N.Y. 






Hillman Husky 2-Door 





Sunbeam Coupe de Sport 


WEST COAST PARTS WARE- 
HOUSE: Equally capable of 
serving Western dealers is this 
parts distribution center in Los 


9830 W. Pico Bivd., Los Angeles, Calif. 

















"Best in Show’ at Old-Car Festival— 


A 1922 Marmon Speedster (left) and a 1911 Knox Touring car won top honors 
at the eighth annual Old-Car Festival at Greenfield Village, Dearborn. Donna Eichen- 
laub, of the awards committee, presents the silver cup won by both owners to C. E. 
Valentine fl! and his mother, Mrs. C. E. Valentine, of Birmingham, Mich., and Mr. 
and Mrs. Vernon R. Hagenbring, of Arlington Heights, Ill. Valentine's Marmon topped 
the 1917-25 division, and Hagenbring's Knox .led the 1899-1916 group. 





Cash in on the rock-solid trend towards economic 
transportation. Sell and service the complete line 
of VESPA motor scooters and commercial three- 
wheelers. Offer a wide range of models priced within 
everyone's reach. VESPA’s sales producing prices 
are scaled to offer your customer much more for 
less, guaranteeing you the widest possible margin 


of profit. 


Join the present network of Vespa Distributors and 
Dealers already profiting from WVESPA’s million 
dollar advertising, promotion and publicity cam- 
paigns. You will benefit from VESPA’s command- 
ing sales lead, your own exclusive territory, vigorous 
cooperative advertising, mechanics schools, a com- 
plete program designed with sales in mind. Definitely 
the prestige scooter in the booming motor scooter 
market. You will sell the best when you sell VESPA. 
Interested parties may obtain further information 
by writing the Sales Manager. 





VESPA DISTRIBUTING CORP. 





SELL 


the largest selling 
motorscooter 
in the world! 
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How Nation's Salesmen Meet... 











Practical Problems of Selling 


A SALESMAN must keep up 
his contacts and friendly re- 
lations even with persons who do 
not seem very promising custom- 
ers at the moment, says D. W. 
Greene, of McCormich Motors 
(Chevrolet), Nappaunee, Ind. 
Here’s his story 


of a case in which Sales 
that policy won Cc 
° ase 
him a sale: 
Billwasawell- Histories 


to-do farmer 

who belonged to the division of 
the Amish church which does 
believe in owning cars. How- 
ever, he had a tractor, which 
also was frowned upon. 

For several years he had driven 
to town on his tractor, a distance 
of some 12 miles. He had sensed 
the serious risk of trying to drive 
to town with a horse and buggy. 

Bill’s brother, Sam, worked in 
our body shop and Bill was a fre- 
quent visitor. He would look over 
the new models, and the automo- 


bile workers and salesmen talked | 
to him about them, but with no | 
suggestion that Bill should have 
one. 
* = + 
SAM commented one day, “Some 
day Bill is going to buy a new 
automobile, but don’t press him.” 
So, at last came the day when 
Bill said, “I want to talk to you. 
I want to buy a car. It has to be 
black.” 
Then he gave the various other 





Berl Berry to Handle 


S-P’s New Small Car 


KANSAS CITY.—Berl Berry, Berl 
Berry Dodge, Inc., has signed a 
Studebaker-Packard sales agree- 
ment. He formerly was a Ford and 





Lincoln-Mercury dealer for many 
years. 

R. O. Chaney, S-P zone manager 
in Kansas City, said Berry’s initial 
order for the new smaller Stude- 
baker for 1959 was 160 units. 








... the only way of saying motor scooter 


3 EAST 54th STREET: © 





NEW YORK 22, N. Y. 


specifications he had decided 
upon. 

He continued, “You order it 
for me and get it here. I don’t 
know when Ill come for it, but 
Vll come. Don’t call me about 
it.” 

The car arrived and remained 
at the dealership for a month. 
At last Bill came in and paid cash 
for it. During that month he had 
to break the news to his friends. 
Also, his purchase made it neces- 
sary for him to transfer from the 
strict sect to the more liberal one 
which permits ownership of cars 
and tractors. 

+ * * 

T THE end of a month Bill 

brought his car in for a 
checkup and he had six or seven 
thousand miles on it. He and his 
family take long trips to visit 
friends in other states and really 
enjoy the car. He now buys a new 
one every year, always black, and 
he puts about 30,000 miles on each 
car. 

Then, of course, Bill could not 
use a new car for hauling 
things about the farm, so he 
bought a used car for that. 
This is not replaced as often as 
his new cars are. 

I’m in touch with many of the 
Amish men who know that even- 
tually they’re going to have to 
buy cars for it is too dangerous to 
drive buggies any more. 

I hope to be ordering more new 
black cars for Bill’s friends, but 

we wait for them to make the 
first break with the group that 
opposes the ownership and use of 
automobiles. 










7 More Dealers 
Sign to Handle 


Jaguar Line 


NEW YORK.—The appointment 
of seven additional Jaguar dealers 
in the U. S. has been jointly an- 
nounced by Jaguar Cars, Inc., and 
three of its distributors. 

Jaguar of New York Distributors, 
Inc., has signed John Fitch Motors, 
Inc., Lakeville, Conn.; Howard 
Ford, Inc., Thompsonville, Conn.; 
John J. Hayes Motor Sales, Inc., 
Rockville Center, N. Y., and Sports 
Car, Ltd., Ansonia, Conn. 

Jaguar Midwest Distributors, 
Inc., Indianapolis, added Kirkwood 
Motors Corp., Kirkwood, Mo., and 
a King, Inc., Franklin Park, 

1. 

Overseas Motors Corp., Fort 
Worth, signed up Wichita Sports 
Car Center, Wichita. 


Replacement-Tire 
Shipments Rise 


NEW YORK.—Replacement pas- 
senger-car tire shipments in July 
totalled 6,502,078 units, an increase 
of 1.79 percent over June’s 6,387,446, 
according to the Rubber Manufac- 
turers Assn. 


The July figure was the highest 
for any month since July, 1950, 
when 6,865,115 tires were shipped, 
RMA said. 

Total shipments of all passenger- 
ear tires during July amounted to 
8,317,705, the group added, an in- 
crease of 2.47 percent over the 8,- 
117,358 shipped in June. July ship- 
ments of truck and bus tires were 
up 12.78 percent, from 1,113,247 in 
June to 1,255,497. 


Foothill Chevy Dealers 


Elect Pollard to 18th Term 


LOS ANGELES.—For the 18th 
consecutive time, Martin Pollard, 
president of Martin Pollard Chev- 
rolet Co., North Hollywood, has 
been elected president of the Foot- 
hill Chevrolet Dealers Assn. 

Other officers are: Chet Gledhill, 
Economy Chevrolet, Alhambra, 
vice-president; L. V. Harding, Mis- 
sion Chevrolet, San Gabriel, treas- 
urer, and Glen Roberts, Los Angeles 
attorney, secretary and counsellor. 


Danville Importer Opens 


Import Motors, Inc., has opened 
at 2395 Riverside Drive, Danville, 
Va. 
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Dealership Total 
Hits 12,967; Up 
14% Since Jan. 1 


83 Pet. Also Handle 
Domestic Makes; 
Further Rise Seen 


By John K. Teahen Jr. 
Staff Writer 
_— boom in imported-car dealer- 
ships has not 
“hate-autos year,” an AUTOMOTIVE 
News survey disclosed last week. 

On July 1 of this year, there were 
12,967 dealerships in this country 
handling one or more foreign 
makes, an increase of 14.5 percent 
over the revised total of 11,327 for 
Jan. 1. A year earlier—on Jan. 1, 
1957—there were but 2,930 outlets. 

That means there now is one 

import outlet for every 2.94 
domestic-car dealerships. Six 
months ago, the ratio was 1 to 
3.36, and at the beginning of 1957 

it was 1 to 13. 

The imported-car franchise total 
also has jumped this year, climbing 
to 20,315 on July 1, compared with 
17,302 six months earlier. There 
were 38,109 domestic-car dealerships 
holding 57,773 franchises at the be- 
ginning of this year, but sluggish 
sales and skimpy profits have pared 
both totals. *« * * 

OMESTIC dealers continue to be 
the chief purveyors of foreign 
cars. Some 10,800 of the 12,967 im- 
port outlets also handle a U. S. 
make. The U. S.-import duals, 
therefore, account for 83 percent 


abated during} 


of the total number of establish-| 


ments that sell foreign autos. 
The percentage was the same on 






he 












Foreign-Car 
Registrations 


For seven months, minus one 
state: 
1957 
Make Pos. 
Volkswagen 36,331—1 
Renault 10,309—2 
English Ford 7,449—4 
Fiat ° 
MG 7,959—3 
* Metropolitan 6,473—5 
88,080 All Others 35,138 
Total All Makes 


192,038 103,659 
* Not in Top Five. 








In Operation 


HE American motorist who 

thinks he’s been seeing an extra- 
ordinary number of little cars on 
the street is correct. 

According to Automotive News 
estimates, there were 696,355 


foreign-built postwar autos in op- | 
eration in the U. S. as of July 1. | 


More than half of these—421,149 
to be exact—were 1958 and 1957 
models. Approximately 200,000 more 
1958 and 1959 models will be scoot- 
ing over U. S. highways before the 
end of this year. 


Next year may see 350,000 to 600,- 


000 more imports added to Amer-| 


| Import 


ica’s rolling stock. 


W 


ITH the number of imported 
autos growing by leaps and| 


bounds, the demand for replacement | 


and maintenance items can be ex- 


Jan. 1 when 9,503 of 11,327 import} pected to increase at a correspond- 


outlets held domestic franchises. 


At the beginning of July, 28.3 | 


percent of the nation’s domestic 
dealers were handling imported 
makes. This was an increase over 
the Jan. 1 survey which found 
that 24.9 percent had both U. S. 
and foreign lines in their show- 
rooms. 

Most of these U. S. dealerships 
handle one of the six captive im- 
ports—Opel, Vauxhall, Metropolitan, 
Mercedes-Benz, English Ford or 
Taunus. There were 8,009 U. S.- 
captive duals on July 1 and 7,282 
on Jan. 1. * * «& 

Ory Buick dealers may stock 


Opel, and the same link exists 
(Continued on Page 40, Col, 3) 


ing ratio. 

Most important factor applying | 
to the fast-growing flock of im- 
ports is that, as of July 1, the 
average foreign car in the U. S. 
was only slightly more than one 
year old. 

Persons in the parts and service 
industry, trying to assess the scope 
of their imported-car market, can 
see that the big jump in business 
is still a year or two away. Basic 
maintenance items, of course, al- 


ready are in demand. 


= * - 
F ALL imported autos on the 


road at the census date, 196,125 
were '58s; 225,024 were ’57s; 99,073 





At Chicago Convention .. . 


NADA to Dissect Imports 


ASHINGTON.—A featured part 

of the NADA convention pro- 
gram in Chicago Jan. 31-Feb. 4 
will be a panel presentation, “Are 
Imported Cars Here to Stay?” 

The panel is scheduled at 3:30 
p-m. Feb. 1 in the Grand Ball- 
room of the Conrad Hilton Hotel. 

Paul Herzog, NADA director of 
research, will open the presentation 
with a discussion of sales, registra- 
tions and distribution. 

* * * 
H= WILL be followed by James 
C. Downing, president of 
Southeastern Sports Car Center, At- 
lanta, and imported-car representa- 
tive on the NADA Industry Rela- 
tions Committee. 

Downing’s topic will be, “Is the 
Imported-Car Field a Specialized 
Business ?” 

Paul Lauritzen, NADA director 


for Virginia and an imported-car 
dealer in Richmond, will discuss, 
“The Pros and Cons of Imported- 
Car Sales and Merchandising.” 
~ x ~ 
A QUESTION-AND-ANSWER 
period will be conducted by 
Lauritzen and Downing and a sum- 
mary will be presented by Herzog. 
Imported cars never before 
have been listed on NADA’s 
convention agenda. 
Walter M. Kiplinger, NADA con- 
vention director, said the panel was 
formulated because of widespread 


interest in imported cars among 
NADA members. 
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YSTERIA over the meteoric 

rise of imported autos in the 
U. S. is beginning to give way to 
the calmer view that prevails with 
experience. 

During 1957 and thus far in 
1958 import retailing has wit- 
nessed both success and failure— 
and all the gradations in be- 
tween. 

But enough dealers of widely 
differing backgrounds, motives and 
methods have been in the field 
long enough to get their second 
wind—and to be able to provide an 
accurate, sensible view of the im- 
port market as it exists today. 

* * - 
, ge do they have to say about 
imports? Plenty. And dealers 
contemplating an entry into the 
field would do well to listen to these 
experienced men. 

While there are no hard and fast 
generalizations about the import- 
| car business, dealers in the field 
| pretty well agree that: 
| 1. There is profit to be made 

in import cars. 








696,855 Foreign Autos 


in U.S. 


were ‘56s; 57,400 were ‘55s, and 
119,233 were spread over model 
years from 1954 back through 
1946. 


Over this same period of time, 





| according to figures compiled by 


the U. S. Department of Com- 
merce, a total of 815,441 new and 
| used cars were imported into the 
| U.S. 

| Surprisingly, 85.5 percent of these 
| cars are still in use. Obviously, the 
fact that so many foreign cars are 

(Continued on Page 19, Col. 4) 





2. Service, with a few exceptions, 
is seldom a problem. 

3. Financing is a snap and there 
are virtually no repossessions. 

4. Warranties usually are superior 
in nature, and there are few claims 
from happy customers. 

5. Used cars are beginning to 
depreciate more rapidly, but are 


still a bright spot in the business. | 


6. The future looks good, even if 
a Detroit-built small car does ma- 
terialize. 

* = * 


AT about profits on imported 


cars? Although there is some} 
discounting, most dealers get full! 


price with a realistic figure on 
tradeins. (‘Some dealers call it 
“stealing the trade at low book.”) 

Dealer discount averages 
around 20 percent (ranging up to 
25), with distributors getting 4 
to 6 percent. Some dealers give 


2 percent for cash sales or for | 


fleet deals. 
Dealer gross ranges from $250 to 
|$400 on “economy” models up to 


fancy four-figure sums on high- 
priced makes. 

There apparently has been very 
little discounting thus far, although 
some dealers express fear that 
price-cutting will start before too 
long. 

= + > 
ECAUSE of the low volume in 
most lines, the imports must 
pay off on each deal or the dealer 
is in trouble. 

Factory reps and distributors 
are well aware of this and spend 
a substantial amount of time and 
effort in educating dealers and 
salesmen to the time-bomb effect 
of discounting. 

On the rough side, however, are 
the “cats and dogs” of the import 
business. A few makes are poorly 
distributed and have insignificant 
parts stocks and even worse factory 
distribution. 

When a dealer is stuck, he sells 





Album 


Pictured below are representative models of autos im- 
ported into the U. 8. They are listed in order of price, 
starting with the least expensive, according to quotations 
listed at East Coast ports of entry. 
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Fiat 500—$1,098 " 


(Continued on Page 22, Col. 1) 
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the cars at a price and profits go 
out the window. 
* ao * 
OST dealers are candid in ad- 
mitting that they will handle 
imports only so long as the profit 
remains in them. 

A dealer in Minneapolis who 
handles Simca, Porsche, MG, 
Morris, Austin and Isetta, said 
profit this year has not been as 
good as he had anticipated, but 
that he will end the year in the 
black. 

He said he is eliminating “un- 
profitable lines,” but he did not 
specify which ones those are. 

A Buick dealer in New York, who 
also handles Opel and Renault, 


(Continued on Page 33, Col. 3) 








Dealers Recount 
Import Pitfalls 


Veterans Offer Tips 
On Getting Started 


—_— advice for the dealer 
contemplating taking on a 
foreign-car franchise is offered by 
men who have helped to pioneer 
the imported-car market in the 
U. 8. 

Many of these dealers were in 
the market in the lean period as 
well as in the lush era. Most were 
willing to lay it on the line when 
asked by Automotive News for 
advice to newcomers. 

Their advice, born of experience, 
boils down to this: 

1. Pick the car carefully and try 
to stick to one of the ten most 
popular makes. A dark horse might 
come along, but the leaders are 
pretty well established. 

> « . 
> Spend some time in doping out 

* the market potential and exam- 
ine the competition. 

3. Consider the costs involved 
in setting up the operation. Check 
the amount of parts inventory re- 
quired and promptness of service 
by the parts depot. 

| 4. Look into the reputation of 
ithe factory and distributor and 
check their policies on franchising. 

5. Study the warranty policy and 
| find out whether the factory or dis- 


424/tributor offers technical assistance 


| on servicing the car. 

> > . 
Learn, yourself, how to “take 
apart and put together” the im- 
| port you decide on. Know the prod- 
|uct and its features. 


7. Don’t try to do everything 


| 





at once. Feel your way along. 

8 Don’t try “cute” advertising. 
Tell about the product, its merits 
and its price. 

9. Don’t expect a gravy train. The 


-~ | man satisfied with reasonable vol- 


ume and moderate profits should 
do well. 
> > > 

NDIVIDUALLY, dealers had some 

highly interesting points to 

make. 

Dan Schwarts, of Holiday Motors, 
Los Angeles, said, “Stay the hell 
out unless you can stand the aggra- 
vation. Drink plenty of cream to 
coogl the ulcer you'll get when stock 
is slow to arrive. 

“But there’s money to be made 
for the dealer who really gets 
himself ready to sell and service 
foreign cars.” 

A Dallas dealer said, “Don’t enter 
the field half-heartedly and don’t 
expect to reap easy profit without 
proper organization. Even stop-gap 
operations must be backed up with 
specialized sales and service per- 


sonnel.” 
Cp7= of Los Angeles’ long-time 
dealers, John Williamson, Wil- 
liamson Motors (Hillman-Sunbeam), 
said, “I'd suggest the dealer get a 
car and drive it. Not just around 
the block, but for at least a month 
and on a moderately long trip. 
“The average person isn’t too 
hot for an import the first time 
(Continued on Page 44, Col. 1) 
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Make 
and | Dimensions | Engine | Capacity | Drive Unit | Chassis 
Model j 
Peek 1 eiatel | |. t-F F poe a 
o | = al 26! : Ez 4 ‘ 
a) algae) al al fsleldl ele iieia2ziai 4 first ¢. |B. 
bes idteeedl 2) 2) gd | E/E) alee] ae | Bl deb af] eb adl ab] oad | 28 
€ | Se lesdiieg| a¢/92| fs) 2 )5) 2 |e] <2 | dg) 92) 2) 8) as) 89) FF) OF es, |Z! 
¥ | 4P/FEsiGEE) FF) EF| afk 212] s | 8) as | $2) d8s | ds | 42/82/42] £2 | 2 Ee: | Eg: | Fie 
SB |S" |z~ 6" | 6 a° | lm | z% |¢ = hb ES Ps 3 3) < a 6 is - Su 
ALFA ROMEO Guilietta Spider 86.5 |1,809|N.A.|N.Aj152 (51 | N.A.(50.5 [50 | 4 |8 65/6,000| 78.7 | N.A. | N.A.| N.A. | N.A.| 4.55 (5.60 x 15| None | N.A. | N.A. a 
2000 (107 |2,821| N.A. |N.A.|185.6 |56.4 | NA.|55.1 54 | 4 | 8.25| 105/5,300/1205 | N.A. | N.A.| N.A. | N.A.| 4.78 [5.20 x 15) None | NA. | NA. halle 
ASTON-MARTIN DB24 Mk. IIIB | 99 |2,800| N.A. [N.AJ171.5 (54.25) N.A.|54 (54 | 6 | 82| 178/5,500|1782| N.A. |15.5 | N.A. |N.A.| 3.77 |6.00x 16 None | F.D. | 35_ the 
AUSTIN A-35 | 79.5 |1,484) 37 |37 [136.4 |59.25| 6.38 |45.25/44.75| 4 | 83 |  34/4,750| 57.9 | 50/2,000| 6.95| 5 3.6 | 4.55 |5.20 x 13| None | 611 | 35 __ ro - 
A-55 ay 99.25)2,268| 36.5 |38 {166.9 /60.25| 6.38 |48.5 49 | 4 | 8&3 | 51/4,250| 90.88] 81/2,000/105 | 7 | 4.25 | 4.3 |5.90x 13) None | 121 | 375 tools 
AUSTIN-HEALEY 100 92 = 37 {40 157.5 |49 | 5.5 |48.7550 | 6 | 825] ee \149/3,000| 14.5 |12 |66 | 41 |590x15| None | 188 | 35 yw 
Sprite > 3 5 4 | 83 52/3,200| 72 | 6 3.6 | 4.22 |5.20x 13) None | 613 | 315 9 
AUTO UNION | 92.5 |2,005| 38 {N.A.|166.4 57.75] 10 _(50.75/53.20| 3 | 7.25| 50/4 500) 59.75| 6/2,250|11 | 9 | | 4.72 |5.60x15| None |.105 | 36 
BENTLEY ‘Ss’ 123 |4,365 37.5 41 (212 (64 7 |58 (60 | 6 |8 | N.A [298.2 | N.A. |225 | 195 | 8 | 3.42 8.20 x 15| A.S. | 240 | 41.67 
BERKELEY 70 | 600) 36 6 1123 42 | 75 “4 44 | 2/8 | 18/5,000| 2 | NA. | 4 | Air | | N.A. {5.20 x 12! None | N.A. | 28 
BORGWARD 104 [2,200 N.A. |N.AJ175.5 |58.5 | 7 (53.4 534] 4 |7 | 66/4, 700| 91 N.A. |12.75| 7 |4 | 39 |5.70x13} None | 1194 | 36 J 
BMW 502/3.2 111.6 IN.A|N.A.|N.Aj186 [60 | N.A. {52.3 |55.7 | V-8 | 7.2 | 140/4,800/193 N.A. | N.A.| N.A. | N.A.| 3.9 |6.70x 15) None | NA. | N.A. 
503/8 56.4 | N.A.|55 (55.9 | V-8| 7.3 | 162/4,800/193 N.A. | N.A.| N.A. |N.A.| 3.9 |6.00x 16 | NA. | N a 
BMW ISETTA 300 | 58 | 770; 39 (41 | 93.7 (527| 8 (472 |204| 1 |68| 13 | 182| NA. | 34 | Air | 1.75 | N.A. |4.80 x 10 None | 49.9 | 24 
BMW (Isetta) 600 66.9 |1,135| 39 [41 [115 (541 | 9 (48 (45.67| 2 |68| 26 | 35.5 -29/2,500) 65 | Air |2 | 5.43 |5.20x 10) A.C. | 64 | 26 
CITROEN 2CV 944 [1,125] 36 [42 [149 [62 | 8 52/52 | 2 | 65]  12/3,600) 25.9 | NA. | 5 Air |2 | NA. |5.20x 15) A.C. | N.A. | 26 
DS-19 (123 |2,475| 38 43 189 (58 6.5 |59 (51.25) 4 | 75 | 75/4,500/116.6 |101 (17 | & | 425|NA.[590x15) AC | FD. [3 
DATSUN Sedan ‘874 |2,035| 36.6 |36 {152 60.4 | 6.38 (46.1 46.46] 4 |7 | 37/4,600| 60.2 | 48/2,400| 86 | 64 | 3.7 | 5.13 |5.50x 15) None | 724 | 328 
DKW Sedan 92.5 |1,975| 37 [N.A./166.4 |57.75| 10 20} 3 | 44/4,250| 54.75| 6/2,750| 12 | 4.72 |5.60 x 15; 105 | 36 
ENGLISH FORD Anglia 87 1,716) 39.4 |45.6 [149.8 [588 | 7 (48 (475! 4 |7 |  36/4,500| 71.6 | 53/2500) 83 | 7.2 | 25 | 4.43 |5.20x 13 None | 768 | 32.7 
— 104.5 |2,504| 40.4 |46.8 |172.2 (506 | 64 [53 (52 | 4 | 78 | 61/4,400/103.9 | 93/2,300| 13.1 | 11.25 | 3.75 | 4.11 |5.90x13| None | 147 | 35 
~ Zephyr [107 |2,691| 40.4 |46.8 |178.5 603 | 68 [53 [52 | 6 | 7.8 |  90/4,400)155.8 |137/2,000| 13.1 | 13.75 | 4.33 | 3.90 |640x13| A-T.orOD. | 147 | 36 
FACEL-VEGA FVS 1104.7 |3,885| N.A. |N.A.j181.1 [53 | NA. 55.9 |57 | V-8 [N.A| 360/N.A. NA.| NA. | 27 2 5 | 3.31 /6.70 x 15) A.S. | NA. | NAL 
FIAT 500 724 |1,069| 36 (35.4 (117 |522| 5.1 |44.1 /44.7| 2 | 7.0| 16/4,000) 29.23) 20/2,700| 5.5 | Air | 1.75 | 5.13 | 125 x 12| None | 67.26 | 28.25 — 
< | 78.75}1,290| 36.2 |35.4 |128.25/55.3 | 6.3 45.3 |45.67| 4 | 7.5 | 21.5/4,600| 38.63| 30/2800, 73 | 45 | 3.1 | 5.38 5.20x12; None | 67.33 j 28.5 
— | 92.1 |1,940) 36 35.4 [154.3 [58.7 | 5.12 48.6 |47.85| 4 | 7 |  43/4,800| 66.5 | 52/3,200) 10 4.75 | 3.16 | 4.30 |520xi4) None _| 153.76 | 385 Se 
1200 Roadster 92.5 |2,050| N.A. |N.A.|152.6 [50.4 | 5.1 |48.5 |47.75| 4 | 8 | 55/5,300| 74.5 | 60/3,000;10 | 5.9 | 32 | 430 |520xi4) None | 153.76 | 345 
Se | 925 (2,051) 36 (35.4 (154.3 (57.8 | 5.1 (48.5 |47.75| 4 | 8 |  55/5,300| 74.5 | 60/3,000/10 | 59 | 32 | 4.30 5.20x1i4 
GOGGOMOBIL 400 & 700 70.8 | 915) N.A. |N.A.|114.2 [51.5 =, 42 426| 2 |75| 24/5,500\ 28 | NA. | 66 | Air | N.A.|440x10| A.C. 62.8 ms F 
GOLIATH Tiger | 89.3 |2,090| 34.5 [47 [161.4 [53.5 | 8.27 /50.75|49.21| 4 | 7.9| 63/5,000| 66.5 | 61/4,000| 118 | 21 | 31 | 4.71 5.60x13} None | 1144 | 35 
1100 | 89.3 |1,896| 36 47 [158.2 (57.1 | 8.27 |50.75/49.21| 4 | 7.25, 46/4,250| 66.5 | 59/2,750/118 | 21 | 31 | 471 [5.60x 13) None _| 1144 | 35 (E 
HILLMAN Sedan | 96 [2,200 37.75/34.5 [163 [595 | 7 [49 [485 | 4 | 80 | meen | 72/2,200| 8.7 TA | 48 _ 4.78 5.60 x 15| AC. | 92 | 34.25 = 
Husky — ———«t« 862,080) 37 |34.75)149.5 160.9 | 65 49 [485 | 4 | 8.0 | 51/4,400| 85 | 72/2,200| 7 75 | 74 | 48 | 478 Ae ___None_ | 92 | 315 dire 
JAGUAR 3.4 {107.4 |3,136| 36 38 |180.75)66.75 ee: ‘/54.63/50.13) 6 | 8.0 | 210/5,500/210 |215/3,000| 44 | i Tes | 3.77 |6.40% 15) A.T. | Dise | 33.5 we 
Mark Vill F 120 3,808, 36 42 (196.5 63 | 7.5 (56.5 [58 | 6 | 80 | 210/5,500/210 |215/3,000| 204 | 11 11 | 4.27 |6.70x16| O.D.orA.T.| 179 | 36 an 
XK-i50 102 2,856 37 (38 (177 (55 | 7.13 |51.63/51.63| 6 | 8.0 | 210/5,500/210 |215/3,000| 168 | 115 | 75 | 354 |600x16| O.D.orA.T.| Dise | 33 mat 
CIA GC-2500 96.5 |2,760| 35 (45.3 166.5 [50 | 6 (50.4 [51.2 | V-6| 84 | 130/5,300/149% |137/3,500| 15.3 | N.A. |N.A.| N.A.5.90x 15 None | 300° | 328 sig] 
LLOYD 600 Sedan '78.75|1,240| N-A. [N-AJ132.1 [55.1 [5 —|41.38/43.38| 2 | 6.6 | 24/4,500| 36.36/28.2/2,500| 5.5 Air |__| 487 |425x15| None | 70.7 | aS had 
MERCEDES-BENZ 180 105 2,560) 38.25/44 |175 (61 | 7.63 \55.88/57.5 | 4 |68| 74/4,700|/116 |104/2,800| 148 | 95 | 4.25 | 3.90 |640x13| None 1265 | 36 — 
—— 104.4 |2,645| 38.25/44 |175.6 615 | 7.63 55.8857.5 | _4 [19.0 | 46/3,500|107.8 | 77/2,0001 147 | 9 |4 | 370 |640x13| None | 1265 | 36 H 
190 "(104.3 (2,645) 38.25/44 177 (61.5 8 _|54.06/57.88| 4 | 7.5 | 84/4,800/115.74/107/2,800| 14.8 | 10 | 4.25 | 4.10 |6.40x 13 None | 165 | 36 C* 
190 SL | 94 |2,500| 35.25/444 165 [51 | 6 [56 (55 | 4 | 85 | 120/5,700|115.75/114/3,800| 17.2 | 26 | 4.25 | 3.90 (640x 13 None 165 36 fact 
2208 "jill \2,915| 38.25\44 [187 [614 | 85 |59.37/58.88| 6 | 8.7 | 120/5,200|133.9 |137/3,600| 16.9 | 12 6.25 | 4.10 (6.70x13) A.C. 165 36 all t 
300D 124" |4,410| 37.2543 (204.4 (63.5 | 8.5 |59.20/60.44| 6 | 86 | 180/5,500/182.8 |191/4,500|19 | 22 |7 | 467 (760x15, AS 258 ~«=«|:« 42S crasi 
300 SL 8 ~ | 94.5 |3,000| 33.75/44 (178 (51.25) 5.13 |55.5 [57 | 6 | 86 | 240/6,100|182.8 |217/4,800| 26 ; 6 | 3.89 |6.70x15| None 258 =| 37.75 a. 
POLITAN | 85 /1,875) 35.5 |41.75149.5 |54.5 | 6.38 /45.31/44.81| 4 | 8.3 | 55/4,600| 90.89] 82/2400, 10.5 | 7 4 | 422 520x13| None | 768 | 35 ena 
MG ‘A’ Coupe — | 94 (1,988, 38 44 [156 (50 | 6 (47.5 |48.75| 4 | 83 | 7275,500| 90.88) 77/3,500| 12 6 | 4.25 | 430 |5.60x 15) None | 1344 | 28 As 
~“Magnette 102” 2,436) 38 (415 |169 [58 | 6 (51 (51 | 4 | 83 |  68/5,400| 90.88| 83/3,500| 11-1 63 |42 | 455 550x115, None | 1344 | 375 auto 
MORGAN | 96 |1,650)N.A.|N.Aji44 [52 | 7 (47 |47 | 4 | 85 | 100/5,000/1215| NA. |NA. | NA. | 5 3.73 |5.00 x 16 None NA. | 33 quite 
MORRIS | 86 (1,652) 41 |39.75/148 59.5 | 6.25 |50.63|/50.31| 4 | 83 | 37/4,800| 57.84| 50/2,500| 78 | 11.7 | 35 | 455 5.00x14| None 63.8 | 33.1 offic 
NSU Prinz 7 40 |123.75|53.75|. 7  +(47 (47 | 2 | 7: 4 | 441 |440xi2 AG 645 | 28 — 
o 100.4 /1,911| 36 [43.4 |174 [58.1 | 6.89 |50.04/50.16] 4 | 69] 51/4,200| 90.8 7972,800 106 79 | 28 | 390 '640x13| None . 35.3 W 
PANHARD \i01 1,764) 35 |40 (180 (57 | 7 (51.25/51.25) 2 | 75] 52/5,200| 51.93) N.A. |12 | Air | 25 | N-A. |5.20x 15] None | NA. | 33 
PEUGEOT 105 [2,362 36 (N.AJ176 |59.25| —_7.09 [52.75/52 | 4 | 75 | 66/4,750| 89.6 | 85/3,000| 13.3 | 9 4.25 |N.A.15.90x15| None | 126.3 | 312 serv’ 
PORSCHE Carrera | 82.7 |2,046| N.A. |N.A|155.8 [51.5 | NA. [51.4 [501 | 4 [9 | 100/6,200| 919| N.A |13.7 | Air |N.A.| N.A.[590x15| None NA. [NA back 
RENAULT iCV | 82.6 |1,322| 37.5 42 [143.3 57.9] 7 (48 (48 | 4 | 78| 2874,000| 4546) NA | 6 | 4 |175|N-A/450xi5| AC | 67 | 28 oil 
~ Dauphine _ | 89 1,397) us 42 |i55 |56 | 6 (49 (|48 .0 |  32/4,200| 51.54) NA. | 85 | 45 | 25 | 4.37 |5.00x 15) A.C. “30 the 
RILEY | 86 |2,104) 39 /42.5 |153.25|59.75| 6  |50.88/50.31) 4 | 83 |  68/5,400| 90.88}°83/3,500| 84 | 7.35 | 48 | 3.73 |5.00x14| None [124 ~=| 34.25 ren 
ROLLS-ROYCE Silver Cloud [123 (4,365 5 41 212 \64 | 7 (58 |60 | 6 |80| NA. |2982| NA. [225 |195 |8 | 342 (820x15|) AS | NA. | 4167 des: 
ROVER 105R (111 |3,267| 38/40 |178.25/63.75| 7.13 [52/515 | 6 | 85 | 108/4,250/161 |152/2,500| 138 | 126 |9 | 4.70 6.00xi5| AS. 175.7 | 37 ae 
SAAB 93b | 98 |1,735| 38.5 |36 |158 [58 | 75 [48 |48 | 3 | 7.5 |  38/5,000) 46 | 52/2000, 95 | 6 | | 5.23 |5.00x15| None 90 | 36 depo 
SIMCA Aronde | 96.2 [2,050 35.4 |37 [162 (56.9 | 54 (49.4 |492| 4 | 68 48/4,800| 77.4 | 65/2,800|114 | 69 |53 | 4.44 |5.50x 14 A.C. 1321 | 35 
~Vedette ; 2,595| 38 |39 _|177.9 88.3 | 5.9 [54/53 -8 | 7.2 | 80/4,400/143.5 |110/2,500| 15.9 4.75 | 3.90 (640x13| None 4 | 375 _ 
ae NT 160 [56 | 86 /47.67\49.2| 4 | 7.0 | 46/4,200| 66.43] N.A. | 65 | 8 [4 | 4.78 [5.50x15| None | N-A. | 33 M 
SUNBEAM | 2, 370| 36 |36.5 |162.5 |58 | 5.75 49 |485| 4 | 85 | 7375,200| 91.2 | 81/3,000/12 | 74 | 48 | 455 \560x15|  O.D. | 146.5 | 34.25 Ea 
TAUNUS ~ {102.5 |2,260| 39.4 |43.6 |172.2 |59.1 | 6.7 |50 |50 4 | 71 | 67/4,400|103.6 | 97/2,200| 11.9 | 74 [32 | 3.90 |5.90x 13] A.C. 137 | 34.4 D 
TOYOPET | 99.6 !2 fo A. |N.A] “y 7 | 7.9 |52.2 53.9 | 4 | 8.0| 60/4,400| 88.66| 80/2600|12 | 86 | 3.7 | N.A.|640x 15) None | N.A. | NLA, of | 
TRIUMPH TR-3 | 88 [2,016 146.5 |1 6 {45/455 | 4 | 85 | 100/5,000|121.5 |145/3,000| 144 | 4 | 33 | 3.70 |5.50x 15) 0.D. F.D. | 34 a 
“Sedan | 84 (1,680 3 145.5 sa ‘| 65 (48.5 [48.5 | 4 | 8.0] 40/5,000] 57.8 | 50/2,700] 85 | 25 1 | 4.55 [5.60 x 13) None 6 * 
VAUXHALL 98 |2,218| 35.5 |43 _|167.9 | we : 7 150.0 |50 4 | 78 | 54.8/4,200| 92 | 85/2,400| 96 | 63 | 36 | 4.13 [5.60x13| None | 92 | 34 equ: 
VOLKSWAGEN | 94.5 [1,565] 38.6 |N.A|160.2 [59.1 | 61 (51.4 |49.2| 4 |66| 36/3,700| 72.74| 56/2,000| 105 | Air | 25 | 443 |5.60x15| None 96.1 | 36 met 
Karmann-Ghia | 94.5 |1,742| N.A.|N.A.|163 [52.2 | i 51.4 49.2 | 4 | 66 |  36/3,700| 72.74| 56/2,000| 10.5 | Air | 25 | 4.43 |5.60x15| None | 96.1 | 36 
VOLVO 102.5 |2,127| 39 47 (177 615 | 8 (51 _[51.75| 4 | 82] 85/5,500| 97.6 | 87/3,500| 9.25[ 8 | 3.75 | 4.56 |5.90x15| 4-Speed | 144. | 355 





NOTE: This table has been compiled from information supplied by factories, distributors and other direct sources. 
reasonable precaution has been taken to insure accuracy, but hannaies News cannot assume any liability 
by reason of inaccuracies or omissions. Specifications, listed here as of Aug. 


out notice. 


1, 1958, are subject to change with- 








List of Abbreviations: 

A.C.—Automatic clutch. 
A.S.—Automatic transmission standard. 
A.T.—Automatic transmission 


F.D.—Front disc brakes. 
0.D.—Overdrive. 
N.A.—Information not available, 
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Fiat's Travelling Service School— 





Supplementing two service schools already established in New York and Los 
Angeles, Fiat now transports a training program for mechanics directly to dealer- 
ships. Four 11-ton vans, equipped as a small workshop and testing laboratory, are 
staffed by factory experts and scheduled for regular tours of the U. S. Above, 
the van is ready for the road. Below, the sides are opened upward to roof level 
to afford a maximum of illumination and ventilation. The rear is opened downward 








to form an entry ramp. 
tools are displayed. 


displayed. 


with a movie projector and screen. 


Sales Outweigh Service | 


In walnut cabinets a variety of Fiat components and special 
Engines of both the 600 and 1100 modeis are mounted on 
pedestals and the clutch-transmission-differential units of each model are similarly 
Plastic-topped work tables are provided. Each van is also equipped 








| 


For Many Import Makes 


(Eprror’s Nore: The following 
article on foreign-car service was 
written by Henry Paulman jr., a 
director of George Good, Inc., Chi- 
cago. He toured 600 miles in 
Europe this summer, calling on 33 
automobile factories. Mr. Paul- 
man’s report may provide an in- 
sight for anyone who has ever 
had problems with service on an 
imported auto.) 

> > > 
HICAGO.—It seems that the 
primary object at any auto 
factory in Europe is to concentrate 
all talent on the first team in the 
crash program for sales in the U.S. 

It follows, then, that service 
must be given secondary consid- 
eration. 

As one wanders about European 
auto factories, one finds it takes 
quite a bit of searching to find the 
office and staff of the “service 
manager.” 

. = > 
wr the help of an eager young 
guide, one can usually find the 
service section somewhere in a 
back corner of the plant. 

And though it usually is staffed 
with capable, seasoned personnel, 
there are hardly ever enough to 
render the quality of service all 
desire. 

Most service chiefs seemed well 
aware of the need for more parts 
depots in the U. S. However, it 





Metric System 


Easy to Convert 


DETROIT.—The metric system 
of measurements is encountered 
frequently in dealing with im- 
ported autos. 

Here is a brief table of U. S. 
equivalents to commonly used 
metric terms: 


Sennen eeeeneeeceeesesesesesens! 





must be noted that the U. S. is 
rarely the No. 1 export market for 
an European maker. 
Other parts of the world have 
prior claim on parts and service 
by virtue of long-standing sales) 
relationships. Factory men imply | 
that the U. S. market will be given) 
every practical consideration, but! 
not to the detriment of established 
markets and customers in other 
countries. 
> : > 
y=. service on imports in the 
U. S. appears to be improving 
constantly. Supply depots are being 
(Continued on Page 40, Col. 1) 


Plans for 1959 Reviewed .. . 


Foreign-Car Advertising to Grow 


By Martin L. Whitmyer 
Staff Writer 
= advertising budgets 
for the new car-selling season 
have not yet been finalized by many 
makers, dealers handling imported 
ears can look forward to bigger 
and more extensive advertising and 
promotion campaigns in behalf of 
the cars they sell, an AUTOMOTIVE 
News survey revealed. 

The individual budgets set aside 
for advertising and promotion by 
the foreign makers can in no 
way compare with funds set up 
for the promotion of U. S.-made 
autos, but agency representatives 
are working closely with factories 
and their U. S. distributors to line 
up advertising programs that will 
best promote their products in 
this country. 

Newspapers and national maga-| 
zines will again get the biggest 
billings from foreign makers, but 
television, radio, and other media 
will play a big role in promotion 
plans for 1959. | 

As in 1958, economy, roominess, 
price and performance will get the 
big play in most advertising pro- 
grams, but the spotlight also will 
be focused on “special” features of 
the individual cars. 


Of 46 makes questioned about 


|advertising plans for 1959, only 12 


were unable to give a report on 
what their dealers might expect in 
the way of promotions for next 
year. They were Alfa Romeo, 
Arnolt-Bristol, BMW, Facel Vega, 
Fiat, Lancia, Lloyd, Maico, Morgan, 
NSU Prinz, Porsche and Tempo. 

A roundup of factory and dis- 
tributor advertising plans is pre- 
sented here to give dealers an 
insight into what to expect on 
the national scene in 1959. 

The reports follow: 


> * > 


BENTLEY-ROLLS-ROYCE 


ea and Bentley's ad- 
vertising budget totalled $150,- 
000 in 1958 and has been split 
equally between newspaper and 
magazines. 

Advertisements for both cars 


handled by Ogilvy, 
Mather, New York. 
+ - = 
BERKELEY 
ILLED as the “World’s Lowest- 
Priced All Sports Car,” Berkeley 
Motor Cars, Ltd., has cast its ad- 
vertising dollars equally between 
newspapers and magazines. 
Special events have included tele- 
vision appearances, publicity with 


Benson. &| celebrities and shows, road racing 


and other competitive events. 
With a 25 to 50 percent increase 
in its budget in 1959, Berkeley 
plans to widen its advertising ac- 
tivities and include radio and 
television in its promotional plans 
for the new year. 
As in 1958, next year’s advertis- 
ing will feature price, styling, econ- 
(Continued on Page 36, Col. 1) 


Imported Cars in Operation 
By Model Year 


(As of July 1, 1958) 


Make 
Austin 
Austin-Healey 


1958 
633 
1,973 
4,100 
5,090 


1957 
1,706 
3,274 
3,888 
4,171 


3,280 
3,610 
15,018 
9,164 
3,243 
9,310 
4,753 
2,977 
2,375 
7,083 
7,445 
3,747 
6,824 
2,000 
1,415 
16,069 
1,350 


2,000 
3,988 
16,552 
5,088 
3,170 
13,580 
3,954 
804 
3,401 
12,226 


English Ford ..... 
Fiat 

Goliath 

Hillman 

Jaguar 

TAGE covescesonsassaceces 
Mercedes-Benz .. 
Metropolitan 


1965 
1,516 
2,218 

21 
114 


1956 
1,081 
2,789 

350 
3,651 
770 


4,062 








Total Rapidly Growing... 


have centered around a 19-point — 


explanation of what each car | 


stands for and descriptions of 


their “outstanding features.” | 
Price also has been prominently 


mentioned in a majority of news- 


paper and magazine promotions. 
One promotion, the Rollys-Royce 
Caravan, a travelling exhibit of 
various Rolls-Royce models, has 
visited over 20 cities in the U. S. to 
stage special dealer showing. 
Rolls-Royce also is one of a few 
imported-car makers that utilizes a 
cooperative advertising program 
with its dealers. Information as to 
the size of its ‘59 budget or plans 
for "59 advertising was not avail- 
able. Advertising for both cars is 


|so new helps to keep this per- 
centage high. 

| However, the high percentage fig- 
| ure also tends to speak well for the 
|quality of imports. At the same 
time, it must be remembered that 
most owners of foreign cars take 
particular pride in careful and 
|complete maintenance. 

| (Among the MG cult, for example, 
le clean 1948 model often fetches a 
higher price than many later types, 
and no '48 TC is ever relegated to 





Foreign-Car Prices Bracket U.S. Models 


By John K. Teahen Jr. 
Staff Writer 
“FOR SALE—Imported cars. 
Prices: $1,048 to $14,000. 
(Custom-built models slightly 
higher.)” 

It’s unlikely that such a sign 
ever will appear in the window of 
an automobile dealership, but it’s 
a brief and concise summation of 


lish makes, 16 German, six 
French, four Italian, two Swedish, 
two Japanese and one Czechoslo- 
vakian. 

All domestic prices mentioned in 
this article include Federal excise 
tax and suggested dealer delivery- 
and-handling charges. The import 
figures are New York port-of-entry 
prices and include ocean freight, 


the imported-car price situation in| U. S. excise tax and U. S. import 


the U. S. 

Not all of the four-wheeled 
visitors carry economy price tags 
—nearly 100 of them are more 
than $2,500—but the best-selling 
models are priced below any- 
thing the domestic manufacturers 
can offer. 

The imports start at $1,048 for 
the BMW Isetta 300, and there are 
49 models (produced by 18 makers) 
priced below the Rambler American 
which, at $1,789, is the least- 
expensive U, S. car. 

* * 
| COMPARING the prices of 

U. S. and imported cars, Avuto- 
motive News studied 67 makes and 
489 models. The survey included 

the 272 models in the 17 domestic 
lines for 1958 plus 217 offerings of 
50 overseas manufacturers. 
The imports included 19 Eng- 


duty. 


In both instances, excise tax is 
10 percent of the manufacturer’s 
wholesale price. Import duty is 8% 


Imports Vs. U. S. Makes... 


percent and is figured on the ap- 
praised value set by the U. S. Gov- 
ernment on the basis of the manu- 
facturer’s cost. 
7 7 - 
[ums are 71 imports in the 
under-$2,000 class and only five 
U. S. models—the two Rambler 
Americans, two Studebaker Scots- 
man sedans and the Ford Custom 
300 business coupe. 
When $2,400 is taken as the 
breakoff point, 108 imported models 
(Continued on Page 50, Col. 1) 


What They're Selling 


U. 8. 


No. of Makes Studied ..... 
No, of Models .................. 





$1, 
(Rambler 


$13,07 
(Cadillac Brougham) 
$3,385 


$3,067 
(Plymouth Fury) 


lq 
272 


Cars Imports 


50 
217 
189 $1,048 
American) (BMW Isetta 300) 
4 $14,000 
(Ferrari convertible) 
$3,332 ; 
$2,411 
(Ford Thames 800 Estate Bus) 
Copyright, 1958, by Automotive News 





696,855 Imports on Road 


(Continued from Page 17) 


the scrap heap until the last hopes 
of resuscitation have been grudg- 
ingly yielded in despair.) 
> > > 

| THE first half of this year, im- 

ports counted by the Department 
of Commerce numbered 198,049. In 
1957, the figure was 264,205; in 1956, 
it was 109,211 and in 1955, it was 
58,238. 

In earlier postwar years it 
varied from as few as 1,950 units 
to 35,000 units, with a total of 
185,738 for the 1946-54 span. 

Automotive News estimates on the 
number of imports in operation 
were based on reports from factory 
branches, distributors and other in- 
formed sources. 

fo - ao 
ANY imported cars, however, 
running contentedly on Amer- 
ican soil, are “unaccounted for” by 
either distributor, factory branch or 
new-car registration tabulators. 

These “orphan” units are taken 
into account in the accompanying 
table. Allowances have been made 
for cars imported by tourists and 
returning servicemen and for 
new models brought in directly by 
customers who bypassed the U. S. 
distribution network. 

Also counted were used units im- 
ported for resale by American deal- 
ers capitalizing on the sudden de- 
mand for foreign autos. 


L. A. Docks Get 
90% More Imports 


LOS ANGELES.—Foreign cars 
imported through the Los Angeles 
harbor in the year ended June 30, 
were 50 percent higher than in the 
previous year. 

Bernard J. Caughlin, general 
manager of the port, said more 
than 38,000 vehicles representing 30 
makes from six countries were 
landed. 
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CAR RADIO 


A complete range of models. Easily installed in any car. 
Write for full information. 


Car Radio Division 


ROBERT BOSCH CORPORATION 


LONG ISLAND CITY, NEW YORK SAN FRANCISCO, CALIF. 













Dependable ROBERT BOSCH Products 














Yependable ROBERT BOSCH Service | 





; os America i ) 


Robert Bosch Products are standard equipment on the most famous 
European cars, trucks, buses and engines. They are also available for 
application on American vehicles and engines. 


ROBERT BOSCH CORPORATION 


LONG ISLAND CITY,-NEW YORK SAN FRANCISCO, CALIF. 
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By George L. Glaser 
- ” European Correspondent 
NF Rg ERLIN.—What do imported 
a cars have that makes them in- 
teresting to Americans? 

Certainly, a good number of pur- 
chases can be written off to curi- 
osity. However, other motives can 
be detected: Limited size, economy 
of operation and upkeep and ease 
of driving. 

Not to be overlooked are the 
wide variation of mechanical fea- 
tures to be found in European- 
built cars. 




























































































There is no “sameness” among 
x automobiles built outside the U. S. 
af : On the contrary, basically different 


mechanical components appear on 
nearly every make, and just about 
every design has a group of ardent 
owners and supporters. 
* * > 
PSRHAPS in West Germany we 
find the most in regard to dif- 
ferent mechanical features. 

To begin with, Volkswagen 
showed that a good, small car is 
produced by doing more than sim-| 
ply taking a big car and making} 
it smaller. VW applied ideas—| 
which until only recently were con-| 
sidered revolutionary — and came| 
up with a better type of machinery | 
for basic transportation. 


The VW, with engine in the 
rear and a separate chassis com- 
posed of a backbone structure | 
and sheet-metal platform, offers | 
a good weight ratio. 


Good roadholding has been | 
achieved by suspending all four! 
wheels independently. In the front, 
the wheels are pulled on arms 
sprung by leaf springs, which are 
mounted crosswise and which are} 
used by twisting as torsion bars. 


In the rear, pendulum type sus- | 
pension has been applied and the | 
springs are torsion bars, also | 
mounted cross-wise. For a small | 
ear, the road-holding is rather 
excellent. 


The engine, one of the first flat, 
four-cylinder, opposed types, is en-| 
tirely cooled by forced air. 

In addition, here we have a small 
car made for heavy duty by equip- 
ping it with oversized tires and in- 
, Stalling such items as copper-lead 

engine bearings. 

° a . 

JADEED, the mechanical and en-| 

gineering features of the VW 

have made the difference between 
Success and failure for the car. 


If the time should ever arrive 
when orders for the Volkswagen 
begin to dwindle, it will be easy 
for VW to improve certain fea- 
tures—such as synchronizing first 
gear, changing the steering gear 
to one somewhat easier to move 
and, perhaps, giving it a shorter 
turning circle. | 
Judging from its present status, 
this need for change in VW design 
appears to be far off. 

The body could be changed on| 
short notice, if need be. VW is said 
to have everything ready for such 
an event, and since the chassis is 
& separate unit, it would not be 
very difficult, 

* 





Other German Cars 


REMAINING in Germany, we| 
find more cars with unusual 
features: 

The Mercedes-Benz products of 
Daimler-Benz are not price prod- 
ucts nor are they made in great 
volume, 

The engineering philosophy of 

Daimler-Benz goes back to the 

firm’s founder, the great inven- 

tor, Daimler. The word “com- 

Promise” did not find a home in 

the engineering section of this 

oldest firm in the automotive bus- 

iness. Mercedes cars, from the 

smallest to the largest, have al- 

ways had the same basic features 

and they are what one would call 

heavy-duty all the way through. 

Mercedes also uses the platform 
chassis, although the bodies are in- 
tegrated for greater stability, 

The engines have wet cylinder 
liners, which can be removed when 
wear has occurred and exchanged 
for new ones. Camshafts are on top 
of the cylinder heads and are 
driven by chains which are kept 
in tension by a hydraulic device. 

All engines are of the short- 
stroke type, and, while capable of 








BMW (Isetta) 600—$1,398 









Broad Range of Features... 


high speeds, have been reinforced 
for added stamina. 
+ + oa 


is much less severe than on the old 


type. 
Mercedes offers two types of 


“a | four-cylinder cars, two ty pes of 

MERCEDES features the “Fahr-| ys edium sixes and one large six, 

_ schemel,” an auxiliary frame| catied the 300. The 300 models have 

which is mounted on rubber cush-/ 2 device on the rear springs which 

ions to the main frame. This device | adds stiffness to the springs at the 
contains the engine, front - wheel 


; : | driver’s will. 
suspension and steering apparatus. Mercedes also offers a four- 


It can easily be removed from | cylinder diesel, the 180-D, for the 
the car and serviced separately, | driver who wants the utmost econ- 
or, if wished, another unit can be | omy while accepting less pickup 
installed in the car to avoid delay. | and speed, 
To top off Mercedes features is a 

a rear axle which lets each wheel| The DKW Way 

spring individually. (ABS offered by Auto-Union, now 
Contrary to previous types, this a unit of Daimler-Benz, are 


axle has a low swing point and| smaller than the Mercedes, They 
both halves swing in an arc which (Continued on Page 37, Col, 1) 


vvpemeen| Ungineering Ideas Spice Imports 














Berkeley—$1,595 


(Continued on Page 23, Col, 1) 
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Hillman Husky—$1,639 


Renault Dauphine—$1,645 
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It’s Not Rational, Researcher Says... 


What’s the Appeal of Imports? 


CHICAGO.— Why do Americans 
buy imported cars? 

A lot of persons have advanced 
a lot of reasons, but buyers them- 
selves don’t know, says Louis Ches- 
kin, director Color Research Insti- 
tute here. 

Cheskin, a leading figure in 
motivation research, says this 

comes about because most people 
believe they are rational tndivid- 
uals, even though they are really 
emotional creatures, impulsive 
and compulsive. 


Cheskin, who has files full of case 
studies to prove his point, says con- 
sumers don’t know what they are 
doing most of the time when they 
make a purchase. 


“Usually they are sincere in giv- 
ing rational reasons for making 
purchases,” Cheskin says. “We have 
been conditioned from early child- 
hood to consider ourselves rational 
and we strive to be logical and 
practical. But most of the time we 
lose this battle in our daily living, 
working, loving and buying. 

“There are still others who do 
not want to give the true answers 
(when asked why they purchased | 
a specific item). They consciously | 
give answers which they know or 
think are untrue ... (They want) 
to give the impression of being in- 
telligent, practical, fashionable or 
merely pleasant and for one or 
more of these reasons will not re- 
veal real feelings or true attitudes.” 

Cheskin says that in some of 
his firm’s recent tests of car 
owners, when owners of foreign 
cars were asked why they bought 
that car, almost all gave economy 
as the primary reason. 

But Cheskin points out: “Every 
auto maker has stripped models 


|which can be bought for $500 to! 


$1,500 less than fully equipped mod- | 
els, but these basic cars that pro- 
vide just as good transportation as | 
the fully equipped autos do not sell. 

“Americans don’t want them for 
a number of practical and psycho- 
logical reasons.” 

Owners of imported cars, Ches- 
kin says, are “not altogether ra-| 
tional” when they are asked why| 
they purchased such autos. 

One CRI study, he says, shows 
that economy is one reason given, | 
but not at all the most important | 
one. 

Much more motivating reasons, | 
he said, are that the foreign cars 


VW Distributor | 
In Columbus Sets | 
$1-Million Move | 


COLUMBUS, O.—Plans for a 
three-phase expansion program that 
will ultimately involve the expen- 
diture of $1 million were announced 


here by Midwestern Volkswagen| | 


Corp., distributor of VW in Ken-| | 


tucky and Ohio. 
The firm has authorized con- | 


,| Struction of a $250,000 parts depot 


next spring on a 3.2-acre site it 
purchased for $85,000 in the Kin-! 
near Rd. industrial area in the 
Northwest section of Columbus. | 

John C. Fergus, executive vice-| 
president, said it will serve the) 
firm’s own retail outlet in Columbus | 
and 15 dealerships it supplies in| 
Cleveland, Cincinnati, Toledo, Day-| 
ton, Fairborn, Youngstown, Akron, | 
Warren, Canton, Hamilton, Athens 
and Sandusky, O., and Louisville | 
and Lexington, Ky. 

A new general office building and | 
a larger retail service outlet will! 


are “cute,” “different,” “unusual” 
and “distinctive.” 

Those that can afford the high 
prices buy the large imported cars. 
Those with limited incomes buy the 
low-cost makes and still have the 
gratification of being “different,” 
“original” or “unique.” 

Cheskin says, “The study showed 
that most of the individuals who 
buy the small foreign cars, selling 
at $1,700 to $2,700 would not want 
to be seen in an economy-model 
Ford or Chevrolet, minus radio, 
cigaret lighters, white-wall tires, 
power steering and power brakes.” 

He continues, “People buy cars| 
to fit their pocketbooks and also} 
to fit their personalities. Men and| 
women buy almost all products for 
both reasons. People expect the 


rain and cold. But they do not buy 
the house only for this reason. Nor 
does one buy clothes merely to keep 
warm or only to cover his modesty. 


“Appearance, design, color, 
style and fashion play major roles 
in the selection of all products in 
a highly developed industrial so- 
ciety like ours.” 

As long as America has an econ- 
omy of abundance, most Americans 
will not buy cars merely for trans- 
portation, Cheskin says. 


Motivation research, he says, has 
found that the person who buys a 
foreign-made car instead of a strip- 
ped, economical American product, 
does so because it has snob appeal, 
individuality and originality and 
because he wanted to be different 
from the common car owner and 


house they buy to keep out the 


Oae.“ 


be erected on the site some time! 95 
later, Fergus said, consolidating the) @ 


firm’s Columbus operations at the) 
site. They are now scattered in| 
three locations. 

Fergus said the firm would ap-| 
point two new dealerships this year 
and seven more later on as part of | 
a move to bring the dealership total 
in the two states to 25. 

The firm said it has about 150 
retail orders on hand, representing 
a backlog of six to eight months. It 
has wholesaled and retailed approx- 
imately 10,000 cars and trucks since 
its establishment four years ago. 


Olson Opens Minn. Deal 

Bob Olson Motors is a new Pon- 
tiac-Cadillac dealership at Still- 
water, Minn. Robert Olson is head | 
of the firm. 


could do it at no greater cost. 


(Continued on Page 24, Col. 1) 
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Import Album Reasons for Switch 
oo eteem Ate May, Varied 


i a i a ae 
Import Dealers Cool 
To U. S.-Made Cars 


CRATCH a foreign-car dealer 
. and you'll find a new reason for 
}| operating in the import field. 
These reasons may differ, but 
just about every import dealer 
queried by Automotive News has 
something in common. 


He is a rugged individualist. He 
is enthused about his product. He 
does not like Detroit-built cars. And 
he’s not crying about how bad bus- 
iness has been. 


But why did he enter the field? 


“I saw the trend a couple of years 
ago and liked the imported cars 
better,” said a Los Angeles dealer. 
“Domestic cars are awful, particu- 
| larly the syling.” 
* . + 
| Q@AID a Seattle dealer who dualled 
with his domestic line: “I saw 
|a new profit opportunity with mod- 
— | est initial expense. Besides, I was 

| just plain downright curious.” 

A Denver dealer said he switched | 
|to imports because too many of his | 
customers complained about the 
high initial cost, high operation 
costs and high maintenance expense 
of domestic cars. 

In Phoenix, a dealer reported 
he toured Europe, “fell in love” 
with the cars there, and started 
selling them when he returned 
home. 


“Satisfactory merchandise,” a 
Dallas dealer said bluntly, when 
asked why he added the foreign 
line to his showroom. 

A New Orleans dealer said he| 
felt that imports would give him 
“a chance to grow as a pioneer.” | 

“It was a natural for me,” said/| 
a dealer in Birmingham, Ala. “I've| 
been fooling with sports cars and} 
old cars since 1932.” | 

> . > 

EPRESENTATIVE of a large! 

segment of import-car dealers 
is the San Franciscan who said he 
wanted to add a line of new cars 
to his used-car operation and was 
unable to get a domestic-car fran- 
chise. 

Many operators of independent 
repair garages entered the import} 
field for similar reasons. 

Some dealers originally started | 
as domestically franchised dealers | English Ford Consul—$2,012 
and switched to imports when 
their domestic lines declined 
(Willys and Kaiser, for example). 

A dealer in the Southwest said | 
he went into imports “to obtain an | 


> . i 
exclusive franchise, because this} 


area is highly competitive on Amer- | 
ican makes.” 

A Los Angeles dealer said: “I got 
into it more or less by accident. I 
started doing body work for dis- 
tributors and wound up with my 
own franchise.” 

> > ” 

AID a Pittsburgh dealer: “I be- 

came interested in foreign cars 

through racing events in which they | 
participated, and through the peo- 
ple I met at those events.” 

A 23-year veteran of the im- 
ported-car field said: “We entered 
because it was a specialized bus- 
iness and at that time (1935) the 
founder of our business believed 
that there could be a good living 

| made out of small cars for years 
| to come, without an over-abun- 
dance of competition.” 
| A Houston dealer said he had 
| worked for the factory in Europe 
for years and opening a distributor- 
|ship in the U. S. was “a natural 
| progress.” 


> » > 


MINNEAPOLIS dealer said: “It 

looked like a good risk.” 

A New England dealer said: “We 
| were losing money on American 
| cars.” 

A dealer who started handling 
Volkswagen Jan. 1, 1954 (when a 
buyer could still get immediate 
delivery), said he had learned that 
VW was extremely popular in 
other countries where it was sold, 
and decided it had a similar 
future in the U. S. He’s happy 
he got in on the ground floor. 

A Los Angeles dealer, however, 
probably spoke for many of his 
import-car brethren when he said: 
“Hagegling with the customers over 
prices of Detroit iron began to wear 


thin, so shifting to imports seemed 
Opel Rekord—$1,957 iota” oem 


Peugeot 403—$2,175 


(Continued on Page 26, Col. 4) 
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AUTOMOTIVE NEWS, SEPTEMBER 22, 1958 
Here’s How Dealer Can Do It... 


announcing 


Don’t lose the sale because you don’t know 
the “going” price. This new monthly 
authority keeps you “on top” of the market. 


Write today for your complimentary copy to 
‘— . 7 eo , —- &4 ~~ 4 2 sts 


46 Fulton Avenue 
Hempstead, New York 


Lio om increasing competition in 
the import field, dealers have 
found that the foreign jobs do not 
necessarily sell themselves and that 
good salesmanship is increasingly 
important. 

The best sales tools, dealers 
have found, are the old reliable 
ones used extensively by domestic 
retailers in the ’20s and '30s. 


Demonstration rides are probably 
|most important. 








FIRST 
IN HOUSTON 


in Daily New 


Passenger Car 
Advertising Linage 


for 3 consecutive years* 


*Media Records 


W. P. Hobby 
Chairman of the Board 


Oveta Culp Hobby 


President 


you need 


THE HOUSTON POST 


to cover the Houston market 


Represented Nationally by MOLONEY, REGAN & SCHMITT 





THE NEWLY APPOINTED DISTRIBUTOR OF 


FIAT Motorcars 


CORDIALLY INVITES DEALERSHIP APPLICATIONS FROM 
EXPERIENCED AND FINANCIALLY RESPONSIBLE PERSONS 


Texas - Oklahoma -New Mexico 


Reply in Writing to 
Italian Southwest Car Company 
3109 Winthrop Avenue 


Fort Worth; Texas 


“Get a man into this car,” said) 
jan English Ford dealer, in New 
York, “and give him a good ride. 
|Tell him the fine points of the car} 
|while he’s on the road with you 
and you have your sale more than 


to a showroom. Or the second. 
Or even the third. 

Successful import dealers know 

that most of the “be-backs” really 
do come back. The prospect who is 
about to take a first-time jump into 
a foreign car needs plenty of time 
to make up his mind. 
Actually, there is nothing new 
| about successful methods for selling 
|}imported cars. Any domestic dealer 
| who is willing to employ techniques 
| suggested by his U. S. factory will 
be a success in the import field if 
he uses those techniques with en- 
thusiasm. 

The average dealer in the import 
market may believe that he has 
received a franchise for some kind 


|half made before you get back to| of magic. 


| the showroom.” 


It is of utmost importance in an| 
imported-car dealership that sales-| 
men have a meticulous knowledge | 
of their product. Most prospects| 
|come loaded with questions, and if 
la salesman can’t keep up with the| 
answers, he isn’t likely to close the| 
| deal. 
| > > > 
MANX dealers have set up special | 

demonstration routes which 
show off the unique characteristics | 
of their specific make to the best) 
advantage. 
Followup calls, telephone solici- | 
| tation and direct mail are being 
| employed to good advantage by | 
dealers who want their imports 
to be a success. 


| Factory reps and distributors are | 
|encouraging dealers to use time-| 
proven sales techniques. Because 
the import is relatively new in the} 
eyes of the average customer, it is 
important that he understands the 
car. 


A St. Louis dealer says he has) 
been successful in basing his sales 
approach on quality. One graphic 
example is his comparison of con- 
necting rods from domestic cars 
with rods from his line of imports. 

“There is so much difference that 
even a woman uninterested in me- 
chanics can see the difference and 
|quickly grasp the significance,” he | 
said. 

But most successful dealers feel 
there is nothing that equals a 
demonstration ride for making! 
the finer points both specific and| 
| immediate. | 





> a . 
i Give personal attention and) 
courteous service encourages a 
sale. 
Dealers emphasize that patience 
is important, Most prospects don’t 
| buy an import on the first visit 


BMC Says Output 

For 12 Months 

> . >. 
‘Hit Alltime High | 
| LONDON—Sir Leonard Lord, 
chairman of British Motor Corp., 
}announced that during the year 
j}ended July 31, BMC produced and 
| sold 504,712 vehicles, highest figure 
ever achieved by any British or 
European manufacturer in a 12- 
month period. 

The total exceeded by 65,000 ve- 
|hicles the corporation’s previous 
best financial year (1955-1956), Lord 
said. 

Export deliveries were 16 percent 
greater than in 1956-1957, the BMC 
chairman added. 

“There was a spectacular increase 
in deliveries to dollar markets and 
especially to the U. S., which for the 
first time took the lead from Au- 
stralia,” Lord said. 

During the financial year, BMC 
earned $75 million from American 
sources, he added. A large percen- 
tage of the vehicles exported to the 
U. S. were Austin-Healey and MGA 
sports cars, 94 percent of the pro- 
duction of which was sold abroad. 

BMC now is selling to almost 
every country in the world, includ- 
ing Poland, Bulgaria, Czechoslov- 
akia, Yugoslavia and China, he con- 
tinued. 

After the U. S., the corporation’s 
largest markets were Australia, 
South Africa, Canada, New Zealand 
and Sweden, Lord said. 


Rambler Deal Changes Name 


New Orleans Rambler, Inc., New 
Orleans, has changed its name to 
Southern Rambler Sales, Inc. 





Actually, he may well sit on his 


Foreign Cars Don’t Sell Selves 


hands for two weeks to two months 
before he sells his first import. 
> * a 
=~ that period, his cus- 
tomers are beginning to identify 
him with his new make. But they 
probably will not rush to buy. 

A Lincoln-Mercury dealer in the 
East who took on an import said 
he had his foreign-car franchise 
for 10 weeks before he sold his 
first car. 

He contemplated discounting, but 
the factory cajoled him into hold- 
ing to list price. Finally he sold 
the first unit. Soon after, the second 
car went. Now, 10 months later, he 
is moving 16 to 20 imports per 
month. 





Import 


Album 


(Continued from Page 24) 
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Volvo—$2,239 


Fiat 1200—$2,253 


(Continued on Page 28,’ Col, 1) 
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isn't foreign 


wreen, Se an tw In ca 


Join the leading imported car manufacturers who use Sports 
Cars Illustrated regularly... to sell to the largest concentrated 
audience of sports and economy car enthusiasts ... call your 
Sports Cars Illustrated representative today. 


SPORTS 
CA FES msm 


SPORTS CARS ILLUSTRATED * ONE PARK AVENUE *® NEW YORK 16, N. Y., OR 9-7200 © 434 SOUTH WABASH, CHICAGO 5, .ILL., WA 2-4911 *© 215 WEST 7TH, LOS ANGELES 14, CAL., MA 7-8043 





Import Album 


(Continued from Page 24) 


1.5—$2,316 


> ' 


DKW—$2,395 


VW Karmann-Ghiao—$2,445 


Borgward—$2,495 
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Distributors Listed 
For Foreign Cars 


Detailed Information 
Can Be Obtained 


Eprror’s Note: Readers who 
wish detailed information on any 
individual car, or on franchises, 
may contact the U. 8. distributor. 
Distributors are listed below ac- 
cording to make. 

* * = 

A. C. Cars—Jay Chamberlain Auto- 
motive, Inc., 4110 Lankershim 
Bivd., North Hollywood, Calif. 

Atra Romeo— Hoffman Motor Car 
Co., Inc., 443 Park Ave. New 
York 22, N. Y. 

Arnott-Bristor—S. H. Arnolt, Inc., 
2130 Lincoln Ave., Chicago, IIl. 
Aston-Martin — Jay Chamberlain 
Automotive, Inc., 4110 Lanker- 
shim Blvd., North Hollywood, 

Calif. 

J. S. Inskip, Inc., 24 E. Fifty- 

fourth St., New York. 

Avustin—Hambro Automotive Corp., 
27 W. Fifty-seventh St. New 
York 19, N. Y. 

Avustin-HEALEeY Hambro Automo- 
tive Corp., 27 W. Fifty-seventh 
St., New York 19, N. Y. 

Auto Union — Germanic Auto Dis-| 
tributors, Inc., 520 W. Nineteenth | 
St.. New York 11, N. Y. 
Peter Satori Co., Ltd., 325 W. Col-| 

orado St., Pasadena 1, Calif. 
Imported Auto Distributors, US- 

41 at Four Mile Rd., Racine, | 

Wis. | 

Bentitery—J. S. Inskip, Inc., 24 E. | 
Fifty-fourth St., New York, New| 
York, | 
Rolls-Royce, Inc., 10 Rockerfeller | 

Plaza, New York 20, N. Y. 


Peter Satori Co. Ltd, 325 W. 
Colorado St., Pasadena 1, Calif. 


BerkKe.ey Berkeley Motor Cars, | 
Ltd., 6505 Wilshire Bivd., Los} 
Angeles 48, Calif. 


BMW—Hoffman Motor Car Co., 443 
Park Ave., New York 22, N. Y. | 


BMW-Iserra — Fadex Commercial | 
Corp., 487 Park Ave. New York | 
22, N. Y. | 


Borowaro — Fergus Imported Cars, 
Inc., 1717 Broadway, New York 
36, N. Y. 

Earle C. Anthony, Inc., 1000 
South Hope St., Los Angeles, 
Calif. 


Crrrozen — Citroen Cars Corp., 300 
Park Ave., New York 22, N. Y. 
| 


DatsuN—Luby Datsun Distributors, 
Ltd., 107-36 Queens Blvd., Forest | 
Hills 75, N. Y. 

Datsun Motors, Ltd, 105-20) 
Queens Blvd., Queens, N. Y. | 
Western Datsun Distributors, 5967 | 
Lankershim Blvd., North Holly- | 
wood, Calif. | 

DKW — Germanic Auto Distribu- | 
tors, Inc., 520 W. Nineteenth St., | 
New York 11, N. Y. 

Peter Satori Co., Ltd, 325 W. 
Colorado St., Pasadena 1, Calif. 
Imported Auto Distributors, U.S. | 
41 at 4 Mile Rd., Racine, Wis. | 

ENGusH Forpv—M-E-L Division, 3000 
Schaefer, Dearborn, Mich. 

Face_-Veca — Hoffman Motor Car 
Co., Inc., 443 Park Ave. New 
York 22, N. Y. 

Chas. H. Hornburg Jr., Inc., 9176 
Sunset Blvd., Los Angeles, Calif. 

Ferrari — Luigi Chinetti, 440 W. 
Nineteenth St., New York, N., Y. 

Fut — Fiat Motor Co., Inc., 500 
Fifth Ave., New York 36, N. Y. 
Hoffman Motor Car Co., Inc., 443 

Park Ave., New York, N. Y. 

Goccomosi.—Continental Car Com- 
bine, 1728 Broadway, New York 
19, N. Y. 

GouutH — Goliath Importers, 1047 
Broadway Ave., Burlingame, 
Calif. 

HimutMan—Rootes Motors, Inc., 505 
Park Ave., New York 22, N. Y. 
Jacuar—Jaguar Cars North Amer- 
ica Corp., 32 E. Fifty-Seventh 

St., New York 17, N. Y. 

Laco— Lago America, 3003 Pico 
Blvd., Los Angeles, Calif. 

Lancta— Hoffman Motor Car Co., 
443 Park Ave., New York 22, N. Y. 

Liorp—Lloyd Cars Corp. of Amer- 
ica, P. O. Box 3940, Miami 24, Fla. 

Lotus — Jay Chamberlain Automo- 
tive, Inc., 4110 Lankershim Blvd., 
North Hollywood, Calif. 

Maico—Whizzer Industries, 350 S. 
Sanford St., Pontiac, Mich. 

Maserati—Continental Car Combine, 
1728 Broadway, New York 19, N.Y. 

Mercepves-Benz —'Studebaker- 

(Continued on Page 38, Col. 4) 
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Sunbeam Rapier—$2,499 


Citroen 1D-19—$2,795 


Morgan—$2,855 


(Continued on Page 33, Col. 1) 
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On an average day, 41 percent of the adult listeners 
specify WJR as their radio station. This was learned 
from an Alfred Politz Research, Inc. survey of an area 
where 196 other stations were heard. 





WHEREVER THEY ARE, | 





PROGRAMMING MAKES THE DIFFERENCE 


WJR programming is designed to satisfy the more than 
17,000,000 people in WJR’s primary coverage area. To 
do this, local programming is emphasized and for good 
reason: Programming with just the right touch of ex- 
clusive personalities and features has won for WJR an 
overwhelming popularity among all listeners. In terms 
of adult audience, it has won the dominant share . . . 
assembled the purchasing power into one huge package 
that’s easy for an advertiser to reach. Such programming 
is a skillful blend of information, entertainment, and 
public service that gets close to the interests and atti- 
tudes of people, so that they will remain close, loyal 
listeners to WJR. And that’s just what they are—close 
and loyal and numerous—as proved by successes of 
WJR advertisers. This was confirmed by Alfred Politz in 
a listener survey of the Detroit-Great Lakes area. 





These personalities are heard only on WJR 


{ _ t 





BUCK MATTHEWS 
Feature Personality 





JAN WYNN MARSHALL WELLS 1 
Vocalist Farm Editor 

JM VINALL BOB REYNOLDS 

Newscaster Sports Director Fe. 


= = . 
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DAN KIRBY HARRY SAFFORD L 
Newscaster Orchestra Director 
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Me 





ELLS FRED KENDALL 
yr Vocalist 
C-) 
=> 
~ 
DS BUD GUEST 
lor Feature Personality 
. ~~ 
ORD J. P. McCARTHY 


Announcer 








en 
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BILL BARBER 
Announcer 


Announcer 


MARTY McNEELEY 
Feature Personality 


JIMMY CLARK 
Music Director 


JACK HARRIS 
Feature Personality 


a> 

© * 
MRS. PAGE 

Women’s Editor 


ADULTS STAY CLOSE TO 


7 «= 
~~ / 
— 
GEO. KENDALL 
Newscaster 


oan 


4~ i> 
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The Answer Man 


JACK HAMILTON 
Newscaster 


9 


Chief Announcer 





VALTER POOLE 
Assoc. Conductor 
Detroit Symphony 





DON LARGE 
Choral Director 
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PAUL CAREY 


Vocalist Asst. Sports Director 





Plus the best of CBS 


In addition to network stars and 
their shows, WJR offers a fine selec- 
tion of news documentaries, public 
affairs programs, special events, 
dramatic plays, serials, westerns, 
and mysteries. 
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’s dominance gives you the greatest effective reach in 
America’s fifth richest market 


In its primary signal area, WJR’s voice penetrates America’s 
fifth richest market which accounts for 10% of almost anything— 
people, income, sales. Daytime coverage is shown above, as 
compiled by the WJR Engineering Department with approved 
field-strength measuring equipment. At night, coverage includes 


most of the 48 states and a major portion of Canada. Mail authen- 
ticates the tremendous reach of WJR. 


reaches the most people with the most buying power 


Eighty-one percent of the purchasing power in the Great Lakes 
area is controlled by people 30 years of age and older. In this 
age group (again, according to Alfred Politz Research, Inc.) WJR 
has more listeners than the next six Detroit radio stations combined. 


That’s why products that mean business advertise on WJR! 


If you want to reach buying power effectively—the adults of the 


Great Lakes area—contact your nearest Henry |. Christal repre- 
sentative for all the convincing facts. 
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RADIO PROGRAMS WITH ADULT APPEAL cv 


: Detroit 
50,000 Watts 


THE GREAT VOICE OF THE GREAT LAKES 











Import Album 


(Continued from Page 26) 


Mercedes-Benz 180D—$3,517 


(Continued on Page 36, Col. 1) 


Profits, Joys 
And Problems 


Story of Imports 
Related by Dealers 


(Continued from Page 17) 
said, “These cars (imports) won’t 
ever keep us from going broke, but 
they are a nice little addition to our 
monthly picture.” 
= * a 


Inventory Problems 


AUTOMOTIVE NEWS, SEPTEMBER 22, 1958 


E of the most serious problems tee" 


confronting import-car dealers 
is the difficulty of securing best- 
selling merchandise and maintain- 
ing adequate inventories. 

To hear most dealers talk, no- 
body has enough cars. And they 
are never the right model or 
right color. 

Dealers operate on a hand-to- 
mouth basis, sell their entire quota 
each month and have to do a little 
shifting of whitewalls or radios to 
even up orders with their allotment. 

The magnitude of this problem 
was expressed by a dealer in New 
Orleans who said he was contem- 
plating getting out of the business 
because he couldn't get enough cars. 

Another dealer said if he could 
get a better allotment of lower- 
priced cars in his line, it would 
“make the difference between a 
profit and a loss.” 

- c2 - 

DEALER who has dualled an 

import with his domestic line 
said he hasn’t had a balanced stock 
of the foreigners in the year that 
he’s held the franchise. He con- 
tended that the factory compounds 
a bad situation by running maga- 
zine ads on models not in his inven- 
tory. 

The long waiting period on 
some models discourages many 
customers from entering the field, 
complained a Buffalo dealer. 

It’s tough for dealers to plan 
ahead. They never know from 
month to month what is, or will 
be, available. 

Factory heads 5,000 miles away 
rely on distributors to tell them) 
what to build. Unfortunately, many 
distributors have neither the back-| 
ground nor financing to estimate 
requirements or pay for the cars 
if they ordered them. 

As a result of new dealers, un- 
familiar cars, spotty skills in the 
distribution field and distant fac- 


tories, the availability of cars leaves | 


a lot to be desired. 
> 


Service Is Smooth 
[pzALans were pretty much) 

divided as to whether service) 
and parts still present a problem 


Maciin 


Adding a small-car line? 


Now, more than ever, you need effective, low-cost turntable dis- 
play to show off new features of your important second line. 
Remember, in addition to the famous portable PARAVANE turn- 
table for the most dramatic display of your 1959 Detroit models, 
Macton offers the companion PARAVANETTE for short wheel- 
base cars. In use around the world for several years, both 
models feature the same simplicity, economy and dependability. 
Practically invisible in use, they consist of only four simple parts, 
require just 5 minutes to set up, pennies a day to operate. No 
tools or anchorage are required. Change turntable location in 
minutes, move indoors or out at will. Drive on, plug it in and 
forget it. 

Write or call today for full information or prompt delivery of 
your PARAVANE or PARAVANETTE Turntable. if you already 
are using PARAVANES, Macton can provide adapters for smali- 
cor use. 


Machinery Company, Inc. 
Stamford 12, Connecticut 











in the import field. 

In the top-volume lines, there | 
is virtually no problem in any city | 
because distributors carry huge 
parts inventories. Dealers in other 
lines complain that the parts 





situation ranges from “rugged” 
to “fair.” 

In most instances, distributors 
gave only token attention to parts 
until about a year ago. Even now, 
some makes entering the country 
in quantity have only $10,000 to 
$15,000 worth of spares in any 
given distribution area. 


A Birmingham dealer said he has 
(Continued on Page 38, Col. 1) 


Bosch Sets Up 
Network to Handle 
Electrical Line 


LONG ISLAND CITY, N. Y— 
Robert Bosch Corp., headquartered 
here, has set up a nationwide or- 
ganization of distributors and serv- 
ice points to handle its automotive 
electrical equipment. 

Bosch equipment is standard on 
16 makes of foreign cars sold in 
the U. S., according to William 
Boedecker, who is in charge of dis- 
tribution and sales. 

Boedecker noted that most Bosch 
products are applicable also to 
American makes. Bosch, the world’s 
oldest manufacturer of spark plugs, 
furnishes the trade with complete 
recommendations and information 
covering the entire foreign engine 
field and all American cars, trucks, 
buses and industrial engines, he 
said. 

Bosch also distributes Blaupunkt 
ear radios, which include FM 
models. 


THE HOUSTON CHRONICLE 
COLOR STUDY... 
Color in Action 
PROVES CONCLUSIVELY THE EFFECTIVENESS OF 


ROP COLOR 


A COMPILATION OF ALL THE COLORS AND ALL 
SIZES USED IN THE COLOR STUDY SHOWS THAT 
COLOR CONTRIBUTES AN 


INCREASE 
0 IN READERSHIP 


AND A 


INCREASE 
0 IN RETENTION 


OVER BLACK AND WHITE 


COMPLETE RESULTS OF THE CHRONICLE 
COLOR STUDY 


Color in Action 


are available now from the Chronicle or your Branham representative 


What Is That Foreign Car Worth? 
“The Right Price Is in Ice”’ 
All actively traded makes listed. 


Now being used Nationally by 
leading Banks and Financial Insti- 
tutions. 


SUBSCRIBE NOW 
Subscription per year 
Y Gee so 66% $12.00 


DE os hee Le xe: 6 3 ee 
Germme cri kv é&elieons ee Pa 


Published Bi-monthly 
WESTERN EDITION 


imported Car Evaluations 
P. O. Box 724, San Francisco 1, Calif. 


EASTERN DIVISION 


Automotive Reseerch Bureau, Agt. 
Box 301, Cohasset, Mass. 








Before deciding on a Foreign Car Franchise 
know the Company behind the product! 






CITROEN, world’s largest manufacturer of Front-Wheel 
Drive Cars and trucks, and PANHARD, one of the oldest 
names in the automotive industry, now offer you an 
opportunity to become a CITROEN-PANHARD Franchised 
Dealer—an opportunity to enjoy the same CITROEN- 
PANHARD franchise benefits that have already brought 
volume sales and top profit to thousands of dealers 
throughout Europe, South America, Australia as well 
as the United States. 













Main Factories, 133 Quai Andre Citroen, Paris 15, France 





As a CITROEN-PANHARD Dealer, you become part of one 
of the world’s largest automotive distribution networks, backed 
by the vast resources of S. A. Andre Citroen. You benefit from 
ultra-modern production and distribution facilities that pay off 
in assured volume delivery. 


Asa CITROEN-PANHARD Dealer you receive the full support 
of NATIONAL ADVERTISING — Consumer and Auto- 
Enthusiast Magazines, Radio and Television, Publicity; LocaL 
ADVERTISING — to help you push greater sales in your specific 
area; SALES PROMOTION PORTFOLIO — containing banners, posters, 
ad mats, photographs, publicity releases, and all the material you 
need to help you sell more cars . . . faster! 














PLUS: 


TECHNICAL ASSISTANCE from factory trained engineers 
to help you set up your parts and service department. “Service” 
is a CITROEN-PANHARD tradition everywhere. 


And best of all, as a CITROEN-PANHARD dealer, you enjoy 
the greatest margin of profit of any imported cars under $3,400 
f.o.b. Port of Entry. Four outstanding cars, with sales appeal 
proven the world over and designed for profit give you powerful 
sales coverage of the entire low and medium price ranges. 









| 





CITROEN 2CV: The demand for a small, economy-car is growing greater every day 


DYNA-PANHARD: From bumper to bumper, here is “the car that lly i ...and the famous “Runabout” 2CV is the perfect answer to fill this need for you...at 





sense” for the whole family. A sure sales winner—ideal for anyone looking for a 
medium-priced sedan that will seat five comfortably, with dependable, economical 
service and outstanding performance. Designed and manufactured by one of the 
oldest and most reliable names in the automotive industry, the PANHARD is actually 
3 great cars in one: combining the roominess and comfort of a large car (101” wheel- 
base), the economy of a small car (delivers over 40 miles per gallon), and the precision 
performance of a Sports car (with over 800 road race victories, including six victories 
at the grueling Le Mans 24 hour race). ‘ 
RETA PRICE $1,995, F.0.B.,P.0.5. ° 


a full profit. The rugged, economy minded 2CV is a full four seater—an easily acces- 
sible 4-door convertible. Its Front-Wheel Drive, unique Interconnecting Suspension 
and Hydraulic Brakes give it extra safeness of handling. Its economical Air-Cooled 
Clutch and Semi-Automatic Centrifugal Clutch make it a pleasure to drive. The 
Citroen 2CV’s unique combination of features—normally found only-on cars of a 
much higher price—have made it the only car in France that sells at a premium 
price “second-hand.” Its outstanding performance, roominess, comfort and 55 miles 
per gallon economy will make it sought after in the United States as well. 


RETAIL PRICE $1,295, F.O.B., P.O.E. 
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More and more profit-minded dealers in the United States are 
cashing in on the powerful sales impact of a CITROEN-PANHARD 
Franchise. A fully protected territory may still be open for you. 


Write today to the Direct Factory Branch nearest you for the name of the Citroen- 
Panhard distributor in your area. 


CITROEN 


Cc AR S ¢c:.@e:tPede-8@ A YF 
(Sole importer and distributor of S. A. Andre Citroen, Paris, France) 
DIRECT FACTORY BRANCHES: 
East of the Rockies: 300 PARK AVE., NEW YORK 22, NEW YORK, MURRAY HILL 8-1160 
West of the Rockies: 8423 WILSHIRE BLVD., BEVERLY HILLS, CALIFORNIA, OLIVE 3-4725 


CITROEN DS 19 and ID 19: The prestige cars, priced 
right for volume sales. Acclaimed by the press of two 
continents for their style and comfort. Hailed by the 
experts as “the most advanced cars of our time,” with 
performance and safety “unparalleled in automotive 
history,” with a comfort “unequalled among American 
cars regardless of size, weight or price.” Both the DS 19 
and the ID 19 have the same body line, the same unex- 
celled self-leveling Air-Oil suspension, the same road 
hugging Front-Wheel Drive and precision Sports Car 
performance. Each model is designed with a different 
customer in mind. The DS 19 features automatic clutch, 
power steering and power brakes, while the ID 19 is 
priced right for the motorist who prefers the more per- 
sonal control of 4-speed synchromesh manual shift. In 
all other respects, both cars are virtually the same. 
Feature for feature...dollar for dollar...the most fan- 
tastic buys in automotive history! 


DS 19: revau Price, $3,333, F.0.8., P.O.5. 
ID 19: revan Price, $2,895, F.0.8., P.O.5. 
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Plans for 1959 Reviewed .. . 


Foreign-Car Advertising to Grow 


for in your questionnaire as con-| Anthony, Inc., importer for the ter- 
fidential information.” ritory west of the Mississippi, little 
Hambro handles Austin, Morris,| change is anticipated for the 1959 
MG, Riley and Austin-Healey. sales season. 
= + * 


Newspapers received 60 percent 
‘ out . BORGWARD of Borgward’s advertising budget 
The company’s advertising is| Beers during 1958 has cast 


during 1958, while the remaining 
handled by John deGarmo, New| its lot primarily with news-| 40 percent was divided as follows: 
York, national advertising, and| papers and, according to Earle C. 
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(Continued from Page 19) 


omy, handling and road character- 
istics, and various construction fea- | 
tures. Berkeley is another foreign) 
make using cooperative advertising. 


9 . trad 

McNeil & McCleery, Los Angeles, | nn: SS ees " 
local advertising. 
* * = | 

BRITISH MOTOR CORP. 
ALTHOUGH its advertising bud-| 
get, media and procedure com-| 
pare generally with that of other! 
imported-car makers, both Hambro| 
Automotive Corp., BMC’s importer, 
and its advertising representative, 
McCarty Co., Inc., both of New 
York, declined answering questions 
because “we consider details called 


Parts for Imports Rate 
Mail-Order Recognition 

CHICAGO.—One more firm is 
convinced that imported autos are 
here to stay. 

Among “new items” in the fall 
and winter catalog of Sears, Roe- 
buck & Co. are parts and acces- 
sories for foreign cars. 


Import Album 


(Continued from Page 33) 


Jaguar 3.4—$4,542 


Facel Vega F.V.S.—$9,750 


and sports car journals, 10 per- 
cent; posters, 5 percent and direct 
mail, 5 percent. 


Special promotions have included 
auto show exhibits, certified road 
tests, motorlogs, displays by dealers 
at local sportscar races, Concours 
d'Elegance, etc. 

Borgward’s advertising has fea- 
tured sports-car performance and 
family-car comfort, plus economy. 
Economy, styling and performance 
also will be featured in 1959 adver- 
tising. Advertising agency for Borg- 
ward on the West Coast is Al G. 
Waddell Advertising, Los Angeles. 

. = > 


CITROEN 

IS line of French-made cars 

has been promoted chiefly 
through newspapers during 1958, 
although magazines, radio and tele- 
vision have come in for their share 
of Citroen Cars Corp.’s advertising 
budget. 

A breakdown of expenditures 
showed newspapers getting 60 
percent of the budget; magazines, 
30 percent, and the remaining 10 
percent split between radio and 
television. 

Handled by Shevlo, Inc., New 
York advertising agency, Citroen 
promotions have been based on the 

slogan “In Pursuit of Happiness, 
Drive a Citroen,” and have featured 
roominess, economy, performance, 
air-oil suspension, luxury ride and 
safety. 

Although the 1959 budget has not 
been finalized, newspapers again 
probably will get the largest share 
of expenditures, officials said. 

Promotions during 1958 included 
tieins with openings of French 
films, celebrity endorsements and 
sports car and stock car rallies. 
Tieins for '59 are expected to be 
similar. 

- > > 
DATSUN 

UBY DATSON DISTRIBUTORS, 

4 LTD., New York, distributor of 
Datsun in the United States, util- 
ized all media in 1958 and plans a 
similar program in 1959. 

Working on a budget of $250,- 
000 this year and planning on a 
$350,000 outlay for advertising in 
1959, Datsun puts 29 percent of 
its expenditures into newspapers; 
24 percent in magazines, 19 per- 
cent in radio; 14 percent in tele- 
vision; 9 percent in direct mail; 
4 percent in outdoor, and the re- 
maining one percent goes for 
miscellaneous. 

Based on the slogan, “New Clas- 
sic Look in Foreign Cars,” Datsun 
promotions, handled by Dale & 
Finkels, New York, features styling, 
economy plus weight and roomi- 


ness. 
> * 7 


DKW-AUTO UNION 
DEW advertising this year has 
been placed chiefly in news- 
papers and national magazines, 
though television and radio have 
been used for some promotions. 

Magazines and newspapers 
have been split equally at 35 per- 
cent, while television has picked 
up about 20 percent of the DKW- 
Auto Union budget and radio 10 
percent. 

Although the size of the 1959 
budget has not been determined, 
officials expect it to be larger than 
this year’s. 

Handled by Buxton Agency, Pasa- 
dena, Calif. DKW advertising has 
been built around the theme of 
economy, price and roominess. The 
car is distributed throughout the 
West by Peter Satori Co., Ltd., of 
Pasadena. 

Dealers handling DKW also sell 
the Auto Union. 

* * * 
ENGLISH FORD 

SPAPERS have received 
three-fourths of the expend- 
itures to promote the English Ford 
line in the United States during 
1958. The remaining 25 percent 

went to magazines. 

With a budget of “more than 
a million dollars,” English Fords 

(Continued on Page 53, Col. 1) 
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Mercedes-Benz 300 Automatic—$10,418 


Mercedes-Benz 300SL—$10,928 


Rolls-Royce Silver 


Cloud—$13,750 


That’s Imported Car, Ford Aide Says... 


‘Workhorse of the Family’ 


NEW YORK.—The imported car 
has moved out of the second-car 
category to occupy the position of 
primary means of transportation, 
according to Don Smith, advertis- 
ing and sales promotion manager 
for English Ford. 


Smith is with M-E-L division 
which distributes the import in 
the U.S. He told a meeting of 
the Society of Autometive Engi- 
neers that “the small car is the 
workhorse of the family today.” 
The most important reason for 

this is economy, Smith believes. He 
mentioned cost of operation, infre- 
quency of repairs and the state of 
the U.S. economy which has 
prompted many Americans to trim 
their transportation expenditures. 

Smith said he has attended six 
automobile shows recently and that 


he came away with the feeling that 
the compact economy car now is 
beginning to attract the serious 
customer rather than the haphaz- 
ard buyer. 


He said that his organization is 
using every selling technique that 
was employed in the old days of 
the auto business. 


“We demonstrate,” he declared. 
“Cars in our showrooms aren’t 
locked. In fact, in many show- 
rooms there are signs that say, 
‘Feel free to touch anything you 
want.’ 

“After we make a sale, we send 
our salesmen around to call on the 
people next door. The buyers must 
have done some talking about their 
new car, and we want to take ad- 
vantage of it. We use direct mail 
to build up a prospect list.” 
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Broad Range of Ideas .. . 





Imports Draw Interest 


Through Engineering | \ 


(Continued from Page 22) 


feature front-wheel drive, which 
has a lot in its favor, at least in 
small, light cars. 

DKW, the Auto-Union car, has 
featured front-wheel drive right 
from the beginning. The criticism 
that steering is difficult on front- 
wheel-drive cars does not apply to 
DKW. 

Front-wheel drive finds most 
praise during the winter and in 
stormy weather, Steered wheels 
which carry pulling power follow 
the will of the driver in a more 
precise way. 

DKW also features another item 
which has not always found full 
understanding in countries outside 
Germany. This is the valveless, two- 
cycle engine. 

While originally designed for 
maximum cheapness in production, 
the three-cylinder inline engine 
used by DKW is rather expensive 
in production. 

= * * 
a engines used to be 
known by a steady, blue cloud 
behind a car powered by one of 
these units. DKW has made the 
mixture so lean that the smoke is 
hardly noticeable. 

Mixing of gasoline and oil is 
no longer a chore, since the mix- 
ing takes place in a device in the 
tank inlet. 

DKW is now preparing, at great 
expense, a small car designed to 
compete headon with Volkswagen. 
The new DKW will have a low- 
priced, two-cylinder, liquid-cooled, 
two-cycle engine, with front-wheel 
drive. 

It will be a four-seater, two-door 
sedan with a large luggage com- 
partment in the rear and will sell 
for slightly less than the VW—at 
least that is the present plan. 

In addition, I am sure it will be 
safe to forecast the eventual ap- 
pearance of a four-stroke engine 
for those who want front-wheel 
drive but prefer the more popular 
four-cycle engine. 

* = > 
7s Borgward concern, which 
produces Lloyd, Goliath and 
Borgward, also features some in- 
teresting engineering ideas, 

The tiny Lioyd car, which is 
the most popular vehicle in the 
600-cc class in Germany, offers 
front-wheel drive and a tiny, two- 
cylinder air-cooled engine. 

Goliath also offers front-wheel 
drive, but uses a new pancake four- 
cylinder-opposed, four-cycle, liquid- 
cooled engine. 

The Borgward Isabella has all 
four wheels independently sus- 
pended. In the rear, the two axle 
halves swing in an are and the 
differential is mounted in the 
unitized body structure. 

Borgwards feature good road- 
holding and sports performance. 

In the famous Porsche, the chassis 
is laid out along Volkswagen ideas 
(Professor Porsche designed the 
VW) although the engines have 
been developed along Porsche’s own 


* * * 


ideas and are virtually hand-built. 
a * * 


BMW’s Contribution 


HE Bavarian Motor Works 

(BMW) makes the one-cylinder 
Isetta 300, of Italian descent, and 
the BMW-designed, four-seater 600. 
The 600 is powered by an altered 
two-cylinder, four-cycle engine used 
on BMW motorcycles. 

The 600 features a rear engine 
and offers independent wheel sus- 
pension in the rear. Transmitting 
power to the rear wheels are four 
Italian-designed universal joints 
which need no service and which 
permit lengthwise movement, 
thus eliminating the need for 
splined shafts. 

The larger six-cylinder and V-8 
* * * 





Rear-Engine Layout— 


Typical of rear-engine practice on Euro- 
pean cors is this layout on the Renault 
Dauphine, with engine behind the axle, 
transmission in front of the axle and dif- 
ferential between the two. Both rear wheels 
ore independently suspended in a manner 
which requires the use of only one uni- 
versal joint on each side. Wheels swing 
in an arch and the distance between the 
wheel and inboard U-joint remains con- 
stant. Rear wheels constantly change com- 
ber on this design, which is also found on 
Volkswagen, Porsche on gihens. 


BMW cars may not be in produc- 
tion too much longer. A new four- 
cylinder car with about 75 horse- 
power has been scheduled for late 
in 1959. 

The two “American” firms in 
Germany — Opel and Taunus —so 
far produce cars along the lines 
of U. S. engineering and styling 
features. Both cars have unitized 
bodies and overhead-valve engines. 

The 17-M Taunus, which is ex- 
ported to the U. S., offers the Mac- 
Pherson type of front suspension, 
which can also be found on British 
Fords and on Ramblers. 

The Taunus, which has lately 
been very much improved, offers a 
new dashboard and safety items in 
the American manner. Both Opel 
and Taunus ought to be successful 
in the U. S., since they offer modern 


styling plus proven mechanical fea-|.- - 


tures. 

In winding up Germany, it can 
be said that German products are 
typified by the fearless application 
of engineering ideas. | 

= ” 


The French Lines 


OVING to France, we find that 


only lately the French have 
(Continued on Page 47, Col. 1) 





‘Transaxle’ as Used by Lancia— 


Lancia is regarded as pioneer of the 


reduction drive and differential at the rear end along with inboard brakes. 
wheel is driven by a sliding-joint shaft with inner and outer universals. 


“transaxle,” which combines transmission, 
Each 
At first, 


Lancia used independent rear suspension, but it has switched to the deDion-Bouton 
system in which both wheels are connected by a solid tubular axle which curves behind 


the transaxle. 
unitized chassis-body. 


The transaxle itself is suspended in four rubber mountings on the 
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Keeping Ahead of the Customer— 


A “know your product” meeting for salesmen at Kirkwood Imports, Lid. (Jaguar), 


St. Louis, is supervised by President John 


Haliums, far right, facing camera, Hallums 


insists that his salesmen know every detail of the models they sell. Second from left 


is Sales Manager R. L. Fortner. 





For Import Dealership 6. 


How Big Is Big? 


LOS ANGELES.—Dreams of a 
300-car month go up in smoke 
when the import-car market is ex- 
amined in detail. 

California may be the hot spot, 
with 39 percent of dealers playing 
the field and 19 percent of July’s 
first 10 days’ registrations being 
from overseas, but for the aver- 
age dealer it’s no vast number 
of units moved. 

Automotive News surveyed sales 
figures for a number of representa- 
tive foreign-car dealers. One such 
man has been in the field over five 
years, has nearly a block of display 
and service, plus an excellent repu- 
tation, 

He does little advertising, handles 
four well-known imports, plus a 
few oddballs. In short, he’s the 
typical “large” dealer in the im- 
ported car field. 

In March, he moved a total of 
17 units, all but one in Los Angeles 
County, and all but three were one 
of the four well-known makes he 


handles, In April, sales were an- 
other 17 units, of which two sales 
were made outside Los Angeles 
County and six were from his odd- 
ball stock. 

In May, with warm weather, 
sales jumped to 24 units, one of 
which was outside the county, 
and seven from the oddball line. 
In three months, he’s moved 58 
new units, plus used cars, for a 
total of 174 for the three months. 


Among medium-size operators, 
one man with two lines moved 
three cars in April, eight in May. 
He claims to be making money. A 
couple of single-line dealers are 
moving their full quota each 
month; one man knocking off eight 
units like clockwork, the other put- 
ting out four. 

When you have a total gross of 
$300 to $400 in a car, and operate 
a full-steam-ahead import shop 
these sales figures should slow talk 
of “putting them on the floor to 
sell themselves.” 








~|Sports Cars Seen 


As First to Adopt 
Turbine Engines 


BOSTON. — The first “break- 
through” in automobile turbine use 
might come in sports cars, accord- 
ing to Dr. Clyde Williams, Gillett 
Memorial lecturer at the American 
Society of Testing Materials con- 
vention. He said Ford, Chrysler 
and General Motors all have 
evolved turbine-powered vehicles. 

From sports cars, Williams fore- 
cast turbine engines would be used 
for trucks and buses before they 
would be employed in private auto- 
mobiles. 

Williams said that turbine en- 
gines are lighter than present auto- 
mobile engines, that they can be 
constructed less expensively and 
that they require fewer controls. 

“The turbine looks very attrac- 
tive for automobile application,” he 
said. 

He added that “sufficient supplies 
of ‘workhorse’ high-heat metals 
will promote the turbine age for 
automobile and truck propulsion.” 
Williams, a former metals expert 
with the Atomic Energy Commis- 
sion, now heads his own research 
and development firm. 


Rayon Supplier 
Eyes Imports 


NEW YORK.—The increase of 
foreign cars in this country is being 
studied for effects on the sale of 
rayon cord tires, according to 
George L. Storm, sales director of 
American Viscose Corp.’s fibers di- 
vision. 

A survey of foreign-car dealers 
has indicated that practically all 
European cars have rayon cord 
tires specified as original equip- 
ment, he said. American Viscose is 
one of the suppliers of rayon rein- 
forcing cord for tires. 

Replacement tires for foreign 
cars are now being produced here 
in various sizes, including 13-inch 
diameter tires. Approximately two 
miles of 11.00 denier super rayon 
cord is required in the reinforcing 
carcass of a four-ply 13-inch tire. 
Between two and three miles of 
rayon cord forms the carcass of 
the larger tires for American cars. 


How to Lead Salesmen to Hot Prospects 


URLINGAME, Calif.—A novel 

sales tool tailored for imported 
cars has been provided for its 
dealers by Goliath Motors. : 


Key to the system is a con- 
sumer questionnaire, with “re- | 
search” being conducted by col- | 
lege students at the local level. 
Said a Goliath spokesman: “While 

most people in the U. S. have built 
up a strong resistance against a 
salesman that comes to the door 
. research on practically every- 
thing has been on the increase for) 
the last 20 years in the U. S., and 
every man, woman and child seems 
ready and willing to express an 
opinion about practically anything. 
> > > 
“@'O, WE decided to do some re- 
search on imported cars. We 
set up an organization called 
Thayer Research. We go into a 
town and hire college students to 
make the calls in a selected resi- 
dential section of the town within 
easy reach of our dealer’s show- 
room (we try to stay within a 
radius of five miles). 


“We pay from 25 cents to 50 
cents a call and we have no 
trouble getting students to do this 
. .- Some of them are quite good, 
and some of the dealers have de- 
veloped ways of fattening the pie 
for any direct sales that are made 
as a result of one of these calls.” 


The 26-item questionnaire men- 
tions no brand names and the 
questions apparently are innocent. 
But when the sheet is filled out, 
Goliath knows whether the prospect 
is willing to take a demonstration 
ride in a foreign car, what kind of 
car he has, the model he wants to 
buy next time, his opinion of for- 
eign cars in general and his aware- 
ness of economy. A 





OLIATH said that about half of 
the persons contacted express a 
willingness to take a demonstration 
ride, but that when a car is brought 


around, about half of those back 
out. 


“But at the same time,” a 
spokesman said, “we are getting” 
a respectable number of demon- 
strations from this technique and 
the salesman has in his mind a 
pretty good picture of the pros- 
pect as far as buying a car is 
concerned.” 


Following is the Goliath ques- 
tionnaire, which is headed, “Thayer 
Research on Public Opinion Ques- 
tionnaire on Foreign Cars.” 

1. Do you own a foreign car? If 
yes, how long? 

2. Did you ever ride in a foreign 
car? 

3. Did you ever drive a foreign 
car? 

4. Do any of your friends or 
neighbors own a foreign car? 

5. Have they ever expressed any 
opinion of their foreign cars to 
you? If so, was it favorable or un- 
favorable? 

6. Do you think of foreign cars 
as sports cars? 

7. Have you ever had the feel- 
ing that foreign cars are less 
safe than American cars? 

8. How many foreign cars are 
you familiar with? Name a few 
that come to mind. 

9. If you were to buy a foreign 
ear, which of the following would 





Meeting Competition 
At ‘His and Hers’ Level 

SYRACUSE, N. Y. — Bender 
Ford here demonstrated how to 
meet import-car competition with 
a “his and hers” promotion in 
which it offered two cars at “one 
low price.” 

The customer was invited to 
choose any Fairlane 500 model 
for “his” and an English Ford 
Anglia for “hers.” Bender em- 
phasized that quantity was lim- 
ited on the imports, 





you prefer? (British, German, Swe- 
dish, Italian, French.) 


10. From the following list of 
countries, which one would you 
think might build the best and 
safest car? (Great Britain, France, 
Germany, Italy, Sweden.) 


11. Does your car have an auto- 
matic transmission? If yes, would 
you resist a gear-shift car? 


12. What make and year car do 
you now drive? 


13. Have you ever 
buying a foreign car? 

14. Did you have a demonstra- 
tion? 

15. What decided you against 
buying? (Size, motor, gear shift, 
roominess, others.) 

16. How long since you had any 
car demonstrated? (American, for- 
eign.) 

17. Of all automobile advertising, 
which do you feel is the most ef- 
fective? (Newspaper, radio, TV, 
billboards, direct mail, car in show- 
room.) 

18. When did you last go to an 
automobile showroom? 

19. If a salesman came to your 
door and said he had a car at 
the curb he’d like to have you 
look at and take a ride in, would 
you do it? 

20. Will your next car be a sedan, 
station wagon, convertible, sports 
car? 

21. If you are not a two-car fam- 
ily, would you like to be one? 

22. De you use your car the most 
for pleasure, marketing, driving to 
work, driving to school, other? 

23. Do you drive more or less 
than you used to, say two years 
ago? 

24. Do you know how much 
mileage your present car gets? 
If yes, how much is it? 

25. What type of gasoline do you 
use in your car? (Regular, special.) 

26. Do you know what your gas- 
oline and oil bills were for last 
year? If yes, how much? 


considered 
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The Story of Imports... 
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Profits, Pleasures and Problems 


(Continued from Page 33) 


|few dealers have visited factories 


no trouble in getting parts—con-| abroad, and feel that this contrib- 


quering distance with teletypewriter 


ordering and air express delivery. 
> * + 


ERVICE is aided, some dealers 
find, by the fact that parts are 
interchangeable on many models. 
The fact that new models do not 
appear each year also simplifies 
the parts problem. 

Some dealers say there is no 
parts problem if the distributor 
happens to have the part on 
hand. But should the part be out 
of stock, a wait of four to eight 
months is not unusual. 

In Southern California, some 
dealers find that many speed and 
hot-rod shops have complete ma- 
chine shops which can duplicate 
just about anything from a gear 
to a cam. Dealers find it advisable 
in some instances to have a part 
machined, rather than wait for 
factory delivery. 

Tools are plentiful, as few im- 
ports require special items other 
than metric wrenches, which are 
made by many U. S. tool makers. 

The trend toward hiring mechan- 
ics from overseas has apparently 
come to a halt, since many dealers 
found that imported mechanics 
were experts at making customers 
unhappy. 

Now, U. S. mechanics are trained 
by a factory or distributor service 
school and they are able to meet 
the customer on his own ground. 

> . 


> 
Salesmen Must Be Tops 


H's on the list of problems for 
many dealers is obtaining the 
right kind of salesmen. The big 
problem, dealers say, is getting 
them to sell the car, not the deal. 
. Dealers agree that salesmen 
must know their product excep- 
tionally well and must be able 
te convey enthusiasm to a pros- 


pect. 

Volkswagen dealers probably 
have the least problem with sales- 
men. As a rule, they are able to 
pick the cream of the crop. Said 
a VW dealer on the coast, with 
four salesmen: “Each of my men 
grossed $13,000 last year. They 
know there are a lot of salesmen 
who would like to trade places and 
they’re really on their toes.” 

> > > 


MAS® dealers said their major 
problem was the appointment 
of too many dealers. Some dealers 
feel this may be only a temporary 
situation, since some import outlets 
are bound to close. 

Said a New Yorker: “A lot of 
dealers will get wet and get right 
out again, not being willing to 
change their philosophy of sell- 
ing and merchandising. 

“If domestic business improves at 
all, a lot of dealers will feel that 
the problems which attend imports 
are too large to bother with. The 
low volume may also discourage a 
number from staying in the busi- 
ness.” 

Other flies in the pie for foreign- 
ear dealers include the import of 
used cars by nonfranchised dealers 
(a Cleveland dealer complained 
that new imports are being boot- 
legged from Canada and sold below 
list price). 

The Volkswagen-direct-from- 
Germany operations pain many 
franchised VW dealers, too. 

o * - 
Factory Relations OK 
GENERAL, relations with 
factories are excellent. Quite a 
* s > 





Spring and Sway— 

On the front-wheel-drive DKW, a high- 
suspension rear axle is used. The leaf 
spring, by virtue of its high mounting, acts 
against swaying in curves. It operates in 
@ step-way, in order to be progressive. 
Several leaves come into operation only 
when the spring is deflected to a predeter- 
mined degree. The wheels are connected 
by o tubular, one-piece axle. 


utes to their understanding of the 
car they handle. 

Retailers sometimes have 
trouble with their distributors. 
Most often leading to difficulties 
is the distributor’s tendency to 
franchise additional dealers. 

A Seattle dealer said he sold 25 
units in the first month he handled 
a certain import, and he based 
future orders on that figure. Then 
more franchises’ were awarded and 
his sales dropped off, even while 
total sales of that import gained. 

He wholesaled his surplus units 
and relations with the distributor 
have been strained ever since. 

In Southern California, most 
distributors are also retailers. Non- 
distributing dealers claim that dis- 
tributors, no better located than 
many of their dealers, always seem 
to sell more cars. 

= * * 

EALERS there seem to think 

that the distributors take more 
than a fair share of available units 
for their own retail operations. 

One Los Angeles dealer said, 





Front Cradle— 


Mercedes-Benz, which uses a semi- 
unitized construction, has an auxiliary 
frame in front, pictured on the 2205S, which 
supports steering, powerplant, transmission, 
suspension and springs. The engine is 
mounted in rubber at four points. 

om > > 
“I wonder how Chevrolet dealers 
would like it if every city had a 
factory store selling Chevrolet, 
with a fatter gross on every car?” 

(Distributors get an extra 4 to 

6 percent discount.) 

Another California dealer put the 
blast on the factory, as follows: 
“The only time we see a factory 
man is when he throws a party 
and everything is rosy.” 

Most dealers would like to see 
factory representatives or distrib- 
utors do more advertising. On the 
other hand factories seem to feel 
they already are spending too much 
on ads. 

> > > 
r SOME cities, dealer associa- 
tions have sponsored cooperative 
advertising. 

Dealer sentiment on both ad- 
vertising and factory relations 
resembles in many respects the 
grumbling heard in domestic 
dealers’ showrooms a few years 
ago, when business was good but 
dealers felt that injustices were 
collecting. 

Dealers feel that tactics being 
used by some importers are not 
conducive to long-term profitable 
growth. But they say little now 
because business is good, and they 
want to take advantage of the best 
while it is available. 

* * * 


Finance Is Easy 


EALERS find financing of im- 

ports is a snap, with repos- 
sions practically unheard of. Banks 
seem to have the inside track on 
financing in most cities and most 
deals are written on a non-recourse 
basis. 

In some cities, repossessions on 
imports are fantastically low. A 
Birmingham dealer said he has 
had only two repos in the past 
four years. A Dallas dealer said 
that in the first 1,000 imports 
financed there, only three units 
were bagged by the man with the 
rope. 

In Southern California, the repo 
rate is so low that banks and fi- 
nance companies are competing for 
the average dealer’s friendship 
(and business). 

Price packing is virtually un- 





heard of in the import field, al- 
though most dealers are quick to 
admit that trades are taken in on 
the low, low dollar. 

* of * 


Warranties Are Tops 


EARLY all dealers are satisfied 

with their warranties and re- 
port that the respective factories 
stand solidly behind them—and 
sometimes lean over backwards. 


Many dealers say that war- 
ranties on imported cars are 
superior to those on domestic 
makes. Warranties range up to 
12 months or 40,000 miles on some 
cars. 


Dealers emphasize that the gen- 
eral high quality of imports helps 
make extensive warranties feasible. 
Many imports spend up to four 
hours on a factory dynamometer 
and 150 hours on factory road tests 
before being shipped. 

A St. Louis dealer said that he 
sold 47 Volvos last year and did a 
total of $38.80 in warranty work on 
the entire lot. 

A San Francisco Volkswagen 
dealer said he has sold 2,400 units 
and has never had to fit a door or 
hood on a single unit. Any claims 
against VW, he said, are processed 
within 30 days. 

- > > 
SEATTLE dealer said that 
while factories offer allout war- 
ranties, it is sometimes difficult to 
get prompt distributor approval of 
claims. 

On the other hand, a Rootes 

Group representative said, “We 
have a regulation that every 
dealer must be told in less than 
eight days if his warranty will 
not be approved. This means that 
if a Rootes dealer does not hear 
from us in eight days, he knows 
the warranty has been approved 
and payment is forthcoming.” 

There are some minor irritations 
among dealers handling less- 
popular makes. Biggest complaint 
is that it takes three to four months 
to get a claim approved and up to 
a year to get money from the 
factory. 

Another complaint is that service 
labor is not always paid for at the 
going rate. Factory service reps are 
rare birds on the less-numerous im- 
ports, with distributors trying to 
do the job with mimeo service bul- 
letins and change notices. 

> . a 


Sunshine on the Lots 


SED cars have so far been a 
bonus bright spot in the import 
picture. Many dealers are actively 
seeking used units, while a year 
or 18 months ago they were vir- 
tually ignoring the field. Used im- 
ports are in short supply and bring 
premium prices in most cities. 
A Dallas dealer said the used- 
car market is “fabulous.” In 
Minneapolis, a dealer said he has 
never lost money on a used im- 
port and has never had one in 
stock longer than 30 days. 
Some domestic-line dealers dual- 
led with imports prefer to whole- 
sale their used foreign cars. 
Most dealers point out that up 
till now, about 98 percent of all 
tradeins have been domestic makes. 
> > . 


| tpl GENERAL, depreciation is 
much less on used imports. A 
West Coast dealer said he sold a 
year-old Hillman for $1,650 (new 
price, $1,985) the same day he sold 
a year-old Chevrolet for $2,100 (new 
price, $3,400). 

New York dealers, however, say 
that even the most popular im- 
ports are beginning to lose some 
of their steam in the used-car 
market, and it is generally con- 
ceded that a car will bring about 
$200 to $250 less than the dealer’s 
asking price. 

There is still a good profit in 
used imports, New York dealers 
say, but a high resale value is no 
longer “guaranteed.” 

Used imports are not really nu- 
merous, even in New York. Deal- 
ers say that when they get a used 
import in trade it frequently has 
to be junked because of its age and 
condition. 

In Southern California, the used- 
import business seems to depend 
on the dealer more than any other 
factor. While opinions vary as to 
the sales potential of used imports, 





Torsion Solution— 


A rather unique dual front-spring system 
is used by Volkswagen. Two bundles of 
spring leaves are enclosed inside tubes 
and act as torsionetic springs when they 
are twisted. Wheels are suspended on 
trailing dual arms and shock absorbers are 
mounted on separate brackets. The steer- 
ing gear is mounted on the axle housing. 

+ x = 
it is obvious that the market has 
softened, although the imports hold 
their value better than do domestic 
cars. 
+ + = 
T of the future for imports? 
“Tm optimistic as hell,” said 
a Volkswagen dealer in Southern 
California. “It’ll be at least four 
years before anyone gets a car as 
good as VW and the market begins 
to flatten.” 

Most dealers seem to agree 
that the market will expand— 
perhaps a bit more slowly than 
it has in the past year—for at 
least three or four more years. 
On the other hand, some dealers 

stand aside and try to evaluate 
two different problems: What about 
small cars from Detroit? How seri- 
ous is the confusion created by the 


half-a-hundred different makes now 
piling into the import market? 

On small-car demand, a GMC- 
Renault-Jaguar dealer near Los 
Angeles said: “Our market wili 
continue to prosper until Detroit 
makes a good small car.” 

cd * * 

A MAJORITY of dealers, how- 

ever, feel that a small Ameri- 
can-built car would have little or 
no effect on the demand for foreign 
autos. Such a car could mean 
“tougher selling” for imports, some 
dealers admit. 

A St. Louis dealer said he 
thought the market would con- 
tinue to grow for quality imports 
and for sports cars, Smaller 
family-type cars, he said, might 
peter out eventually because they 
are too small for the average 
American user. 

Another St. Louis dealer said he 
thought that too many dealers were 
getting into the field and that there 
are too many of what he termed 
“bogus” imports. These, he ex- 
plained, are cars which have been 
inadequately designed, tested and 
assembled, but which are being 
shoved into the U. S. market be- 
cause demand for foreign autos is 
brisk. 

= * = 
| peeve dealers noted that while 
many imports are of the high- 
est quality, there are some lemons 
built abroad, too. 

In general, dealers believe that 
because of the number of dealers 
getting into the business and be- 
cause of too many makes coming 
in, the situation is in a state of 
flux. 

They feel that there will be con- 
siderable franchise switching be- 
fore the market settles down with 
fewer makes and fewer dealers. 

They agree on one thing: Imports 
are here to stay. 


For Imported ae 


Distributors Are Listed 


(Continued from Page 28) 


Packard Corp., 635 S. Main, South 

Bend, Ind. 

Merropotrran — American Motors 
Corp., 14250 Plymouth Road, De- 
troit 27, Mich. 

MG—Hambro Automotive Corp., 27 
W. Fifty-seventh St., New York 
19, N. Y. 

Morcan — Fergus Imported Cars, 
Inc., 1717 Broadway, New York 
36, N. Y. 

Worldwide Auto Import, 1968 S. 
Sepulveda Blvd., West Los An- 
geles, Calif. 

Morris—Hambro Automotive Corp., 
27 W. Fifty-seventh St, New 
York 19, N. Y. 

NSU Prinz — Fadex Commercial 
Corp., 487 Park Ave., New York 
22, N. Y. 


Oret—Buick Division, Flint, Mich. | 


PanHarp—Citroen Cars Corp., 300 
Park Ave., New York 22, N. Y. 
Pevegzor— Peugeot, Inc., 120 E. 
Fifty-sixth St., New York, N. Y. 
Porscoe — Hoffman-Porsche Car 
Corp., 443 Park Ave., New York 
22, N. Y. 

Renautt—Renault, Inc., 425 Park 
Ave., New York 22, N. Y. 

Ruz,y—Hambro Automotive Corp., 
27 W. Fifty-fourth St., New York 
19, N. Y. 

Rotts Rorce—J. S. Inskip, Inc., 24 





Now Ear This— 


Sports-car enthusiasts often adopt crests 
for their jackets bearing the marque of 
their particular car. Here Shirley William- 
son wears a pair of earrings to go with 
the three-pointed star of her Mercedes- 
Benz 190SL roadster. Other girls fashion 
costume jewelry and some knit socks bear- 
ing the model number or other identifica- 
tion of their favorite car. 








E. Fifty-fourth St, New York, 
N. Y. 

Rolls-Royce, Inc., 10 Rockerfeller 
Plaza, New York 20, N. Y. 
Peter Satori Co., Ltd, 325 W. 
Colorado St., Pasadena 1, Calif. 


Rover — Rootes Motors, Inc., 505 
Park Ave., New York 22, N. Y. 


|SAAB — SAAB Motors, Inc., 405 
Park Ave., New York 22, N. Y. 
Suta— Ernie McAfee Engineering 
Co., 8363 Sunset Blvd., Los An- 

geles, Calif. 

Smaca—Chrysler Corp., 341 Massa- 
chusetts Ave., Highland Park 3, 
Mich, 

Sxopa— Continental Car Combine, 
1728 Broadway, New York 19, 
> Be 

| SunspeamM—Rootes Motors, Inc., 505 

Park Ave., New York 22, N. Y. 

|\Taunas—M-E-L Division, 3000 
Schaefer, Dearborn, Mich. 

Tempo—Henney Motor Co., P. O. Box 
1157, Stamford, Conn. 

Toyoret—Toyota Motor Sales U.S.A., 
Inc., 6032 Hollywood Bivd., Holly- 
wood 28, Calif. 

TrrumMpH—Standard-Triumph Motor 
Co., Inc., 1745 Broadway, New 
York 17, N. Y. 

VAUXHALL — Pontiac Division, Pon- 
tiac 11, Mich. 

VoLKswaceEN—Volkswagen of Amer- 
ica, Inc., Englewood Cliffs, N. J. 

Votvo — Volvo Distributing, Inc., 
452 Hudson Terrace, Englewood 
Cliffs, N. J. 

Auto Imports, Inc., 11689 Ventura 
Blvd., Studio City, Calif. 

Swedish Motor Import, Inc., 1901 
Milam St., Houston 2, Texas. 

Wartsurc — Wartburg of America, 
Inc., 5403 Eighteenth Ave., Brook- 
lyn 4, N. Y. 





Winter Tires 


For Imports 


AKRON.—As another indication 
of the increasing impact of foreign- 
made automobiles on the American 
market, U. S. firms have expanded 
production to include winter tires 
for the small cars. 

B. F. Goodrich Tire Co. is im- 
porting nine sizes from associate 
plants in Germany, Sweden and 
Holland. 

Goodyear Tire & Rubber Co., 
which formerly imported such tires, 
now is making six sizes in its plants 
here and in Topeka. 





FANTASTIC, BUT TRUE! 


% 


it’s the performance champion 
it’s a motel on wheels** 


it’s a utility wagon*** 


 SABB fon Soccer 


* SAAB IS THE RALLY the economy. Car 


CHAMPION OF BOTH 
EUROPE AND AMERICA. 


* # CONVERTS INTO NEW FRANCHISE OPPORTUNITIES: Increased production now permits some 

DOUBLE BED FOR CAMP. expansion of the Saab dealer organization in Mass., N.Y, Pa., N.J., Md., Del., Va., 

ING, TOURING. Washington, D.C., Ohio, Ind., Ill., and Mich. Saab’s remarkable performance in world-wide 
endurance runs and rally competitions has been repeated month after month in new sales 

% % # SEATING FOLDS records. If you’re interested in this franchise contact Saab Motors, Inc., Executive Offices, 

DOWN FOR BIG, FULL- 405 Park Avenue, New York 22, N.Y. PLaza 1-7115. 

LENGTH LOADS. 
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What's a Flat-Rate Manual? ... 


Service Runs Second 
In Imports’ Scheme 


(Continued from Page 19) 


established slowly in strategic lo- 
cations on both coasts and at scat- 
tered points in the Midwest. 

Long waited periods for sheet- 
metal parts have lessened, though 
they have not yet been completely 
eliminated. 

Most European makers have not 
adopted Detroit’s method of pro- 
ducing complete flat-rate manuals 
for each model, nor are most Euro- 
peans as collision-minded as one 
would expect. 

Consequently, their repair man- 
uals concentrate mostly on main- 
tenance items, disregarding the U. 
S. need for sheet-metal replace- 
ment-time allowances. 

> + = 


—— situation probably will be 
remedied within a year’s time 
by volume producers. Others may 
remain as they have for the past 
20 years. 

One kindly gentleman said, 
“Whenever you require a replace- 
ment panel in the U. S. all you 
have to do is send us a cable 
and I'll see to it that the section 
is sent to you by the next avail- 
able ship.” 

Flat-rate manuals have been slow 
to catch on, because in most parts 
of the world it is more important 
just to get the work done—never 
mind the cost or time involved. 

> > ” 


OLKSWAGEN, however, is a 

remarkable exception and 
makes a fetish of worldwide serv- 
ice. 

As evidence of VW’'s sincerity 
im service matters, the service 
chief at Wolfsburg has a full staff 
and an impressive office. He sits 
on the board of directors and no 


matters reach final de- | 


policy 
cision unless related service con- 
siderations have been fully re- 
viewed. 

The service concept at VW is 
outstanding in its simplicity. The 
factory works out every major re- 
pair operation and some of the re- 
placement operations in hours and 
then the hours are printed for 
each Volkswagen owner all over 
the world in terms of his local 
currency. In this fashion, VW pro- 
vides owners with control over 


their repair costs. 
> > 
I HAVE discussed service prob- 
lems with insurance adjusters, 
claims managers and underwriters 
whose work keeps them in daily 
contact with service on imported 
cars. They have some interesting 
remarks. 

From San Francisco comes this 
comment: 
foreign cars other than Volks- 
wagen has been troublesome .. . 
When (sheet-metal) parts such as 
quarter panels arrive, they are 
oversize and have to be trimmed 
to fit ... There are no flat-rate 
prices and judgment must govern. 
There is no well-spotted chain of 
mechanics. Frequently the (car) 
must be transported long dis- 
tances.” 

A South Bend adjuster said, “We 
have found several independent 
shops that will handle the body 
work and have the know-how when 
it comes to getting the necessary 


A spokesman for a farm mutual 
company said, “The availability of 
parts for the import makes has 
been very erratic and has presented 
problems in actually getting repair 
work done within a reasonable 
time.” 

a + 

NOTHER large underwriter 

said, “Despite what the manu- 
facturers say about their American 
_ distributors having available parts 
* on hand, it seems that invariably 
the part that is needed has not 
been ordered or furnished to the 
distributor. 

“I know from practical exper- 
that ——— makes the claim 


“Our experience on | 


of some of the makes are listed 
below: 

Jaguar has aluminum fenders 
which cannot be straightened read- 
ily. 

Volkswagen, Renault and other 
rear-engine cars may frequently in- 
volve major engine repairs. 

= _* a” 

NGLISH FORD and other makes 

with unit construction may in- 
volve complete repair work from 
bulkhead forward on serious frontal 
impacts. 

Morgan has hand-made wooden 
body framing which is difficult to 
repair. 

Opel and Vauxhall are manu- 
factured by General Motors. It 
is anticipated that flat-rate man- 
uals and parts price lists will be 
available shortly. It should be 
relatively easy to evaluate re- 
pairs. 

Borgward has no rear quarter 
panels, even on the station wagon. 
It has excellent characteristics for 
collision repair work, eliminating 
expensive rear-quarter panel re- 
pairs. Bumper comes in sections. 

Competition among garages on 
foreign-car repair work is virtually 
nil. Many garages and body shops 
refuse to handle the work. Parts 
discounts are not available to them. 
Labor rates generally are higher 
than on American cars, ranging 
from $4.80 to $8 per hour. 


MATCHING paint has been par- 


body panels may necessitate re-| 
finishing in lieu of spotting. Some 








ticularly difficult. Fenders and | 
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commands the highest dollar. The 
do-it-yourself auto hobbyist is 
frequently interested in 
ing a wrecked vehicle for its 
parts. Since salvage is scarce, 
prices are boosted accordingly. 
All in all, none of the foreign-car 
service problems are so difficult 
that they can’t be mastered in 
time, 


The future of imports in the U.S. 
depends largely on service. Those 
manufacturers who establish and 
maintain first-rate service facilities 
will survive the coming consolida- 
tion of makes and models. 

Probably 20 makes with approx- 
imately 60 models will survive and 
remain as factors in import-car 
activity. 












Imported Cars Only: 
Exclusives 









Imported-Domestic Duals: 
U.S. Duals with Other Imports 


Motor-Taunus; 


Imported-Car Dealerships in U. S. 


July 1, 1958 Jan, 1, 1958 
eanvovecenenees 634 568 
covecccsesscoes 1,533 1,256 


U.S. Duals with Captive Makes* 


Total Imported-Car Outlets in U.S. 
* Captive duals are: Buick-Opel; Pontiac-Vauxhall; Ford Motor-English Ford; Ford 
Rambler-Metropolitan, and Studebaker-Packard-Mercedes-Benz. 


7,282 
2,221 


10,800 
12,967 


9,503 
11,327 


Copyright, 1958, by Automotive News 


Imported-Car Dealerships Total 12,967 


(Continued from Page 17) 


between Pontiac and Vauxhall and 
Ford Motor Co. and Taunus. 

More than 99 percent of the 
Metropolitan and Mercedes show- 
rooms also display American Mo- 
tors or Studebaker-Packard prod- 
ucts, and 65 percent of the English 
Ford dealers handle one of the 
parent company’s domestic lines. 

The captive total will increase 
during the coming months as 
Ford Motor centinues its drive 
for 900 outlets by the end of 1958. 
There were 522 English Ford 
deals on July 1, plus 18 handling 


Rear-Window Defroster 


To Bow in Britain 


NEW YORK. — A rear-window 
defroster will be introduced Friday 
(Sept. 26) at the London Commer- 
cial Show. 

Microscopically thin, electrically 
heated wires are embedded in 
laminated glass, the heating ele- 


makers put a can or two of paint| ment of which is connected to the 
jin the glove box when the car is|car’s battery. The device is pro- 
| shipped from the factory. 

Salvage on these “June bugs” 


duced by Triplex Safety Glass Co., 
Ltd. 





| Magazine Survey Shows. . . 


Imports Gain Popularity 


NEW YORK.—A sharp rise in the 
proportion of small and imported- 
car ownership was observed in a 
survey by Harper’s and Atlantic 
magazines on auto ownership and 
attitudes among their subscribers. 


It was found that one in six- 
already owned a small car, either 
domestic or foreign, and another | 
50 percent had considered buying | 
one. 


The magazines also found among | 
their subscribers 20 small and im- 
ported cars per 100 families, com- 
pared with about one per 100 fam- 
ilies in the U. S. population. 


Among foreign cars, Volkswagen | 
was the most popular make. The 
| magazines received replies from 38 
|subscribers who said they owned | 
| VWs and 142 who said they had| 








en 


Quick Look at U. $.— 


Norman Babcock (left), Stevens Point, 
Wis., and Frank Check, Ypsilanti, Mich., 
toured all 48 states and touched Mexico 
and Canada in the course of an 8-day 
vacation trip. They covered almost 10,000 
miles without turning off the ignition on 
their Volvo. They averaged slightly better 
than 47 miles per hour and 27 miles per 
gallon. Both 24-year-olds have driven in 
Evropean rallies. 


|ris and Triumph, 9; 


considered buying the German car. | 


Volkswagen also ranked third, be- 
hind Ford and Chevrolet, among 
cars bought new by subscribers in 
1957 and 1958. VW accounted for 
10 percent of the total; Ford, 18 
percent, and Chevrolet, 11. 


Other foreign-makes named by 
owners were Jaguar, 7; MG, 6; 
Hillman, 5; Triumph, 4; English 
Ford, Metropolitan, Morris and 
Renault, 3 each; Fiat and Mer- 
cedes, 2 each, and Austin, Austin- 
Healey, Borgward, Ferrari, SAAB, 
Sunbeam, Vauxhall and Volvo, 
one each. 

Ranking behind Volkswagen in 
popularity with those who had con- 
sidered purchases were Renault and 
Hillman, 37; MG, 26, English Ford, 
22; Volvo, 15; Mercedes, 13; Fiat 
and Metropolitan, 12; Opel, 11; Mor- 
Jaguar, 8; 
Austin, 7; Austin-Healey, 6; Borg- 
ward and Simca, 5, and others, 13. 

The others included Porsche, Cit- 
roen, Isetta, Alfa-Romeo, Goliath 
and Messerschmitt. 

Economy—low initial price and 
low maintenance and depreciation 
—was the chief reason for small- 
car purchases, said 85 percent of 
the owners. 


Ease of handling was named by 
39 percent, style by 17, construction 
by 14 and as a second car by only 
one percent. 

Among non-owners, 72 percent 
said they considered economy the 
chief reason for the small car’s pop- 
ularity. 

Poor service facilities (26 percent) 
and not large enough for big fam- 
ilies (28 percent) were called prin- 
cipal reasons against buying the 
small cars now on the market. 

In only one case among owners, 
those who had thought of buying 
and those who had not considered 
purchases was there any signifi- 
cant differences in reasons against 
buying. 

“Uncomfortable” was cited by 28 
percent of those who had never 
considered buying, 15 percent of 


Taunus. The Taunus total had 
climbed to 42 by Aug. 13. 

AMC and S-P also can be ex- 
pected to issue more import fran- 
chises, but Buick and Pontiac have 
about reached the peak of their 
franchising activities for their im- 
ported lines. 

= - + 

Bu has extended the Opel 

selling agreement to 3,160 of its 
dealers, while 2,654 Pontiac retailers 
are franchised to sell Vauxhall. 
There are 1,438 Metropolitan out- 
lets but no other imported make— 
captive or otherwise—has as many 
as 750 dealers. 

Another boost for the captive 
field will be supplied by Chrysler 
Corp., which has taken over 
Simca distribution. Simca is not 
considered a captive in the cur- 
rent Automotive News census, 
since the Chrysler pact took 
effect after the July 1 cutoff date. 
There were 578 Simca outlets on 
July 1, of which about 240 were 
Chrysler Corp. dealerships. The 
company has said that existing 
franchises will be continued, but 
Chrysler dealers will be given 
priority when new franchises are 
granted. 

. e = 
ie ADDITION to the captive 
duals, there are 2,791 domestic 
dealers who have taken on other 
foreign makes. Their choices in- 





clude almost every import that is 
sold in this country. 

At the beginning of the year, 
there were 2,221 domestic dealers 
handling noncaptive imports. 

Deducting the U. S.-import 
duals (10,8300) from the foreign- 
car dealership total (12,967) leaves 
2,167 establishments which handle 
only imported cars. At the begin- 
ning of the year, there were 1,- 
824 such deals while on Jan. 1, 
1957, there were only 1,221. 

The July 1 tally shows 634 import 
exclusives and 1,533 handling two 
or more makes. Those 1,533 must} 
be called “multiples” rather than 
“duals” because it is not unusual 
for a foreign-car dealership to han- 
dle seven or eight makes. Some 
carry as many as a dozen. 

On Jan. 1, there were 568 import 
exclusives and 1,256 multiples, 
while the census listed 288 exclu- 
sives and 933 multiples at the be- 
ginning of 1957. 

* * 


OLKSWAGEN leads the import 





exclusives with 140 single-line 
establishments. This is 40 percent 

of the VW total of 349 dealerships. 

The popular German car enjoys 
another distinction: During the first 
six months of this year, Volkswagen 
averaged more sales per dealer 
than any other make, foreign or 
domestic. 

The 349 VW dealers meved an 
average of 115 cars apiece dur- 
ing the six-month period. The top 
figure for U. S. makes was Chev- 
rolet’s 89 cars per franchise. 

Other imported makes in the top 
five in registrations showed the 
following number of sales per fran- 
chise: Renault, 32; English Ford, 

26; Hillman, 11, and Fiat, 28. 

Following Chevrolet in registra- 
tions per franchise among U. S. cars 
were Ford, 71; Plymouth, 26; Olds- 
mobile, 45, and Buick, 40. 

U. S. dealers averaged 38.2 cars 
per franchise during the six-month 
span, while the foreign-car dealer- 
ships averaged 7.8 sales per fran- 
chise. 

a * * 
future seems to indicate a 
further increase in franchises 
for the independent imports, just 


those who had thought of buying/ as it does for the captive makes. 


and only 5 percent of actual owners. 








Fiat, which has climbed to fifth 


place in import registrations, con- 
tinues to expand its dealer body, 
while Datsun and Toyopet, the new 
Japanese visitors, are building their 
retailing organizations. 

Peugeot, which is linked with 
Renault, will continue to gain 
outlets as the No. 2 import opens 
more sales points, and NSU Prinz, 
another German make, may be 
offered to many of the 550 BMW 
Isetta outlets. Both Isetta and 
Prinz are imported by Fadex 
Commercial Corp. 

The recent agreement between 
Goliath and Gamble-Skogmo, Inc., 
could give that make a tenfold in- 
crease in distribution points. Pres- 
ent plans call for each of the 2,200 
Gamble-Skogmo outlets to act as 
a “special” Goliath dealership. 

Triumph offers a good example 
of how a dealer body can grow. 
This make had 275 dealers at the 
beginning of 1957 and increased the 
total to 450 by Jan. 1, 1958. 

The Triumph retail group ex- 
panded to 520 by May 1, to 590 by 
May 15 and to 620 by June 12. On 
July 1, Triumph reported 670 out- 
lets, a 49 percent increase in six 


months. 


* > > 





Imported-Car 
Franchises in U. S. 

















duly 1, Jan. 1, 

1958 1958 
BRITISH CARS ......... 10,468 8,874 
Arnolt-Bristol ........ 5 5 
Aston-Martin ........ 22 22 
BE, Giiccinnatnctanoen 571 479 
571 479 
40 40 
100 50 
SIE’. “Aint senissilagsieibciegtie 522 392 
ERE 722 675 
Jaguar ............... 442 397 
Metropolitan ... 1,214 
MG 479 
Morgan 234 
Morris 479 
Riley 479 
Rover 80 
Rolls-Royce 40 
Sunbeam 425 
Triumph 450 
Vauxhall 2,455 
GERMAN CARS ...... 6,645 6,012 
Auto Union ............ 278 258 
I ccicnckidihenciiesnscmate 134 134 
BMW Isetta .......... 550 450 
Borgward .............. 460 400 
iS 278 258 
Goggomobil ............ 187 150 
GIN, Sscnccnsccsccisconss 229 176 
152 
350 
3,100 
163 
0 
IID <cinkitenninctn 94 716 
Volkswagen 349 345 
Wartburg ................ 54 0 
FRENCH CARS ...... 1,892 1,152 
150 110 
23 23 
150 110 
432 0 
559 462 
578 447 
585 529 
252 252 
2 2 
276 220 
55 55 
444 385 
I orviicicscctsncteancscns 87 70 
, RRR ee 357 315 
JAPANESE CARS 6 0 
> er 6 0 
CARS ............ 175 150 
SINNED - cccinthckcsdesasaroiense 175 150 
MISCELLANEOUS 100 200 








Total Franchises ..20,315 17,302 
Copyright, 1958, by Automotive News 
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Character and quality: The inherent ingredients that have made Mercedes-Benz cars the automotive yardstick of excellence for 
over half a century. Meticulous attention to detail on the part of every craftsman and integrity of design in every model—sports car, sedan 
and limousine— provide each owner with a priceless gift: pride of ownership and delight in driving behind the symbol of the three-pointed 


star. The network of dealerships, created in less than a year, now assures skilled, reliable service to Mercedes-Benz owners across the nation. 


i 
The Mercedes-Benz Sales Corporation, Inc. (A Subsidiary of the Studebaker-Packard Corporation) 
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Sales Conditions in Various Areas 





Auto Market Reports 


Youngstown, O. 

A total of 630 new cars, 1,542 used 
cars and 78 new trucks were sold 
in Mahoning County, (Youngs- 
town) O., in August. 

By makes, new-car sales were: 
Ford, 167; Chevrolet, 137; Plymouth, 
57; Pontiac, 52; Dodge, 31; Buick, 
29; Oldsmobile, 24; Mercury, 21; 
Rambler, 21; Cadillac, 17; Volks- 
wagen, 16; Chrysler, 14; DeSoto, 13; 
Studebaker, 5; Lincoln, 2; Edsel, 2; 
Packard, 1, and miscellaneous, 21. 

New-truck registrations were: 
GMC, 23; Ford, 18; Chevrolet, 16; 
Dodge, 4; International, 3; Divco, 
1; Reo, 1, and miscellaneous, 12. 

7” = > 


Los Angeles 


Foreign cars accounted for 19.3 
percent of the 14,914 new-car sales 
recorded in Los Angeles County 
during July, according to figures 
compiled by Donnelley’s Motor Re- 
corder of California. 

Best-selling 


import was Volks-| 


wagen, with 3.2 percent of total 
sales. Of the top 20 makes, nine 
were imports. 

By makes, sales were: Chevro- 
let, 3,936; Ford, 2,920; Plymouth, 
1,260; Oldsmobile, 599; Rambler, 
576; Cadillac, 567; Volkswagen, 
470; Dodge, 467; Renault, 422; 
Pontiac, 407; Mercury, 387; Buick, 
339; Fiat, 291; Volvo, 251; Chrys- 
ler, 186; MG, 184; Triumph, 168; 
Simca, 116; Hillman, 115, and 
Opel, 110. 
| DeSoto, 98; Lincoln, 88; Peugeot, 
77; English Ford, 74, Edsel, 72; Met- 
| ropolitan, 71; Vauxhall, 71; Stude- 
baker, 61; Morris, 59; Borgward, 56; 
| Imperial, 51; Isetta, 41; Porsche, 37; 
| Jaguar, 36; Austin-Healey, 32; 
DKW, 30; Mercedes-Benz, 26; Alfa 
Romeo, 23; Toyopet, 23; Citroen, 17; 
Lloyd, 17; Goliath, 13; Austin, 11; 
Sunbeam, 10; Packard, 9; Goggo- 
mobil, 8; Berkeley, 7; and miscel- 
| laneous, 25. 


New-truck registrations numbered 








2,099, with registrations divided as 
follows: Chevrolet, 815; Ford, 792; 
GMC, 105; International, 103; Volks- 
wagen, 90; Dodge, 85; Willys, 16; 
Mack, 8; Peterbilt, 8; White, 8; Reo, 
7; Studebaker, 7; Diamond T, 4; 
Autocar, 2; Kenworth, 2, and mis- 


cellaneous, 47.—(William Carroll.) 
os * + 


Salt Lake City 


A total of 727 new cars were 
registered in Salt Lake County 
(Salt Lake City) in August, com- 
pared with 967 in July. 

More than 14 percent of August 
sales were accounted for by im- 
ported cars. 

By makes, registrations were: 
Chevrolet, 214; Ford, 144; Plym- 
outh, 61; Oldsmobile, 43; Mercury, 
29; Pontiac, 29; Rambler, 22; 
Buick, 21; Edsel, 18; Cadillac, 11; 
DeSoto, 11; Dodge, 11; Chrysler, 
5; Lincoln, 3; Imperial, 1; Stude- 
baker, 1, and miscellaneous, 103. 

New-truck registrations amounted 


to 181 in August, compared with 
167 a month earlier. By makes, they 
were: Chevrolet, 61; Ford, 56; Inter- 
national, 19; GMC, 17; Dodge, 9; 
Willys, 6; White, 4; Mack, 2; Ken- 
worth, 1, and miscellaneous, 6.— 
(CW. F.. Smiley.) 


* * * 


Detroit 
Detroit dealers sold 7,589 new cars 
during August, compared with 8,452 
in July. It was the smallest monthly 
total since February. 


Used-car sales numbered 9,716, 
compared with 11,021 a month 
earlier. 

By makes, August new-car 
sales (with percent of market 
penetration in parentheses) were: 
Chevrolet 2,213 (29.16); Ford, 1,- 
608 (21.19); Plymouth, 721 (9.50); 
Mercury, 456 (6.00); Oldsmobile, 
443 (5.84); Rambler, 313 (4.12); 
Pontiac, 302 (3.98); Dodge, 288 
(3.79) ; Cadillac, 258 (3.41); Buick, 
244 (3.22); Edsel, 98 (1.29); De- 
Soto, 88 (1.16); Lincoln, 77 (1.01); 
Chrysler, 74 (0.98); Continental, 
30 (040); Studebaker, 22 (0.29); 
Imperial, 17 (0.22); Packard, 1 
(0.01), and miscellaneous, 336 
(4.43). 


compared with 302 in July. By 





makes, sales and penetration were: 








Nokorode 


UNDER-CAR SEALER AND SILENCER 


mot only silences squeaks and rattles... 


IT SILENCES COMPLAINTS! 
ec-and it gives 50% more profit, too! 


Undercoat each new car with Nokorode. That’s a 
sure way to keep your service shop relatively free 


of customers who 


tie up expensive personnel on 


non-profit body complaints. 


And when you use Nokorode Under-Car Sealer 
and Silencer you get nine perfect jobs at the cost 


of six! That’s beca 


use Nokorode’s patented proc- 


ess results in a coating of greater density...a 


MADE UNDER THE PROCESS OF U.S. PATENT NO. 2.393.774 


SEND FOR COMPLETE DETAILS NOW! 


LION OIL COMPANY 


A Division of Monsanto Chemical Company 
Dept. AN-1, El Dorado, Arkansas 


me complete information about Lion 


Please send 
Nokorode, and how 0b ape tneveess undew 
profits. No obligation, of course. 


delicate tala sin niche eecmncidmipeninianineniimmaiintts 


Stzecct__ 


Chey __ Btate 


‘body coating 





LION OIL 


A Division of Monsanto 
Chemical Company 


julate the entire auto 





coating uniquely tough. Consequently, heavy appli- 
cations, such as are recommended for other 
nationally advertised brands, are absolutely un- 
necessary with Nokorode. The thinner coat rec- 
ommended for Nokorode gives added protection 
and better sound deadening; yet its very thinness 
gives you nine undercoating jobs at the cost of 
six—50% more cars coated from every Nokorode 
drum—50% to 100% more profit! 


INCREASE YOUR PROFITS ON USED CARS, TOO 


Undercoating with Nokorode gives them new-car 
comfort and quiet—increases re-sale value. 





COMPANY 


EL DORADO, ARKANSAS 


*TRADEMARK OF 
MONSANTO CHEMICAL COMPANY 


Ford, 201 (47.52); Chevrolet, % 
(22.69); International, 29 (6.86); 
Dodge, 25 (5.91); GMC, 21 (4.96); 
Willys 5 (1.18); Diamond T, 4 


(0.95); Mack, 4 (0.95); Diveo, 3 
(0.71); White, 3 (0.71); Autocar, 2 
(0.47), and miscellaneous, 30 (7.09). 


—(Robert M. Lienert.) 


* * * 


Louisville 


Sales of new cars in Louisville 
in August totalled 1,138, compared 
with 1,119 in July. The eight-month 
total was 9,265, compared with 12,- 
716 for the 1957 period. 

By makes, sales were: Chev- 
rolet, 301; Ford, 295; Plymouth, 
123; Oldsmobile, 74; Mercury, 58; 
Buick, 49; Pontiac, 39; Rambler, 
34; Dodge, 30; English Ford, 16; 
Cadillac, 15: DeSoto, 12: Stude- 

baker, 9; Checker, 8: Chrysler, 
8; Edsel, 7; MG, 7; Triumph. 6; 
Lincoln, 5; Metropolitan, 3; Im- 
perial, 1, and miscellaneous, 23. 
New-truck sales totalled 153, com- 
pared with 137 a month earlier. By 
makes, they were: Chevrolet, 53: 
Ford. 38; International, 23: White, 
7; GMC, 6; Lliovd, 5; Mack, 5: 
Volkswagen, 4: Dodge, 2: Willys, 
1, and miscellaneous, 9. (A. W. 


New-truck sales amounted to 423, Williams.) 


* * * 


New Orleans 


New-car registrations for New 
Orleans in August totalled 1,346, 
| compared with 1,367 for the pre- 
| vious month and 2,391 for the like 
period of last year. 

New trucks titled numbered 197 


in August, which were 24 more than 
|in July, but 51 less than the cor- 


responding month of last vear. 

Cars by makes were: Chevro- 
let, 506; Ford, 312; Oldsmobile, 
96; Plymouth. 68; Pontiac, 56; 
Mercury. 53; Cadillac, 47; Buick, 
37; Rambler. 25; Volkswagen, 21; 
Dodge, 13; Vauxhall, 13; Renault, 

11; Studebaker, 10; English Ford, 
10; Edsel, 9; MG, 9; Metropolitan, 
8; Lincoln. 7; DeSoto, 7; Morris, 
5; Packard, 2; Imperial, 1, DKW, 
1; Goliath, 1; Jaguar, 1; Volvo, 
1; Peugeot, 1., and miscellaneous, 
18. 

Trucks by makes were Chevro- 
let, 74; Ford, 62; International, 27; 
GMC, 10; Volkswagen, 8; White, 7, 
and Mack, 5.—(Gordon Hebert.) 

- 


* + 


Cleveland 


Hopes that new models will stim- 
industry in 
the Cleveland area were expressed 
following the release of August 
sales figures showing only 4,237 new 
cars retailed. 

The total was 10.4 percent below 
the July count of 4,728. 

By makes, August registrations 
were: Chevrolet, 1,115; Ford, 988; 
Plymouth, 434; Mercury, 263; 
Oldsmobile, 241; Buick, 194; Pon- 
tiac, 160; Dodge, 159; Rambler, 

122; Cadillac, 91; Volkswagen, 70; 
Foreign Ford, 50; Chrysler, 45; 
DeSoto, 43; Renault, 28; Lincoln, 
27; Edsel, 23; Metropolitan, 19; 
Studebaker, 19; Volvo, 18; Opel, 
16; Triumph, 16; Simea, 14; Im- 
perial, 11; Vauxhall, 11; SAAB, 8; 
Austin, 7; Lloyd, 7; Mercedes- 
Benz, 6; MG, 6; Continental, 4; 
Packard, 1, and miscellaneous, 21. 
New-truck registrations, which 
numbered 289 in August, were down 
13.5 percent from the July count 
of 334. 

By makes, they were: Ford, 81; 
Chevrolet, 57; GMC, 42; White, 24; 
International, 23; Dodge, 19; Volks- 
wagen, 16; Willys, 10; Mack, 6; 
English Ford, 4; Autocar, 2; Dia- 
mond T, 2; Goliath, 1; Reo, 1, and 
Studebaker, 1—(Sanford Markey.) 


* * > 


Birmingham, Ala. 


Sales of new cars in Birmingham, 
Ala., showed a slight gain in August, 
but much of the increase was ac- 
counted for by imported autos, 
which accounted for 9 percent of 
the market. 

The August total was 1,015, com- 
pared with 996 in July. 

By makes, August sales were: 
Chevrolet, 283; Ford, 259; Oldsmo- 
bile, 83; Plymouth, 77; Buick, 63; 
Pontiac, 45; Rambler, 31; Renault, 
29; Dodge, 28; Mercury, 17; Cad- 
illac, 16; Simca, 15; Chrysler, 11; 
DeSoto, 9; Volkswagen, 9; MG, 6; 
Studebaker, 6; Fiat, 5; Opel, 5; Im- 
perial, 4; Lincoln, 4; Edsel, 3; Con- 
tinental, 1; Metropolitan, 1; Willys, 
1, and miscellaneous, 22. — (Stuart 
Riddle.) 


Tafel Volvo Opens 


Tafel Motor Co., Inc. (Volvo), 
has opened at 953 S. Third St. 
Louisville. 


A — 
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AUTOMOTIVE WASHINGTON 


Seminar on Used Cars 
Charts Road to Success 


By William Ullman 


Washington Bureau Chief 


7 tae | auto dealers and managers met at NADA 
headquarters in Washington this month for a two-day 


“shirt-sleeves” 


seminar on the mysteries of used-car mer- 


chandising. When they emerged from the smoke-filled con- 
ference room, they had agreed upon five questions which 


a dealer and his management 
team must answer before a | 
used-car operation can be| 
successful. . 

1. How many cars are we going 
to sell? 

2. How much money are we going 
to make per car? 

3. How much advertising will it| 
take to do the job? 

4. How much “money clearance” | 
—defined as the turnover of units | 
measured in money difference 
against inventory—do we expect, 
and in how many 
days should it 
equal inventory? 

5. What do we 
do with the over- 
age unit—pitch it 
(wholesale) or 
bonus it? 

Presiding at} 
this NADA semi- 
nar were three 
retailers who 
have proved they 
know how to 
move used units. R. N. Atwater, 
owner of Atwater Motor Co., Bur-| 
lington, N. C., last year sold 640) 
used cars and trucks and 340 new 
units in a town of 30,000 where 
there is plenty of competition. 
James McGraw, general manager 
of Queen City Chevrolet, Cincin- 
nati, sold nearly 3,000 used units 
and almost as many new ones in 
1957. Ted Kolp, used-car manager) 
at Ernest Allen Chevrolet, Fort) 
Worth, moved 1,245 used cars and/| 
trucks. 

Presumably, these veterans have 
no objections to sharing their 
knowledge of retailing with other) 
dealers. In fact, Atwater has con- 
fessed that he picked up one of| 
his most_ profitable ideas at an 
earlier NADA seminar. 

(Seminar is derived from a Latin | 
word meaning seedplot. Dealers) 
evidently think that the seed pack- 
ages available at these sessions are 
pretty valuable. They paid $75 a 
head to attend the one on used 
cars.) * * * 


Seminars Are Popular 


HIS month’s seminar was a pro- 

duction of NADA’s Management 
Services, which got under way in 
February, 1956, with the appoint- 
ment of John E. Binns as director. 
Binns went right to work and 
staged NADA’s first management 
conference in New York City in 
April, 1956. Since then, Manage- 
ment Services have been expanded 
to include publishing activities as/ 
well as a variety of educational) 
meetings. 

Management Services, which 
pay its own way without help 
from NADA dues, is becoming 
increasingly popular with dealers. 
So far this year, nearly © 2,000 
dealers and managers have 
turned out for 14 seminars and 
seven conferences. They have 
studied sales management, fi- 
nance, taxes, leasing, expense con- 
trol and service management. 
NADA plans to hold five more 
seminars and three more confer- | 
ences during the balance of the 
year. 
The chief difference between a | 

seminar and a conference is one of 
size. From 25 to 45 usually attend) 
a seminar, and the discussion is in- 
formal; several hundred dealers 
turn out for a conference, and it is| 
arranged along more formal lines. 

Special Management Services 
publications include: The Automo- 
bile Dealer and His Taxes, Profit 

Control, and The Art of Controlling 
Expenses. 





William Uliman 





* * * 


MS Function Described 


AN NADA spokesman describes 
the function of Management 
Services as follows: “To bring deal- 
ers together at opportune times 
and places to discuss individual 





and collective problems, so that, by | 
trading experiences, they can ar- 
rive at answers and conclusions | 
which will be of mutual benefit.” 


This is a high-level objective, | 


and one which is relatively new 
to auto retailing. Time was when 
all dealer gatherings were social 
—or were held to work out plans 
for an auto show. If there were 
any rules of good management in 
those days, you didn’t hear deal- 
ers talk much about them when 
they got together. 

Chances are that many good 
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managers in the o]d days didn’t 
know why they were so good. The 
dealer was the sole boss then, and_| 
the character of the dealership was | 
the reflection of his personality. | 
You used to hear that one man 
| was “shrewd,” or that another had | 
|* ‘integrity, ” or that so-and-so was 
a born “trader.” 
| Times have changed. Today deal- | 
jers have to have all those attri-| 
butes, and more. In the bigger out- | 
lets, the owner simply furnishes | 
capital and facilities and policy| 
guidance, and lets a team of man- 
agers handle the details of the! 
business for him. He’s an executive | 
instead of a horse trader. 

These are some of the changes 
that NADA saw coming in and 
tried to help along with its Man- 


|}agement Services. 
* * * 


| Conferences on Increase 


¥ increased attention being 
given to management—or the 
|} rules of doing business—is not lim- 
jited to the auto business. Every 
| year you see more educational con- 
ferences in every kind of field. 
|There are more courses for busi- 
nessmen in colleges and universi- 
|ties. There are more management 
| publications. There is even an 
American Management Assn., 
which wrestles with problems of 


(2 
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management common to all busi- 
nesses. 

NADA’s John Binns had spent 
five years with the American 
Management Assn. before turn- 
ing his talents to dealer meetings. 
When he left AMA in 1956, he 
was assistant to its president. 
Most of his active business life 

has been spent in the field of per- 
sonnel and industrial relations. He 
was a vice-president of Guy B. 
Arthur & Associates, personnel 
consultants active in the automo- 
tive field, and was also director of 
industrial and public relations of 


VW Outlet Opens 
$500,000 Depot 


BURLINGAME, Calif.—A new 
61,000-square-foot parts depot has 
been opened here by Reynolds C. 
Johnson Co., Volkswagen distrib- 
utor for the San Francisco area. 

The $500,000 depot will have a 
parts inventory of $1,500,000 to 
serve the 32 dealers in Northern 
California, Western Nevada and 
Utah. It has a staff of 23. 

The opening came less than a 
month after Johnson introduced a 
new service department. 
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the Jefferson Chemical Company, 
New York. 

Since early last year, Binns has 
been assisted at NADA by David F. 
Schlothauer, former national execu- 
tive director of AMVETS. Schlo- 
thauer also has been a sales man- 
ager and commercial manager of a 


radio station. 
aa * > 


Parley in Milwaukee 

pang is staging another confer- 
ence today (Sept. 22) in Mil- 

waukee in connection with the state 


convention there. Its topic is: “Is 
Our Present Business House in 


-| Order?” 


A conference on expense analy- 
sis and control is set for Oct. 21 
in Miami Beach, and one on profit 
control will be held in New Or- 
leans Nov. 13. 


Five more seminars will be held 
in Washington this year: Advanced 
leasing, Nov. 5-6; roundtable on 
management, Nov. 18-20; adding 
the imported or small car, Dec. 2-3; 
time payments and financing, Dec. 
9-10; how to make more profitable 
sales, Dec. 15-16. 


Thompson Adds Vauxhall 


Fletcher Thompson (Pontiac- 
GMC), Blakely, Va., has added a 
Vauxhall franchise. 





DO THE JOB RIGHT 


TO COVER THE WHOLE 


DELAWARE VALLEY, YOU NEED 








Regular fishing tackle is great when you ore out 


for sea trout, but when a whale surfaces, make 


way for the professional! 


If you ore a professional in that most fascinating 


of sports, modern merchandising, then you should 


know there is a whale of a sales potential await- 


ing you in the rich New Jersey half of the Dela- 
ware Valley U.S.A. In 1957, for instance, these 
thriving folks bit into over $200 million worth of 
fish, fowl, prime meats and other edibles (and 


that's no fish story). 





bypass out-of-state dailies, 


Wise food merchandisers 


sell this Moby-Dick 


among markets in its own power-packed local 


newspapers, the CAMDEN 


COURIER-POST ond 


the TRENTON TIMES. Line rate for both, just 63¢. 


IT PAYS TO CROSS 


THE DELAWARE 





TRENTON TIMES 


Established 1883 


CAMDEN COURIER-POST 


Represented nationally 
NEW YORK @ cHicAGO 6 


by GEORGE A. McDEVITT CO., 
PHILADELPHIA 8 @ DETROIT © 


Established 1875 


INCORPORATED 
LOS ANGELES 
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Offer Advice to Newcomers... 


Dealers Tell Import-Line Pitfalls 


(Continued from Page 17) 
he drives it and the only way 
you can get enough enthusiasm 
to sell the cars is to drive them 
” 


John Hallums, Kirkwood Import- 
ers, Ltd. (Jaguar), St. Louis, said 
he thought too many dealers were 
taking on too many import lines, 
but that there were not too many 
dealers in the quality lines. 

He advised dealers contemplating 
going into imports to make sure 
they get a quality car that is likely 
to survive when the U. S. market 
tightens up on imports. 

Dick Werlich, of Crenshaw Sports 
Cars, Los Angeles, who does 80 per- 
cent of his business in used im- 
ports, said, “Check the reputation 
of the man distributing the car. 
Have an expert look at the unit for 
quality. Is it really any good, or is 
it just an imported ‘Mickey Mouse?’ 
Make plans to service the cars and 
don’t tinker.” | ie 


SUCCESSFUL Denver dealer | 
said he would advise a new-| 





comer to pick a “good” car and to 
hire good mechanics so that owners 
can be kept happy. 

He urged prospective imported- 
car dealers to keep in mind the 
fact that there will likely be 
American-made cars on the mar- 
ket by next year which will com- 
pete more directly with imports. 

Charles Perry, European Motors 
(Fiat-Alfa Romeo) said simply, 
“Back your warranty and you'll 
stay in the market.” 

A New Orleans dealer said, “Go 
into the business with both feet, 
stock a big inventory, have sizeable 
and good service department and 
invest $350,000 in parts. 

“The American buyer wants and 
demands service and he doesn’t 
want to wait a couple of days or 
a week while you get a part from 
your nearest source of supply. Serv- 
ice will determine the life of an 
import dealer.” 

* * * 
H® WAS backed up by Mark 
Doyne and Gail Keeble, both 
Minneapolis dealers, who stressed 


WE RECOMMEND AND SELL 


AUSCO JACKS BECAUSE THEY 
PROVE BEST IN OUR SHOP. 


As a shop jack or for road use with 
heavy vehicles Ausco Hydraulic Hand 
Jacks can't be beat. When the lift is 
extra high, Ausco Hi-Range models 
handle it easily. Capacities 1%, 3, 5, 
8, 12 and 20 tons. 


| use a heavy duty Saf-Lift for 
service calls. When a customer 


sees how handy it 


is he wants the 


passenger car model for himself. 


AUTO SPECIALTIES MFG. CO., INC. St. Joseph, Michigan 
Other plants in Benton Harbor and Hartford, Mich. and Windsor, Ont., Can. 





the importance of going into the 
field “all the way” and of provid- 
ing really good service. 

Have a genuine interest in the 
product, advised a San Francis- 
can, who added, “give the cus- 
tomer a good deal and plenty of 
service. Don’t discount, because 
if you do, you will ruin the resale 
value of your car and lose one of 
your best selling tools.” 

A New York City operator said, 
“The new dealer should remember 
that the first month to six weeks 
will probably be his most trying 
period from the standpoint of his 
own morale and that of his sales- 
men. 

“It is likely that no sales will take 
place until the import hag been on 
the showroom floor for some time. 
But don’t get discouraged. Keep 
after the salesmen constantly to 
sell, not discount. Don’t expect a 
gravy train.” 

* * * 
) $e aoe are pretty well split 
on whether to handle a single 





German Pancake— 


Goliath has introduced a four-cylinder 
flat, opposed engine which weighs only 
187 pounds and delivers 58 horsepower. 
The engine utilizes one carburetor for each 
bank. Made of light metal, the engine is 
equipped with exchangeable wet liners. 


line, whether to handle several or 
whether to team up with a domestic 
make. 

Ed DeBrecht, who handles Tri- 
umph, Hillman, Sunbeam and Volvo 
in St. Louis, doubts that imports 
are a good thing for a domestic 
dealer. 

“Most profits,” he said, “can 


The Ausco One-End Lift Jack 
works like a charm on all '58 


cars. Just make one 


start lifting. 


quick adjustment and 


Handling transmissions, carriers and 
differentials is safer and lots easier 
with the Ausco Truck Transmission Han- 
dler. Ausco Garage Horses release 
lifting equipment for other jobs. 


Rugged Ausco Hydraulic Service 
Jacks come in 1%, 1%, 2, 4, 10 and 
20 ton capacity. They give a fast, 
sure, safe lift every time. 








be made by an exclusive import 
deal which can attract fans and 
enthusiasts.” 

On the other hand, Lou Meliska, 
Cleveland Pontiac-Vauxhall dealer, 
says he would not specialize in im- 
ports and recommends dualling 
with a domestic car. 

Len Sheridan, Los Angeles, says, 
“If you’re going to go into imports, 
go in 100 percent and don’t use an 
import as a crutch for a limping 
domestic. 

“I think the public is more inter- 
ested in dealing with an exclusive 
single-line dealership than with a 
supermarket.” 

o = +. 
wos California dealers agreed 
that when an import is dualled 
with a domestic make, salesmen 
are inclined to use the import only 
as bait. 

Al Pernett, Riverside, Calif., 
summed up the advice question 
in a nutshell: “I told a good 
friend of mine, who asked the 
same question, to make his pres- 
ent domestic lines move, go 100 
percent import or get out of the 
auto business. 


“In the end, it’s the dealer, not 
the car, who spells success with any 
line.” 


Scooter Dealer 
Finds Profit Rides 
Merrily Along 


NEW YORK.—The U. S. dealer 
who wants to handle an import 
may be overlooking a bet if he 
thinks only in terms of an automo- 
bile. 

A phenomenon along Broad- 
way’s “Auto Row” here is the 
wedge-shaped, 250-s quar e-foot 
showroom of Phillip Phillips, Inc., 
‘scooter’ retailer. 

From this little showroom, an 
average of 12 to 15 vehicles per 
week are sold. Each of the im- 
ported two-wheelers nets a solid 20 
to 25 percent profit. Price-cutting 
and gimmick offers are unheard of. 

Phillips carries five different 
makes, offering a total of nine 
models with a price range of $295 
to $595. It is reported that buyers 
happily spend another $15 to $30 
for a wide selection of accessories. 

Phillips moved to “Auto Row” 
last summer, when “our sales fig- 
ures assured us that a scooter boom 
was on.” He had been handling 
motor bikes for some ten years on 
Upper Broadway. 

“However, we felt we were miss- 
ing a lot of business by not being 
where people could readily see us,” 
he said. “Locating in the heart of 
the auto market, gave us enough 
exposure to almost double scooter 
sales.” 


In 1957, the first year of com- 
bined uptown and downtown op- 
eration, Phillips brought total 
sales to slightly over 600 units. 
Figures for 1958 are running al- 
most 40 percent better. More than 
a quarter of a million scooters 
are currently registered nation- 
ally. Present sales should add 75,- 
000 to that number this year. 


Some purchasers prefer the high 
economy, low insurance and upkeep 
costs of the scooter. The two- 
wheelers travel close to 100 miles 
on a gallon of gasoline. Insurance 
in New York City is only $64. An 
automobile policy offering the same 
coverage would run close to $350 in 
Manhattan. 

The majority of Phillip’s sales 
come without trades, with about 
half-bank financed and half 
straight cash. There are even some 
customers who return after a few 
months to trade up to a larger 
scooter. 


Phillips backs all his machines 
with a two-month or 3,000-mile 
guarantee which covers all parts 
and labor and free road service. 
This usually allays any fears po- 
tential buyers may have concern- 
ing reliability. Lessons, which 
usually require about 20 minutes, 
are thrown in free. 

The scooter selling season, of 
course, pretty much follows the 
whims of the weather. The first 
warm spring days bring in flocks 
of customers. 

This year, Phillips anticipates a 
strong winter season, with the 
newly introduced Lambretta three- 
wheeled commercial vehicles. Priced 
at close to $1,100, these fully en- 
closed vans and pickups appeal to 
virtually every type of service 
business. 
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Here’s The News Lovers of Fine Cars Have Been Waiting For 






The Internationally Famous 


MORETTI 


HAS COME TO AMERICA 
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The Majestically Beautiful Automobile 
Hand Crafted By World Renown 
Artisans in Turino, Italy 


Those who know fine craftsmanship are in agreement that Moretti 
tops them all! Hand assembled in Turino, Italy, Moretti offers a dis- 


CS 


tinctive line of models from the stately Grande Turismo to the commo- 





_— dious Station Wagon with a sleek, sporty convertible on the way. 


s. Hitch your sales wagon to a Moretti Dealer Franchise for added 
mo- 
prestige and extra profits. Moretti is recognized for quality the world 
over . . . Moretti offers big car luxury and comfort with small car 


economy: up to 42 miles per gallon . . . finger tip maneuverability 





. speeds exceeding 120 M.P.H. . . . peerless performance .. . 


an Grande Turismo Coupe . . . the ultimate in design and beauty. 1200 c.c. engine, double overhead ‘ _ = \ 
per cam ... speeds over 120 M.P.H. Four distinctive body models. superb craftsmanship. Call, wire or write today! 





Front Design of 750 c.c. Turismo Coupe shows 750 Super-Panoramic 4-Door Sedan offers luxurious comfort for Moretti exclusive design and elegance is reflected in this 4-Door 
overhead com shoft and portrays easy accessi- five passengers plus regal elegance of hand assembled body and Station Wagon that combines utility, beauty and economy. 
bility to 750 «.c. engine. finish. 





Exclusive Area Franchises Available 
To Selective Dealers Desiring 
A Quality-Plus Line of Cars 


5,- 
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Dealer Franchise Department 
J. F. R. Co., North Attleboro, Mass. 


Please send me complete information about a Dealer Franchise for the incom- 
parable Moretti. 


NAME 





ADDRESS 


city STATE 





BUSINESS POSITION | 








Coupe Turismo, the most popular model in the foreign car field is famous in the international 
realm of racing (750 ¢.c. Class). The Coupe Turismo accelerates up to 92 M.P.H. 
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: | The J.F.R. Co. 


Sole Distributor in U.S.A. FOR MORETTI CARS and PARTS 


n- 
to 





585 EAST WASHINGTON STREET, ROUTE 1, NORTH ATTLEBORO, MASS. 
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No Bonanza, Just Steady Volume. . 





He Sells Imports to Detroiters 


By Maynard M. Gordon 
News Editor 


D ETROIT. — Selling imported 
cars in the Motor City is a 
remarkably clean business which 
has paid tidy, if unspectacular, div- 
idends for a small group of dealers. 


One of these vendors, Automobile 
Import Co.’s Bob Beemer, would 
join the others in disputing a 
widely held premise that Detroit is 
“no place” to sell imported cars. 

“We've averaged 12 to 15 new- 
car sales a month in the last two 
years since we’ve opened,” 
Beemer said. “Agreed, that’s low 
volume for a prosperous commu- 
nity (Detroit's Redford section), 
but every deal has been full 
markup and we haven’t lost one 
because of repossession.” 

Automobile Import handles the 
British Motors lineup, plus Alfa- 
Romeo, Jaguar and Porsche. It 
sold the first three Sprites in this 
area and has a backlog on the new 
roadster. It lost Mercedes-Benz 
when Studebaker-Packard took 


over the distribution and voluntar- | 


ily gave up Volvo. 
* > 


the wife’s influence, Beemer said. 
“Yet,” he added, “high pressure 
must be avoided. One bit of hitting 


out the door faster than an MGA 
and lost to us for good. 
* * * 


always, of course, taking his 
side when he brings the wife 
around and she tries to kibosh the 
deal. A funny thing is she'll never 
queer a repeat sale, because she’s 
grown to like the sports car so well 
that either she .wants one or is 
more than willing to have at least 
one in the family.” 

A part-owner of Auto Import is 
Ralph Durbin, who has won more 
than a dozen trophies as an MG 
driver in sports-car races, The 
dealership maintains close contacts 
with MG, Porsche and Jaguar clubs 
and, if any walk-in wants a Tri- 
umph TR-3, promptly provides a 
calling card for Serge Daniloff’s 
Foreign Car Associates on the 
other side of town. 

Being located in Detroit has 
brought more problems to a deal- 
ership of Auto Import’s type than 
might have been experienced in 





| # city with looser ties to the new- 


” 
“@ERVICE is all-important in this 
business,” Beemer said, “espe- 
cially to the sports-car owners.|~ 
They spend as much as $300 a year | 
on their sports-car hobby, and in-/ Glass Offered 
ability to get a part or a special! e 
maintenance job would be intoler- For Foreign Cars 
able.” 

From Automobile Import’s stand- DETROIT.—“In nine chances out 
point, the ability to keep MG and|of 10, authorized Shat-R-Proof dis- 
Jaguar owners pleased has paid|tributors can now supply a wind- 
off in return new-car business, as|shield for any car in the world,” 
well as the perfect record on| according to William B. Chase, 
dealer-reserve credits. president of Shatterproof Glass 

“The biggest hurdle is that No. 

1 sale,” Beemer said. “After that, | 
they’re sports car owners forever, | 
though they might switch to | 
something else the second time 
around for kicks.” 

Clinching the first import sale 
for a “tempted” U. S. car owner) 
generally is a matter of “conver-| 
sion” combined with minimizing 





This will 


help you 






Corp. 

“For the past three years Shatter- 
proof has tremendously increased 
its manufacturing facilities of for- 
eign windshield replacement parts,” 
he said. 

In addition to the clear glass ori- 
ginally installed in most foreign 
cars, the firm offers many numbers 
in tints and shades. 








a walk-in over the head, and he’s| 


car industry. But Beemer said 
that solutions have been found 
and few sales have been lost. 
Credit is one handicap. Several 
of the largest banks refuse to 
touch import-car paper. The Man- 


|ufacturers National Bank proved 


HAVE to be subtle about it; | 


an exception, and all parties are 
happy with the arrangement. 
“Our import paper is among the 
best quality-wise that we have,” 
said Harry Ollinger, of the bank’s 
credit department. “We sold one re- 


possessed Volkswagen for more| % 


than was owing on the note. The| 
only two cars on which we've had 


losses in three years were a Skoda) — 


and a burned-out Volvo. 

“These fellows want to hang on 
to their cars, and the payments roll 
in even on 24-month deals without 
any discounts off the list price. 
Why, when we sold that repo VW, 
you would have thought we were 
selling a gold brick. The bank had 
$900 in the car and it went for 
$1,500.” 

> aa = 


LLINGER said the import mar- 

ket might be a different story 
from the credit man’s point of view 
with a substantial increase in the 
market. 

“Then, we might have to tighten 
up,” he said. 

A second problem for local im- 
port dealers is insurance. Mich- 
igan’s largest insurance company 
declines to cover import-car parti- 
cipation in rallies and gymkhanas 
on the ground these are “races.” 
This, says Beemer, is a sore point 
which has allowed domestic-car 
dealers to claim with some impact 
that import cars are uninsurable. 

“Fortunately,” Beemer said, 
“there are plenty of insurance 
companies willing to take the 
business, Stock companies, like 
Aetna for example, have agreed 
to give our owners rally coverage. 
Then the formation of Corvette 
and Thunderbird clubs should 
break down this hitch before too 
long.” 

Beemer said Thunderbird 


and 


Ps 
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Two Million for BMC— 


A seven-ton truck bound for Manila was the two-millionth vehicle to roll off the 
British Motor Corp. assembly line in England. A Morris Minor 1000 was No. 1,999,999 
and No. 2,000,001 was an Austin-Healey Sprite, shipped to Atlanta. Pictured with the 


vehicles are executives representing BMC's worldwide interests. 


Corvette owners are finally receiv- 
ing recognition as “true” sports- 
car drivers. 
“But Jaguar men can be pretty 
snobby,” he laughed. 
+ > = 


4 p= sales manager rejected the 
idea that import-cars are sold 
in the U. S. because the products 
are NOT made in America, coming 
instead from exotic foreign lands. 

“It’s strictly styling and econ- 

omy,” he declared. “An American- 
made car with MGA or Triumph 
lines at the same price would out- 
sell all foreign sports cars put to- 
gether. The ‘made in England’ tag 
doesn’t mean a third as much as 
the raciness of the styling, the 
powerplant and the price. 

“The economy crowd storms in 
here right after income-tax dead- 
line, and then’s when our sales of 
Austin and Morris cars go up. 
There again, the objective is less 
gas consumption, not something 
with the Union Jack on it.” 

Automobile Import and all for- 
eign-car dealerships in this area 
are shopped and “inspected” hard 
by Big Three engineers. 

“They lift hoods, badger us with 


questions and take up a lot of 
time trying to impress us with their 
knowledge,” Beemer said. “But 
that’s life in Detroit.” 

Auto Import operates its own 
used-car lot. A thriving business is 
done because of the high prices on 
used vehicles traded in for newer 
models. A °49 Morris convertible 
brings $500; a ’56 MG, $2,100, and 
a ’57 MG, $2,350. 

Import-car buyers are choosier if 
they’re buying used and there are 
as many of them as there are new- 
model purchasers, according to 
Beemer. 

“I bet there are a good many 
dealers that would like to sell 150 
new cars a year at full price,” he 
concluded. 


Mack Adds 2 Outlets 


PLAINFIELD, N. J. — Mack 
Trucks, Inc., has appointed two dis- 
tributors. They are: Dean’s Garage 
& Towing Service, Lexington, Ky., 
in which Frank Dean sr. and Frank 
Dean jr. are partners, and Rosen- 
berger Sales & Service, Scottsbluff, 
Neb., owned by Roy Rosenberger. 
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Broad Range of Ideas... 
Imports Draw Interest 


Through Engineering 


(Continued from Page 37) 


found that comfort can be added 


to cars which have a high degree} 


of road-holding and cornering abil- 
ity. 

Citroen, offers a four-cylinder 
car in two versions—the DS-19 
and the simpler ID-19. Hydro- 
pneumatic springing with a self- 
levelling feature makes these cars 
avant-garde in suspension. 


Citroen continues front-wheel | 


drive, adding disc brakes for the 
front whels and continuing unitized 
body structures, Citroen, inciden- 
tally, helped to pioneer unit con- 
struction with the assistance of the 
Budd Co., Philadelphia, back in the 
early ’30s. 

The tiny Citroen 2-CV, the two- 


cylinder, air-cooled job, also has 
front-wheel drive and is strictly 
utilitarian. 


It has a remarkable spring sys- 
tem, said to be derived from the 


type found on baby carriages. It} 


has the longest spring travel of 
perhaps any car, regardless of size. 
* * = 


1 Renault 4-CV and Dauphine 
actually go back, in basic de- 
sign, to the time when Professor 
Porsche assisted in designing at 
Renault, Both have liquid-cooled, 
inline, four-cylinder engines in the 
rear. They have exchangeable wet 


cylinder liners, a feature very much | 


liked in France and found on 
nearly every car. 

They also have all wheels in- 
dependently suspended, In the 
rear they use the divided, swing- 
ing rear axles, Coil springs are 
utilized. 

The Dauphine, a small, four-door 
sedan with large windows, has 
proved to be a hot seller. The Re- 
naults have three-speed transmis- 
sions, while otherwise the four- 
speed types are common in France. 

Connected with Citroen in regard 


|to sales promotion is one of the 

world’s oldest firms, Panhard of 

Paris. The Dyna Panhard, a light- 

weight, four-door sedan, shows the 

design of engineers left alone for 

the purpose of dreaming in steel. 
* * * 


2 ear is honestly streamlined 
and the powerplant has two 
opposed air-cooled cylinders with 
valves closed by torsion-bar spring- 
ing. Front-wheel drive is used. 

The chassis-platform has a 
center piece to which the front- 
wheel unit and the rear-wheel 
unit are attached. The car can be 
dismantled into three sections in 
a matter of minutes. 

Panhard tries to prove that when 
every ounce of unnecessary weight 


Red China Begins 
‘Production of 
Its Own Auto 


NEW YORK.—tThe first cars ever 





| produced in China are beginning to} 


come off the assembly line, accord- 
ing to a report received from 
Reuters, the British news agency. 

Reuters said that the factory in 
Manchuria will build only 100 units 
this year and that no price has 
been announced. 

The car, dubbed East Wind, was 
said to resemble Western European 
autos rather than other types made 
behind the Iron Curtain. Chinese 
touches include a model gold 
dragon as a hood ornament and 
tail lights designed as Chinese lan- 
terns. 

The only private owners of cars 
in China today are a few surviving 
millionaires in Shanghai. Govern- 
ment pools make cars available for 
officials on business trips. 
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NOW! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASSI 
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is saved, a small engine can propel 
a rather large car with comfort. 

The other large French concern, 
Simca, produces two series of cars. 
In engineering features, the Simca 
is more conservative than are most 
French cars, 

The Vedette, however, offers a 
very smooth, L-head V-8, which is 
smaller than most U, S. V-8s. 

a * * 
es, an old and respected 
name in France, offers the 403 
and boasts that it is the “car about 
which nobody can say anything 
bad.” It is sold out for 18 months 
in France. 

The Peugeot 403 has unit body, 
a four-cylinder engine with liners, 
spherical combustion chambers, 

four forward speeds and a worm- 
gear rear drive. 

Neither Peugeot nor Simca has 
independent rear suspension. 

In France, the limitless imagina- 
tion of the engineers used to create 





most remarkable firsts of unusual 
new features. However, in more 
recent years, French firms which 
have remained on the market do 
not frequently change models or 
present new ideas (perhaps Ci- 
troen excepted). 

It should be noted that the 
French auto market has been care- 
fully protected by quotas and high 
duties on imports. 
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Italian School 


GourTs of the Alps, the sturdy 
Italian auto industry offers to 
the U. S. buyer in greatest volume 
the Fiat. Fiat features conservative 
design, although road-holding is 
also of concern to the temper- 
amental Italian drivers. 

The Fiat 500 has a two-cylinder, 
air-cooled engine and the slightly 
larger Fiat 600 has a four- 
cylinder, liquid-cooled, inline en- 
gine in the rear with independent 
rear suspension. 

Standard Fiat cars have unitized 
body structures. However, Fiat also 
produces a chassis platform in 
most models for the many custom- 
body builders in Italy. 

Outside of Fiat, there are really 
no mass-produced cars in Italy. 
Alfa-Romeo makes two sports cars, 
but both are in the expensive class. 
Alfa engines feature overhead cam- 


* 


Pennzoil’s service selling program helps you to reach 
your money-making point faster, because it builds 
profitable service traffic that absorbs overhead faster. 


It develops repeat customers who will come back 
to you for all their car maintenance. It helps you keep 
all phases of your service operation busy, increases 
the number of repair orders and the number of items 
per R. O. And the extra profits you realize put you 
in a better position to deal on new and used cars. 


This program works two ways to increase absorp- 
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Name of system | use now. 





Price No Object— 


Among the highest-output engines on 
earth is this Ferrari V-12 with quadruple 
overhead camshafts. The engine is built 
of Ferrari-cast alloys. In the Super Amer- 
ica, it is rated at 340 horsepower on its 
303 cubic inches of displacement, despite 
its relatively low compression ratio of 8.5 
to 1. Ferrari, fortunately, does not have 
to be concerned with price per horsepower. 
shafts and are typical sport en- 
gines, 

Lancia used to be the Italian 
shrine for advanced mechanical 
features, Unfortunately, since Vin- 
cent Lancia’s death not too many 
firsts have come out of Lancia. 

.s & @ 


OWEVER, there is still a lot of 

interesting engineering to be 
found in Lancia cars—from the 
V-6 engine to the smaller four, 
which is probably the only one in 
the world which has the cylinders 
in one block in a slightly V-lined 
form, 


Lancia, in the larger Aurelia 
model, offers the first practical 
application of the transaxle. 
Here, in the rear, is mounted the 
transmission together with the 
rear-end reduction drive and dif- 
ferential. 

Both rear wheels are connected 
by a lightweight, rigid axle which 
does not transmit power. The 
wheels are driven by two shafts, 
each of which is of two-piece de- 
sign and has two universal joints. 
The transaxle is mounted on part 
of the unitized body structure. 

Other Italian makers—including 
Ferrari and Maserati— belong 





strictly to the custom class in the 
sports field. 

Italian designers in general be- 
long in the advanced group of engi- 
neers limited only by the rather 
narrow financial possibilities of 
that country. 

* * ok 

WEDEN’S contribution to the 

auto market includes the con- 
servative Volvo and the interesting 
SAAB. 

The SAAB has two-cycle, three 
cylinder engine with front-wheel 
drive and a unique suspension sys- 
tem. The overall result is a car of 
superior performance and road- 
holding. 

Front wheels are independently 
suspended and supported by coil 
springs with transverse links 
mounted in rubber and support- 
ing the swivel axle housing. 


Rear suspension also utilizes coil 
springs, but the rear axle is a U- 
shaped member supported in the 
center and controlled by two longi- 
tudinal links mounted in rubber. 

The SAAB engine uses four 
single-row ball bearings to carry 
the crankshaft, while each con- 
necting rod has a double-row roller 
bearing. Head, pistons and inlet 
manifold are made of aluminum. 

Volvo uses a more orthodox ap- 
proach. With its four-cylinder, 85- 
horsepower engine, however, the 
car has definite sporting character- 
istics. 

The buyer has his choice of 
three-speed or four-speed transmis- 
sions. With 144 square inches of 
brake lining, the Volvo is obviously 
made for stopping as well as going. 

As might be expected of Swedish 
products, the heaters in SAABs and 


Volvos are extraordinarily efficient. 
> * = 


Conservative England 


AKING a ride over the Channel, 

we are now in good, old Eng- 
land. A fight is currently raging 
between England and Germany as 
to which country is the No. 1 car 
producer of Europe. 

In any event, the British have 
a larger industry. Although de- 
sign is conservative, styling has 
been on the upgrade and British 


(Continued on Page 58, Col. 3) 


OVERHEAD FASTER 





tion. First, with motor oils and lubricants that support 
your good service by keeping customers satisfied. 


Second, with a customer relations system that makes 


customers want to come in for the services they need 
when they’re needed. This is the exclusive Pennzoil 


Kontax System*—4 to 1 favorite over any other with 


car dealers coast to coast—the most painless way yet 
developed to get customers to ask for needed services. 


Your Pennzoil Distributor has the proof. Call him 


or mail the coupon now. 


Sales Manager, Kontax System 
Pennzoil, Oil City, Pa. 


Let's see you prove the claims you make for your program. 
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“No thanks, I’m just looking.” 


“Not today.”’ 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE 


No, not today. And not yesterday or tomorrow, either! 


In fact, there’s hardly a time when people are ready to buy—minds made up, money in hand. 
If there were, we wouldn’t need salesmen, wouldn’t need the fine art of persuasion. 


You hear a lot these days about “shoppers” and “prospects” and “walk-ins” and “lookers.”’ 
They’re nothing new. Maybe the labels have changed, but people have always been shy, cautious 


or conservative about the purchase of a new car. 


They just have to be convinced—and that’s the salesman’s job. He’s a specialist—an expert 
who knows his product and the people he sells to. He respects the investment they’re about to 


make. He knows how to answer their questions, overcome their doubts. 


How did he get to be a specialist? By training and experience. And it’s the experience 
accumulated by thousands of successful salesmen that forms the basis for the sales training 
aids we produce for our dealers. In the box, below, you'll find a list of some of these training 
aids—films, charts, workshops, schools, newsletters, magazines and so on—all prepared to 


help each salesman do a better job. 


Every selling suggestion is a tested idea—a proven selling strategy developed by top-notch 
automobile salesmen. We believe these are the most effective kinds of training aids. They’re 


not ivory-tower theories—they re practical answers that work for our best salesmen. 


And our good salesmen get better through this exchange of ideas. At the same time, new- 


comers learn the ropes fast. In fact, it isn’t long before they’re giving us plenty of ideas, too! 


Here is a list of some of the sales training aids available to our dealers and their salesmen: 


Sales Clinics and Workshops Motion Pictures and Slide Films 


Ford Truck Sales Workshop Mercury—“‘Sports-Car Spirit With Limousine Ride” 
“Magnificence Unlimited” 


Mercury Sales Council 
Ford Merchandising School Lincoln —“Facts To Help You Sell The Lincoln 
and Continental Mark III” 


Magazines “Forever Yours” 


“Professional Prospecting” 
“Why Buy Now” 

“Getting A Head Start” 
“Deal From The Top” 


Lincoln-Mercury Sales Councilor 
Ford Crest News 
The Ford Dealer 


Newsletters 
In addition, division sales offices prepare special mail- 
Truck Sales Workshop News ings, owner lists and many other sales aids for the 
Sales Digest dealer and his salesmen to use. 
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Start at $1,048... 
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Imported-Car Prices 
Bracket U.S. Makes 


(Continued from Page 19) 


are available, compared with 37| rather than sales volume, It is also 


domestic. 

The most popular price range 
for the imports, then, is under 
$2,400, with 49.8 percent of the 
217 models falling in this class. 
Only 13.6 percent of the 272 U.S. 
models carry price tags of less 
than $2,400. 

The bulk of the U. S. offerings 
are found in the $2,400-$4,000 
bracket, with 182 models (66.9 
percent) priced in this range. There 
are 60 imports (27.6 percent) in this 
classification. 

In the over-$4,000 group, there 
are 53 domestic cars and 49 imports. 
This amounts to 19.5 percent of the 
U. S. models available and 226 
percent of the imports. Sports cars 
account for 32 of the 49 imports 
in this category. 

> > * 
—— highest priced U. S. car in- 
cluded in the survey was the 





Cadillac Eldorado Brougham at) 


$13,074. Topping the imports was 
the 
vertible at $14,000. 

The Brougham is the only U. S. 


10 models in this super-elite group. 


They consist of four Ferraris, three | 
Vega, al 


Mercedes-Benz, a Facel 
Bentley ($13,450) and a Rolls-Royce 
($13,750). 

Some Rolls and Bentley units, 
of course, approach the $20,000 
mark, but these are custom-built 
models and are not included in 
the price list issued by the 
manufacturer. 

The 10 extra-high-priced imports 
bring about something of an 
anomaly when the average price 
of the domestic and foreign models 
is computed. 

Despite the tremendous advan- 
| tage enjoyed by the overseas 

models at the bottom of the price 
seale, the average of the 217 offer- 
ings is $3,332, a bare $53 below the 
$3,385 average of the 272 U. S&S. 
models. 


A™ the foregoing comparisons 
are based on. models available, 


How They Compare 
In Price Classes 


Number of Models tn Price Class 


Uv. 8. 
Price Cars Imports 
iiaiginmennnamninn 0 12 
quemnnpmentsutiteans 0 14 
2 27 
3 18 








‘58 
‘57 


ict of Columbia 


Ferrari 250 Granturismo con-| 


‘A 


car that is listed at more than | 
$10,000, but the imports can claim | 









interesting to note how the top 
selling-imports stack up pricewise 
with their U. S. rivals. 


During the first six months of 
1958, Chevrolet, Ford and Plymouth 
captured 61.7 percent of the market 
for U. S.-built cars, while Volks- 
wagen, Renault and English Ford 
accounted for 449 percent of 
imported-car sales. 

Chevrolet, Ford and Plymouth 
buyers chose from 58 models 
which range from $1,967 to $3,- 
914, The average price is $2,516.75. 

The 27 Volkswagen, Renault and 
English Ford offerings run from 
$1,345 to $3,127. The average price 
is $2,142.15. 

U. S. dealers, of course, are able 
to recoup some of this price 


| discrepancy by offering greater 


discounts or larger overallowances. 
There is a much slimmer profit 
margin in foreign cars; thus import 
dealers must sell their models 
closer to list price. 

« * * 


LOOK at the body styles avail- 
able shows that the foreign 
makers accent sedans and station 
wagons, just as do their American 
counterparts. 


Nearly 100 of the imports are in 
the sedan-and-coupe category, com- 
pared with 78 such U. S. models, 
and there are nearly 40 station 
wagons, many of them with a 
surprising amount of passenger 
and cargo space for their compact 
dimensions. U. S. makers offer 61 
station wagons. 

Excluding sports cars, the im- 
ports have fewer convertibles 
than the U. S. total of 32, but 
almost every one of lower-priced 
foreign makes includes a “sun- 
roof” model which has a metal or 
fabric roof insert that slides 
back to give many of the fea- 
tures of the U. S. convertible. 


Hardtops are another story. Aside 
from hardtop versions of sports 
cars, the imports offer only about 
a dozen pillarless models, com- 
pared with 101 for the U. S. pro- 


ducers. 


7; sports-car field is virtually 
an import monopoly with 53 
models available, 24.4 percent of the 
217-model import total, Chevrolet's 
Corvette is the only mass-produced 
U. S. sports car. 


The tiny Berkeley at $1,595 and 
the new Austin-Healey Sprite at 
$1,795 are the lowest-priced sports 
cars. MG prices start at $2,462; 
Triumph at $2,675; Porsche at $3,- 
215; Jaguar at $4,475 and Mercedes- 
Benz at $5,020. Mercedes has lower- 
priced sedans. 


At the top of the sports-car list 
are three Ferraris at $12,000 and 
another Ferrari at $14,000. 


English Ford offers the most 
models of any imported make with 
16, followed by Mercedes-Benz with 
14. Eleven of the 50 overseas manu- 
facturers have only two models on 
the U. S. market, and 11 others 
have only one. 

By comparison, Mercury has 22 
models; 11 others have 16 to 21, 
and every U. S. line except Packard 
and Imperial has at least 10 selec- 


Copyright, 1958, by Automotive News! tions. 


Eyebrow Raising Unit— 


This combination of a Diamond T filt-cab truck and its unusual Woeber body is 
raising eyebrows in the Southwest and Far West. The unit is used by National Bureau 





of Standards personnel in checking radio reception, 





Port of Entry figures at New York, They 
include ocean freight, U, S, excise tax 
and import duty, They do not include 
“emergency freight’’ charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment, 

(Copyright, 1958, by Automotive News) 


ALFA ROMEO—Glulietta—Spider, $3,- 
298; Super Spider, $3,686; Sprint Cpe., 
$3,784; Veloce Cpe., $4,194. 1900 Series— 


Super Sprint Cpe., $5,883. 2000 Series— 
4-dr, sed., $4,994; Spider roadster conv., 
$4,982. 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 Deluxe 2-dr. sed., $1,- 
557; A-55 Deluxe 4-dr. sed., $2,214. 
(Heater standard.) 

AUSTIN-HEALEY — Sprite — roadster, 


$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 


AUTO UNION—‘‘1000"’ cpe. deluxe, $2,- 


495. (Heater standard.) 
BENTLEY—Series S — Standard Steel 
Saloon, $13,450. (Automatic transmission, 


power steering, power brakes standard.) 
Other models are custom-built and vary 
considerably in price, 

BERKELEY — 328-c.c. roadster, $1,595 
in New York ($1,695 in Los Angeles, West 
Coast is principal entry point). 

BMW — Model 502/3.2 — $6,198; Model 
503/8, $9,292. 


BMW ISETTA 300 — sunroof, $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—5- 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 

BORGWARD—\Isabella—2-dr. sed., $2,- 


495; stat. wag., $2,685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 
CITROEN—2CV 4-dr. sunroof sed., $1,- 
298 (centrifugal clutch). ID-19—4-dr. sed., 
$2,795 (air suspension). DS-19—4-dr. sed., 
$3,295. (Air suspension, heater, power 
brakes, power steering, automatic clutch 
standard on DS-19). 
DATSUN—4-dr. sed., $1,799. 
DKW—4-dr. sed., $2.395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 
FACEL-VEGA — 2-dr. hardtop, $9,750; 
Excellence 4-dr. hardtop, $12,800. (Auto- 
matic transmission, power brakes, power 
windows, radio, heater are standard.) 
FERRARI—‘*250 Granturismo’’—Coupe, 


$12,000; 2-dr. Berlinetta (light car), $12,- 
000; Conv., $14,000. “250 California’’— 
Conv., $12,000. 

FIAT—500 Series—2-dr. sunroof, §$1,- 
098. 600 Series—4-dr. stat. wag., $1,598; 
2-dr. sed., $1,298; conv., $1,360. 1100 


Port-of-Entry Prices 
On Imported Cars 


The following tmported-car prices are | Series—4-dr. sed., $1,683; 4-dr. stat. 





wag., 
sed., 


$2,069. 1200 Serles—Gran Luce 4-dr. 
$2,253; Spyder conv., $2,498. 

FORD (England)—-Anglia—standard 2- 
dr.. sed., $1,442; deluxe 2-dr. sed., $1,- 
539. Prefect—standard 4-dr. sed., $1,495; 
deluxe 4-dr. sed., $1,639. Escort—2-dr. 
stat. wagon., £1,629. Squire — 2-dr., stat. 
wag., $1,739. Consul—4-dr. sed., $2,012; 
conv., $2,351; 4-dr. stat. wag., $2,750. 
Zephyr—4-dr. sed., $2,193; conv., $2,552; 
4-dr. stat. wag., $2,923. Zodiac—4-dr. sed., 
$2,365; conv., $2,843; 4-dr. stat. wag., 
$3,127. Thames 800—Estate Bus, $2,411. 

GOGGOMOBIL—400 sed., $1,160; Florida 
Sunroof deluxe, $1,280; Step-In Van, §$1,- 
460; Coupe de Ville, $1,560. (Heater stand- 
ard on all models.) 

GOLIATH—1100 Series — Standard busi- 
ness sed., $1,995; Custom 2-dr, sed., $2,- 
088.80; Custom conv., $2,395; Custom 2-dr, 
stat. wag., $2,287.80; Empress Deluxe 2-dr, 
sed., $2,481.14; Tiger sport cpe., $2,834.98. 
(Heater standard on Empress, Tiger and 
Custom models.) 


HILLMAN—4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr, stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

JAGUAR—Mark VIII—4-dr. sed. (over- 
drive and power steering), $5,750; 4-dr. 


sed, (automatic transmission and power 
steering), $5,835. 3.4 Liter Sedan—(over- 
drive and disk brakes), $4,542.50; (auto- 
matic transmission and disk brakes), $4,- 
642.50. XK-150—cpe., $4,475; cpe. (auto- 
matic transmission), $4,725; conv., $4,595; 
conv. (automatic transmission), $4,845; 
roadster, $4,495; roadster (overdrive), §$4,- 
660; roadster (automatic transmission), 
$4,745; “‘S’’ roadster (overdrive), $5,095. 

LANCIA—GT 2500 cpe. or conv., $6,575. 

LLOYD—600 Series—2-dr,. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,665; 2-dr. 
6-passenger sunroof stat. wag., $1,730; 
2-dr, 6-passenger stat. wag. (long wheel- 
base), $1,770; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,850. 

MERCEDES-BENZ—180 4-dr. sed., $3,- 
240; 180-D 4-dr. sed. (diesel engine), 
$3,517; 190 4-dr sed., $3,431; 190-SL road- 
ster, $5.020; 190-SL epe., $5,232 (with 
removable hard or soft top, $5,416); 219 
4-dr sed., $3,823; 220-S 4-dr. sed., $4,283; 
220-S conv.. $7,641; 300-C 4-dr. sed., 
559; 300-SL epe., $8,905; 300-D 4-dr. 
hardtop, $10,418; 300-SL roadster, $10,928; 
300-SC conv. or roadster, $12,272. (Power 
brakes standard on 219 sed.; automatic 
transmission standard on 300-C sed, and 
300-D hardtop.) 

METROPOLITAN — 2-dr, hardtop, $1,- 
626.10; conv., $1,650.10, 

MG—MG ‘‘A’’—roadster (disk wheels), 





$2,462; roadster (wire wheels), $2,546; 
cpe. (disk wheels), $2,695; cpe. (wire 
wheels), $2,785. Magnette—4-dr. sed., $2,- 
740. (Heater standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 
seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 

MORGAN—‘‘Plus Four’’ cpe., $2,855. 

MORRIS—4-dr. sed., $1,794; 4-dr, De- 
luxe sed., $1,860; 2-dr, sed., $1,705; 2-dr. 
Deluxe sed., $1,761; Tourer (conv.), $1,- 
689; Deluxe Tourer (conv.), $1,745; stat. 
wag., $1,912; Deluxe stat, wag., $1,967. 
(Heater standard on Deluxe models.) 

NSU PRINZ—2-dr. sed., $1,398. (Heater 
standard.) 

OPEL — Rekord — 2-dr. sed., $1,957.50. 
Caravan—2-dr. stat, wag., $2,370. (Heater 
standard on both models.) 

PANHARD — 4-dr. deluxe 
(Heater standard.) 

PEUGEOT — 403 — 4-dr. 


sed., $1,995. 


sunroof sed., 
$2,175. 

PORSCHE — Speedster — 70 horsepower, 
$3,215; 88 horsepower, $3,615; 115-125 
horsepower (Carrera), $5,215. COoupe—70 
horsepower, $3,665; 88 horsepower, $4,115; 
115-125 horsepower (Carrera), $5,665. 
Hardtop—70 horsepower, $3,830; 88 horse- 
power, $4,280; 115 horsepower (Carrera), 
$5,830. Convertible—70 horsepower, $3,915; 
88 horsepower, $4,365; 115 horsepower 
(Carrera), $5,915. 

RENAULT — 4CV 4-dr. 
Dauphine 4-dr. sed., $1,645. 
ard on both models.) 

RILEY—1.5 sed., $2,316. 
ard.) 


sed., $1,345; 
(Heater stand- 


(Heater stand- 


ROVER—90 4-dr. sed., $3,295; 105S 4- 
dr, sed., $3,625 (overdrive); 105R 4-dr. 
sed., $3,765 (automatic transmission and 
overdrive); 105R deluxe 4-dr. sed., $3,865 
(automatic transmission and overdrive), 
(Heater standard on all models.) 

ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $13,750. (Automatic trans- 
| mission, power steering, power brakes 
standard.) Other models are custom-built 
and vary considerably in price, 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019; 2-dr. sunroof sed. (auto- 
matic clutch), $2,119. Granturismo 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde Series — Deluxe 4-dr. 
sed., $1,645; Elysee 4-dr. sed., $1,745; 
Montihery 4-dr. sed., $1,810; Grand 
Large 2-dr. hardtop, $1,980; Grand Large 
Special, $2,030; Chatelaine 2-dr, stat, wag., 
$1,875; Plein Ciel sport cpe., $2,795; 
Oceane conv., $2,995. Vedette V 8 Series— 
Trianon 4-dr, sed., $1,999; Versailles 4-dr. 
sed., $2,199. (Heater standard on Plein 
Ciel and Oceane.) 

SKODA—S-440 deluxe sed., $1,686; S- 
445 deluxe sed., $1,787; SS-450 sports 
conv., $2,395; VSS Italia conv., $2,985; 
VSS Italia hardtop, $3,085. (Heater stand- 
ard on all models.) 

hardtop, §$2,- 


SUNBEAM— Rapier—2-dr. 
499; conv., $2,649. 

TAUNUS — Standard—4-dr. sed., $2,- 
108.50; 2-dr. sed., $2,016.50; Combi-wagon, 
$2,225. Deluxe—4-dr. sed., $2,254.50; 2-dr. 


sed., $2,162.50; Combi-wagon, $2,371. 
TEMPO — Matador — 12-passenger stat. 
wag., $2,575; 9-pass. stat, wag., $2,495; 
6-pass, stat. wag., $2,425. (Heater stand- 
ard.) 
TOYOPET — Crown 4-dr. sed., $2,222. 


(Los Angeles port-of-entry price.) 

TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 ‘(sports cars)—=softtop, 
$2,675; hardtop, $2,835. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,370. 
(Heater standard on both models.) 

VOLKSWAGEN —2-dr, sed., $1,545; 2- 
dr, sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de- 
luxe stat. wag., $2,576; deluxe camper, 
$2,737. Karmann Ghia—cpe., $2,445; conv., 
$2,725. (Heater standard on all models.) 

VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
wag., $2,490. (Heater standard on bvuth 
morielis. ' 

WARTBURG—Standard 4-dr. sed., $1,- 
688; deluxe 4-dr. sed., $1,799; coupe, $2,- 
199; sport coupe, $2,799; conv., $2,099; 
2-dr. stat. wag., $1,898; 4-dr. stat. wag., 
$2,085. 





New Commercial Car Registrations, 
4 States for August, 1958-1957 


Truck Se by states are 




















District of Columbia 58) 60) 6) 13} 18} 15) 5| 4) 14) 174 
‘57 68 | ts en Se 6 2} _10|_—st 

Iinois *58) | 781) 24) 101} 620) 185) 328} 10} 39 47) 105| 2263 
‘s7] —s|_ 975] 48] 126] 958] _—st72|_—s407|_— a], S28; 3] 56] | —_— 2932 

Nevada ‘58| | 4 7| 52) 17} 7| | i] | 6 9| 155 
‘57| 86 2 a} s8]_—stal_—_—t| a 3} 200 

New Hampshire *58) 66 18) 39 | 3B ae 3] 2) 23 15} 211 
‘57| 87 23; _5i 33 a ae 

Four States Reported “58 | | 961 so 139} 750 20 375 | 5) 2  I5| 4l *| 143| 2803 
To Date for August ‘S7| me al WIS 469 36] —43|_— | 943873 
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To Date ‘57| fos] lage! 174321 3336 161852| 37462} 54623) 7876| 4341 9347| 12550} 10878) 504069 


“The information contained in this report has been consid from official state documents. Every reasonable precaution has been 


| R. L. Polk & Co. 


ame, 


exercised to insure accuracy of this report to the extent of the registrations received ,and tabulated at the time the report is published. 
cannot assume any liability by reason of inaccuracies or omissions. . 
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compiled from official state documents. Every reasonable 
exercised to insure accuracy of this report to the extent of the registrations received and 


1957 figures for Nash and Hudson are included in the Rambler total. The 1957 figures for Continental are included in the Lincoln total. 


New eee Registrations, 4 States for August, 1958-1957 


































inaccuracies or 


s 


tabulated at the time the re 
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Automobile manufacturers will have new access 
to the golden market of Suburbia 
where the dynamic concentration of buying power makes it 


today’s top potential automotive market. 


The key print media buy 
of 1959... 


the crisp, new 


colorgravure magazine s {] bt Af b | G To d q Y 


THE MAGAZINE OF PLEASANT PLACES 


SUBURBIA TODAY will, in every way, reflect a way of 
wonderful living—the suburban way. It will be intelligent, 
zestful and of immediate interest to more than a million 
discerning families whose interests and activities identify them 
with the suburban way of life. 


As the supplement of outstanding community newspapers, 
SUBURBIA TODAY will combine their high readership with the 
charm and color of a fine national magazine to provide a magic 
sales key to the golden market of suburbia. 


SUBURBIA TODAY will follow the most prosperous families— 

and your most alert dealers—into carefully selected suburban 
communities of leading metropolitan centers. It will follow 

the smart, new shopping centers, and the attractive, new sales rooms 
of automobile dealers who recognize multiple-car suburban families 
as their prime prospects. More and more, SUBURBIA TODAY 
readers make their major purchases 

right in their own local communities. 


Published exclusively for suburban families, SUBURBIA TODAY 
will reach those communities where incomes are considerably above 
average, where home ownership is highest, and where the 
two-car family abounds. These suburbs are where people do 

pe Sa a lot of living, and a lot of buying. 





For a pre-publication sample issue 
and full details including 

list of markets to be served, 

call your representative today. 


Suburbia Today 


Leonard S. Davidow, Publisher 
James L. Thompson, Advertising Monager 


3-223 GENERAL MOTORS BUILDING, DETROIT 2 








BEGINNING IN JANUARY, 1959, 

SUBURBIA TODAY will be published monthly with 
more than one million circulation guaranteed. 

Plan now to include SUBURBIA TODAY 

in your 1959 advertising plans. 








CHICAGO 1: 153 North Michigan Avenue 
NEW YORK 22: 405 Pork Avenue 

CLEVELAND 15: 604 Hanna Building 

LOS ANGELES 5: Bianchard-Nichols, Assoc., 
633 South Westmoreland Avenue. 

SAN FRANCISCO 4: Blanchard-Nichols, Assoc., 
33 Post Street 

MIAMI 32; J. Bernard Cashion, 

Chamber of Commerce Building 






The smart, new magazine 
of selected newspapers in 
preferred suburban communities. 
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How They're Pushing Sales .. . 





Dealer Ad Ideas 


*You Be the Judge’ 

A JUDICIAL approach was used 
by Ryan Ford, Inc., Hatties- 

burg, Miss., in an ad in the Hatties- 

burg American promoting a clear- 

ance sale of 1958 models. 

“You be the judge” says the head- 
ing over a photo of a robed jurist. 

The “evidence” in the case in- 
cludes work stoppages which cur- 
tailed car and truck output and a 
price increase announced by steel 
producers. 

“Testimony” included an an- 
nouncement that Ryan Ford ob- 
tained additional shipments of ’58 
cars and trucks which, “regardless 
of price increases or strikes, Ryan 
Ford is selling at clearance-sale 
prices.” 

“The decision is yours,” the ad 
concluded, “but may we charge that 
we believe that you will never be) 
able to obtain a new car or truck} 
at such low prices as we are offer- 
ing now.” 

* = = 


MJA Promotes Saffell 

OBERT L. SAFFELL has been 
appointed account manager of 
the Pontiac account by MacManus, 
John & Adams, 
Inc., Bloomfield 

Hills, Mich. 
Saffell joined 
the advertising 
agency in 1954, as 
assistant traffic 
manager on the 
Pontiac account. 
He has been traf- 
fic manager, au- 
tomotive traffic 
supervisor and in 
his new post will 
be responsible for coordination of 
all phases of Pontiac advertising, 
including print, radio and television. | 
: > . | 


Baseball Tickets on House 


REE reserve-seat tickets to any 
Pirate game in September were 
Offered by Hill Top Ford, Pitts- 
burgh, in a “big doubleheader deal.” 
The tickets were given to motor- 
ists who brought their cars to Hill 
Top for appraisal and test-drove the 
1958 Ford. 








R. L. Saffell 


i 


Price Report 
- ICES are born here and| 

raised elsewhere” is a tag line 
used by Statewide Motors, Tucson, | 





. > > 


Autumn Drive in Watertown | 


UTOMOBILE dealers and other 

concerns affiliated with the in- 
dustry in Watertown, N. Y., coop- 
erated in a drive to promote the 
sale of new and used cars, service 
and equipment during the fall sea- 
son. 

“Drive A Good Safe Car” was the 
theme of the campaign which 
began with a special tabloid sup- 
plement to the Watertown Times 
and tie-in displays by the partici- 
pating dealers and merchants. 

Among dealers participating 
were: Adderley Pontiac Sales; 
Bibbins’ Garage; Brownie’s; 
Bryant-Eager, Inc.; L. C. Burns; 

Pontiac; Dembs Motors, 

Ine. (Lincoln-Mercury); Diefen- 
dorf Sales & Service; Downtown 
Motors; Dunaway-La Clair; Fail- 
ing & Timerman; Gibbs & Macil- 
vennie Motors. 

Also, Sterling B. Humphries; K-B 
Motor Co.; H. K. Kinsman Co., 
Inc.; Lofink .Motors; Northrop Mo- 
tors Co., Inc. (Ford); Quick Motors, 
Inc. (Cadillac); Ray M. Reeves, 
Roe-Adams, Inc. Town Motor 
Sales (Chrysler-Plymouth); Van 
Brocklin Sales and Service; Vroo- 
man Sales & Service; Wade Buick, 
and Andy Zach Sport Cars. 


‘See America First’ 


Tae advantages of seeing Amer- 

ica first were brought out by 

Central Carolina Motors, Inc. 

(Cadillac-Oldsmobile), Winston- 

Salem, N. C., in an ad entitled, 

“Why Europe?” in the Winston- 
m Journal. 


- 










3 Telling about an Olds owner who 


d scrapped plans to take his fam- 
ily Europe, the firm said “it 


boiled down to putting themselves 


in hock for $3,000 for a hectic and 
tiring rush through Europe, when 
for far less they could be taking in 


a real hunk of scenery right here 


in America. 


“Our customer is taking his whole 
family on a trip—through Lexing- 
ton, Yorktown, Gettysburg. He'll 
head West across the vast Kansas 
plains and up over the Rockies. He 
will camp out at Yosemite and sleep 
on comfortable beds wherever he 
goes and he'll eat splendid Amer- 
ican foods without taking shots or 
precautions with water. 

“And he'll get all this and save 
enough money to pay for the Olds- 
mobile car that transported him 
like a king throughout the most 
wonderful country on earth,” the 
firm concluded. 
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Note Thanks Customers 


O. GATES CHEVROLET 
CORP., South Bend and Mish- 





ANYWHERE IN THE WORLD 


ACE OF STANDARDIZATION 


the name for Schrader’s famous 
tire valve operating principle 


@eeececeseeeee 





awaka, Ind., sends out “A Note of 
Thanks!” after each major service- 
ing job to help maintain good cus- 
tomer-dealer relations. 

The note is sent by first-class 
mail, so it will not be considered 
“some more of that cheap adver- 
tising,” said Gates. 

“With this note of thanks we 
wish to express our appreciation for 
the business with which you have 
favored us in the past,” the note 
says. “We hope we have struck the 


right chord with you, that our past| 


relations merit the opportunity of | 
servicing your car again in the| 
near future. 

“From time to time, our cus- 
tomers make suggestions on how} 
we can improve our service. You| 
can do us a big favor by making | 
your comments on the attached 
card and sending it to us. We wish| 
to do everything we can to make} 
your business relations with us as| 
pleasant and friendly as possible.” | 

A stamped reply card asks the| 
customer to answer three ques- 
tions: “Were you treated cour- 
teously? Was our work satisfac- 
tory? Was your car ready when 
promised? Four lines are available 
|for “Remarks.” 


S 
| 








Reo Expands Line— 


Two new basic models, the C-400 series 
and C-500 series, have been added to 
Reo's line of medium-heavy-duty trucks. 
The C-403 and C-503 tractors have GCW | 
ratings of 42,000 to 55,000 pounds, de- 
pending upon components. Gas and LPG 
engines are available. 





| will 


N.Y. Art Center 
Makes Provision 


For Parking Area 


NEW YORK.—The new Lincoln 
Center for the Performing Arts 
here will have ample room for 
parking in a two-level, underground 
garage. 

The midtown Manhattan collect- 
ing place for the arts is in the city’s 
biggest urban renewal project. 
Plans for the building and sur- 
rounding park area have been 
drawn and the land has been ac- 
quired. 

Eleven acres in the 60-acre slum 
clearance have been set aside for 
the art center. The arts buildings 
be grouped around a large 
park area which will be paved and 
landscaped. 

An 822-car garage will be built 
under the park area. It is New 
York’s first venture in building 
parking space under open areas, 
rather than under buildings. 

The thought given to the parking 
problem has stirred hopes that the 
project is an initial step in reliev- 
ing the city of its chronic parking 
ailments. 
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Plans for 1959 Reviewed .. . 





(Continued from Page 36) 

have been promoted on a theme 
of “It’s English, It’s Ford.” Fea- 
tures highlighted, however, have 
varied from model to model. 

Plans for its ’59 advertising pro- 
gram have not been announced by 
M-E-L division of Ford Motor Co., 
U. 8. distributor. J. Walter Thomp- 
son, New York, services the ac- 
count. 

= * 7 
FIAT 

IAT MOTOR CO., INC., New 

York and Beverly Hills, Calif., 
utilizes general magazines, trade 
papers and telephone directories in 
its promotions, while leaving news- 
paper advertising to its distributors 
and dealers. 

Although it operates on a me- 
dium budget through St. Georges 
& Keyes, Inc., New York, Fiat, 
since its introduction in the 
United States in May, 1957, has 
risen to fifth place nationally in 
total sales. 


of operation and styling, and no 
change is anticipated in 1959, offi- 
cials said. 
+ * + 
GOGGOMOBIL 
‘eo BEST for Less—Go Goggo- 
mobil” is the slogan for this 
car, which is promoted about 
evenly through the printed and 
radio-television media. 

Working on a budget of $60,000 
for 1958, newspapers and maga- 
zines will receive 40 percent of 
Continental Car Combine’s ex- 
penditure, as will the radio-tele- 
vision group. The remaining 20 
percent of the budget will go for 
posters and other forms of ad- 
vertising, officials said. 

The company’s advertising, han- 
dled by M. L. Grant, New York, 
features price, dependability and 
economy. Continental looks for a 
larger budget next year. 

* = * 


GOLIATH 
PERATING on a $100,000 adver- 
tising budget this year and ex- 
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| Foreign-Car Advertising to Grow 


Goliath is the only foreign-made 
car that is promoted exclusively 
through its own sales corporation. 
The firm does not have an adver- 
tising representative in the U. S. 

Using trade papers, direct mail 
and house-to-house calls as its 
only advertising media, Goliath 
pushes economy and front-wheel 
drive as its two big sales fea- 
tures. Its slogan is “If you want 
to go, really go, go Goliath.” 

“Our technique,” a spokesman 
said, “has been to use the theory 
of a rifile instead of a shotgun 
because we believe our distribution 
does not have adequate dealer cov- 
erage to warrant national adver- 
tising and we go a step further and 
use direct mail and house-to-house 
calls.” 

* + = 


JAGUAR 
AGUAR, promoted through Cun- 


ningham & Walsh, New York, | 


has developed a strong franchise 
with important audiences over the 


Fiat ads feature price, economy! pecting to double that in 1959,| years through consistent magazine 








Keeping Its Tail Up— 


The entire rear deck swings up to permit work on the motor of this new four- 
passenger Messerschmitt displayed at Augusburg, West Germany. The cor reportedly 
will be built in the U. S. under license with a price said to be less than $1.000. 


(UPI Photo) 





advertising. As an example, the 
1958 budget of $285,000 has allotted 
$172,000 to magazines, as compared 
with $51,500 to newspapers; $26,500 
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CAN AIR-SERVICE TODAY'S TIRES 


years of tire valve standardization make it easy 


On the other side of the world, servicemen are using 
the same American tools, parts and methods to 
service vehicles as the man in the station down the 
block. Tire service is fast and easy because of stand- 
ardization, but this situation didn’t just happen. 
The U. S. Automotive, Tire and Tire Valve Indus- 
tries combined their skills and experience not only 
to maintain highest quality while mass producing 
at lowest cost, but to produce interchangeable air 





a division of SCOVILL 


FIRST NAME 





A. SCHRADER’S SON + BROOKLYN 38, N. Y. 


Division of Scovill Manufacturing Co., Inc. 


IN TIRE VALVES 


valves and tools that make service possible any- 
where a vehicle goes. Schrader’s job is to utilize all 
the Industry know-how and produce the safest, 
most practical and dependable valves for all types 
of pneumatic tires. 

Count on quality Schrader Tire Valves to match 
the performance of your vehicles . 
“Ace of Standardization” design can be serviced 
anywhere in the world. 


. . because the 


FOR ORIGINAL EQUIPMENT AND REPLACEMENT 











to sports car magazines; $5,000 for 
race programs; $20,000 to Canadian 
media and $10,000 for miscellaneous 
promotions. 

Using a slogan of “Only 7,500 
Americans can cwn this car,” 
Jaguar promotes its cars “as a 
way of life” based on styling and 
quality appeals. 

Expecting its 1959 advertising 
budget to exceed that allotted for 
this year, Jaguar officials are plan- 
ning a heavy magazine campaign 
again. 

> * = 
HILLMAN 

ERE is another foreign-made 

car that depends primarily on 
newspapers to get across its sales 
story ... with this medium picking 
up 60 percent of Hillman’s $500,000 
advertising budget during 1958. 
Magazines picked up 35 percent and 
the remaining 5 percent went to 
radio. 

The car’s advertising program 
has been handled by Erwin 
Wasey Ruthrauff & Ryan, New 
York, and has included in addi- 
tion to media promotions partici- 
pation in leading television give- 
away programs—“Price Is Right,” 
“Dotto,” ete. 

Hillman’s advertising during 1958 
has been centered around the theme 
of “Economy Without Compro- 
mise,” but styling, price and room- 
iness have also been used. 

The 1959 ad budget is expected 
to be about $75,000 larger than this 
year’s and newspapers again will 
get the largest share of the ex- 
penditures. 

- * . 
MERCEDES-BENZ 
Anata by Studebaker-Pack- 

ard Corp., Mercedes-Benz’ ad- 


| vertising is in a state of flux at the 


present time due to a recent change 


|in the firm’s advertising agency. 
|D’Arcy is its new agency, replac- 


ing Burke Dowling Adams. 

So far this year, approximately 
90 percent of the car’s $350,000 
advertising budget has gone to 
magazines. The remaining 10 per- 
cent has gone to newspapers. 

Tieins with Catalina men’s wear 
and Minox cameras have been used 
as promotional schemes for Mer- 
cedes-Benz, which features dur- 
ability of styling and quality in its 
advertising. 

Those features along with the 
new six-cylinder fuel injection and 
diesel ‘engines will highlight 1959 
advertising, a spokesman said. The 
advertising budget for 1959 is ex- 
pected to be about the same size as 
this year and magazines again will 
get the biggest share of expend- 
itures. 

7 “~ 2 
METROPOLITAN 

ILLED as the “World’s Smartest 

Smaller Car,” Metropolitan will 
be promoted in small space news- 
paper campaigns in selected mar- 
kets in 1959. 

Although American Motors has 
referred to the imported Metro- 
politan in some Rambler adver- 
tising in various media, news- 
papers are used almost exclusively 
for promotion of the Metropolitan. 

Economy, price and new power 
will be the features exploited in 
the sale of this car in the U. 8S. 
during 1959. 

“Advertising expenditures in 1959 
will be determined by the relation- 
ship between sales and inventory, 


since it does not seem advantageous 


(Continued on Page 59, Col. 1) 
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Reprinted from 
Newsweek, August 25, 1958 


Go, Go, Goggo! 


To many a German, the area around the Bavarian village of 
Dingolfing carries the humorous connotation of the American 
Ozarks or Lower Slobovia. Even Dingolfing’s main claim to fame 
sounds as though it came straight out of the comic strips. It’s an 
item called the Goggomobil—a miniature, two-door car which 
has been likened variously to a turtle, beetle, and moving green- 
house, and whose rear-mounted two-cylinder engine delivers up 
to 70 miles per gallon of gas.® 
“How many drops?” is a favorite| The Experts Still Cheer 
German station attendants’ joke | _ Whether its Tom McCahill in Me- 


; |chanix Illustrated, John Bolster in 
whenever a Goggomobil scoots | English “Autosport” or the host of 
up to the pump. 





|other Automotive Authorities who 
|have checked the Goggomobil out, 
you'll find they speak with superla- 
| tives, and all on the “positive” side. 
| These men, who often face differences 
in opinion with some of their fans, try 
and bring their readers the straight, 
unvarnished truths. They all flatly 
state, the New Goggomobil gives “the 
money’s worth!” 


But the Goggomobil is no 
longer a laughing matter to old- 
line German automakers who 
have watched it capture the lion’s 
share (55 percent) of the German 
minicar market in three short 





John Bolster, British through and_| 


ADVERTISEMENT 


through, ends up his glowing article 
about a German car in this manner, 
“Let me write seriously. The miniature 
4 wheeled car has come to stay, and 
British are going to buy them. We 
would rather buy British but if we 
cannot, we will have to go “Continen- | 
tal.” I advise our big manufacturers to | 
race each other to Dingolfing and see | 
if they can take out a license to build 
Goggos over here. This is a brilliantly 
designed auto and if it could be mar- | 
keted here at a reasonable price (Bri- | 
tish Purchase Duty and Tax is about | 
40%) it would literally sell itself in | 
the tens of thousands. . .” 

Harvey B. Janes, in Road & Track, | 
wrote: “The Goggo could start a U. S. | 
craze and that .. . all things consid-| 





ered, it is one of the best automotive! § 


buys in the WORLD today — from} 
whatever country!” 

Mr. McCahill said in Mechanix II-| 
lustrated: “In my opinion the Goggo| 
Coupe has a better looking front end | 
than the Karmann-Ghia VW and is| 
generally a smarter looking car .. . i 


1S | 


faster than the average suburban bus| - 


and its fantastically low fuel appetite | 
would naturally prove cheaper .. . 
would look as natural in front of any | 
=z club as a Bentley Continen- | 
sae 





years. There are already 155,000 
of the peppy vehicles on the road. 
They're currently being sold at 
a 55,000 a year clip. And last | 
week, the Dingolfing plant 
started up a new assembly line 
to boost its capacity from 250 to 
325 daily—all of it spoken for 
months in advance. 





Owner, manager, and chief de- 
signer of the Goggomobil plant 
is stocky, autocratic, 68-year-old 
Hans Glas who admits he owes 
a good deal of his $50 million | 
enterprise to rain and to Detroit. 


Raises Roof: Six years back, snug in 
his Cadillac, Glas was returning from 
the Munich Oktoberfest in a torrential 
rainstorm and passed scores of soaked 
motor-scooter riders huddled under) 
Autobahn overpasses. Many of the| 
scooters were made by his own com- 
pany. He told his son Andreas: “We 
are going to put a roof over their 
heads. Tomorrow morning, call in all | 
the designers and foremen. Work will 
start immediately.” 


It took Glas three years to develop 
a sufficiently cheap and rugged auto, 
but hardly any time at all to decide 
to mame it after his grandson's nick-| 
name, Goggo. 


“For me,” Glas says, “the base of | 
all motorization in the vast ‘underde- | 
veloped areas’ is still the vehicle which | 
is built on the ideas which made Ford's 
Model-T such a success: Simple, rug- 
ged, and inexpensive to produce. Even 
the Volkswagen,” Glas adds in a state- 
ment certain to bring outcries from 
owners of those beetle-shaped cars, “is 
already far too complex an automo- 
bile.” 


Glas picked up this Ford philosophy 
right at the source. The eleventh of 
eighteen children, Glas left home dur- 
ing his teens because the family farm- 
tool company couldn’t absorb him. He 
went to work for farm-equipment 
maker Massey-Harris in Berlin, trans- 
ferred to Toronto; when World War I 
broke out he fled to the neutral United 
States. Eventually, he went to work for 
Ford as a clerk before winding up as 
production manager for the Indian Mo- 
torcycle Co. at Springfield, Mass. 


By the time he was called home to 
save the failing family business in 
1924 (he got back into the black in 
mine years), Glas was a fervent convert 
to the idea of cheap, rugged transpor- 
tation. “Without what I picked up in 
the States,” he admits, “there would be 

Goggomobil today.” 





Goggomobil Van 


' by, but then, who would 





Fa ‘ 
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FIT FOR A PRINCESS” 
The — Daily Express cameraman Mike Hardy = this one of Princess Margaret in 
Billy allace’s Ce 0. The byline ran something like this. "'. . . You could bave seen 
this sight, bad gon been walking down South Street—Mayfair near Billy Wallace's bome 
« » Outside of which stood a German Goggomobil which reaches to about Mr. Wallace's 
middle waistcoat button and stands some seven feet long. In the house, baving lunch 
was a very good friend who bad been driven up by ber chauffeur 90 minutes earlier. Nou 
she was going bome. Wallace opened the door and bis guest ducked and squeezed, very 
lady-like however, into the front seat. Margaret was ready for ber most unconventional 
ride through town. Mr. Wallace turned the key and with a wiggle and pop pitty-pop be 
backed the Goggo up and off they went for Clarence House. No ome noticed as they went 
elieve it if you said you'd seen a “‘Goggomobil Princess?” 
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GOGGONIOBI L $1095 


N.Y.P.O.E. 


The Model-“T” is back! The Model T-400 & T-700 Goggomobil. 
Get on the band wagon with a complete line of real sales winners. 
Talk of the trade is filled with the fantastic sales job Gogo is doing (See Newsweek, 
Aug. 25, ’58 or write us for reprints). With Continental’s national advertising 


campaign just breaking, sales are zooming. Get in on 


the ground floor by getting your share of the thousands of customers 


who will be buying these ““Model-T-400 & T-700” Goggomobils. 


Gogo represents top value for the customer’s dollar—featuring its Selectromat 
transmission, big car ride and its dependable 55 miles per gallon economy. 


You’ll have the winning combination of volume sales plus healthy profits 





with Goggomobil’s full line. It’s the world’s lowest priced full size compact car. 


CONTINENTAL CAR COMBINE, INC. 1726 Broadway New York City 





T400 Sports Convertible The New T700 
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MISS U.S.A. IN THE SKODA SPORTS CONVERTIBLE 






"Miss U. S. A.”" in ber new Skoda Sports Convertible. The new Skoda Convertible show- 
ings will be beld in November with the first cars at the Detroit Automobile Show. The 
’'S9 Skoda Convertible sports a twin carb., 65 BHP engine and will do 90 M.P.H. Tens 
of car types preceding the Skoda Sports Convertible formed for a long number of years 
a series of successes for the Skoda make. Experiences accumulated for years were expressed 
in these types by all desirable advantages: Reliability, advanced workmanship and eco- 
nomical operation. In connection with the success of these cars suggestions were expressed 
by the motoring public in different parts of the world to develop a mew model of the 
car in the form of a sports car. Design and workmanship of this car comply with all 
exacting demands. 











SKODA 


ADVERTISEMENT 


Practical Approach to Selling the Imported Car 


As Told to Joe Fergus by 
Bill Fredricks 


Imported car dealers who are use to selling the “more compact 


car” know the art of putting its 


best features forward along with 









ing the Imported Car. True they help 
sell themselves, but salesmen must 
| point out advanced engineering, sports 
|car features, safety, performance and 
| comfort. The Skoda, for instance, has 
| many features found only in cars cost- 


generating familiarity and enthusiasm for the product in the pros-|ing three and even four times its 


pect’s heart. 


Talking to Bill Fredricks of Continental Car Combine, this writer | 


| price. 
| 
Fredricks continues to explain to the 


| new dealer’s personnel . . . “The Skoda 


learned why some American car dealers who have augmented their | America Sedan on your showroom 
“big car” line with a smaller, Imported Car sometimes find that |floor is one of the first Government 


the new product does not vanish from their floor as quickly as | 
other dealers. To eliminate this® 


sales lag, Fredricks points out, 
we get the mechanics, salesmen 
—everybody connected with Mr. Big 
Car’s dealership that we can round 
up, interested in Continental’s new 
line. We explain why it is more ad- 
vantageous to use the word “Im- 
perted,” for instance, instead of “for- 
eign.” Imported is a positive word 
(Imported Spanish lace, Imported 
Champagne, etc.) whereas, foreign is 


from 


GET THE BEST OF EVERYTHING—WITH SKODA FOR ’59 


You get the best profit deal with Skoda, because you’re giving your 


customers features found only in cars costing three times Skoda’s 
price. The Skoda America for ’59 offers the style, quality, 
and performance features Detroit promises by 1962. 
e Aluminum Engine Block—for cooler running 

e Aluminum clutch and transmission housing—for better weight distribution 
¢ Torsion proof backbone tubular sports chassis 
© Independent 4 wheel trapezoidal suspension with Swinging Rear Trans axles. 

Skoda offers safety, sports car performance, and family car comfort. 
Skoda is the best buy in the low price field. Your profits will prove it. 


$1G6SEG 2-0... 





|a negative word (foreign agent, for- 
eign matter in one’s eye, etc.). Once 
the mechanics and salesmen become 
interested, business begins to generate. 
These men have been use to working 
on and selling larger, more compli- 
cated vehicles and often selling price 
and accessories instead of the product. 
By letting them know how much 
simpler the Imported Car is to sell 
and maintain and letting them get to 
know it as a money maker, sales begin 
to be made. 

There is no magic formula for sell- 
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authorized “Peace through Trade” im- 
ports from Czechoslovakia. Thinking 
| back you will recall the name Skoda, 
the world famous steel factory that 
Hitler scrambled through the Sudeten- 
land to grab, and one of the deciding 
factors for the U. S.’s entry into World 
War II. Remember, the Czechs were 
our Allies, and still want to be our 
| friends.” 


“For over fifty years,” Fredricks 
| continues, “Skoda has been one of the 
most famous names in Steel, and one 
|of the first in the fabrication of stain- 
less steel. So naturally, Skoda has the 
| finest materials available and the finest 
| engineering minds for motor car pro- 
duction. Automotive engineers like Dr. 
Ferdinand Porsche and Engineer Led- 
winka are just two of Europe's leading 
automotive scientists who gained much 
of their knowledge at the Skoda fac- 
tory.” 


Now Fredricks takes the group over 
to the car itself, where he has a mir- 
ror about three feet long by eighteen 
inches wide, mounted on a slight angle 
and set on casters so that prospective 
buyers can be easily shown the very 


|interesting and beautifully designed 


chassis, the 4 wheel independent, 
trapezoidal suspension with swinging 
trans axles found only in cars selling 
from three to four times Skoda’s tre- 
tail price. He opens the well fitted 
doors and points out feature after fea- 


| ture inside, all aluminum handles and 


fittings, the rear seat arm rests, three 
recessed swivel ash trays, retractable 
garment hangers, reostated instrument 
lights; the trunk, containing the largest 
square foot area, largest rear window 
in the trade, inter-changeable with its 


| windshield! Now he opens the hood 


and shows them the aluminum engine, 
bell housing and transmission case, su- 
perior cooling and weight distribution, 
he explains. 





| 


| 
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Skoda 445 


VSS Sports Hardtop Coupe 





VSS Sports Convertible 


Skoda 450 | 





Gradually the staff begins to feel 
this new addition to their showroom 
floor is no longer a stranger, but a 
friend. Mechanics begin looking at the 
Skoda America with respect and the 
salesmen already anticipate the added 
commission dollars in their pockets. 


Fredricks is now getting the proper 
approach over to the group. He has 
learned to understand and respect the 
fact that Mr. Big Car’s staff are intel- 
ligent people who are being shown 
and are learning about, a special prod- 
uct. He has made the whole new Skoda 
program interesting to all concerned. 


Now he takes them for a drive in 
one of their new cars, two or three at 
a time—even Mr. Big Car's secretary 
enjoys a ride and learns a little more 
about the new product which will help 
pay her salary and pave the way for 
a raise. Again he goes over the-Skoda’s 
features, the roadholding and corner- 
ing possible only because of its unique 
center tubular chassis; its economy— 
over 35 miles per gallon of gasoline; 
its sparkling performance, ease of 
parking and its ability to slip through 
traffic quicker. 


By now the proper approach has 
created enthusiasm which spreads 
through the group and the twenty 
minutes or so Bill Fredricks has spent 
with them will pay off a hundredfold. 
The staff is talking about the Skoda 
among themselves, they will talk to 
their families and friends. Fredricks 
finishes by explaining how good sales 
are followed up by proper advertising 
and a strong service program. 


“And rememher,” he smiles, “We all 
learn a little bit more about doing 
things right every day. We've deliv- 
ered Mr. Big Car dealer his new 
Skodas, but our job is not completed 
until he retails them to his clients and 
reorders . ...” 








56 
Highways & Safety ... 





Traffic Deaths Drop 
For 11th Month in Row 


Traffic deaths across the nation 
came down again in July, accord- 
ing to the National Safety Council. 

A decrease of 3 percent from 
duly, 1957, represented a saving 
of 100 lives—3,140 deaths this July 
against 3,240 a year ago, NSC said. 

July was the 11th month in a 
row and the 19th in the last 20 to 


show a drop in traffic deaths from | 


the like months of the year before. 

The traffic-death toll for the first 
seven months of 1958 was 7 percent 
below the corresponding period last 
year, 19,380 this year against 20,750 
in 1957. 

Disabling injuries for the seven- 
month period in 1958 totalled 650,- 
000, the council estimated. For the 
like period last year the estimate 
was 700,000. 

Figures for the first five months 
of this year (latest available) indi- 
cate that travel was up 1 percent 


over the corresponding period last 
year. 

During the like period, traffic 
deaths came down 7 percent. This 
produced a mileage death rate 
(number of deaths per 100 million 
miles of vehicle travel) of 5.1—the 
| lowest on record for a comparable 
period. 

The May mileage death rate of 5.1 
also was the lowest ever recorded 
| for that month. 

Twenty-seven states reported 
fewer traffic deaths this July than 
last, while 21 had increases. 


Thirty-three states had a better 
| seven-month record this year than 
|last, and 15 showed increases. 

The 33 with decreases for seven 
months were: 

West Virginia, 32 percent; Con- 
necticut, 29 percent; South Carolina, 
| 26 percent; Iowa, 20 percent; New 
| Mexico, 19 percent; Illinois, 18 per- 
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cent; Arkansas, 17 percent; Dela- 
ware, 17 percent. 

Vermont, 17 percent; Michigan, 16 
percent; Alabama, 16 percent; Indi- 
ana, 14 percent; Pennsylvania, 13 
percent; Texas, 13 percent; Rhode 
Island, 13 percent; Ohio, 12 percent; 
Utah, 12 percent. 

Montana, 12 percent; New Jer- 
sey, 11 percent; North Carolina, 
10 percent; Missouri, 8 percent; 
Maryland, 8 percent; Wisconsin, 
8 percent; Oregon, 8 percent; New 
Hampshire, 8 percent, 

Virginia, 7 percent; Georgia, 7 
percent; Wyoming, 7 percent; Ken- 
tucky, 6 percent; California, 5 per- 
cent; Oklahoma, 4 percent; Nevada, 
3 percent; Mississippi, 2 percent. 

Reports to the council from 661 
cities of more than 10,000 popula- 
tion showed they had a 4 percent 
decrease in July. For seven months, 
these cities reported a 5 percent de- 

crease from last year. 

A total of 553 cities had fewer 
deaths or no change in July. For 
seven months, 453 had fewer deaths 


or no change. 
* * = 


Florida Delays Extension 


Of Sunshine Parkway 


Plans for extending the Sunshine 
Parkway, which now runs from 
Miami to Fort Pierce, have been 








Denver Screen-Testing 


Drunk Driver Suspects 


Suspected drunk drivers now 
are being given screen tests by 
the City. 

Safety Manager Edward O. 
Geer said the police crime lab 
makes sound motion pictures of 
suspects on 16 mm. film. He said 
the tests, which have about 2% 
minutes running time, will be ac- 
ceptable in court as evidence. 





postponed indefinitely by the Flor- 
ida State Turnpike Authority. 
State Road Board Chairman Joe 
Grotegut said a poor bond market 
and insufficient traffic made it in- 
advisable to go ahead with the 
extension at this time. He said that 
while revenue on the present toll 


| highway was up over last year, it 


still was insufficient to help finance 
the bonds needed to build the ex- 


tension. 
* * = 


Dealers Praised 


For Training Aid 


Announcing that New Mexico 
auto dealers had supplied from 75 
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MOTOR OILS 


IN ANY LANGUAGE (OR CAR) 


The outstanding performance of Kendall Motor Oils in foreign as well as 
American cars has made Kendall a synonym for quality throughout the world. 


Kendall's advanced refining processes, using 

100% Pennsylvania Grade Crude Oil stock, the world’s richest, 
assure proper lubrication, the elimination of harmful engine deposits and 
less wear and repair for all makes of cars. 


There is a Kendall motor oil for every make of engine. 
Sell your customers the Economy of Kendall Quality and watch their loyalty and 
your repeat business grow. 


Your Kendall Distributor Is Ready to Serve You 


RENDALI REFINING COMPANY 


BRADFORD, PENNSYLVANIA. 





Lubrication Specialists Since 1881 
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to 109 cars used in high school 
driver-training courses during the 
last year, Knox Converse, Albuquer- 
que DeSoto-Plymouth dealer and © 
president of the New Mexico Auto- 
mobile Dealers Assn., praised in- | 
dividual dealers for their “continu- ~ 
ing interest in traffic safety.” 

Studies show, Converse said, that 
driving records of young drivers 
who have completed driver training 
courses are twice as good as the 
records of those who have not 
taken the courses. 

+ * * 


Permanent Plates for N. Y. 


New York State will issue “per- 
manent” license plates for passen- 
ger cars and suburban vehicles in 
1960, subject to approval of the 
legislature. Although called “per- 
manent,” the plates will be used 
only five years. 

= * = 


Electronic Road 


Works Its Magic 


At RCA Center 


A segment of the “electronic 


| highway of tomorrow” is in opera- 


tion at the David Sarnoff Research 
Center, Radio Corp. of America, 
Princeton, N. J. 

Cars entering the grounds of the 
research center, pass over elec- 
tronic loops buried in the entrance 
road. Transistorized detector units 
connected to the loops count each 
passing car, measure the speed of 
each, and flash a “slower please” 
warning to every driver exceeding 
the posted speed limit. 

The new equipment is a transis- 
torized variation of the comprehen- 
sive electronic vehicle-control sys- 
tem developed earlier by RCA and 
demonstrated last year at Lincoln, 
Neb., in cooperation with the Ne- 
braska Department of Roads. 

At Lincoln, the system guided 
cars automatically along the high- 
way and provided electrical signals 
for the automatic control of brak- 


ing and steering. 
> > > 


Iowa Cracks Down 


On Errant Drivers 


The Iowa Highway Patrol, in an 
effort to cut down speeding on state 
highways at night and to curb 
other violations, has been staging 
widespread traffic crackdowns on 
weekends. 

In one night, 200 patrolmen in 16 
counties issued 1,353 tickets. Of the 
total, 272 were for speeding, 129 
were warning tickets (not requir- 
ing appearances in court) and 952 
were faulty-equipment tickets. 

Operating on both primary and 
secondary roads, the patrolmen 
used radar equipment and speed 
tapes to catch speeders. Roadblocks 
were used to halt all cars for a 
check on faulty equipment, im- 
proper licensing or registration. 

In a previous weekend check, the 
patrol sealed off the city of Des 
Moines and checked each car en- 
tering or leaving the city. The week 
before a similar blockade check 
was set up around Cedar Rapids. 
Several hundred tickets were is- 
sued in each crackdown. 


10,500 Tosnate 
Taught to Drive 
In Utah in a Year 


Between 10,000 and 10,500 of 
Utah’s eligible teen-agers have 
learned to operate an auto under 
the State’s driver education pro- 
gram started last September. 

So striking is the progress that 
insurance firms have lopped 10 per- 
cent off their premiums in the Bee- 
hive State, according to Dr. Vaughn 
L. Hall, director of the program. 

A good share of the credit goes 
to the state’s auto dealers, he said. 
They provided 93 dual-control cars, 
84 on a loan basis. Automatic trans- 
missions were on 55 of the vehicles. 

Four cars were district-owned. 
Dealers combined to provide 22 
Fords, 17 Plymouths, 4 Mercurys, 
38 Chevrolets, six Pontiacs, a Buick 
and an Oldsmobile for the program. 


Links Add Ford Deal 


Francis and Wilford Link have 
purchased Reed-Merrill, Inc. 


(Ford), Superior, Wis., and have 
renamed it Link Bros. Ford. They 
also own a Ford dealership in Min- 
ong, Wis. 
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Left to right, four of the men responsible for the Hayden Automobile Company’s growth: Chris Hayden, Jr., vice pres- 
ident; Tom Boyle, who sold the first De Soto; Chris Hayden, Sr., founder, and 35-year sales veteran J. G. Shozhic. 


“Chris” Hayden, nation’s first De Soto dealer, explains why 
“De Soto has given our customers 
more real value for thirty years! 


Christopher J. Hayden, of Stamford, Conn., was the first of 475 dealers 
to sign a franchise agreement when De Soto was introduced in 1928. 
Today, his Hayden Automobile Company is one of Stamford’s largest, 
most prosperous new-car dealerships, with 16,500 sq. ft. of floor space. 


“When I heard that Walter Chrysler was planning to bring out a 
quality car priced at less than $1,000,” Chris says, “I was immediately 
interested. Knowing his reputation for engineering, I figured that the 
car would offer a lot of value for the money and therefore would sell 
very well. I figured right. 


““De Soto has continued to sell well, because it has given our customers 
more real value for thirty years than any other car I know of. From 
the very first De Soto we sold—it was a yellow 1928 roadster with 
red wheels, priced at $945—to the 1958 De Soto Firesweep hardtop we 
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1929 


1959 


iT PAYS 


DE SOTO DEALER! 


delivered today, De Soto has always been a well-built, well-engineered 
car, priced to appeal to a wide market. 


“De Soto enjoys a strong customer loyalty here in Stamford because 
of its reputation for engineering leadership. I remember dozens of 
De Soto engineering “‘firsts’’ . . . the first power brakes, in 1932... 
the first one-piece curved glass windshield, in 1934 . . . the first power- 
operated convertible top, in 1939 . . . the first all-electric window lifts, 
in 1950 . . . the first full-time power steering, in 1951. 


“And I know that I’ll see more new De Soto engineering advances in 
the 1959 De Soto at the big announcement showing in Detroit. That’s 
why I’m as optimistic about the future of this business today,” says 
Chris, the nation’s oldest De Soto dealer, ‘‘as I was on the day when I 
decided to stake my future on ‘Walter Chrysler’s new car’... DeSoto.” 


TO BE A 








Broad Range of Ideas. . 


cars give good value for the 
money. 


the parade in styling improvements. 


cars with unitized body structures. 
British engineers have been turn- 


have appeared with disc brakes. 
+ * ad 
HE British have also been de- 
veloping automatic clutches and 
[Warner transmissions. Borg- 





Warner maintains a factory in 
England and has supplied many 
larger cars with automatic trans- 
missions. 

B-W also has in the pre- 
production stage a scaled-down 
version of an automatic trans- 
mission (U. S. style) which could 
go a long way toward supplying 


Peugeot Begins Training Program— 


A service training program for Peugeot distributor ond dealer personnel throughout 
the U. S. has been set up by Peugeot, Inc., with President Francois de Peyrecave, 
right, are Jacques Henquinez, left, and Serge Valin, factory technicians, who will | 
visit each Peugeot outlet in a specially equipped station wagon. At each stop they will | 
conduct a three-day training program in the latest factory maintenance techniques. The | 
training program will continue on a permanent basis with technicians assigned to | 
various sections of the country. 
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Vauxhall and British Ford lead | 


Both make four and six-cylinder 


ing their eyes to such features as| 
brakes, and several British models) 


Available to Dealers in CHEVROLET * PONTIAC « OLDSMOBILE * BUICK * CADILLAC new cars, and used cars of all makes 
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Imports Draw Interest 
Through Engineering 


(Continued from Page 47) 


medium-sized British cars with 
such a device. 
In the sports-car field, Britain 


Spotlight Falls 


On Race Drivers 


DETROIT.— An emotion-choked 
tribute to a literally dying breed of 
men is provided by Hans Tanner in 
his “Great Racing Drivers of the 
World.” 

The 128-page book, published at 
$2.75 by Arco Publishing Co., New 
York, contains biographical 
sketches of 37 Grand Prix and 
sports-car drivers. 

Sprucing up the book are 80 
photos, most of them showing the 
drivers, as sports-car chroniclers 
like to say, at speed. 

—Rosert M. Lienert. 





probably sells more roadsters and 
coupes in the U. S. than does any 
other country. MGs, Austin-Healey, 
Triumph and Jaguar outstrip any 
other sports models in the world 
in production. 

British cars are assembled from 
many standardized parts and units 
made by a great number of sup- 
pliers. As a result, there are more 
models available in England than 
in any other country, although 
most models contain parts used in 
other cars also. 

* + a: 
RITISH road conditions and 
driving habits are different 
from those elsewhere in Europe. As 
a result, British makers have not 
accented road-holding to the degree 
that other European makers have. 

While most British cars offer 
interesting details, engineering is 
never radical. The typical British 
ear is evolutionary and depend- 
able. 

It seems that within limitations 
set up by international design prac- 
tices, each country has created cars 
which are in parallel with the na- 
tional character, Noise levels, type 
uf driving and tempers have all 
been put into the vehicles of each 
individual nation, 

+ * a 

ee the U. S. has every kind 

of person from every kind of 
country, with every kind of idea 
and character, all cars should find 
buyers which prefer just those fea- 
tures which a particular make of 
car offers. 

None of the imported cars tries 
to parallel an American car in 
regard to size, weight, design or 





price. 
While I do not dare to forecast 


| a steadily growing influx of imports 


in the U. S. market, I am sure that 
the foreign car, coming from a dif- 
ferent set of circumstances, will al- 
ways be of interest to some Amer- 
ican buyers. 

However, I am also sure that the 
Detroit product will offer certain 


| features—as well as size and com- 


fort—which will make it attractive 
to a great number of those who 
today believe that only an import 


|ean offer them the kind of trans- 


| 
| 


! | 


TIME BUSINESS 
iS PROFITABLE 
BUSINESS 








| Cars, Inc., 
| York, N. J. 


|gas when measured 


portation they want. 


10 New Dealers 
Named by Fiat; 
2 Others Move 


NEW YORK.—Ten new dealers 
have been appointed to represent 
Fiat, while two others have 
changed addresses. The new deal- 
ers are: 

Needham & Broderson, Inc., El 
Monte, Calif.; Bob Keefer Imports, 
Hawthorne, Calif.; Glenwood Mo- 
tors, Inc., Riverside, Calif.; Wiehl- 
Lindstedt, Inc., New Milford, Conn.; 
Les Stewart, Inc., Mount Holly, 
N. J.; Vanneman & Patrick, Salem, 


|N. J.; European Motor Cars, Inc. 


Brooklyn, N. Y.; Dalsis Motors, 
Inc., Elmira, N. Y.; J. A. Gerardi & 
Sons, Williamsport, Pa., and Scott- 
Larson Motors, Everett, Wash. 
Doug Dicker has moved in Con- 
cord, Calif. and Dukay Imported 
has relocated in New 


Burnside Motors, Inc., East Hart- 
ford, Conn., has opened an addi- 
tional showroom in West Hartford. 


Imports Termed 


‘Gluttons for Gas’ 


ATLANTA.—“The so-called Euro- 
pean economy cars are gluttons for 
in terms of 
performance,” John C. Guenther, 
executive assistant to Plymouth’s 
general manager, told an Atlanta 
fleet superintendents meeting. 

“You might reasonably expect 
that a popular European midget, 
which is about one-fifth the size 
and has one-fifth the horsepower 
of the average American V-8 model 
in the low-price field, to use one- 
fifth as much gas,” he said. “But 
actually it cuts fuel consumption 


| by only one-half.” 


The Plymouth executive also said 
“the engine of the future will be 
the gas turbine, or variations of it. 
Chrysler has developed a model 
with the same economy as the gas- 
piston engine and it will ultimately 


| surpass today’s engines for econom- 


ical fuel consumption.” 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 
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Plans for °59 Revealed . . 





Import Advertising 
Slated to Expand 


(Continued from Page 53) 


to stimulate additional demand| 
when the quantity being imported 
is barely equal to the existing de- 
mand,” a spokesman said. Geyer 
Advertising, Inc., Detroit, handles 
the account. 

as * + 


OPEL 
PEL advertising during 1958 has 
been relegated to an insert in 
Buick ads, calling attention to the 
fact that Buick dealers also sell 
the imported German automobile. 
McCann-Erickson is advertising 
agency for both the Buick and Opel, 
having taken over from Kudner 
Agency, Inc., early in the year. 
Plans for 1959 advertising for the 
Opel have not been formulated as 
yet, officials said. 
* + + 


PANHARD 

oo car has been promoted 

chiefly through national maga- 
zines, with that medium getting ap- 
proximately 75 percent of a $50,000 
budget during 1958. The remaining 
25 percent of the budget has been 
used for newspaper advertising. 

Claiming that the Dyna Pan- 
hard is “the only passenger sedan 
that delivers 40 miles per gallon 
and a speed of 85 miles per hour 
with a record of 800 sports car 
victories, the corporation has 
played up small-car economy, big- 
car roominess and sports-car per- 
formance in its 1958 promotions. 

Although the same features will 
be exploited in 1959, the corporation 
will lean more heavily on news- 
papers, with that medium splitting 
50-50 with national magazines, it} 
was reported. Its advertising is 
handled by Shevio, Inc., New York. 


* * > 


PEUGEOT 

E maker of foreign cars that 

has been sold on magazines as 
the best medium for promoting) 
sales throughout the United States 
is Peugeot, which has used that| 
medium exclusively during 1958.) 
And little change is anticipated in| 
the firm’s advertising plans for 1959. | 

Based on a slogan of “Excite- 
ingly Sensible,” the firm’s adver- | 

tising agency, Needham, Louis & | 
Brorby, of New York, has given 
quality top play in Peugeot pro- 
motions during 1958 and the same 
treatment is in store for 1959, 
officials said. 

F. de Peyrecave, president of 
Peugeot, Inc., New York distrib- 
utor of the car, also reported that 
the 1959 ad budget will be larger 
than that used in 1958. The car is) 
sold through Renault dealers. 

* = cf 
RENAULT 
“FOIE DE VIVRE” or, “Driving| 
is fun again,” is the slogan 
employed by Renault, Inc., New 
York, in its promotions which run 
exclusively in Time, Newsweek, | 
Sports Illustrated, Holiday, New 
Yorker, Sunset and Esquire maga- 
zines. 

Employing a budget which “is 
fairly large” for an imported car 
manufacturer, Renault has used 
four-color full page ads and 
spreads — providing point-of-sale 
merchandising aids and four- 
color billboard poster paper—in 
its 1958 sales campaigns which 
gave the biggest play to economy, | 
styling, roominess and low initial 
price. 


Although the budget has not as| 
yet been finalized, the firm’s ad- 
vertising agency, Needham, Louis & 
Brorby, Inc., will have more money 
to spend on promotions in 1959, 
according to Ethel Norling, Renault 
advertising manager. National pub- 
lications and mass publications will 
get the largest share of the budget, 
it was reported. 


Low initial cost, low cost of main- 
tenance and the savings resulted 
from the purchase of the small im- 
ported sedan will be featured in| 
Renault’s advertising in 1959, Miss| 
Norling said. 

* * * 


SAAB 


JRANDLED by Gotham & Vladi- 
mir Advertising Agency of New 








York, SAAB’s $55,000 advertising 
budget for 1958 has been split 
equally between newspapers and 
magazines. Special promotions have 
been confined to trade shows, ex- 
hibits and automobile competitions 
such as rallies and races. 


Based on a slogan of “SAAB 
from Sweden, the Economy Car,” 
SAAB has used economy, per- 
formance, reliability and safety 
as its main selling theme during 
1958. 


With a budget perhaps twice the 
size of 1958, SAAB advertising in 
1959 will be based chiefly on econ- 
omy, with the main slogan being 
“The Only Truly Fully Equipped 
Economy Car on the Market.” The 
budget again will be split 50-50 be- 
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A New Italian Offering— 


Custom-built in Turin, Italy, the Moretti is now distributed in the U. S. by J. F. R. Co., 


North Attleboro, Mass. 


The Moretti is available in five models—two coupes, two 


station wagons and a sedan. Moretti claims that 90 percent of the body component 
parts are hand-made, hand-finished and hand-assembled. Two engines are offered— 
a 750-c.c. and a 1,200-c.c. 





tween newspapers and magazines,| that carries on a cooperative ad- 


officials said. 


SAAB is another foreign make|It also assists its dealers with 


vertising program with its dealers. 


59 
shows, fairs and automobile compe- 
titions. 

* + + 
SIMCA 


ALTHOUGH Simca advertising 
plans are still incomplete for 
next year, Chrysler Corp., importer 
of the car, has reported the ap- 
pointment of Richard N. Meltzer 
Advertising, Inc., San Francisco, 
as advertising representative for 
Simca. 

Meltzer has handled the Simca 
account for Simca, Inc., for the 
past year in the United States. 


The agency, which also has offices 
in Los Angeles, Denver and New 
York, has recently opened an office 
in Detroit. 

+ * = 
STANDARD-TRIUMPH 
_ a selling theme based on 

performance, economy, roomi- 
ness and price, Standard-Triumph 
Motor Co., manufacturer of Tri- 
umph sports cars, sedans and estate 
wagons, has used network and local 
television shows extensively to pro- 
mote its cars. 

Although a recent switch in ad- 
vertising agency has left promo- 
tion plans in a state of flux, it 
is expected that performance, 
economy, roominess and price will 

(Continued on Page 60, Col, 3) 
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Represented in the United States by 


LUCAS 


ELECTRICAL SERVICES, INC. 


501—509 West 42nd Street, New York 36, N. Y. 
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San Francisco * Jacksonville 
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Plans for ’°59 Revealed . . 





SERVING AMERICA Import Advertising 


Slated to Expand 


(Continued from Page 59) 


be the car’s main selling points 

in 1959, just as they have in the 

past. 

The size of the 1959 budget has 
not been finalized, one official said 
“we estimated that it will be larger 
than the budget we had in 1958.” 
National magazines are expected to 
get a big share of the budget in 
1959. Triumph advertising now is 
handled by Doherty, Clifford Steers 
Shenfield, New York. 

* * + 


SUNBEAM | 
PRODUCT of Rootes Motors, | 
Inc., Sunbeam has leaned most | 
heavily on magazines te promote 
sales in the United States during 
| 1958. 
Magazines have received 80 per- 
| cent of Rootes’ $100,000 Sunbeam | 
| budget this year, while the re- | 
maining 20 percent has gone into | 
newspapers, officials said. 
Based on a slogan of “Sports Car 
| Zoom—Family Car Room,” Sun-| 
|beam has played up styling and 
| performance in its sales pitches 
| during 1958, and the same features) 
will be highlighted in '59, officials 
said. 

With a budget approximately 35 
percent greater than this year, Sun- 
beam will again utilize magazines 
|for the most part in ‘59. Sports 
Illustrated and sports-car maga- 
zines will get the biggest share of 
the '59 budget, officials said. Par- 
ticipation in sports-car rallies and 
| department store displays again will | 
| be used to promote the product in| 
| "59. Its advertising is handled by} 
|Erwin Wasey Ruthrauff & Ryan, | 
| New York. 








| 


| 


i 

* * * 
TAUNUS 

NLY recently taken over by 

Mercury-Edsel-Lincoln division, 

| Taunus’ initial promotions have 





| been a general introduction to the 
| public — with newspapers the only 





Rittenhouse 6-8368 


PENNSYLVANIA 


M. G. 
AUSTIN-HEALEY 
SPRITE 

A Limited Number of Dealer Openings Are Available J A GU AR 





Distributors for: AUSTIN-HEALEY, AUSTIN-HEALEY SPRITE and AUSTIN 


for the states of Pennsylvania, Virginia, West Virginia, Delaware, Maryland and Western New 


York. 


Distributors for: M.G. and MORRIS 





for the states of Pennsylvania, Virginia, West Virginia, Delaware and Maryland. 


Distributors for: JAGUAR 





for the states of Virginia, West Virginia, Delaware, Maryland and Southern Pennsylvania. 


medium currently being used to 
promote the product. J. Walter 
Thompson, New York, handles ad- 
vertising for Taunus. 

Although the budget for 1959 has 
not been finalized, officials said it 
will be larger than that used this 


year. Newspapers will get the big-| 
gest share of the advertising dollar | 


in °59, officials said. 
* * = 


TOYOPE 
Nawar arenes and spot radio 
have split Toyopet’s $150,000 ad- 
vertising budget in 1958. 
Based on a slogan, “It’s The 
Big Little Car; It’s The Little Big 


Car,” Toyopet has stressed com- | 


fort and styling in its advertising 
this year. Economy is being 
stressed as of secondary impor- 
tance. 

Although its 1959 ad budget has 
not yet been set, it is hoped by 
Toyota Motor officials that it will 
be larger than this year. Hixon- 
Jorgensen, Inc., Los Angeles, han- 
dles Toyopet advertising. 

+ cd 


VAUXHALL 
~~ through Pontiac dealerships, 
Vauxhall has been promoted 
chiefly in newspapers and maga- 
zines, though editorial tieins in 
women’s fashion books also have 
been used. 

Introduced in the U. S. in 
September, 1957, Vauxhall used 
newspapers to announce new 
dealers as agreements were 
signed, Magazine advertising be- 
gan in June this year. Approxi- 
mately 58 percent of the 1958 ad 
budget is being used for news- 
paper advertising and 42 percent 
in magazines. 

Vauxhall promotions have pointed 
up interior room, handling ease, 
power and economy as the car’s 
main attributes. 

Although the 1959 ad budget has 
not yet been completed, it is ex- 
pected magazines will get a larger 
share of the expenditures next year, 
said W. E. Schoon, Pontiac ad 
manager. Its advertising agency is 
MacManus, John & Adams, Bloom- 
field Hills, Mich. 

> > ” 


VOLKSWAGEN 
OLKSWAGEN’S national adver- 


tising program has consisted of | 


one, two-page junior spread in 
Saturday Evening Post and monthly 
insertions for June, 
August in approximately 25 trade 
magazines in the fields where 
Volkswagen of America, Inc., 
Englewood Cliffs, N. J., felt its 
trucks and station wagons have the 
best potential. 

Volkswagen has been careful 
not to give the public the impres- 
sion its passenger cars are im- 
mediately available because there 
are back-orders all across the 
country, according to Scott Stew- 
art, of the firm’s advertising and 
public relations department. 


Volkswagen features economy,|= 


flexibility and dependability and 
also emphasizes its service organ- 
ization and nationwide availability 
of parts. 

“Our budget has not as yet 
jelled,” said Stewart, “but I feel 
safe in saying that the expenditures 
in 1959 will be larger than those 
in 1958. Basically, our program in 
1959 will be a continuation of the 
1958 beginning,” he said. Its adver- 
tising is handled by J. M. Mathes, 
Inc., New York. 

* * cd 


VOLVO 

A§ IN 1958, newspapers are ex- 

pected to get the largest share 
of Volvo’s 1959 budget, according to 
Ake Hogman, president of Volvo 
Import, Inc., Englewood Cliffs, N. 
J., U. S. distributor for the Swedish 
car. 

Featuring economy, perform- 
ance and roominess as the car’s 
top selling points, Volvo has 
placed 75 percent of its ad budget 
in newspapers during 1958. Radio 
received 15 percent and the re- 
maining 10 percent has gone into 
magazines. Special promotions 
have included entering the car in 
sports-car competitions and econ- 
omy runs. 

Volvo advertising is serviced by 
Advertising Agencies, Inc., Studio 
City, Calif. 


July and | 


AUSTIN . 
HEALEY PLATINUM 
KIT POINT 
4 Cyl Front Contact 
Exhaust Set. No 
Pipe with Frequent 
—— Replace 
Rusting — 
Stainless ment, 
Steel Top Per- 
Flexible to 7 
$] 6% $495 





AUSTIN HEALEY 4 Cyl KIT. Exhaust 
Pipe, plus Quality Muffler, plus Tail Pipe 


that extends out in front of rear tire $345 


SPARE PARTS KIT for all FOREIGN 
CARS! Full Value ........from $g% up 


AUSTIN HEALEY 6 Cyl, KIT. Double 
Outlet Muffler plus Double Exhaust Pipe 
out of rear wheel .......+++++++ $26°5 


_ MUFFLERS 


| STRAIGHT THROUGH 
SERVAIS of ENGLAND *Pat No, 447376 

PREMIUM QUALITY—NO POWER LOSS 

“None Better at Double our Price” 


IMPROVED ACCELERATION 
H, D. CONSTRUCTION 


QUALITY GLASS PACKED-ALL WELDED UNIT 
HEAT RESISTANT-STEEL HONEYCOMB 
SUPERIOR DESIGN CORE 
Austin, Morris, Renault 4 CV ....$ 9.95 
English Ford 51-58 ........-+++++ 15.95 
Dauphine, Hillman Minx .......... 13.96 
Fiat 600 with Front Pipe conversion 16.95 





Austin Healey 4 cyl .............+ 15.95 
Austin Healey 6 cyl ............-. 18.95 
Mercedes-Benz seccdesceces UR Tee 
VW 1 or 2 outlets ....... 24.50 


—Jaguar all models from $25 to $35— 


Special Car Mufflers upon Request 
“FREE DESCRIPTIVE BROCHURE” 


GRILL GUARDS 


Custom Designed 
From End to End Bumper—Very Strong 
LUSTROUS NON-RUSTING 
Better than Chrome 
EASY INSTALLATION 








Price Price 
Front Rear 
Alfa Romeo cecccce 980.45 $30.45 
Austin Healey .......... 4.95 24.95 
*Sprite (Austin) 24.95 *37.45* 
| Borgward sensecceess SED 30.45 
DKW Sedan ............ 4.9 24.95 
English Ford .......... 24.95 24.95 
Fiat GOO ........++.+-. 22.96 22.95 
| Fiat Spider Sports ...... 30.45 30.45 
Hillman . 22.95 24.95 
GREER ccccccccccccccess BAS 30.45 
| Karmann Ghia ......... 27.95 27.95 
| Mercedes-Benz Sedan .. 30.45 30.45 
| Mereedes Sports ........ 30.45 30.45 
|MGA Sports ........... 24.95 24.95 
Manette Sedan ........ 30.45 30.45 
Opel Rekord -. 30.45 30.45 
Peugeot seccetecoone SRD 29.95 
Simea Aronde ......... 24.95 27.96 
*Triumph TR-2, 3, 3A .. 24.95 *59.95° 
| 4 Bar (Specify Type Wheels) 
| TR-2, 3, 3A, Rear, 2 Bar 39.95 
| Ford Thunderbird 1957 . 39.95 
| VW, All Models .. -- 22.96 22.95 
* Full Bumper Assembly Designation 
GRILL GUARDS not mentioned available 


upon request 

PHOTOS ON REQUEST 

| Dealers Discount Quotations on Request Vary 
| According to Quantities. 

Prompt Delivery * No COD 
1069-73 Hempstead 
BAKER Turnpike, Franklin Square, 
. & oo = 








HAND YOUR NEXT PROSPECT 








created and produced by 
UTLEY BROTHERS inc. 


17631 Filer Avenve 
Detroit 12, Michigan 


BE READY TO SELL ’59 MODELS! 


You'll want an ample supply of colorful business 
cards on hand for this important event. Order 
your supply of Full-Color cards today. If you 
wish a free sample folder send request on your 
company letterhead. 






























Somehow 
“U7 we have 
j LY a hunch 
we’re 


being 
followed 


Our ears may be a little biased, but as the 1959 
cars of our competitors make their bows we could 
swear we can hear more and more people saying 
“‘Chrysler Corporation sure started something.” 


Certainly you can see the unmistakable influence 
of the principles of design and engineering pioneered 
by Chrysler Corporation. It was the start of an 
inevitable trend. 


Very soon now the 1959 models of the cars that 
started it will be ready for people to look at. 


SRaRRARRARARAAREEAARS 


95 They’re going to find that these new cars look 
95 like they can do more than any other cars on the 
bie road. But that’s just part of their sales appeal: 

ary For these cars of The Forward Look for 1959 


can do what they look like they can do. 


Which is why you’re probably going 
to see a lot of dealers out giving 
demonstration rides to a lot of pros- 
pects in cars of The Forward Look 
during coming weeks. 


\ New Cars of There’s nothing like a drive to oe 
out the difference great engineering 
The Forward Look makes! 


for 1959 i 


it 


- |Chrysler Corporation 





PLYMOUTH «+ DODGE +« DESOTO « CHRYSLER +¢- IMPERIAL 
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By Martin L. Whitmyer 
Staff Writer 
Much of today’s merchandising 
suffers from “Old Pro-ism,” says 
Ernest A. Jones, president of Mac- 


Affecting Factories and Dealers .. . 


Auto Advertising 
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depending upon last year’s ideas in 
today’s market,” Jones said. “Some 
remarkable things are being ac- 
complished in the selling because 
the man with the off-beat idea 


Manus, John & Adams, Inc., Bloom-| didn’t know is was impossible. 


field (Mich.) advertising agency. 

Speaking before the Denver Ad- 
vertising Club, Jones said “the 
Old Pro knows every blade of 


grass in the ball park. He knows | 
what was bought in the past and | 
feels he can anticipate what will | 


be bought in the future. He knows 
everything about the public and 
a great many things he knows 
may not be true any more.” 

A majority of modern advertis- 
ing and selling is good technically 
Jones said, but it is not great be- 
cause it lacks the “adventuresome 
idea.” 

“It is ironic that the Old Pro in 
his search for the serene security 
of the sure thing should engage in 


“The irresistible force in selling 
is the exciting idea skillfully pre- 
sented at the pyschologically right 
time, Neither people nor corpora- 
tions can stand against it,” Jones 
said. 

* “= . 


Fisher Ads Listed 
The Fisher Body Craftsman’s 


| Guild will announce its annual “You 


Can Win A Career” contest with 
half-page black and white ads in 
the November and December issues 
of Motor Trend magazine and the 
Oct. 3 and 24 issues of Scholastic 
magazine. 

The ads include a clip out cou- 
pon that readers can forward to 
receive full entry instructions. 





see 


zines were selected to introduce 
this year’s competition because of 
their large male audience. 

+. * + 


Rootes Picks Thurston 


Rootes Motors, Inc., importers of 
the Hillman, Sunbeam and Humber 
automobiles, have appointed Thur- 
ston Associates, 75 E. Fifty-fifth St., 
New York, as public relations 
counsel. Paul Thurston, who has 
been active in public relations in 
the imported motorcar field for 
many years, will supervise the 
account for the British firm. 

Peter Miller has been appointed 
publicity manager for Rootes Mo- 
tors, Inc. Miller previously was com- 
petition manager for Aston-Martin, 
and prior to that was associated 
with the Rootes Group in England. 

* + * 


Reynolds Heavy for TV 


Reynolds Metals Co. has an- 
nounced what it calls the largest 
television advertising program in 
the history of the metals industries. 

Eight network programs will 
carry Reynolds aluminum messages 
to be an estimated 50 million view- | 
ers a week during the 1958-59 TV | 
season, according to David P. Rey-| 
nolds, sales executive vice-president. | 

The Reynolds contract with ABC | 





television network includes spon- 
sorship of “Walt Disney Presents,” 
on Fridays night, “All Star Golf” 
on Saturday afternoons and three 
daytime shows. In addition, Rey- 
nolds will have tie-in commerciais 
on three other daytime shows. 

The six daytime programs in- 
volved are the Peter Lind Hayes 
Show, a new Liberace Show, a 
panel show, “For Better, for 
Worse;” an audience participation 
show, “The Man in Your Life” and 
two game shows, “Jig Jag” and 
“Beat the Clock.” 


* * * 


Ford Top ROP User 


Ford Motor Co. regained its po- 
sition among the top five news- 
paper ROP color advertisers in 
July, according to the current issue 
of the HOE Report on ROP Color. 
Eighty-six newspapers carried 157,- 
914 lines of color advertising for 
new Ford cars. 

Among car manufacturers, 
Plymouth was second with 35,351 
lines in 20 newspapers. Other 
automobiles advertised in ROP 
color included Chevrolet, Dodge, 
Mercury, Pontiac and Rambler. 
Firestone Tires led the field 
among automobile tire and tube 
manufacturers, gaining attention in 


the most dangerous practice of all:| Motor Trend and Scholastic maga- | 





You calculate with an abacus, as your 
ancestors did. You keep accounts with 
knotted strings or piles of colored tiles. 
Your records are clay tablets or parchment 
sheets... Then suddenly double entry 
bookkeeping is invented, with standard 
currency, bank credit, check payments, 
adding machines, calendar billing, and 
electronic computers, all within fifty years. 
As an old abacus man, you had a lot of 
new things to keep up with! 

With respect to accounting, the above 
instance is wholly hypothetical; but as an 
anology with farming, it is literally factual. 
Since the first World War, agriculture 
has advanced as much as in the previous 
thousand years. And the degree and the 
rate of change is wider than ever before. 

Hundreds of ag schools, government 
laboratories, manufacturers and suppliers 
are engaged in all phases of agricultural 
research, fostering developments and 
discoveries that affect the business of 
farming. No individual can keep up—any 
more than in science, medicine, or industry. 
So to the best US farmers, SuccessruL 
FarMinc is not merely another business 
publication, but also a pertinent and 
profitable management consultant. 

SuccessFuL Farminc is not published 
for all or any farmers. It focuses on the 
volume producers of livestock and field 
crops. SF has only 1,300,000 subscribers 
but in 1956 they planted 58% of total US 
corn, 46% of the wheat, and in 1957 sold 





You count with 


62% of the hogs and pigs, 47% of cattle 
and calves. 

The value of SF is in its thorough and 
detailed documentation, with illustration, 
of applications of new ideas, tools and 
techniques. Like the Harvard Business 
School, SF specializes in the case history. 

The laboratory report may be helpful; 
but before you make a change, invest time, 
labor and money, you want some certainty 
of results. SF supplies this certainty, with 
actual instances from actual farms; and 
specific directions. Instruction manual and 
work guide, SF saves work, increases yields, 
lowers costs, increases profits—in dozens of 
ways every year for any subscriber. 

Consequently SF enjoys a degree of 
influence that no general medium can 
match; and a fifty year record of service to 
farm families that results in extraordinary 
reception and response for its advertising. 

The Successrut Farminc audience is 
one of the world’s best class markets. The 





an abacus -— 


estimated average cash farm income of 
the SF farm subscriber in 1957 was 
$10,870; represents an annual market of 
more than $11 billion! 

These SF families have high buying 
power, and the same wants and desires 
of other prosperous families; constitute 
the brightest market picture in the U. S. 
today. And no other medium sells them 
so effectively and at such low cost. 

For more sales, and for better balance 
in your national advertising schedules 
where general media 
have light penetration, 
there is no better sales 
publication buy than 
SuccessFuL FARMING. 
Any SF office will give 
you the details. 


Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s living 
and tomorrow’s plans. 


$157.6 billion, free & clear! 


In 1957 US farmers owned 
$109.5 billion of real estate 
$8.4 billion of crops 

$18.7 billion of financial assets 


$28.5 billion of livestock, machinery & vehicles 
$12.0 billion of home furnishings & equipment 
owed $19.5 billion mortgages, etc., 

were worth $157.6 billion, free & clear! 


Successful Farming sells 


the country’s wealthiest farmers. 
SF farm subscribers last year had 


estimated average cash farm income 


of $10,870—have more this year! 


For more sales, better balance 
in your national advertising, 
you need SF. Details, any office. 


Successful Farming. ..Des Moines, New York, Chicago, Detroit, St. Louis, 
Philadelphia, Cleveland, Minneapolis, Atlanta, San Francisco, Los Angeles. 








52 newspapers from Boston to 
Oakland with 79,922 lines of ROP 
color. Other automotive products 
also took advantage of newspaper 
color, with Savoy Car Shampoo the 
run-away leader: 89,500 lines in 61 
newspapers, according to the report, 
which is based on linage in 415 
newspapers in 134 cities. 

Over-all newspaper ROP color ed- 
vertising rang up a total of 8,950,288 
lines for the month, a gain of 68 
percent over July, 1957. 

* & ce 


4 Magazines Show Ad Gains 


The combined advertising gains 
of the four major syndicated sup- 
plements This Week, Parade, Far- 
ily Weekly and American Weekly 
totalled 121 pages for the first eight 
months of this year. 

The 81 pages gained by Family 
Weekly over the corresponding is- 
sues of 1957 accounted for two- 
thirds of the Sunday magazine total 
gain, it was announced. 

ca od * 


Chevy Looks to Future 


Friends, a picture magazine 
mailed from dealer lists to Chev- 
rolet owners, will devote its entire 
October issue to America’s progress 
and promise. 

Special distribution is planned in 
addition to the usual run of upward 
of 1.5 million copies. The theme of 
the issue, according to J. H. War- 
ner, editorial director, was inspired 
by President Eisenhower's recent 
statement that the future of the 
country “is bursting with vitality.” 

Friends is produced by Ceco Pub- 
lishing Co., a subsidiary of Camp- 
bell-Ewald Co., under the super- 
vision of Chevrolet. 

2 > > 


Names 


Joseph R. Neall has been pro- 
moted to copy chief on all adver- 
tising accounts at Ross Roy, Inc. 
Neall, who had been group copy 
chief on the Dodge Truck, Michigan 
Tourist Council, and Blue Cross- 
Blue Shield accounts, joined the 
| agency as a copywriter in 1953 after 
|many years of varied retail adver- 
| tising and copy experience. 

> > > 


Floyd Freel has succeeded “Geb” 
Gebhardt as automotive editor of 
|\the Pasadena Independent ¢ Star- 
News. Freel had been auto editor of 
the Los Angeles Mirror-News. 

> > > 


Frank T. Barnes has resigned as 
| business manager of the Bureau of 
Advertising, American Newspaper 
|Publishers Assn., to join the New 
a sales office of St. Croix Paper 


+ > > 


Jim Moran Associates has named 
Carl Helm vice-president in charge 
of its South Bend office. The Moran 
firm has been retained as product 
publicity counsellors of Studebaker- 
Packard Corp. 

> > > 
William W. Sweet, formerly an 
| advertising photographer with Ford 
Tractor & Implement division, has 
been appointed manager of the De- 
troit office of Interstate Industrial 
Reporting Service and its subsid- 
iary, Interstate Photographers. 

> aa * 


Louis E. Dean has rejoined the 
staff of D. P. Brother & Co., De- 
troit, in the capacity of vice-presi- 
dent. Dean most recently was as- 





sociated with the Kudner Agency, 
where he was in charge of Gen- 
eral Motors’ institutional advertis- 
ing account. Dean was first con- 
nected with D. P. Brother as a 
member of the radio department in 
the 30s. 

+ * > 

Elliot T. Bugbee jr. has joined 

the national advertising staff of 
TV Guide magazine in New York. 
He formerly was manager of adver- 
tising services for Lepages, a sub- 
sidiary of Johnson & Johnson, New 
Brunswick, N. J. 

: * ” 


Howard Bernard Shaw has been 
appointed advertising manager of 
Science & Mechanics magazine. 
Shaw formerly was with Amos Par- 
rish & Co., Inc., New York, and 
Cramer-Krasselt Co., Milwaukee, as 
a senior account executive. 

* * @ 

Frederick C. Adams has been 
named manager of the recently 
opened Erwin Wasey, Ruthrauff & 
Ryan office in Pittsburgh. 

+ + * 


Charles 8S. Lee has joined the 
Detroit office of the Kelly-Smith 
Co., newspaper representatives. Lee 
smeay was with Ward-Griffith 
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GREATEST 
TRAFFIC 
STOPPERS 








i 


A. 


These British beauties, that have everything stopped for 
performance value, are the best showroom stoppers in the 
business. The sleek, handsome 1958 TR3 offers famous 
Standard-Triumph sports car riding qualities at America’s 
most competitive price. The remarkable Sedan and Estate 


STANDARD-TRIUMPH MOTOR CoO., INC. 


SUSINESS 


Wagon have brought America a spectacular endurance rec- 
ord from every part of the globe. Just listen to these sales 
features! They both average 60,000 wonderful miles without 
a major overhaul .. . do up to 78 miles an hour . . . give 40 
miles to the gallon...service is easy, parts are interchange- 








pee. ag 
Nationally advertised prices: 
4-Door Sedan $1699* 
5-Door Estate Wagon $1899* | 
Grand Touring Model $2835* 
*at U.S. Ports of entry, plus taxes, 
Slightly higher West Coast. 

















able! And we're telling the world about these marvelous per- 
formers . . . in powerful national advertising and promotion 
that’s sending new traffic to the Triumph dealer's { 
showrooms every day. So open the door to hy 
greater volume now. Write for full information: Cs 


1745 Broadway, New York 19,” JUdson 2-4866. 


en 





A New Dress for the DKW— 


A sleek newcomer in Europe is this DKW “Monza” coupe, sporting a plastic | 
fiber glass body on a standard DKW chassis-frame. Horsepower is stepped up to 55. 


There’s a 
lot of the 









Rootes 


PPOINTMENT of three dealers 
has been announced by Rootes 
Motors, Inc. 

Bright Bay Motors, Inc. (Hillman 
and Sunbeam), 300 W. Merrick Rd., 
Bay Shore, N. Y.; Parrish Motor 
Co., Inc. (Hillman), 116 Orange St., 
Georgetown, S. C., and Imported 
Cars, Inc. (Hillman and Sunbeam), 
River Road North, Wheeling, W. 
Va. 


* * = 

Vauxhall 
|P Sats ve reported that GM’s| 
British Vauxhall climbed from 


stem place in import registrations 
|in January to eighth place in June. 


| Vauxhall registrations for June 


With the Foreign Makes... 


Imported-Car Notes 
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advanced better than 123 percent 
over January, while the entire im- 
port group achieved but a 62 per- 
cent increase, said Pontiac, 
Comprising the bulk of Vauxhall 
shipments to Pontiac dealers, at 
the rate of 1,500 a month, is the 
four-door Victor Super sedan. Also 
receiving an excellent reception is 
the new Vauxhall station wagon 
with imports currently scheduled 
for 500 per month, Pontiac said. 
* * - 


BMC 


RITISH MOTOR CORP. said it 

built and sold 504,712 vehicles 

in the last 12 months and claimed 

that the figure was a British and 
European record. 

Sir Leonard Lord, chairman, 





rettetta 





in all of us! 


That Lambretta feeling of absolute freedom and fun. 


That Lambretta passion for absolute relaxation in 
perfect comfort. 


That Lambretta joie de scoot that comes with jewel-like 
engineering and fine art design. 


That Lambretta name that makes selling so easy. 


Lambretta Motor Scooters have absolute symmetry. 
Split a Lambretta down the middle—and both halves 
will always weigh in identically. Smooth-riding, 
sure-footed, economical Lambretta Motor Scooters are 
available in 5, 6, and 9 H. P. 2-wheel models. 

New 3-wheel beat-the-traffic scooter trucks perfect for 


pick-up and delivery. 
PROFIT from Lambretta’s proved world-wide success. 


There’s r6om for Lambretta in your floor plans and in 
your business plans. There are no traffic jams in 
inventories when you’ve got yourself a Lambretta 
Dealer Franchise. SELL the world leader in scooter 
sales, Italy’s leader in scooter exports, rocketing 
toward profit leadership in every corner of the U. S. A. 
YOU can have a Lambretta Dealer Franchise. 

Write today! 





| Yes! Rush me full details on the money to be made selling 
| low-cost, low-upkeep Lambretta two- and three-wheelers. 


| Lambretta, 45 Columbus Avenue, New York, N. Y. 


| Name 


| Address 


| City_—_____________State 


| Telephone 


| 350 Dealers from Coast-to-Coast 
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cited a “spectacular increase in de- 
liveries to dollar markets, especially 
to the U. S. which, for the first time, 
took the lead in overseas markets 
from Australia.” 

He added, “During the year, the 
corporation earned $75 million from 
American sources.” 

Sir Leonard said 94 percent of 
the production of MG and Austin- 
Healey sports cars was sold abroad, 

* + * 


Messerschmidt 


AMUEL E. DOCKRELL, Hart- 

ford, reportedly has been 
granted rights for production of the 
Messerschmidt car in the U, S.,, 
Canada, United Kingdom and the 
British Commonwealth. 

Dockrell reportedly is seeking 
financial backing from Connecticut 
manufacturers. 

The Messerschmitt is a new 
model produced by Willy Messer- 
schmitt, the famed German plane 
designer. It is a four-passenger ve. 
hicle said to give 62 miles per gal- 
lon of gasoline with a top speed of 
55 miles per hour. 

° * + 


DKW 


A DKW won top spot in the class 
for 1,000-c.c. standard produc- 
tion touring cars in the 1958 Mille 
Miglia. 

Winning team was Claude Huge- 
nin and Jean-Claude Brasey, Gen- 
eva, Switzerland. 

= + = 


Renault 


OHN GREEN CORP., Renault 

and Peugeot distributor, has 
awarded three franchises in Cali- 
fornia. The new outlets are: James 
F. Waters, Inc., San Francisco; 
Dick Bullis Co., Burlingame, and 
Lou Fox, Inc., Berkeley, 

+ aa +. 


Abarth 


OOSEVELT Automobile Co., Inc., 

Washington, will distribute 
Abarth cars and products in Ala- 
bama, Delaware, Florida, Georgia, 
Maryland, Virginia, West Virginia, 
North Carolina, South Carolina, 
Kentucky, Mississippi, Tennessee 
and Louisiana. 


Abarth cars are conversions of 
the basic Fiat 600 engine and chas- 
sis and are manufactured by Abarth 
& Co., Turin, Italy. The Roosevelt 
company, headed by Franklin D. 
Roosevelt jr., is the Fiat distributor 
for the Southeastern states. 

The line of Fiat 600 “derivation 
Abarth 750” Gran Turismo cars in- 
cludes the standard Fiat body, a 
coupe with a special body by Zag- 
ato, a Spyder convertible and sports 
roadster with body by Allendro and 
the dual-camshaft Record Monza 
coupe with a custom body by Zag- 
ato. 

* * «* 
Jaguar 
AGUAR has appointed five deal- 
ers in the Carolinas, two in 
Texas and one each in Michigan, 
New York and Virginia. 

The new outlets are: Foreign Car 
Center, 192 Coxe, Asheville, N. C.; 
Hickory Motor Sales, 345 S.W. First, 
Hickory, N. C.; Southway Motor 
Sales, Florence Highway, Darling- 
ton, S. C.; Bailey-Powell Motors, 
Inc., 149 Morgan, Spartanburg, 
S. C.; Greenville Auto Sales, Inc., 
P.O. Box 330, Greenville, S. C. 

LaQuey Motors, 1649 Proctor, 
Port Arthur, Tex.; Nance Imported 
Cars, 1013 Texas St., El Paso, Tex.; 
Munn Auto Sales, Merrick Rd. and 
Clock’s Blvd. West Amityville, 
Long Island, N. Y.; Chet Mc- 
Manhemy, 502 E. Eighth, Traverse 
City, Mich., and Colonial Chrysler 
Corp., Box 2206, Martinsville, Va. 

7 7 ~ 

Toyopet 
AROLD N. JOHNSON, former 
national service manager for 
Edsel, has been appointed national 
parts and service manager for the 
U. S. sales organization of the Jap- 


anese Toyopet. 
* * * 


Fiat 

TALIAN MOTORS, INC., 14801 E. 

Jefferson, Detroit, has been 
named a Fiat distributor for four 
Midwest states. 

Ray Whyte, Grosse Pointe Chev- 
rolet and Oldsmobile dealer, is 
president of the firm. M. C. De- 
Santis is vice-president and gen- 
eral manager. 

Whyte said Italian Motors will 
set up dealerships in principal 
cities of Michigan, Ohio, Indiana 
and Kentucky. 
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In the market that buys 
more automobiles than 
any other in the world, 
The New York Times 

is first in imported car 
advertising. Just as 

it is first in new car 
advertising and first 


in total automotive 


advertising. 
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Average Prices of Used Cars Sold at Auction 


"66 57 
Oct. 


Prices of "578 added and "49s dropped in November, 1956, Prices of 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

* 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
Sept. 11. Market continued firm on sharp 
cars. 

BUICK—’57 RM 4-dr.. $2,200* (ps). 

‘56 RM 4-dr. Hardtop, $1,500° (ps); 
4-dr., $1,300° (ps); Special station 
wagon, $1,300; 2-dr., $985. 

"55 RM conv., $900° (ps). 

‘54 Special 2-dr. Hardtop, $695. 

‘53 Skylark conv., $580° (ps); RM 2-dr. 
Hardtop, $435* (ps), $400° (ps); Es- 
tate Wagon, $430° (ps); Special 2-dr. 
Hardtop, $300°. 

CADILLAC—'56 (62) conv., $2,430° (ps); 
(608) 4-dr., $2,310° (ps). 

"55 (62) 2-dr. Hardtop, $1,800° (ps), 
$1,760° (ps); 4-dr., $1,515°*. 

"64 (62) 2-dr. Hardtop, $1,110° (ps). 

"52 (62) 4-dr., $300°. 

CHEVROLET—'58 Corvette, $2,725; Im- 
pala (8) conv., $2,290° (ps); Biscayne 
(8) 4-dr., $1,815°; (6) 4-dr., $1,695°; 
Delray (6) 2-dr., $1,665, $1,600; 4-dr., 
$1,625. 





(Compiled by Automotive News from Auction Reports.) 
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Mi 


"ST °58 
Jan, 


"56 °57 "56 °57 
Nov. Dec. 


"57 ‘58 
Feb. 


"57 °58 
March 


"Si «7°58 
Apr. 


"58 
May 


Figures alongside bars represent dollars. 











’57 Two-ten (8) 4-dr. station wagon, $1,- 56 Super (S88) 4-dr., Hardtop, $1,450*. 
| 625°. "55 (98) 4-dr. Hardtop, $1,210* (ps); 
"56 Two-ten (6) 4-dr., $1,150*%; (8) 4-dr. (88) 2-dr. Hardtop, $1,045". 
station wagon, $1,090*; Bel Air (8) "52 (88) 4-dr., $245°. 
conv., $1,000*. PACKARD 55 Patrician 4-dr., $1,000* 
’55 Two-ten (8) station wagon, $1,000*; (ps). 
(6) 4-dr. station wagon, $860; 4-dr. "52 4-dr., $180°. 
station wagon, $800 PLYMOUTH—’'5S Belvedere 4-dr. Hardtop, 
'54 Two-ten 4-dr. station wagon, $710*; 2.025* (ps). 
Bel Air 4-dr., $645°. '57 Belvedere conv., $1,525°*. 
DeSOTO—’' 57 Sportsman 4-dr, Hardtop, $1,- '56 Savoy (8) 2-dr., $610 
| 810°. "55 Plaza (6) 2-dr., $635; 4-dr., $575; 
‘53 Firedome (8) Club Coupe, $400*. Belvedere 2-dr., $610. 
*52 Firedome (8) 2-dr., $200°. "54 Belvedere 4-dr., $540°. 

DODGE—'55 Royal Lancer 2-dr. Hardtop, | PONTIAC—'56 Star Chief 4-dr. Hardtop, 
$1,025* (ps). $1,275° (ps); 2-dr. Hardtop, $1,050* 
"6563 Coronet (8) 4-dr., $400, $300. (ps). 

| FORD "58 Fairlane (8) Country Sedan, ‘55 Star Chief conv., $1,005° (ps). 

2,215* (ps); 4-dr., $1,720 "53 Chieftain Deluxe 4-dr., $355° (ps); 
"57 (8) Ranch Wagon, $1,690° (ps), 2-dr. Hardtop, $355*; conv., $250°. 
$1,500° (ps), $1,295; Fairlane (8) 500 ‘52 Chieftain Deluxe conv., $295*. 
2-dr. Hardtop, $1,500; (8) conv., $1,-| STUDEBAKER — ‘53 Champion (6) 2-dr., 
615° (ps); 4-dr., Hardtop, $1,400* (ps). $250. 
"56 Fairlane (8) 2-dr. Hardtop, $1,185* 
(ps); 2-dr., $1,130°; 4-dr., $965*; (8) TT 
Country sedan, $1,165*; Custom (8) SEA LE 
2-dr., station wagon, $1,040; 4-dr., South Seattle Auto Auction. Sale every 
$850°; 2-dr., $755; Main (8) 4-dr.,| Wednesday. Prices are for sale of Sept. 10. 
$605. BUICK—'57 Special sport coupe, $1,885*; | 

MERCURY—'57 Monterey 4-dr., $1,850°*. 4-dr., $1,795° 

"56 Monterey conv., $1,100* (ps). "56 Special sport coupe, $1,345° (ps). 
"55 Monterey 2-dr., $810. "55 Century sport coupe, $1,015* (ps). 
"51 4-dr.. $125. ‘54 Super sport coupe, $900*° (ps). 

OLDSMOBILE—'58 Super (88) conv., $3,- '53 RM 4-dr., $500° (ps). 

050° (ps). "52 Special 4-dr., $200°. 


"57 «4°58 
Aug. 
to Date 


"67 °58 
June 


"57 °58 
July 


’58s added and '50s dropped in December, 1957. 


(Copyright, 1958, by Automotive News) 





*51 RM sport coupe, $320*. 


"50 RM 4-dr., $100*. 

CADILLAC—’56 (62) 4-dr., $2,285* (ps). 

"52 (62) 4-dr., $600*° (ps). 

"51 (62) 4-dr., $430*. 

"50 (61) 4-dr., $495°. 

CHEVROLET—'58 Brookwood (8) station 
wagon, $2,465*, $2,395*; Biscayne (8) 
4-dr., $2,025* (ps). 

57 Bel Air (8) 4-dr. hardtop, $1,935* 
(ps), $1,860° (ps); Two-ten (8) 4-dr. 
station wagon, $1,930*, $1,900* (ps); 
sport coupe, $1,750*. 

"56 Two-ten (8) station wagon, $1,550*; 
Bel Air (8) A-ar. Hardtop, $1,475*; 
Delray (6) 2-dr $1,195*; MTwo-ten | 
(6) 2-dr.. $1,155; " One-fifty (6) 2-dr., 
$900 

"55 Two-ten (8) station wagon, $1,210*; 
Bel Air (8) 4-dr., $1,200*%, $1,150°* 

"54 Bel Air 2-dr.. $845; 4-dr., $695°; 
One-fifty 4-dr., $810. 

"53 Two-ten 4-dr., $460, $450. 

"51 2-dr., $135 

CHRYSLER—’'56 NY sport coupe, $1,795* 
(ps). 

"55 Windsor sport coupe, $1,190°, 

"52 Windsor 4-dr., $375°*. 

DeSOTO—'53 Firedome (8) 4-dr., $530°*. 


« 


"52 Firedome (8) 4-dr., $280*. 
DODGE—’'57 Royal (8) Lancer sport coupe, 
$1,840*; Coronet (8) 2-dr., $1,550*. 
"56 Coronet (8) sport coupe, $1,235°. 
"55 Royal (8) sport coupe, $1,125*, $1,- 

020° (ps). 





EDSEL—’58 Pacer 4-dr., $2,130* (ps). 

FORD—’58 Country Squire (8), $2,535* 
(ps); Fairlane (8) 500 Victoria, $2,- 
320* (ps); Custom (8) ranch wagon, 
$2,040*. 

’57 Country sedan (8), $1,960*, $1,820* 
(ps), $1,605; Fairlane (8) 500 4-dr., 
$1,695*; Custom (8) 300 4- -dr., $1, 450, 
$1,320, $1,265, $1,185. 

’56 Thunderbird, $2,285*; Fairlane (38) 
Victoria, $1,505* (ps), $1,395* (ps); 
4-dr., $1,280* (ps), $1,100*%; Custom 
(8) Country sedan, $1,225*, $1,220*; 
Victoria, $975. 

’°55 Ranch Wagon (8), $910*; Fairlane 
(8) 2-dr., $895*, $850*; Main (6) 2-dr., 
$690. 

’54 Custom (8) Country sedan, $985* 
715. 

’53 Ranch Wagon (6), $635. 

’52 Main (6) 4-dr., $195*, 

*50 club coupe, $190. 

| HUDSON—'51 club coupe, $135. 

LINCOLN —'58 Premiere 4-dr., $3,910* 
(ps). 

"51 4-dr., $345°*. 

"40 conv., $345°*. 

| MERCURY —57 Commuter station wagon 

| $2,110*; Monterey 4-dr. Hardtop, $2 
035* (ps). 

’56 Custom station wagon, $1,345*; Mon 
terey sport coupe, $1,275*. 

"55 Monterey sport coupe, $1,100* (ps) 
$1,090*° (ps). 

*54 Monterey 4-dr., $910*. 

’53 Monterey sport coupe, $585*. 

"51 4-dr., $140°. 

NASH—’56 Ambassador country club, $1,- 
385* (ps). 

OLDSMOBILE—’58 (88) sport coupe, $2,- 
550* (ps). 

’57 (88) 4-dr. Holiday, $1,795*; sport 
coupe, $1,695* (ps). 

"56 (98) conv., $1,915* (ps); sport 
coupe, $1,816* (ps); (88) sport coupe, 
$1,445*; 4-dr. Holiday, $1,330°*. 

"5S (88) 4-dr., $1,355°, $1,095°; sport 
coupe, $1,235*, $1,215*; conv., $1,205* 
(ps). 

"54 Super (88) 4-dr., $1,975*. 

"53 (88) 2-dr., $645°. 

"52 Super (88) 4-dr., $380°. 

‘50 Super (88) sport coupe, $330*; 2-dr., 
$320* 

PLYMOU TH—'57 Custom (8) station wag- 
on, $1,825*; Savoy (8) 4-dr., $1,295; 
Plaza (8) 2-dr., $1,080. 

’56 Custom (8) station wagon, $1,375; 
Savoy (8S) 4-dr., $970*. 

’5S Plaza (8) station wagon, $1,100*, 
$915; Belvedere (8) 4-dr., $1,045°; 
sport coupe, $990°, $920; Savoy (8) 
2-dr., $745. 

"54 Belvedere sport coupe, $535*. 

| PONTIAC—’57 Star Chief Safari, $2,125° 
(ps); Chieftain 4-dr., $1,755°. 

"55 Star Chief sport coupe, $1,260*. 

'54 Chieftain station wagon, $800*; Star 
Chief conv., $755° (ps). 

"50 4-dr., $110. 

RAMBLER—'57 station wagon (8), §$1,- 
765°. 


(Continued on Page 67, 
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LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
column—maximum 5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 





COLORADO 








COLORADO AUTO AUCTION 
LUTTLETON, COLO. SOUTH 

DEALERS ONLY 

Sale Every Mondey—11:00 am. 
Francis ®. Cassell—Carroll Kopfer 

Phone Denver: SUnset 1-7821 
Wire Colorade Auto Auction FAX 
Denver, Cole. 


Auctioneers: 
Colonels Johnny Weed and Dean Devis 
All cars paid for by our own check through 
The Bank of Denver 








DENVER AUTO AUCTION 
(Denver's Oldest and Finest Auto Auction) 
4675 So. Santa Fe Littleton, Colo. 
Ph: SU 1-46673 — Ed. G. Smith 
Auction Every Friday at 12:00 Noon 


We issue Auction Checks and Titles Are 

Guaranteed by Empire Auction Insurance | 

Agency | 
j 








CONNECTICUT 








NEW ENGLAND'S OLDEST | 
AND BEST | 


Dealers Auto Exchange in our [2th year 
of continuous operation. 
Sale every Wednesday ~- 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





FLORIDA 
DAYTONA BEACH — Florida Auto 


Auction. City Airport. Tues., 11 
A.M. Dealer-owned. Dealers only. 


INDIANA 








SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, OCT. 3rd, 11 A.M. 


Checks and Titles Guaranteed 


1 years—same location—Rte. 
2 miles west of Rte. 41 * 


UNien 5-2361 Chicago line: REgent 1-6181 





MASSACHUSETTS 


ST. LOUIS AUTO 





The East Coast's Leading 
Auto Auction 


TANGLEWOOD 


“ACTION AT THIS AUCTION" 
Every Thursday — 1:00 P.M. 
Insured Checks % Insured Titles 
LENOXDALE, MASS. 
Exit 2 Mass. Tpke.—1 Mi. Off US-20 
5 Miles South of Pittsfield 
Auctioneer: Arnie Johanson 
Tel. 


lee 1240 * Pittsfield, Hi 8-8145 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


We Issve Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Buy Your Used Cars 











MICHIGAN NEW JERSEY 


CROSSROADS OF THE EAST 


Jur . - € Pen, , ania 


Pat 


e 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon Bi, dhe | , rs ie 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


NATIONAL AUTO 
DEALERS EXCHANGE 








GRAND Rapips auctions, iwc. |—_____NEW YORK 
On M2i—One Half mile west of Grandville, | LAFAYETTE—Syracuse Auto Sneten, 
Mich. Center of Empire State. Check 


EVERY TUESDAY—CHECKS INSURED Title Protection. (Wed.). 


At 11:30 A.M, Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 





Thruway Auto Auction, Inc. 
Rovte 18B Buffalo, New York 
EVERY TUESDAY 


Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 
Flying Dealers — Land at Buffalo Air-Park, 
5 miles south of Buffalo Municipal Airport. 
Hard surface runway - Unicom Radio. Auction 
is pn five minutes away. Call us, we'll 

pick you up. 


scacusemenennesensngescene ageemearseeepeitbetnaatenein 


North-East-South-West 
Automotive News’ 
“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 


of top Auto Auctions EVERY 
WEEK, 








AUCTION BARN, INC. | Sfydine Aulo A 














NEW YORK PENNSYLVANIA 
NEW YORK CITY'S 
Anniversary 
| Sale 
| Thursday SEPT. 25th 
& Friday & 26th 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 
GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 

Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 








NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


Dealer Avto Auction 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 
All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





Dealers‘ 
Automobile Auction 
SPORTS ARENA 


TOLEDO, OHIO 
Every TUESDAY 12:00 NOON 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS" 


Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


$15,000 


Given Away Free 
MANHEIM AUTO AUCTION, INC. 


lon Rte. 72, 5 miles south of Pennsylvania Turn- 
| pike, Manheim, Pa. Phone: MO 5-240! 





___ TENNESSEE 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% iInsured—No Registration Fee 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10844 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 





WISCONSIN 





MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 


4 miles south of city limits on 
S. Highway 41 


SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and titles guaranteed and bonded. 


Dyer, Indiana's Round Man, George Lawson, 
Owner. 











"56 ss 
"BS ¢ 
"54 2 
MISCE 
sec 
"46 I 


Colo! 
for sal 
BUICK 

(pi 

"53 1 

CADIL 


401 


Englist 
$7: 
Jaguar 


Merced 
Volks 
Volks 
Volks 


Volks 


Morris 

Vauxh 

Volks 
"55 


Volks 


Anglis 








nm 
> 


rt 


rt 
e, 


rt 


a 


5° 


ar 


- om FF 





Used-Car Auction Prices 





(Continued from Page 66) 


’56 station wagon (8), $1,470*, 
’55 Cross Country (6), $1,140*. 
"54 2-dr., $545. 
MISCELLANEOUS — ’50 Pontiac delivery 
sedan, $200. 
’46 Dodge school bus, $470. 


LITTLETON, COLO. 


Colorado Auto Auction, Inc, Prices are 
for sale of Sept. 8 and 9. 


BUICK—’ 57 Century 4-dr. Riviera, $1,965* 


(ps); conv., $1,815* (ps). 

’53 RM Riviera, $535* (ps). 
CADILLAC—'58 (60), $5,350* (ps); (62) 
4-dr., $4,880* (ps), $4,365* (ps), $4,- 
400* (ps), $4,305* (ps); coupe de 


Used Imported 
Cars 


Albany 


Hiliman—'57 Husky wagon, $800. 
MG—’'58 Roadster, $2,010. 
Renault—’58 Dauphine, $1,190. 


Buffalo 





Austin—’50 4-dr., $105. 
Jenison, Mich. 


Simea—’58 4-dr., $1,265. 
Volkswagen—'58 conv., $1,750. 


Portland, Ore. 


English Ford—'56 Squire station wagon, 
$740. 
Jaguar—'51 Mark 7 4-dr., $595. 


Chicago (Arena) 


Mercedes-Benz—'54, $2,475. 
Volkswagen—'58 Ghia, $2,505. 
Volkswagen—'57 Sun Roof, $1,605. 
Volkswagen—'56 Ghia, $1,675. 


Detroit 


Hiliman—'57 4-dr., $1,210. | 
Metropolitan—'58 2-dr., $1,215. 
'S7 2-dr., $1,090. | 
Volkswagen—'58 2-dr., $1,705. 
Volkswagen—'56 Micro bus, $1,565; 2-dr., | 
$1,085, $825. 


Littleton, Colo. 


Jaguar—'5SS 4-dr., $1,955. 

Metropolitan—'57, $1,100. 

Volkswagen—'58 Karmann Ghia, 
station wagon, $1,995., conv., 
Sun Roof, $1,725. 


Los Angeles 


Borgward—'57 Isabella wagon, 
'56 Isabella 2-dr., $1,500. 
Goliath—’57 wagon, $520. 
MGA—’'55 Roadster, $2,050. 
Renault—'56 4-dr., $735. 
Triumph—'57 Roadster, $1,790. 
Volkswagen—'58 Ghia, $2,250. 
’57 Sun Roof 2-dr., $1,470. 
*55 2-dr., $1,095. 
Volvo—'56 station wagon, 


Atlanta 
MGA—’57 conv., $1,665; Roadster, 


Mason City, Ia. 


Hiliman—'5S station wagon, $1,600. 
Triumph—'58 4-dr., $1,260. 


Dyer, Ind. 
Volkswagen—'57 2-dr. Express, $1,480. 


Flint 


English Ford—’57 station wagon, $955. 
Vauxhall—'58 Victor 4-dr., $1,430. 
Volkswagen—'57 Combi, $1,500; 2-dr, Sun-| 
roof, $1,350; 2-dr., $1,250. 
"56 2-dr., $1,100. 


Manheim, Pa. 


Austin Healey—'58 sedan, $2,590, $2,340; 
conv., $2,460. | 

"57 sedan, $1,960. 

"56 conv., $1,575. 

DKW—'58 station wagon, $1,890. 

English Ford—'58 4-dr., $1,180; Anglia 2- 
dr., $700. 

Jaguar—'58 Hardtop coupe, $3,000. 

"57 coupe, $2,750; 4-dr., $2,135. 
MG—’58 4-dr., $1,575. 
Mercedes-Benz—'58 4-dr., 

’57 Sports coupe, $1,750. 
Morris Minor—’'57 2-dr., $945. 
SAAB—’'58 2-dr., $1,410. 
Simea—'55 Vedette (8) 4-dr., $510. 
Triumph—'57 Roadster, $1,855. 
Volkswagen—'58 2-dr., $1,700, $1,620, $1,- 

600; sedan, $1,100. 

"57 2-dr., $1,360, $1,300, 

mann-Ghia, $1,500. 


Chicago (Greater) 


Isetta—’'57 300, $560. 

dJaguar—’'56 conv., $1,590*. 

MG—'58 Roadster, $1,950. 

Simea—’58 4-dr., $1,400. 

Skoda—’58 2-dr., $1,075. 

Volkswagen—'58 2-dr. Express, $1,500. 
*57 2-dr. Express, $1,450. 

Volvo—'’58 2-dr., $1,680. 


Kansas City 
Volkswagen—’'57 conv., $1,560. 


New York City 
Triumph—’58 station wagon, $1,275. 
Vauxhall—’58 Victor 4-dr., $1,425, 
Volkswagen—’55 conv., $740. 


Syracuse 


Morris Minor—’58 conv., $1,400. 
Vauxhall—’58 Super 4-dr., $1,375. 
Volkswagen—’'56 2-dr., $750. 

’55 4-dr., $905. 


Birmingham, Ala. 
Volkswagen—'58 2-dr., $1,670, $1,410. 


Bordentown, N. J. 


Anglia—’58 2-dr., $1,260. 
Isetta—’'57 300, $455, $450. 
Lieyd—'57 600, $660. 
Volkswagen—’'57 2-dr., $1,265. 


$2,450, | 
$1,935, 


$1,650. 


$1,300. 


$1,600. | 





$2,485, 





$1,225; Kar- 


$3,665* 
$2,605* 


(ps), 
able, 
2-dr., 


(ps); Skyliner Retract- 

(ps); Fairlane (8) 500 

$2,350*, $2,275*, $2,145; conv., 
$2,250* (ps); Custom (8) 300 2-dr., 
$1,970*, $1,875*. 

’57 Skyline (8) Retractable, 
(ps); Fairlane (8) 500 4-dr., $1,715*, 
$1,640*, $1,625*, $1,580*; conv., $1,- 
585°; Fairlane (8) 4-dr., $1,580*; Cus- 
tom (8) 300 2-dr., $1,260, $1,065*. 

"56 Fairlane (8) 4-dr., $1,075; Custom 
(8) 4-dr., $980. 


$2,090* 


Ville, $4,300* (ps). 


"56 (62) 4-dr. coupe de Ville, $2,675* ’55 Country Squire (8) station wagon, 
(ps), $2,525* (ps). $1,240, $1,005; Fairlane (8) 4-dr., 

"55 (62) coupe de Ville, $2,205* (ps), $875, $850, $815*, $800* (ps); Custom 
$1,955* (ps), $1,925* (ps). (8) 2-dr., $745, $740, $650. 

54 (62) coupe de Ville, $1,985* (ps). 


CHEVROLET—’58 Impala (8) coupe, $2,- HUDSON—’53 Hornet 4-dr., $225°*. 


542; Bel Air (8) 4-dr., $2,361*, $2,-| IMPERIAL—’57 Crown Imperial, $3,095* 
045* (ps), $2,035* (ps); Brookwood (ps). 
(8) station wagon, $2,330*; Biscayne | LINCOLN—’58 Capri coupe, $3,700* (ps). 
(8) 4-dr., 2 at $2,285*, $2,270°*, $2,- ’57 Premiere coupe, $2,855* (ps); 4-dr. 
256°, $2,185*, $1,950* (ps), $1.800*. Landau, $2,825* (ps). 

’57 Bel Air (8) conv., $1,900* (ps), $1,- "56 Premiere coupe, $2,155* (ps), $1,950* 
670; 4-dr., $1,750*, $1,705*, $1,700*, (ps). 
5 at $1,680*, $1,585*; Two-ten (8) | MEROCURY—’57 Commuter station wagon, 
4-dr., $1,650*, $1,485*, $1,380, $1,350, $1,980. 


$1,215*, $1,160. *56 Custom 2-dr., $1,320* (ps). 
’56 Bel Air (8) 4-dr. Hardtop, $1,345*, "55 2-dr., $785. 
$1,205*. *52 Custom 4-dr., $340*. 
’55 Bel Air (8) Hardtop, $1,290*, $1,160* | NASH—'54 Custom Country Club, $670*. 
(ps), $1,020*%, $745; conv., $1,140*. OLDSMOBILE—’58 (98) Holiday, $3,380* 
"53 Bel Air (6) 4-dr., $475, $450; busi- (ps), $4,360*° (ps), $3,150° (ps). 
ness coupe, $175. "57 (88) Holiday, $1,870*, $1,810° (ps). 


"52 Deluxe 2-dr., $245°*. "56 (98) Holiday 4-dr., $1,665* (ps), $1,- 
"50 4-dr., $165. 465* (ps); (88) Holiday 4-dr., $1,415*, 
CHRYSLER—’58 NY 4-dr., $3,735* (ps). $1,310*, $970* (ps). 
"55 NY 4-dr., $1,150* (ps). 55 (88) Holiday 4-dr.. 2 at $1,225°. 
DeSOTO—'55 Firedome (8) coupe, $1,185*| °54 (88) Super 4-dr., $960* (ps), $910° 
(ps); 4-dr., $785. (ps). 
DODGE—’58 Custom Royal Lancer, $3,190* | PACKARD—’55 Hardtop coupe, $575°*. 


(ps). PLYMOUTH—’58 Custom (8) station wag- 
"57 Coronet (8) Lancer 4-dr., $1,900* on, $2,460*. 
(ps); 2-dr., $1,575*. ’57 Savoy (8) Hardtop, $1,625*. 


*51 station wagon, $315. 
"50 Suburban, $185. 
PONTIAO — '58 Bonneville coupe, 
(ps), $2,875* (ps). 


*54 Meadowbrook (8) 4-dr., $495*. 
"53 Coronet (8) 4-dr., $320%; Coronet 
(6) 4-dr., $250. 


FORD—'58 Thunderbird Hardtop, $3,795* 


$3,065° 








Why does this car dealer have 
a bright future in the Tire business ? 


It occurred to him that most of today’s imported cars carry Dunlop tires as 
original equipment. And he knew from experience that owners insist on 
Dunlop tires at replacement time. So he expanded his service department to 
include these world-famous tires for sports, luxury, and economy cars. 


What's your potential on Dunlop tires? Estimate the number of imported cars 
in your selling area...add the number you expect to sell this year...multiply by 
four...and you begin to realize what your tire replacement business can be in 


the future. 


Dunlop warehouses in major cities throughout the country carry stocks of all 
sizes required for imported cars and can supply your requirements without delay. 


To learn more about Dunlop Tires and how they can 
help you build your business, mail this coupon today ! 


—> 


DUNLOP 





DUNLOP TIRE AND RUBBER CORPORATION 
Buffalo, N. Y. 
FOUNDERS OF THE PNEUMATIC TIRE 
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INDUSTRY 








Model Breakdown 
Of Auction Averages 





Sept., 1958 Aug., July, 

Model To Date 1958 1958 
) en $2,500 $2,433 $2,372 
a 1,600 1,619 1,627 
1956...........06 1,186 1,172 1,172 
We cesccescccens 895 917 909 
1964.............. 594 571 566 
Be tecvereens 356 354 372 
ae 239 232 261 
Tp evccesevevcesee 190 182 182 
Overall C—O 
Average..$ 945 $ 935 $ 933 





’57 Safari station wagon, $1,910*. 

’56 Chieftain Catalina, $1,975*. 

’54 Star Chief 4-dr., $945°*. 

"53 Chieftain (8) 4-dr., $355. 
RAMBLER—’55 station wagon 2-dr., $925. 
STUDEBAKER — ’53 Champion. Hardtop, 

$285. 


LOS ANGELES 


Los Angeles Dealer Auto Auction. Sale 
every Tuesday. Prices are for sale of 
Sept. 9. 

BUICK—’57 RM Riviera 4-dr., 
(ps); Special conv., $2,010*° (ps), 
935° (ps); 4-dr., $1,685*; 2-dr., 
625°. 

’56 Century Riviera 4-dr., $1,525* (ps); 
Riviera 2-dr., $1,300* (ps): Special 
Riviera 4-dr., $1,315* (ps); Riviera 2- 
dr., $1,250°; Super conv., $1,300* (ps). 

"55 Super Riviera 2-dr.. $1,185* (ps), 
$1,135* (ps); RM Riviera 2-dr., $1,- 
130° (ps); conv., $960° (ps); Century 


A Gp 
, f 


$2,225° 
$1,- 
$1,- 


procter ee 


Mr. Brian James, Manager 
Dept. A. Imported Tire Sales 
Dunlop Tire and Rubber Co. 
Post Office Box 2011 

Buffalo 5, N. Y. 


for imported cars. 


NAME 
COMPANY. 


STREET. 


poe ee 





Please send me information on the Dunlop line 
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| 
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4-dr, Riviera, $1,115*; Riviera 2-dr., 
$1,040*; Special Riviera 4-dr., $1,095* 
(ps) 


’54 RM Riviera 2-dr., $965* (ps), $700* 
(ps); Super Riviera 2-dr., $740*, $730; 
4-dr., $685*; Special 2-dr., $675*; Rivi- 
era 2-dr., $635. 

’53 RM Riviera 2-dr., $490° (ps), $250° 
(ps); Super conv., $420*; 4-dr., $410*, 


$400*; Special Riviera 2-dr., $400*; 2- 
dr., $250. 

’*51 RM Riviera 4-dr., $225; Special 2- 
dr,, $135*. 


CADILLAC—’57 (60), $4,060* (ps), $3,950* 
(ps), $3,635* (ps); (62) sedan de Ville, 


$3,550* (ps). 

56 Eldorado, $3,000* (ps); (62) sedan 
de Ville, $2,910* (ps); coupe de Ville, 
$2,905* (ps), $2,395* (ps); (60) §$2,- 
870* (ps). 

"55 (62) coupe de Ville, $2,400* (ps), 
$2,390* (ps), $1,935* (ps), $1,750* 
(ps); 4-dr., $1,800* (ps). 

"54 (62) coupe de Ville, $1,995* (ps), 
$1,875* (ps). 

"53 (62) coupe de Ville, $1,135* (ps); 
4-dr., $1,030* (ps), $935* (ps), $895* 
(ps), $745* (ps), $700* (ps); conv., 
$1,015*. 

"52 (60), $585*; (62) conv., $560*° (ps). 
"50 (62) coupe de Ville, $500*; 4-dr., 
$405*, $270*; (61) coupe, $260*. 

"49 (62) 4-dr., $300*; coupe de Ville, 
$245°*. 


'48 (60), $195*. 

CHEVROLET—'58 Corvette, $3,225, $3,180; 
Impala (8) sport coupe, $2,650°, conv., 
$1,945*; Brookwood station wagon (8), 
$2,400*; Bel Air (8) sport coupe, §$2,- 
325* (ps), $2,300* (ps), $2,160* (ps); 
Biscayne (8) 2-dr., $2,085* (ps). 

"57 Corvette, $2,770, $2,650, $1,955; Bel 
Air (8) sport coupe, $1,855* (ps); 4- 
dr., $1,700*, $1,675*; Two-ten (8) 
station wagon, $1,750*; 4-dr., $1,570*, 
$1,500*, $1,360*, $1,300*; 2-dr., $1,- 


(Continued on Page 68, Col. 3) 
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sell LA 560*, $1,480; One-fifty (8), $1,600°; 
Two-ten (6) station wagon, $1,800*, 
$1,760*; 2-dr., $1,560*%, $1,420; 4-dr.,/ 
x - rs $1,405. 
ag ES Yn , 56 Corvette, $2,285*, $2,250, $2,175*; 
K . : ¥, Bel Air (8) sport coupe, $1,450* (ps), 
$1,370*, $1,350*; 4-dr., $1,410* (ps), 
$1,300*; One-fifty (6) 2-dr., $905. 
’°55 Bel Air (8) conv., $1,200*; sport 
coupe, $1,030*; 4-dr., $885* (ps); Two- 
ten (8) Delray coupe, $1,065; 4-dr.,| 
$865; Two-ten (6) Delray coupe, $830. 
54 Bel Air 2-dr., $625*, $575. 
'53 Two-ten station wagon, $655*; 4- 
dr., $450, $440, $420, $390, $375; Bel 
Air sport coupe, $620; One-fifty, $585. 
‘52 Styleline Deluxe 4-dr., $325, $270; 
Bel Air, $325, $280*. 
’51 Fileetline Deluxe 2-dr., $260, $155*; 
Styleline Deluxe 4-dr., 250*, $230°%, 
* fi | $155*; Special business coupe, $150; 
. tego | club coupe, $195. 
: ONE OF '50 Fleetline Deluxe 2-dr., $220. 
NAD CHRYSLER—’57 Saratoga 4-dr. Hardtop. 
Je cen & $2,300* (ps), $2,230* (ps). 
LARGEST AN '53 NY 4-dr., $350° (ps). 
. “ 3 ee Mae ee pene. ‘58 Fireflite sportsman, $2,900* 
ION ze)t DRIES ’57 Firedome sportsman, $2,170* (ps), 
— - ™ , _ $2,095* (ps); station wagon, $1,250* 
. ; - * ‘ ' | (ps). 
ee af DODGE — '57 Custom Royal (8), $2,175* 
ee . re | (ps), $1,950°; Sierra wagon (8), §$2,- 
pe iMag te 2 ral ‘ | 125*; Coronet (8) 4-dr., $1,655*. | 
: ‘rT . ave pret eee Fe ; ° | ’56 Coronet (8) 4-dr., $875*. 
é ; Pe a abd stils > BS ne ee ae} "55 Sierra (8) station wagon, 230°. 
v3 7 : Na - 4 ~ "53 Coronet (8) 4-dr., 2 at ¥ 
THE WHELAND COMP! eons Tae vinager a, $2.00" (pe). 
‘ | FORD—'58 Thunderbird, $3,875* (ps), $3,- 
ie ee ee : . Ao) 845* (ps), 2 at $3,750* (ps), $3,710*, 
tf. FOUN e)° 2 at $3,700* (ps), $3,650*%; Country 
Ps sedan (8), $2,450* (ps), $2,405* (ps); 
2%. Fairlane (8) 500 club Victoria, §$2,- 


310* (ps), $2,300* (ps); conv., $2,300°; 









Town sedan, $2,120* (ps); Custom (6) 
2-dr., $1,650. 
| 57 Thunderbird, $2,800*%; Fairlane (8) 
500 Skyliner, $2,775* (ps), $2,280* 
| (ps); Country sedan (8), $1,930°; Del} 
Rio (8) Ranch wagon, $1,885*, $1,g50* | 
(ps), $1,820*; Country sedan (8), 2 
at $1,850°* (ps); Ranch wagon (8), 


$1,660*; Custom (8) 300 4-dr., $1,575*; 
} Custom (8) 4-dr., $1,500*, $1,250; Fair- 






















lane (8) Town Victoria, $1,475°*. 

"56 Thunderbird, 2.475* (ps), $2,200° 
(ps); Country Squire (8), $1,525*; 
Country sedan (8), $1,485*; Fairlane 
(8) Club Victoria, $1,360*°, $1,310* 
(ps), $1,345°*, $1,200°; Victoria, $1,- 













































IMMEDIATE OPENINGS FOR PARTS MANAGER 


space patrol 








Join the SHAT-R-PROOF Space Patrol to defend against the “space dangers” of: 


Costly Auto Glass Breakage & Obsolescence 
Expensive Windshield Inventories 
Valuable Space Tied Up in Storage 


You local SHAT-R-PROOF Distributor carries 
a complete selection of America’s finest 
quality laminated safety glass. 


Let your SHAT-R-PROOF Distributor stock 
your auto glass for you to save you 
time — money — and space. 


AUTO GLASS FOR EVERY AMERICAN AND FOREIGN CAR 






CALL YOUR 


4 


Used-Car Auction Prices 


22, 1958 





(Continued from Page 67) 


Town 
Main 
$1,225. 


285*; Club sedan, $1,185* (ps); 
sedan, $1,165*; conv., $1,075*; 
(8) 2-dr.. $835; Ranch wagon, 
’55 Country sedan (8), $1,125*; Fairlane 
(8) Town sedan, $985*; 4-dr., $825*, 
$800*; Victoria, $850*; Crown Victoria, 
$935*; conv., $875* (ps); Main (8) 
Ranch wagon, $935; Custom (8) 4- 
dr., $775°*. 
*54 Custom (8) 
dr., $675*, 
$505*; Main (8) 
2-dr., $360; Crest (8) 4-dr., $360. 
"53 Country sedan (8), $575; Custom (8) 
$350, $240*; 2-dr., $410; 


9 


Ranch wagon, $690*; 
$525*, $505; $480; 4-dr., 











Ranch wagon, $670*; | 


Main 2-dr., $335; Courier (6), $305. 
"52 Crest (8) Victoria, $365*, $320°*, 
$305*, $295*; Main (8) Ranch wagon, 
$365*; Courier (8), $325*; Custom (6) 
club coupe, $145. | 
"51 Custom (8) 2-dr., $230*; Victoria 
(8), 200, $135; Business coupe (6), 
$125. | 
*50 Custom (8) 2-dr., $180*. 
HUDSON—’54 Jet Liner 4-dr., $300*. 
LINCOLN — ‘57 Premiere conv., $2,490* | 
(ps). 
MERCURY — '57 Turnpike Cruiser 4-dr., 


$2,415* (ps); Commuter station wagon, 
$2,210* (ps); Montclair Phaeton 4-dr., 
$2,095* (ps); 4-dr., $1,640* (ps); Mon- 
terey 2-dr., $1,480*. 
56 Montclair coupe, at $1,425* (ps). 
*55 Monterey station wagon, $1,365* (ps); 
Montclair coupe, $1,105*, $1,085*, $980*° 


9 


(ps), $925*. 

"54 Montclair coupe, $745* (ps), $640*, 
$615*, $600°, $555*; Custom 4-dr., 
$440. 

"53 Monterey coupe, $525*, $510*; Cus- 
tom 4-dr., $160. 

OLDSMOBILE—’57 (98) Holiday, $2,425* 
(ps); (88) Holiday, $2,270* (ps); (88) 
Super Holiday, $2,090; 4-dr., $1,630*. 

"56 (88) Super Holiday, $1,585* (ps); 
(88) Holiday, $1,400* (ps). 

"55 (88) Holiday 4-dr., $1,315* (ps), 
$1,130°; coupe, $1,165* (ps); (88) 
Super 4-dr.. $1,110° (ps), $1,050°; 
(98) sedan, $1,265* (ps). 

"54 (88) Super Holiday, $850*; 2-dr., 
$765°; (88) Holiday, 775*; (98) 4- 
dr., $620° (ps). 

"53 (88) Super Holiday, $605* (ps); 4- 
dr., $400°; (88) 2-dr., $375; (98) conv., 
$475° (ps). 

"52 (98) Holiday, $345° (ps); 4-dr., 
$150°. 


"50 (88) 4-dr., $175*, $145°; 2-dr., $170°*; | 


(98) 4-dr., $110*. 
"49 (76) conv., $280°. 
PACKARD—'56 Patrician 4-dr., 
(ps); Clipper, $1,235* (ps). 
"55 Patrician 4-dr., $1,025* 
"53 Clipper sedan, $300*: 
$290°; 4-dr.. $245°. 
PLYMOUTH—’'58 Belvedere (8) sport coupe, 


$1,310° 


(ps). 
club coupe, 


$2,.330° (ps). 

"57 Suburban (8) station wagon, $2,200* 
(ps), $1,650; Belvedere (8) Hardtop 
4-dr., $1,735*; Savoy (6) sport coupe, | 
$1,395. 

*56 Custom (8) Suburban, $1,575*; 2- 


dr. Suburban, $1,100; Savoy (8) sedan, 
$800. 


55 Savoy 4-dr., $720°; Plaza 4-dr., $630. | 


"54 Savoy club coupe, $435°. 

"53 Suburban, $515; 
coupe, $325. 

PONTIAC—'58 Chieftain 4-dr., $1,925. 

"57 Chieftain 2-dr., $1,490°, $1,475*. 

"56 Star Chief coupe, $1,515* (ps); Cata- 
lina, $1,380°. 

"55 Star Chief Catalina, 
$1,000*; conv., $985* 
station wagon, $675. 

"53 Chieftain Deluxe Catalina, $490°; 2- 


$1,050° (ps). 
(ps); Chieftain 


Cambridge club 


dr., $395*; Chieftain 4-dr., $320°, 
$275. 
RAMBLER—'55 Cross Country, $1,075°. 
STUDEBAKER—'53 Champion (6) Star- 
liner, $455°, $2365*; Commander (8) 
2-dr., $400*. 
WILLYS—'S4 station wagon, $345°. 
"52 2-dr.. $285. | 
MISCELLANEOUS—'57 Chevrolet (8) %- 
ton pickup, $1,200. 
"57 Ford (8) Ranchero, $1,725* (ps), 
$1,520, $1,500°, $1,450°, $1,435. 
"56 Chevrolet (8) %-ton pickup, $980; 
(6) %-ton pickup, $890. 


"56 Dodge (8) %-ton pickup, $895*. 

"56 Ford (6) %-ton pickup, $735. 

"55 Chevrolet (8) %-ton pickup, $570; 
One-fifty (6) Utility sedan, $500. | 

"55 Dodge (8) %-ton pickup, $725. 

"55 Ford (8) Stake, $540, Panel, $540; 
(6) Pickup, $485. 

"55 GMC (8) %-ton pickup, $620. 

"53 Ford (8) %-ton pickup, $450. 

"53 Chevrolet Delivery sedan, $285. 

"52 Dodge %-ton pickup, $360. 

"52 Kaiser 4-dr.. $280°. 

*51 Henry J 2-dr., $165. 

"49 Chevrolet %-ton pickup, $280. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 


every Wednesday. Prices are for sale of| 
with | 


Sept. 10. Strong prices continue, 
earlier models showing increase and ‘57 
prices up. Only ‘58 cars took a slight dip 
because of anticipated new models. Sold 
79 percent of 414 offered. 

BUICK—'57 Special 2-dr. Hardtop, $1,855* 


(ps), $1,550. 

’56 Century 2-dr. Hardtop, $1,410* (ps); 
Special 4-dr, Hardtop, $1,410* (ps), 
$1,385* (ps), $1,225*; 2-dr., $1,225°; 


Super 4-dr., $1,100* (ps). 
’55 Century 2-dr. Hardtop., $1,200*, $1,- 


190* (ps), $1,000* (ps); Special 2-dr. | 
Hardtop, $1,115*, 2 at $1,100*, $1,040*, | 
$1,015*, $805*; RM 2-dr. Hardtop, 
$885° (ps). 

’54 Century 4-dr., $775*; Super 2-dr. 
Hardtop, $755* (ps), $700*, $695°*. 
*53 Special 2-dr., $450*%; Super 2-dr. 
Hardtop, $400° (ps); 4-dr., $375*, 

$330* (ps). 
CADILLAC—’'58 Coupe de Ville, $4,510* 
(ps). 


’56 (60) 4-dr., $2,385* (ps). 
’55 (62) 2-dr. Hardtop, $1,950* 
conv., $1,280* (ps). 
°54 (62) coupe, $1,580* (ps); 4-dr., $1,- 
510* (ps), $1,200* (ps), $900* (ps). 
’53 Fleetwood 4-dr., $760* (ps). 
CHEVROLET—’58 Impala conv. 
500* (ps), $2,300* (ps); Nomad (8) 
4-dr., $2,300*; Biscayne 2-dr., $1,725; 
Bel Air (8) 2-dr. Hardtop, $2,190*. 
‘57 Two-ten (8) 4-dr., $1,700*, $1,575*, 
$1,480*; Country sedan (8), $1,635*; 
Bel Air (8) 2-dr., $1,560*, $1,390. 
’56 Bel Air (8) 2-dr. Hardtop, $1,460*, 
(Continued on Page 70, Col. 1) 


(8), $2,- 


(ps); | 












FORD AND 

CHEVROLET 

DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 



















@ Step Up Sales Volumel 


@ Pian on Steady Business! 







OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cars Are Located 









In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 




































Natioawide Automotive Leasing 


Service 


Assembled in 30 Minutes - 


For indoor— outdoor display 





Send for 
free folder. 


AMER-STAGE 
805 East 134 St. 
Bronx 54, N. Y. 





Write or call 


for free catalog 


COLUMBIA MOTOR CORP. 


419 E. 110 St. New York 29,N.Y 








Are Sales Meetings 
Necessary ? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, 
“The Automo- 
bile Dealer.’’ 
The book is al- 
ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 


AUTOMOBILE 


DEALER 





| PHILPENN PUBLISHING COMPANY 
| 1750 N. Broad St., Philadelphia 21, Pa. 


| Send copy (copies) of the new book, 
| “The Automobile Dealer" 


| C1 | enclose check covering books at 
$5.20 each 


| (1 Send books C.O.D., plus postage 


| Name_ 








| Street 


| City Zone___State. 














| WAIT "TIL YOU SEE 


RAMBLER 


FOR ’59 








Wait ’til you see Rambler’s 
smart new style and beauty 

Wait ’til you see what's new 
| in Personalized Comfort 





Wait ’til you discover Rambler's 
even greater economy 






When you see the new Rambler line, 
YOU’LL WANT TO GROW WITH RAMBLER IN ’59 






MAIL THIS COUPON TODAY 






PLAN NOW FOR 759 aaodns tates tar coats 
We Have the Product for the Pee 2 cae ce 
Expanding Compact Car Market... males sie ie Cone eee | ee 





YOU Have the Opportunity! 
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Rambler Franchises Also Available in Canada and important export markets. 
anada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto 
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$995. $1,650*; 4-dr., $1,660*; conv., $1,610*; (ps). 
MISCELLANEOUS — ’57 Chevrolet 2-ton Two-ten (8) station wagon, $1,885*; ’57 Commuter station wagon, $1,960* 
e e truck, $860. 4-dr. Hardtop, $1,510*; 2-dr., $1,490*, (ps); Monterey Hardtop, $1,690*. 
U d A $1,435*; 4-dr., $1,435*; Two-ten (6) 56 Monterey Phaeton, $1,530* oft, t- 
-Car uc ion rices TI 2-dr., $1,325. dr., $1,260*, $1,185* (ps); ontcl: ir 
se A ANTA ’56 Two-ten (8) 4-dr., $1,210*; Two-ten conv., $1,220* (ps); Medalist 2-d-., 
Dixie Auto Auctions, Peachbowl sale (6) 4-dr., $1,095, $1,070, $995, $875; $885*, $650*. 
every Tuesday. Prices are for sale of Sept. Bel Air (8) 4-dr., $1,210*, ’55 Montclair Hardtop, $1,005; Monterey 
9, ‘‘Happy days are here again” . . . any 55 Bel Air (8) 4-dr., $1, gw $970*; Hardtop, $870*. 
(Continued from Page 68) dealer that attended the Dixie Auto Auc- Bel Air (6) 2-dr., $960; 4-dr., $925, ’54 Monterey Hardtop, $730. 

tion, Peach Bowl, today will enthusi- $905, $755; conv., $900. OLDSMOBILE — ’'58 (98) Holiday 4-dr. 
$1,455* (ps), $1,350°; conv., $1,135;| HUDSON—’56 Custom 4-dr., $1,185* (ps). | astically verify this statement . . largest ’54 Bel Air Sport coupe, $715*; Two-ten $3,500* (ps); Holiday coupe, $3, 180* 

Two-ten station wagon, $1,085; 4-dr.,] LINCOLN — ’'57 Premiere 2-dr. Hardtop, | consignment of clean, clean cars, largest 2-dr., $560*; 4-dr., $530*; One-fifty 2- (ps), 2 at $3,170* (ps). 
sy 2-dr., $910, $895, $835; One-fifty $2,750* (ps). volume selling in months, dr., $435. ’57 (88) Holiday coupe, $1,815*; 2-dr., 

2-dr., $915, $900. ’56 Premiere 2-dr. Hardtop, $1,700* (ps); | BUICK—’58 Super Riviera 4-dr., $2,835*| DODGE—’'57 Royal 4-dr. Hardtop, $1,735*. $1,640*. 

'55 Bei Air 2-dr, Hardtop, $1,150*, $1,- Capri 2-dr. Hardtop, $1,670° (ps). (ps), $2,610* (ps); Century 4-dr., $2,-| EDSEL—’58 Pacer 4-dr. Hardtop, $1,960*| ‘56 (98) Holiday 4-dr., $1,525° (ps); 
140*. $990*, $880, $780; conv., $1,065* *52 4-dr., $170*. 560° (ps); Special 4-dr., $2,320*. (ps). , : (88) Holiday 4-dr., $1,525* (ps); Hoti- 
(ps); Two-ten 2-dr., $785. MERCURY—’57 Monterey 4-dr., $1,650°*. ’57 RM_ Riviera 4-dr., $2,085* (ps);| FORD — ‘58 Thunderbird, $3,480* (ps); day coupe, $1,220*; 4-dr., $1,320*, $1,- 

'54 Two-ten 4-dr., $715; Bel Air conv., ’56 Monterey 2-dr. Hardtop, $1,100*; Super Riviera 4-dr., $1,970* (ps). $1,- Fairlane (8) 500 Victoria, $2,295*. $2,- 310*. 
$680*; 4-dr., $550, $485. Custom 2-dr. Hardtop, $1,050*. 930* (ps); Special 4-dr., $1,615*; 2- 160*, $2,115*, $2,105* $2,055" (ps), *55 (88) Holiday coupe, $1,280* (ps); 

CHRYSLER—’ 56 NY station wagon, §$1,- ’55 Montclair 2-dr. Hardtop, $1,085* dr., $1,360 $1,880*: conv., $2,095* (ps); 4-dr., $2,- Holiday 4-dr., $1,235*; 4-dr., $1,185* 
900° (ps). (ps). 56 Century Riviera 4-dr., $1,435*; 075*, $2,070* (ps), $2,060*: Custom _ (ps), $980*, $875*; 2-dr., $965* (ps). 

'54 NY 4-dr., $690 (ps); $580* (ps);| NASH—'53 Super 2-dr., $250. coupe, $1,220*; Special Riviera, $1,- (8) 300 4-dr.. $1,645, $1,635*: Custom ’54 (88) Holiday, $960*; (98) Holiday, 
Windsor 4-dr., $465* (ps). OLDSMOBILE—’56 (98) 2-dr. Hardtop, $1,- 380* (ps), $1,305*. (6) 300 2-dr., $1,620; Country sedan, $805° (ps). 

DeSOTO—’56 Firedome 4-dr., $1,200* (ps). 5* (ps); (88) 2-dr. Hardtop, $1,360* ’55 Super Riviera, $1,010* (ps); Special $2,.200°. , : PLYMOUTH—’'57 Belvedere 4-dr., $1,590* 
DODGE—’57 Coronet (8) conv., $1,695* (ps), $1,275* (ps). 4-dr., $1,010*. ’57 Country sedan, $1,905*, $1,870* (ps) (ps), $1,580% (ps); Hardtop, $1,570* 
$1,625°*. "55S (98) 4-dr., $1,145* (ps), $950°%; 2- ’54 Special 2-dr., $615. $1,785*; Fairlane (8) 500 4-dr Sie $1,550*; Savoy 4-dr., $1,385*, 2 at 

'55 Royal Hardtop, $990*; Coronet 4- dr., $1,160* (ps), $1,070*, $1,060*. CADILLAC—’58 (62) sedan de Ville, $4,- 725* (ps), $1,615* (ps), $1,570*: conv., $1,375*, $1,235°*. 
dr., $950°. "54 (98) conv., $SD0*. 560° (ps); 4-dr., $4,310* (ps). $1,675* (ps); Victoria, $1,665* (ps), ’56 Savoy 2-dr., $925. 

54 Royal 4-dr.. $555*; Coronet 4-dr.,| PACKARD—’55 Constellation Hardtop, ’57 (60) 4-dr., $3,860* (ps); (62) sedan $1,620*, $1,585* (ps), $1,550: 2-dr.. *55 Savoy 4-dr., $610*. 
$475*. $750°*. de Ville, $3.765* (ps), $3,750* (ps); $1,.485*, $1,450, $1,405: Custom (6) ’54 Belvedere Hardtop, $685*; Savoy 4- 

FORD—’58 Thunderbird Hardtop, $3,450* "54 Clipper 4-dr., $225*° (ps). coupe de Ville, $3,605* (ps) 300 2-dr., $1,280; 4-dr., $1,235: Cus- ar., $505. 
(ps); Custom (6) 2-dr., $1,550. PLYMOUTH—’57 Suburban $1,500; '56 (62) sedan de Ville, $2,700* (ps); tom (6) 2-dr.. $1,065. , PONTIAC—’58 Bonneville conv., 2,700* 

57 Fairlane Hardtop, $1,800*, $1, 725°, Savoy 4-dr. Hardtop, $1,425*. coupe de Ville. $2,635* (ps); 4-dr., "56 Fairlane (8) Victoria, 2 at $1,285*, Ps) 
$1,710*; 2-dr., $1,690; conv., $1.6 ’56 Belvedere Hardtop, $1,260*; Subur- $2,220* (ps), $2,150* (ps). $1,275*; Crown Victoria, $1,235*: 4- "57 Star Chief Catalina coupe, $1,865 
Custom (8) 2-dr., $1,425*%, $1,23% ban station wagon, $1,000; Plaza 2- "55 (62) 4-dr., $1,835* (ps). dr., $1,220*, $1,185*, $1,110° (ps), (ps); Chieftain Catalina coupe, $1,715*, 
$890; 4-dr., $1,260*, $1,220. dr., $705; Savoy 2-dr., $610. 54 (62) 4-dr., $1,475* (ps). $935; conv., $1,070*: Custom (6) 2-dr.. $1,680*, $1,570*, $1,560°. 

’56 Country ‘sedan (8) 4-dr., $1,415* ‘55 Belvedere Hardtop, $950 (ps), $925*; | CHEVROLET—’58 Bel Air 4-dr. Hardtop, $855, $820. "56 Star Chief Catalina 4-dr., $1,260* 
$1,400* (ps), $1,355* (ps); Ranch 4-dr., $925*: Savoy 2-dr., $2.640* (ps), $2.180* (ps), $2,170* "55 Country sedan, $1,160*: Fairlane (8) sent PS). . 
wagon (8) 2-dr., $1,325*; Fairlane (8) | PONTIAC—'57 Safari station wagon, $1,- (ps); 2-dr., $1,960*, $1,840; 4-dr., $1,- 4-dr., $1,065*, $1,020, ‘'$960*: conv.. 55 Safari station wagon, $1.210° (ps); 
2-dr, Hardtop, $1,250*% (ps); 4-dr., 655. 940*; Nomad station wagon, $2, 455° $955*; 2-dr.. $850*: Custom (8) 2- Chieftain station wagon, $1,170*: 4- 
$1,150° (ps); 2-dr., $1,100*; conv.,| °56 Star Chief Hardtop, $1,360*, $1,150* (ps); Brookwood station wagon, $2.- dr., $860*; Ranch Wagon, $870*. dr., $910*, $875°; Star Chief Catalina, 
$1,135*; Victoria Hardtop, $1,200* (ps), | $1,140* (ps). 170*; Impala, $2,385*, $2,360* (ps) ’54 Custom 2-dr., $615, $570, $560. $1.100°, $1,070°. 
$1,070* (ps); Sunliner (8), ,$1,065° | '55 Star Chief Hardtop, $940*; Chieftain $2,250* (ps), $2,.245* (ps), $2,240*| HUDSON—’53 Jet 4-dr., $260. RAMBLER—'55 station wagon, $960°. 
(ps), $850° (ps); Custom (6) 2-dr.,| (8) 4-dr., $925*; 2-dr., $800*; Hardtop, (ps), $2,200*, $2,190; Biscayne 4-dr.,| IMPERIAL—’57 sedan, $2,970* (ps), $2,- STU DEBAKER 58 Scotsman 4-dr., $1,- 
$810; Main (6) 2-dr., $675. $885*. $1,700*; Delray (6) 2-dr., $1,440. 760* (ps). a ; 

'S5 Sunliner (8), $950°. $890°; Country| "54 Chieftain (8) 4-dr., $477*, $460° (ps).| "57 Bel Air (8) station wagon, $1,885*;| MERCURY—'58 Montclair 4-dr., $2,425°| "56 President 4-dr., $1,010°. 

Squire (8), $1,145. | RAMBLER — ‘55 Custom station wagon, Hardtop, $1,720; Sport coupe, $1,660*, (ps); Monterey 4-dr. Hardtop, $2,210* sien 56 Dodge %-ton 
cKu efUo,. 
"55 Chevrolet %-ton pickup, $710; Ford 
%-ton pickup, $610; Dodge %-ton 
BIG REASONS WHY vt 
OMAHA 
Richard Abel Auto Auction, Sale every 
Thursday. Prices are for sale of Sept. 11. 
Exceptionally good 
| BUICK—’57 Riviera 2-dr. sedan, $1,610°*: 
Century 4-dr. Hardtop, $1,530*° (ps). 
| "56 Estate Wagon 4-dr., $1,710*: Century 
s h rf tf il 2-dr. Hardtop — (ps); Special 
is the perfect family car 2-dr. sedan, $1,005° 
os "55 Super Riviera “Q-dr. $1,025* (ps); 
sf | 4-dr. Riviera, $980*; RM conv., $940* 
for the THINKING MAN (ps); Special 4-dr.. $895°*: 2-dr. Hard- 
top, $840°; RM 2-dr. Hardtop, $870* 
(ps). 
| CADILLAC—'57 (62) coupe, $3.195* (ps). 
| "56 (62) 4-dr., $2.435° (ps), $2,245° (ps). 
| "55 (62) coupe, $1.890* (ps). 
"54 (62) 4-dr., $1,455° (ps) 
CHEVROLET —'57 Bel Air (8) 4-dr. Hard- 
top, $1,605*; Two-ten (6) 2-dr.. $1,- 
| 340°; (8) 4-dr., $1,215 
| °S6 Bel Air (8) 4-dr., $1,415*; 4-dr. 
Hardtop, $1,330; Two-ten (8) 4-dr., 
$1,145; One-fifty (6) 2-dr $905; Sub- 
urban Carryall, $895 
"55 Bel Air (6) 2-dr. Hardtop, $1,200*, 
$1,175* (ps): (8) 4-dr. $1,110*; (8) 
station wagon, $1,100; Two-ten (8) 2- 
dr., $975; (6) station wagon, $930. 
| EDSEL—'5S Citation 4-dr. Hardtop, §$2,- 





California “drive-away 









price plus tax and license $2 187.00 


white side wall tires and side view mirror at extra cost 


Only the remarkable new Toyopet from Japan gives you big car comfort at 
small car cost. It has the chair height seats, 6 passenger, 4-door capacity 
Americans really want (with amazing head, leg and stretching room even 
for 6-footers), yet gives the economy (up to 33 m.p.g.), low maintenance, 
lifetime quality American budgets really have to have! 


The remarkable Toyopet is sold only by the finest, most experienced, most 
reliable automobile dealers. This means dependable service and parts facili- 
ties, as well as sound finance plans, that will protect you always! 


@ STANDARD EQUIPMENT: Fresh-air heater, complete undercoat insulation, factory balanced wheels, directional 
signal lights, two sun shades, multi-toned horn, deluxe steering wheel and horn ring, speed-limit warning light, 
dual electric two-speed windshield wipers, gasoline filter, oil filter, chrome bumper guards front and rear, pleated 
vinyl upholstery, high beam indicator, rear view mirror, natural rubber tires, coat hangers, automatic interior 
courtesy lights, gas tank lock, push button door handles, dual-cylinder brakes, and door-lock safety light. 


SOUTHERN CALIFORNIA 


TOM ASHBROOK, INC. 
3725 E. Firestone Bivd. 
South Gate 


AVALON MOTOR COMPANY 
900 West Anaheim Bivd. 
Wilmington 


BALBOA MOTORS 
1475 Broadway 
San Diego 


ART FROST OF CULVER CITY 
11153 Washington Place 
Culver City 


ann FROST OF GLENDALE 
737 So. Brand Bivd. 
Glendale 


Complete TOYOPET sales, service and parts facilities available at these quality dealers 


ART FROST —LA BREA 
1201 So. La Brea 
Los Angeles 


HOLT MOTOR COMPANY 
5230 Van Nuys Bivd. 
Van Nuys 


WALTER G. LINCH 
312 South Catalina Ave. 
Redondo Beach 


Cc. STANDLEE MARTIN 
1227 American Avenue 
Long Beach 


MEAD MOTORS 
OF SAN GABRIEL 
220 S. San Gabriel Bivd. 
San Gabriel 
PALM SPRINGS 
LINCOLN-MERCURY 
335 E. Sunny Dunes Rd. 
Paim Springs 
CLAUDE SHORT 


1127 Santa Monica Bivd. 


Santa Monica 
SIERRA 
363 E. Holt Avenue 
Pomona 
- SHEVERS & RAY, INC. 
696 E. Base Line 
San Bernardino 


NORTHERN CALIFORNIA 


RAY BROWN MOTORS, INC. 
94 Castro Street, Hayward 


CAMERON PONTIAC, INC. 
1217 Del Paso Bivd., North Sacramento 


CAMERON-STEWART PONTIAC CADILLAC, INC. 
East 2nd & Wall Streets, Chico 


CURT CAMPBELL’S FORD 
836 San Pablo Ave., Albany 


WM. L. HUGHSON CO., INC. 
1400 and 1415 Van Ness Avenue, San Francisco 


MORRIS LANDY MOTORS 
1650 Park Street, Alameda 


RALEIGH R. LEACH CO. 
8600 East 14th St., Oakland 











_(Continued on Page 72) Col. 1) 


— Auctions in Brief — 
MASON CITY, IA. 


Central States Auto Auction. Sale every 


Wednesday (Sept. 10). Market still steady 
and strong on all clean models. 
* * 


| DYER, IND. 
Len Pollak’s Dyer Auto Auction. 
every Friday (Sept. 12). Still a need 


Sale 
for 





‘“‘sharp’’ cars; prices holding up. Sold 173 
units from 260 consignments. 

* * * 

FLINT 


Flint Auto Auction, Inc. Sale every Wed- 


nesday (Sept. 10). The tempo at our auc- 
tion was in high gear. Prices were better 
ithan last week. Sold 150 units from 206 


consignments. 


> > * 
MANHEIM, PA. 


Manheim Auto Auction, Sale every Fri- 
day (Sept. 12). Weather clear. Another 
hot sale. Sold 78 percent of 763 cars 
registered. 

* * * 
CHICAGO 


Greater Chicago Auto Auction. Sale every 


Thursday (Sept. 11). Sold 359 cars out of 
| 586 consignments 
* * * 
EBENSBURG, PA. 

Ebensburg Auto Auction. Sale every 
Thursday (Sept. 11). Today's was one of 
the best sales we ever conducted. Aside 
from being a bit short of good, clean 


cars, everything ran smoothly. Prices were 
up an average of $25 to $50 on clean 
offerings. Everything was in demand if 
clean and ready-to-go. Plenty of cagey 
buyers from ounyanase. 


NEW YORK. CITY 
Skyline Auto Auction. Sale every Tues- 
day (Sept. 9). Cars and money really 
changed hands here this week in hottest 
sale in three months. Market firm on 
good, clean merchandise. Sold 128 cars 
out of 163. 
* * * 
SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (Sept. 10). Market up and down. 
Cleaner cars very scarce—market on them 
very strong. Common cars in better supply 
—market on them weakening. Sold 63 
cars out of 93 entered. 


BIRMINGHAM, ALA. 

Dixie Auto Auctions, Sale every Monday 
(Sept. 8). A small break was noticed today 
on some average units, but those of the 
better than average type and extra clean 
and sharp still brought the ‘‘top dollar’ 
as always. Percentagewise the sale was ex- 
cellent, with the demand still greater than 
the supply. 

* * * 
INDIANAPOLIS 

Ken Schaefer Auto Auction, Inc. Sale 
every Thursday (Sept. 11). Prices held 
steady to high today as bidding was brisk 
from start to finish. Sold 79 percent of 


all cars consigned. 
* * * 


FARGO, N. D. 
Tri-State Auction Co. Sale every Thurs- 


day (Sept. 11). Market rising steadily. 
Sold 88 cars out of 120 offerings. 








v Advertisers in New York News, 1957 


aay, vv Spent more money in The News 
than in any other New York City newspaper 


r+ age Mn , Sig cael eek a ah ie ee ee es 
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Total U.S. Spent in News % 
rib, Expenditure W.Y. News in WLY. 
een ¥ 1General Motors Corp..........$52,390,306 $729,431 16.9 
pe): Vv 2 Ford Motor Co..................... 31,533,144 601,635 24.7 
iina, Vv 3Chrysler Corp... 26,144,287 501,614 23.5 
in Vv 4Lever Bros. Co... 14,288,510 606,840 47.8 

¥vv_ 5 Distillers Corp.— 
-ton Seagram’s Ltd... 11,781,350 669,431 33.3 
aa Vv 6 Colgate-Palmolive Co... 8,663,208 393,149 43.0 
vv 7 National Distillers 
a & Chemical Corp. . 8,541,769 186,343 35.3 
"it. vv 8 Schenley Industries, Inc... 8,295,414 181,515 36.1 
= Jv 9 Procter & Gamble Co... 7,939,655 246,390 47.5 
ori vv 10 General Foods Corp. 7,917,380 169,861 42.4 
ps): ¥ ¥ 11 National Dairy 
ard. Products Corp. . 6,848,351 376,438 47.5 
a vv 12 General Electric Co. 6,799,213 322,164 47.1 
Ps). vv 13 Philip Morris & Co., Inc... 5,464,195 278,027 43.3 
st, v / 14 American Tobacco Co... 5,265,110 238,983 32.8 
ae ¥ 15 Studebaker-PackardCorp. 4,804,199 93,153 24.9 
= vv 16R. J. ReynoldsTobacco Co. 4,600,007 160,994 38.0 
00°, vv 17 Campbell Soup Co... 4,493,783 458,512 77.4 
2. vv 18 P. Lorillard Co. . 4,205,610 202,941 28.4 
$2, ¥v 19 Eastern Airlines Inc... 4,174,114 346,977 24.2 
— ¥ ¥ 20 Hiram Walker-Gooderham 
& Worts, Ltd. 4,076,145 139,397 28.2 
very vv 21 Quaker Oats Co... 3,839,399 198,935 67.3 
" ¥ ¥ 22 Standard Brands, Inc... 3,743,465 117,263 27.7 
il 23 Coca-Cola Co... «3,469,297  —  — 
fen ¢ ¢ 24 Gulf Oil Corp... 3,366,630 54,026 20.4 
¥ ¥ 25 National Biscuit Co... 3,362,597 218,685 78.0 
ed ¥ ¥ 26 Gillette Co. men 212,481 202,950 60.7 
er ¥¥ 27 Armour & Co... 3,188,021 154,500 61.9 
¥ ¥ 28 Bristol-Myers Co... 3,120,537 232,626 58.5 
7 ¥ 29 Pillsbury Mills, Inc... 3,114,078 55,666 32.6 
os vv 30 Pepsi-Cola Co. . 3,087,613 112,714 34.7 
/ 31 Doubleday & Co., Inc... 2,965,086 113,718 19.4 
ery vv 32 General Mills, Inc... 2,910,816 41,707 34.8 
¢ / 33 GoodyearTire&RubberCo. 2,906,589 133,490 75.3 
/¥ 34 American Motors Corp... 2,807,997 52,817 34.5 
ict v 35 Liggett&MyersTobaccoCo. 2,763,668 182,470 41.7 
ore vv 36 Standard Oil Co. (Indiana) 2,763,047 6,595 26.9 
i ¥ / 37 Jos. Schlitz Brewing Co... 2,711,244 110,245 39.0 
v / 38 Westinghouse Elec. Corp. 2,686,786 55,566 42.3 
' vv 39 Standard Oil Co. (N. J.) ... 2,682,164 117,449 36.4 
iy vv 40 Liebmann Breweries, Inc. 2,644,463 595,403 32.6 
ars ¥ 41 Socony-Mobil Oil Co., Inc. 2,563,252 64,035 20.0 
/ ¥ 42 Wesson Oil & 
™ Snowdrift Sales Co... 2,516,264 184,170 65.9 
oan v¥ 43 American Airlines, Inc... 2,498,676 96,225 17.8 
63 ¥ ¥ 44 Sterling Drug, Inc... 2,423,801 170,557 59.2 
Jv 45 Kellogg Co. 2,422,979 122,126 57.8 
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Total U.S. 


¥ 47 Trans-World Airlines, Inc. 2,387,818 


vv 48 Carter Products, Inc... 2,372,555 
¥ 49 Curtis Publishing Co... 2,323,734 
¥ 50 United Air Lines, Inc... 2,280,948 
v 51 Hunt Foods & 

Industries Inc... += 2,270,875 

¢v 52 Shell Oil Co... .. 2,240,129 
¥ 53 Du Pont De Nemours & Co. 2,224,897 

v¥ / 54 Philco Corp.. 2,130,415 

/ ¥ 55 Continental Baking Co... 2,126,142 


¢ / 56 Warner-Lambert 
Pharmaceutical Co.,Inc. 2,101,024 


THE NEWS, New York’s Picture Newspaper 
with more than twice the circulation, daily and Sunday, of any other newspaper in America 


Spent in News % 
Expenditure W.Y.News in LY. 


46 Carnation Co... S$ 2.409464 $ — — 


162,017 22.2 
89,836 41.8 
36,160 5.4 

104,609 22.2 


4,710 2.7 
60,300 37.4 
70,678 18.4 
92,438 59.6 
75,010 70.6 


143,748 55.2 





Total U.S. Spentin News% 
Expenditure W.Y.News in BLY. 


/v 57 Prudential Insurance Co..$ 2,066,847 $115,081 56.9 


Jv 58 Borden Cow. §=©2,037,519 110,089 37.3 
59 Wm. Wrigley Jr.Co....... 2,030673 —- — 
¥ 60 Sun Oi Con. «1,988,756 46,119 30.6 
v 61 G.F.Hueblein & Bros., Inc. 1,950,250 82,815 22.5 
vv 62 AmericanHomeProd.Corp. 1,919,172 60,853 40.0 
vv 63 Nestle Co. Inc., The 1,889,158 155,868 42.2 
¥ 64 GlenmoreDistillersCo.,Inc. 1,834,818 10,472 25.3 
¢ 65 Pan American 
World Airways . 1,824,054 59,849 9.6 
66 Phillips PetroleumCo..... 1,774,172 — — 
¢/ 67 Renfield Importers, Ltd... 1,756,395 68,909 20.4 
dv ¥ 68 Swift & Co. oun 1,754,464 36,289 69.5 
¢ ¢ 69 Standard Oil Co. (Calif.). 1,749,413 16,124 45.0 
vv 70 HawaiianPineappleCo.,Ltd. 1,724,467 85,358 44.7 
vv 71 Publicker Industries, Inc... 1,718,057 98,068 41.8 
¢ 72 Brown-Forman 
Distillers Corp... 1,672,502 7,042 11.7 
¥ 73 Institute of Life Insurance 1,647,960 31,443 20.0 
vv 74H. J. Heinz Co. .. 1,633,303 145,010 61.8 
75 Stokely-Van Camp, Inc... 1,632450 —- — 
¥ 76 Time, Inc. «630,860 11,430 1.6 
é/v¥ 177 Johnson & Son, Inc. _.. 1,575,904 104,421 §2.6 
¥ 78 Radio Corp. of America... 1,572,306 142,130 39.5 
¥ 79 National Airlines, Inc. 1,571,710 160,995 21.5 
¥ 80 Delta Airlines, Inc. . 1,519,608 60,561 23.4 
¥ 81 Reader's Digest Assn.,Inc. 1,504,352 44,783 27.0 
/ ¢ 82 FirestoneTire&RubberCo, 1,456,512 66,378 $7.2 
v v 83 Plough, Inc. . 1,429,079 93,212 55.3 
vv 84 Anheuser-Busch, Inc... 1,381,452 105,944 74.5 
vv 85 CanadaDryGingerAle,inc. 1,373,549 64,261 24.6 
v / 86 Corn Products RefiningCo. 1,372,919 83,096 59.8 
v ¥ 87 Cannon Mills, Inc. . _ 1,366,753 67,897 55.9 
/v 88 BeaconCo... ss Ss,322,401 160,162 40.0 
¥ 89 Brown & Williamson 
Tobacco Corp. . 1,316,102 45,956 19.7 
¥ 90 Whirlpool Corp... 1,314,338 80,216 39.8 
v / 91 California Packing Corp... 1,310,805 84,999 54.5 
/v92 8B. F. Goodrich Co.......--:1,306,867 20,472 27.5 
v¥ ¢ 93 Sinclair Refining Co... 1,265,346 43,420 37.9 
vv 94 Rath PackingCo......-s«1,256,470 40,200 34.1 
¥ ¢ 95 Allstate Insurance Co... 1,238,246 64,088 68.7 
¥ ¥ 96 New York Life 
Insurance Co... «1,226,901 76,150 §9.3 
é/ 97 Stanley Warner Corp... 1,211,793 19,852 38.7 
/ ¥ 98 Helene Curtis Industries. 1,205,572 116,394 69.6 
v / 99 Libby, McNeill & Libby... 1,197,422 42,816 51.1 
¥ ¥ 100 Motorola, Inc. 00. )-1,154,735 98,490 100. 


TOTAL $395,551,133 $14,164,951 33.1 
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Used-Car Auction Prices 


(Continued from Page 70) 





* - Corsair 4-dr, Hardtop, $2,- 56 Belvedere (8) 4-dr., $1,135*. 
i ea) Pacer 2-dr. Hardtop, $1,- "55 Savoy (6) 4-dr., $725*; 2-dr., oe 
890* (ps). "53 Belvedere (6) 2-dr. Hardtop, $ . 
DODGE—'56 Coronet (8) 2-dr., $890. PONTIAC "57 Chieftain (8) station wa- 

’55 Royal Custom (8) 4-dr., $1,100*; BOM: $1,750° (ps). sais a ; 
Coronet (6) 4-dr., $590*. 55 Chieftain (8) 4-dr., $ 190 ps); 

‘53 Coronet Diplomat (8), $530; (8) 4- Star Chief Catalina, $1,075°. » % 
dr.. $300*. = — ms pul, G1108. Chevrolet (8) %- 

a? 500 (8) conv., $2,125°; on pic . > i 
sue eg toy (8) 4-dr, Country *56 Ford (6) %-ton pickup, $725. 
sedan, $1,925*; Fairlane (8) 2-dr. Vic- 55 Chevrolet (6) %-ton pickup, $595. 
toria, $1,555°; Custom (8) 2-dr., $1,- : . 
oi 138. $1,290, $1,285*; (6) 4- CHICAGO 
dr. ,135. 

'56 Fairlane (8) Victoria, $1,330*; 4-| Arena Auto Auction. Sale every Tuesday. 
dr., $1,330* (ps); (6) club sedan, $1,-| prices are for sale of (Sept. 9). Market 
090; (8) station wagon, $1,160*; CuS-| terrific. Sold 461 ears from 597 consign- 
tom (8) 4-dr., $1,085. ments, . 

LINCOLN—'53 Capri coupe, $440° (ps). | BUICK—'57 Special station wagon, $2,300° 
MERCURY—'57 Montclair 2-dr. Hardtop, (ps); Riviera, $1,800*, 4-dr., $1,715*; 
$1,915* (ps). 2-dr., $1,550*; Super 4-dr. Riviera, $2,- 

'55 Monterey Hardtop, $1,400* (ps); Cus- 135* (ps), $2,080* (ps), $2,010* (ps), 
tom 2-dr., 2 at $875*, $735. $1,975* (ps); Century Riviera, $2,025*. 

'54 Monterey 4-dr., $685°, $650°. ’56 Super Riviera, $1,535* (ps), $1,205*; 

NASH—'52 (6) station wagon, $270. RM 4-dr. Riviera, $1,380* (ps); Spe- 
OLDSMOBILE — 58 (98) 4-dr., $3,000°| cial 4-dr., $1,330* (ps); Century Rivi- 
(ps). era, $1,275* (ps). 

"57 (88) 4-dr., $1,775°. ’55 Super conv., $1,100* (ps); Century 

'56 (88) 2-dr. Hardtop, $1,435°*. | Riviera, $1,080* (ps), $1,000° (ps); 

’55 Super (88) 4-dr., $1,165° (ps), $1,-| conv., $925*; Special $900° (ps); 
155* (ps). | conv., $860°; 4-dr., $835*. 

'564 Super (88) 4-dr., $1,040*, $890*; (88) ‘54 Special Riviera, $745*; RM 4-dr., 
4-dr., $900° (ps). $730* (ps). 

PLYMOUTH—’57 Savoy (8) 4-dr., $1,335*, | CADILLAC—’58 (62) coupe de Ville 2-dr., 
$1,275*; Plaza (8) 4-dr., $1,295; (6) $4,650* (ps), $4.405° (ps), $4,100° 
club sedan, $800. (ps); 4-dr., $4,375° (ps), $4,290. 








SOCONY MOBIL OIL COMPAN 
MAGNOLIA PETROLEUM CO., GENE 


If satisfied 
customers 
are yourfo 


INC., and Affiliates: 
PETROLEUM CORP. 


'57 (62) conv., $3,525" (ps); coupe de 
Ville, $3,475* (ps), $3,450* (ps), $3,- 
340* (ps), $3,305* (ps). 

'56 (62) coupe de Ville, $2,760* (ps), 
$2,505* (ps); 4-dr., $2,140* (ps). 

'55 (62) coupe de Ville, $1,850* (ps). 
’54 (62) coupe de Ville, $1,250* (ps). 
CHEVROLET—’'58 Impala, $2,400* (ps); 
Hardtop, $2,360* (ps); (8) station 
wagon, $2,355*; 2-dr. Hardtop, $2,- 
175* (ps); 2-dr., $2,130*, $2,075; 4-dr., 
$2,075, $2,010*; Biscayne (8) 4-dr., 
$1,950*; Bel Air (6) 4-dr., $2,000; 
Hardtop, $1,965* (ps); Delray (8) 4- 

dr., $1,700. 

’57 Corvette, $2,680*; Bel Air (8) conv., 


$1,975*, $1,660* (ps); sport coupe, $1,- 








850*; Hardtop, $1,810*, $1,795, $1,- 
740*, $1,720*, $1,705*, $1,670*; 4-dr. 
Hardtop, $1,805*, $1,780*; 4-dr., $1,- 
710°, $1,665*, $1,660*; 2-dr., $1,500*° 
(ps); Two-ten (6) station wagon, $1,- 
700*, $1,680*:; 4-dr. Hardtop, $1,495*, 
$1,420; 4-dr., $1,465*, $1,360°; Two- 
ten (8) 4-dr. Hardtop, $1,655*; 2-dr., 
$1,345*. 

’56 Corvete, $1.955*; Bel Air (8) station 
wagon, $1,520*, $1,470*, $1,390*; Hard- | 
top, $1,400*, $1,260*, $1,210*%; 4-dr., 
$1,350*; Bel Air (6) 4-dr., $1,225*; 
Two-ten (8) station wagon, $1,365* 
Two-ten (6) 4-dr., $1,200*. 

"55 Bel Air (8) Hardtop, $1,300*, $1,- 
045°, $1,025; 4-dr., $1,120°%; 2-dr., 
$1,000*; Bel Air (6) 4-dr., $1,025*; 
Two-ten (8) station wagon, $1,070. 

‘54 Bel Air Hardtop, $705*; 2-dr., $655*; 
4-dr., $640°*. 

CHRYSLER '57 300 Hardtop, $2,560° 
(ps); New Yorker 2-dr. Hardtop, $2,-| 
275* (ps); Windsor 4-dr. Hardtop, 
$2,030. 

‘55 New Yorker Deluxe St. Regis, $1,- 
030° (ps). 

DeSOTO—'57 station wagon, $2,250*. 

DODGE—'56 Coronet (8) station wagon, 
$1,280°; 4-dr., $900°; Royal (8) Lan- 
cer, $1,155°. 


sub-zero cold. 


of gasoline. 


Outsells all other 
year-’round oils by far! 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars ...a “must’’ for new cars! 


’55 Royal Custom (8) Lancer, $975*, 
$955*, $945*; Coronet (8) sedan, $905* 
(ps). 

EDSEL—’58 Citation conv.,’ $2,205* 
$2,180* (ps). 

FORD—’58 Thunderbird, $3,675* (ps), $3,- 
630* (ps), $3,600* (ps), $3,570* (ps), 
$3,500* (ps); Fairlane (8) 500 4-dr., 
$2,100*; Victoria, $2,075*. 

'57 Thunderbird, $2,610*; Fairlane (8) 
500 Skyline, $2,200*, $2,175* (ps), 
$2,100* (ps), $1,930*; Sunliner, $1,900* 
(ps); Victoria, $1,700*, $1,675* (ps), 
$1,580*, $1,515*; Fairlane (8) 500 4- 
dr., $1,635*, $1,420*; -Country sedan 
(8), $1,800*, $1,710*; Fairlane (8) 
4-dr., $1,545*; Victoria, $1,490*; Cus- 
tom (8) Ranch Wagon, $1,465; 4-dr., 
$1,200; Custom (8) 300 4-dr., $1,275, 
$1,255; Ranch Wagon (6), $1,390; 
Fairlane (6) 4-dr., $1,355*, $1,300°*. 

’56 .Thunderbird, $2,235* (ps); Fairlane 
(8) station wagon, $1,335*; Victoria, 
$1,250* $1,235* (ps). 

55 Fairlane (8) Victoria, 
Crown Victoria, $1,075* 
$965* (ps), $925*; 4-dr., 
Wagon, $875. 

’54 Crest (8) Sunliner, $795*. 

IMPERIAL ’57 Hardtop, $3,050* 
4-dr., $2,600* (ps), $2,575* (ps), 
625* (ps). 

LINCOLN "58 Capri 
(ps), $3,400* (ps). 


(ps), 


$1,110* 
(ps); 
$895* ; 


(ps); 
conv., 
Ranch 


(ps); 
$1,- 


Hardtop, $3,405* 


’57 Premiere Hardtop 4-dr., $2,880* (ps), | 


$2,.825* (ps); 2-dr., $2,745* (ps). 

MERCURY ‘57 Turnpike ‘cruiser conv., 
$2,200* (ps); Phaeton, $2,100* (ps); 
Montclair Phaeton, $2,025, $1,765*, 
$1,755*, $1,725*; 4-dr. Phaeton, §$1,- 
730*; 4-dr., $1,600*. 

"56 Monterey station wagon, $1,600*; 
Montclair Hardtop, $1,375* (ps), $1,- 
310* (ps), $1,245°; conv., $1,285* 
(ps); Custom Hardtop, $1,345*, $1,- 
300°; 4-dr. Hardtop, $1,305°*. 

"55 Montclair Hardtop, $1,205* (ps). 

OLDSMOBILE — ’58 (98) 4-dr., $3,375 























e Can double engine life . . . imsummer heat, 
e In effect, increase the octane rating 
e Help control engine knock, pre-ignition 


ping, spark plug fouling. 


e Increase gas mileage, engine power. 





Another reason you're Miles Ahead with Mobil 


(ps); (88) Super 4-dr., $2,675* (ps); 
(88) 2-dr., $2,100. 

’57 (98) Holiday, $2,400* (ps); (83%) 
Fiesta, $2,250*° (ps), $2,210*; (83) 


Holiday, $1,850*. 
56 (98) 4-dr. Holiday, $1,800* (ps), $i,- 


585*; (88) Holiday, $1,695* (ps); (88) 
4-dr. Holiday, $1,625* (ps), $1,550* 
(ps), $1,485* (ps), $1,445*; (88) Super 
conv., $1,530* (ps); Holiday, $1,510*; 
4-dr., $1,370* (ps). 

55 (98) Holiday, $1,265* (ps); (88) 
Holiday, $1,185* (ps). 

"54 (98) 4-dr., $1,015* (ps), $910* (ps); 


Holiday, $950* (ps). 
PLYMOUTH — '58 Belvedere (8) Hardtop, 


$2,255*, $2,050*%; Suburban (6) station 
wagon, $2,125*, $1,955. 

’57 Custom (8) station wagon, $1,695*, 
$1,690*; Belvedere (8) Hardtop, $1,- 
595* (ps), $1,570*, $1,540*; Savoy (8) 
4-dr., $1,305*. 

"56 Savoy (8) 4-dr., $1,055*; Belvedere 
(8) Hardtop, $1,000* (ps). 


"55 Belvedere (8) station wagon, $795* 
’54 Belvedere sedan, $575*. 


PONTIAC—’57 Star Chief 4-dr. Catalina, 
$2,030* (ps); conv., $1,935* (ps), $1,- 
875* (ps), $1,795*; Chieftain Catalina, 
$1,930* (ps); 4-dr., Catalina, $1,850* 
(ps) 

"56 Star Chief conv., $1.400* (ps), $1,- 
395*; Catalina, $1,175*; Chieftain 4- 
dr., $1,165*. 


’55 Star Chief Catalina, $1,070*, $1,045*, 
RAMBLER — ’58 station wagon, $2,210*, 
$2,145*, $2,100*; 4-dr. station wagon, 
$1,870; 4-dr, sedan, $2,910*; Super 4- 
dr, station wagon, $1,700*%; Custom 
Cross Country, $1,365*, $1,000*. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Sept. 10. 
BUICK—’'58 Special 2-dr., $2,125* (ps). 

"57 Super 2-dr., $1,.925* (ps); Special 

sedan, $1,810* (ps). 

"56 Super sedan, $1,430* (ps); 2-ir., 

$1,330* (ps); RM sedan, $1,345*; Spe- 





cial 2-dr., $1,225* $1,050°*. 
"55 Special 2-dr., $995*; RM 2-dr., $920* 
(ps), $900* (ps). 
"54 Special Riviera, $600*. 
CADILLAC—’58 (62) coupe de Ville, $4,- 
125* (ps). 
"52 sedan, $600*. 
CHEVROLET—’58 Impala (8) conv., $2,- 
300° 
"57 Bel Air (8) 2-dr., $1,775* (ps); sta- 
tion wagon, $1,775* (ps); sedan, $1,- 
665*; conv., $1,520* (ps); Two-ten 


| (8) club coupe, $1,550*; 2-dr., $1,325°*; 
| One-fifty (8) 2-dr., $1,230. 





"56 Bel Air (8) 2-dr., $1,115*; Two-ten 

| (8) sport coupe, $875; One-fifty (8) 
2-dr., $740. 

| °55 Two-ten (8) sedan, $675. 
| "64 Bel Air club coupe, $610*: Two-ten 
| Delray 2-dr.. $550; Bel Air sedan, 
| $500°. 

"53 conv., $300*. 


| °51 Deluxe 2-dr., $180°. 

"36 sedan, $235. 

CHRYSLER—’5S Windsor club coupe, $2,- 
565°. 

"57 NY Hardtop, $2.875* (ps). 

| °56 Windsor sedan, $1,215*. 





DODGE—'57 Custom Royal (8) 2-dr.. $1,- 
930° (ps); Coronet (8) 2-dr., $1.650°*. 
"56 Custom Royal (8) 2-dr., $1,140* 
} (ps) 
"55 Coronet (8) sedan, $745° (ps). 
| EDSEL—'58 Pacer 2-dr., $1,.975*; sedan, 
| $2.500°. 
FORD—'5S Country sedan (8) station wag- 
} on, $2.385° (ps), $2.365° (ps). $1,- 
850; Fairlane (8) 500 2-dr., $2,100° 
(ps). 
| °S7 Fairlane (8) 500 2-dr.. $1,735* $1,- 
655°, $1.570°. 2 at $1.500° $1,.355°; 
| Custom (6) 300, 2 at $1,330°, $1,280, 
$1,.250°, $1,190, $1,175, $1,115. 
"56 Fairlane (8) Victoria 2-dr.,. $1,350° 
(ps), $1,240°, $1,185°; sedan, $1,125* 
(ps), $1.120°; Fairlane (6) conv., 
$900*: Custom (8) Victoria, $1,235, 
$1.160°; 2-dr., $900°; Main (8) 2-dr., 
$960. 
| °55 Country sedan (8) station wagon, 
| $1.200°. $1,010°, $1,065*; Fairlane (8) 

2-dr.. 2 at $740°; Custom (8) 2-dr., 
| 710°, $650°, $595, $555°. 

"54 Crest (8) club coupe, $650*: Custom 
(8) 2-dr.. $475, $460°; Custom (6) 
2-dr., $360. 

"53 Custom (8) sedan, $325; Main (6) 
sedan, $240°. 

HUDSON—’'53 Hornet (6) sedan, $150*. 
LINCOLN — '56 Premiere sedan, $1,820* 
(ps). 

"54 sedan, $675* (ps). 

MERCURY—’'57 Monterey 2-dr., $1.510°*. 

"56 Monterey sedan, 2 at $1,180*; Mont- 
clair conv., $1,050°; Medalist 2-dr., 
$s890°. 

"55 Montclair club coupe, $910*. 

OLDSMOBILE—’57 (88) 2-dr., $1,950°. 

"56 (88) sedan, $1,515*° (ps). 

"55 (88) Super sedan, $1,150*, $1,015*; 
club coupe, $1,125*; 2-dr., $985*. 


PACKARD—’58 Hawk 2-dr., $2,500* (ps). 
"52 Clipper sedan, $115°*. 





PLYMOUTH — '°'57 Suburban (8) station 
wagon, $1,825*; Belvedere (8) club 
coupe, $1,675* (ps); sedan, $1,565", 


$1,450*; Savoy (8) sedan, $1,125. 


"56 Belvedere (8) club coupe, $1,000*; 
a. $1,000*; Savoy (8) sedan, $1,- 
020°. 


"54 Savoy club coupe, $335; sedan, $205. 
seneeeO— 68 Star Chief sedan, $1,950* 
Pps). 
"56 Star Chief sedan, $1,250*; Chieftain 
club coupe, $1,105°. 
"55 Chieftain 2-dr., $540; 
Chief 2-dr., $750. 
"54 Star Chief club coupe, $650. 
RAMBLER—’57 Super (8) station wagon, 
$1,670*; sedan, $1,410* (ps). 
ae amen "55 Commander 2-dr., 
MISCELLANEOUS—’56 Ford 
up. $770; 
$525. 


$850, Star 


%-ton pick- 
Chevrolet delivery sedan, 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Sept. 
8. The car market here today was marked 
with high competitive bidding, with plenty 
of strength! Continued high prices on clean 
grade A cars, and a yard full of good 
car buyers. 159 cars sold from 202 offered. 
BUICK —’'57 RM Riviera 4-dr., $1.985* 

(ps). 

‘56 Super Riviera, $1,400* (ps); Century 
conv., $1,310* (ps); Special 4-dr., $1,- 
185* (ps). 

’55 Century 4-dr., $1,180*; Special Rivi- 
era, $1,010*, $900*; 4-dr., $980*, $765*. 

’54 Special 2-dr., $510*. 

CADILLAC—'57 (62) coupe de Ville, $3,- 


400° (ps), $2,975* (ps); 4-dr., $3,- 
350* (ps). 

"55 (62) coupe de Ville, $2,000* (ps); 
4-dr., $1,700* (ps), $1,550*. 


(Continued on Page 82, Col. 2) 
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These two pictures were taken within five 
minutes of each other. Both mirrors were 
exposed to the same amount of rain. 
‘Taken with the same camera. Same focus. 
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ORDINARY 


outside mirror 





CROMIR® 


outside mirror 


(a 





———) 


SAFEST... 


rain or shine...your customers 














will go for CROMIR! 


You can prove the difference yourself ! 

Spray water on an ordinary mirror and it 
clings. That’s what rain does. The image is 
blurred and distorted. 

Do the same to a Cromir and water runs 
right off, as if the surface were freshly 
waxed. Cromir gives you clearer, sharper 
images in any weather. 

Because it’s a front-surface mirror of 
polished chrome alloy on polished plate 





glass, Cromir provides single images... 
with no ghosting, no blurring, no confusion. 
It’s the safest, most dependable outside mir- 
ror ever developed. And it’s guaranteed for 
as long as the first owner keeps the car 
you put it on. 

Sold to New Car Dealers Only. Cromir 
mirrors are an accessory you can sell readily 
with pride and profit. Available from manu- 
facturers of outside mirrors. 


CROMIR MIRRORS 


DEMONSTRABLY THE BEST OUTSIDE MIRROR MADE 


LIBBEY: OWENS: FORD a@ Great Name in Glase 


LIBERTY MIRROR DIVISION + BRACKENRIDGE, PENNSYLVANIA 
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DATSUN 
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WVau to Antrita... 









From the land of Fujiyama 
comes the car with built-in sales appeal. 
The new JAPANESE DATSUN. 
Dealers: here is an economy car loaded 
with features, not extras. Make your sell- 


PRICE INCLUDES 


ing easier, your profit picture brighter 


—take on the DATSUN line now! 


DEALER FRANCHISES AVAILABLE 
Datsun cars are imported in 11 Western states 
by Woolverton Motors—automotive distributors 
with a 25-year reputation. In each key area, one 
outstanding dealer will be franchised to repre- 
sent Datsun. If you qualify for this desirable 
import line, Art and Jack Woolverton invite 
you to phone or airmail now. 





CLEANING FORMULA 


SAVES TIME! Removes protective coatings from imported 
cars faster. Just wipe OEM No. 120 on, wipe off with dry 
cloth, protective coatings disappear, bright work and painted 
surfaces regain original high luster immediately. 






R. E. Clark Co. Inc. & Foreign Motors, Inc., Boston's largest 
foreign car dealers, now get their foreign cars into showroom 
appearance in two hours instead of three, with OEM No. 120. 











SAFER! OEM No. 120 is less toxic than other products now 
in use for pre-delivery preparation according to Jack Hamm, 
R. E. Clark's service manager. Vapors do not disturb em- 
ployees who can now work steadily without repeated safety 
breaks. Independent laboratory test has shown the flashpoint 
of OEM No. 120 to be 132 degrees F, much higher than 
solvents now in common use. 


GOES TWICE AS FAR! Mr. Hamm also reports he thor- 
oughly cleans the exteriors of six imported cars with one 
gallon of OEM No. 120. Previous solvents prepared only three 
cors per gallon. 



















Limited areas for warehouse distribution available 


Send for special Dealers’ introductory sample and 
complete price list today. 


PULLMAN 


CHEMICAL COMPANY 
Affiliate 


tery of $1.25 

Sipes o> mueay sete ter G enciosed, 
Name 

Company 

City State 
ee ee, 


but brown to the wold 


$1849 













LABOR SAVER IN PRE-DELIVERY 
PREPARATION OF IMPORTED CARS 


puuman QEM No. 120 


















Auto Personnel 





David K. Welles has been ap- 
pointed assistant manager of the 
transportation products division of 
Owens-Corning Fiberglass Corp. 
Since 1954, he had been assigned 
to the Fiberglass Toledo branch 
sales office as textile products spe- 


cialist. 
* * o 


Hoover Appoints Miller 


Bearing Sales Manager 


Joseph T. Miller jr. has been 
named bearing sales manager for 
Hoover Ball & 
Bearing Co., Ann 
Arbor, Mich. 

Formerly assist- 
ant manager of 
O.E.M. sales, Mill- 
er will be respon- 
sible for all bear- 
ing sales activ- 
ities, including the 
original equip- 
ment market, 
replacement mar- 

4. T. Miller, Jr. ket and ex port 
field. Miller is also in charge of 
supervising the company’s field 
sales force. 

a > + 


Marcus Names Schwabauer 


Paul J. Schwabauer has been 
named wholesale manager of the 
import-car division of Marcus 
Motors, Inc., Denver, distributor of 
Borgward in the Rocky Mountain 
area. 





Fruehauf Shifts Cowden; 


Ups Thomas to Branch Chief 


R. Paul Cowden has been ap- 
pointed manager of the Fruehauf 
Trailer Co. branch in Atlanta. He 





Walter Thomas 


R. Paul Cowden 


had been manager of the Springfield 
(Mo.) branch, 

Walter W. Thomas, a member of 
the Springfield sales force since 
1947, was named to succeed Cowden. 

> > > 


Streem Joins Divco-Wayne 
To Head Leasing Operation 
Harold B. Streem has been 
named general manager and execu- 
tive vice-president 
of Divco-Wayne 
Leasing & Accept- 
ance Corp., cre- 
ated to enable 
purchasers of 
Divco-Wayne’s 
school buses, am- 
bulances, funeral 
cars and multi- 
stop trucks to ar- 
range financing a 
directly with the mt 
company. H. B. Streem 
Streem resigned as assistant con- 
troller of Revlon, Inc., to accept the 
newly created post. Earlier he had 
been with Copco Steel & Engineer- 
ing Co., Detroit, and Strich Co., 
Philadelphia. a 





Tung-Sol Names Webster 


General Sales Manager 

Daniel J. Webster, former assist- 
ant manager, commercial equipment 
division, Raytheon 
Mfg. Co., has been 
named general 
sales manager of 
Tung-Sol Electric, 
Inc. 

Webster, who 
also has held ex- 
ecutive posts with 
Westinghouse and 
Murray Mfg. 
Corp., will direct 

: all Tung-Sol field 
D. J. Webster sales activities in- 
cluding electronic and automotive 
original equipment, distributor, ex- 


port and government sales. 
- * * 


® Chrysler Shifts Hotchkiss 


W. G. Hotchkiss has been ap- 
pointed director-general personnel 


= a ee ee ee ee es ee a Services for Chryslér Corp. He will 





have overall responsibility for 
safety, workmen’s compensation, 
employe services, employe commu- 
nications and personnel records and 
statistics. 

* + * 


Muncill Joins Trailmobile 


James Muncill has been appointed 
sales representative for the Fresno 
(Calif.) branch of Trailmobile, Inc. 

aa 


+ * 


Ford Names 2 in Buffalo 


Arthur A. Smick has been named 
fleet merchandising manager, and 


Thomas J. Peters has been ap-|* 
pointed truck merchandising man- |; 


ager in Ford division’s Buffalo dis- 
trict sales office. 
* * 


Kavanagh, Putnam Appointed 


To Executive Posts by Mack 


The appointment of Edwin M. 
Kavanagh and G. P. Putnam to 
executive posts at the Plainfield 
(N. J.) plant of Mack Trucks has 
been announced. 


Kavanagh has been appointed | 








— 


manager of production and mate- 
rials control, while Putnam has 
been named manager of quality 
control. 

+ * * 


Fruehauf Appoints Heim 


The appointment of Arthur Heim 
as manager — leasing division, has 
beén announced by the used-trailer 
and leasing division of Fruehauf 
Trailer Co. 

= * + 


Auto-Lite Names Fisher 


Products Group Chief 


Fremont Fisher has been ap- 
pointed general sales manager of 
the electrical 
products group 
for Electric Auto- 
Lite Co., Toledo. 

Formerly sales 
director for Fort 
Worth Steel & 
Machinery Co., 
Fort Worth, Fish- 
er will direct 
Auto-Lite’s pro- 
gram to boost 
nonautomotive 

Fremont Fisher sales of starting 
motors, generators, fractional horse- 
power motors and related electrical 
equipment, 





NATIONAL’S NEW 


PARTS & LABOR 


MANUAL 
for 


IMPORT 


One-Year Subscription includes 
Replacement-Revision Service 










$1750 


National’s Parts and Labor Manuals (Domestic and Import) 
are bound in a sturdy leatherette ring binder and open flat. 


Divided into two ‘‘fast-find-it’’ sections. . 


.easy toread... 


easier to use. Each car indexed for quick reference to: 
LABOR CHARGES. Official time studies®* in 





hours and tenths. Automatically figured at 
your hourly rate. 


PARTS PRICES. 
domestic makes and all listed import cars. 
Domestic Manual includes convertibles, sta- 
tion wagons and all makes and body styles for 
past eight years. 


ILLUSTRATIONS. For quick identification. 
Shows exploded views, of suspension assem- 
blies, grilles, front sheet metal, sub-assem- 
blies, bumper and exterior moldings and trim. . . 
indexed by make. 


Factory list prices for all 


“Where no factory flat rate exists, labor hours 
are based on National's time studies. 


National’s Master IMPORT CAR Manual initially includes the 


following makes: 
@ Volkswagen 
@ Opel 
@ Renault 
@ English Fords 
@ Vauxhall 


@ Metropolitan 


e NG 
@ Hillman 
@ Jaguar 


Additional makes at frequent periods will give coverage to at 
least 15 group and independent lines by April, 1959. 


Order your Manuals Today........ See Next Page 
NATIONAL MARKET REPORTS, Inc. 


900 S. Wabash Avenue @ Chicago 5, Illinois 
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That’s What Counts, Wholesaler Advises Dealers .. . 


‘Know Tradein’s Cash Value’ 


NEW YORK.—“Watch your cash 
value,” is the advice of one of New 
York’s oldest and largest wholesale 
dealers to new-car dealers trading 
in used cars. 

“If a dealer has an inventory 
which he thinks will bring him a 
fixed amount at retail, he’s only 
deluding himself and probably 
preparing himself for a tremen- 
dous fall. Cash value is the only 
thing that’s important from day 
to day. What you can get out of 
your inventory immediately in 
cash is the only thing that’s truly 


dealer actually is in the business 
of buying used cars, Younger 
said it is essential that he know 
the going price of the car he is 
trying to buy. 

Galves said he has known dealers 
who became successful by whole- 
saling every used car they took in, 
even in the worst times. He said 
he also has known dealers who 
made a good profit with a big used- 


|ear operation. In each case, how- 


ever, the dealers had efficient sell- 
ing organizations, he said. 
Galves said he has 15 buyers in 





important.” 

The speaker was Murray Galves. 
He, his brother Lou and Paul 
Younger operate Automobile Whole- 
salers in the Bronx. Te firm handles 
more than 10,000 units a year. 

Galves said he is appalled by how 
little many new-car dealers know 
about the wholesale value of the 
auto they take in trade. 

This factor alone, Galves believes, 
has caused many dealers to price 
themselves out of the new-car busi- 
ness. 

Since the average new-car 


BIGGER AND BETTER 
PARTS & LABOR 


MANUAL 
for 





Texas Begins Inspection 
Of Four Million Autos 


DALLAS.—A new auto-inspec- 
tion period opened Sept. 2 for 
more than four million Texas car 
owners. 

According to the State Depart- 
ment of Public Safety, 4,300 in- 
spection stations throughout the 
state will check cars until next 
Apr. 15. 















} CARS 


Most complete Service 
at the Lowest Cost 


$18 00 


National’s P & L Manual—Domestic Cars—takes the guessing 
out of estimating and billing . boosts body and service 
shop profits. For only $18.00 you get the complete compila- 
tion of the latest labor charges . . . parts prices... . detailed 
drawings — plus up-to-the-minute replacement revisions that 
normally total more than 1300 pages annually. 
THUNDERBIRD AND CORVETTE. Now 
included with the latest prices, labor 
rates and exploded views for all models. 
EASIEST TO USE 
National’s Manuals (Domestic and Import) are divided into 
two ‘‘fast-find-it’’ sections. 
1. Collision Section — all body shop operations arranged in 
logical estimate writing sequence. 
2. Chassis Mechanical Section — covering service operations 
on all chassis components. 


MAIL YOUR ORDER TODAY *« MONEY BACK GUARANTEE 


NATIONAL MARKET REPORTS, Inc. 900 S. Wabash Ave. Chicago 5, Ill. 
Please enter our order for l-year’s service as indicated below, subject 
to your 30-day free trail guarantee on National’s P&L Manuals. 





(_] National Auto Parts & Labor Manual, Domestic Cars 


including year’s revision service.......... $18.00 
(_] National Auto Parts & Labor Manual, Import Cars 

including year’s revision service.......... $12.50 
(_] Combination of above two manuals ............ $29.50 


2 Check Enclosed $ 


Firm Name 


Address . . 
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the New York City area looking 
for cars he can buy and then sell 
to dealers throughout the country. | 


Younger said the turnover in| 
wholesaling is quick, with no car | 
being held for more than seven 
days. 

“If we find that we have a car| 
on our hands more than 10 days,” 
Younger said, “and some 50 to 60) 
dealers have looked at it without 
buying it, we know we have made 
a mistake. So we get rid of that} 
| particular unit at whatever price| 
we can get. We are compietely gov- | 
erned by the tastes of the public.” 


He said the used-car market is} 
strong at the moment, with the} 
| biggest demand for economy 
models. 

Galves and Younger feel that if 
the demand for low-price econ- 
omy models is an indication, the 
public wants a smaller car. 
Younger said demand for used| 
| foreign cars has increased at least | 
}100 percent in the past year. 
| “I feel that the big horsepower 
|we have stressed so much in the! 
|past is not as important to the 
|public as we had figured,” said 
Galves. “Today the public seems 
to be looking for a car that will 
give comfort and ease of handling 
at a price. They need functional 
cars more than high horsepower.” 

Swamped by dealer requests for 
used-car prices, Galves said Auto- 
|mobile Wholesalers assembled a 16- 
| page booklet which lists the whole- 
|sale price for every domestic car. 
The booklet is issued weekly, 

he added, with a monthly foreign- 

car supplement, The weekly 
booklet lists more then 1,000 dif- 
ferent models of the domestic 
lines, and the foreign-car supple- 

ment over 600 models represent 
ing 34 lines. 

Galves offers several guides to 
| dealers in determining the price of 
|a car offered either for trade or 
for sale. 

“The determining factor in pric- 
ing a used car is how close the 
car comes to its original condition,” 
|Galves said. “The things we look 
|for are the condition of headers, 
mats, driver’s seat, sag of uphol- 
stery, arm rests, arm revealer, 
condition of the trunk, the pedals.” 

Galves said that if the pedals or 
mats on the driver's side have been 
replaced or show great wear, or if 
the trunk trim has been replaced, 
the car has lost much of its value. 

The important thing, he added, 
is not total mileage but the treat- 
| ment the car received. A car may 
have been driven 100,000 miles and 
| still have a lot of wear left if the 
driver knew how to treat a car, 
| Galves said. 

“If a guy tells you he has just 
spent $500 putting his car in 
shape,” according to Younger, 
“that’s a good car to steer away 
from. You know he has had 
trouble. The best car to buy is 

| the one that has had very little, 
if any, major repair.” 

Galves said wholesaling is going 
through something of a revolution. 

“People are getting more and 
more conscious of auctions. We 
|think that eventually the best 
wholesalers will have to offer both 
services. The kind that we now} 
have, in which our buyers are con- 
stantly contacting dealers, and an| 
auction. There are advantages to 
both, and one way appeals to some 
dealers, while the other way will 
appeal to another segment of the) 
industry.” 

What kind of dealers do whole- 
salers like to do business with? 

“We prefer doing business with 
the dealer who has a clean, effi- 
cient operation,” Galves said. “It 
has been our experience that this 
is the man who knows his business, 
knows what he is doing, and gen- 
erally has the best prices to offer, 
at a fair price. 

“You can invariably tell what 
kind of a dealer you are going to 
be negotiating with by just looking 
at his premises. The same kind of 
advice would also go for the aver- 
age man looking for a new or used 
car.” 


Green Buys Calif. Deal 


Harold Green has purchased the 
Chevrolet-Buick dealership at 
Ridgecrest, Calif. He formerly was 
a Chevrolet dealer in Santa Monica. 
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“did you say | 
‘tantalized’ 2 
WIS 
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we 
“no, I said 


ANODIZED ! 


Anodized 
Aluminum 


from Alcoa”! 


That may be the smartest thing you'll say all day. 
About how it means automotive trim that doesn't 
pit, peel or corrode. The sale is easier when 
you tell your prospects about anodized trim of 
Alcoa® Aluminum. It’s nationally advertised! 


ALCOA ALUMINUM...FOR GLEAM AND GO! 


ALUMINUM 


a oermee Coerene oF eeeeree 7 







SAM HANKS 


Indianapolis 
Winner 


> CASH IN ON THIS 
FASTEST GROWING 
SPORT — midget car 
racing — featured in LIFE — You get fast 
sales, and quick profits on small investment. 

The car you want is the MIGHTY MOSS “% MIDJET that 
handles like Sam Hank's Indianapolis winner. The Moss Mid- 
jet will bring you traffic, profit and publicity. For specifica~ 


tions on Ys and %2 models, and details on the Moss 


franchise, airmail your inquiry now to . . . 


MOSS ENGINEERING CO. 


9 2 E } oa yan r oy 


SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 


(Larger shops, multiply number mechanics by $188.0 












FLASH-A-CALL SERVICE CONTROL 


For some time now it has been clear that 
the needs and taste of the new car buyer 
are undergoing a major change. 


People are asking for spirited perform- 
ance, but with economy to match. They 
want high quality, but with clean and 
simple design. They want limousine solidity 
and boulevard comfort, but not bulk. 

And today, with Buick ’'59, nobody can 
satisfy these wants and needs better—and 
for more people—than an authorized 
quality Buick dealer. 

His answer is that he has The Car. A new 


class of fine cars within range of 2 out 
of 3 new car buyers...three new series 
spanning the price ranges where 6O% 
of today’s new car buyers are buying. 


He has LeSabre, the thriftiest Buick; 
Invicta, the most spirited Buick ever built 
and for sheer and unpretentious luxury— 
Electra and Electra 225. A whole new 
generation of Buicks so new even the 
names had to be new. 


With these cars the Buick dealer’s oppor- 
tunity is clear. With the greatest Buicks 
ever offered, this can be his greatest year. 


5 





ELECTRA 225 IN THE EYE-STOPPING 4-DOOR HARDTOP 
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What's New... 








In Parts and Accessory Distribution 





i > ove yith space already re- 
sions are slated for that day by| largest ever, wi : 
the National Standard Parts Assn.| served by 88 firms, according to 





Bankruptcy Plea Entered 


Se dhe ale ie Re nels eee ett 


By Florida Parts Firm and the Motor and Equipment) G. Ne Morris, AMOT executive di- 
| rector. 
ee on ae tek tee Wholesalers Assn. ; a 
manufacturer, 


; : : °7.9 |conference, which had drawn the 
en Cone ieee Ale New England Branch | vir cest number of exhibitors until 


Suburb now, Morris said. The convention 
: isted as.| Moves to Boston Ow, s ; 
. ae a ea duban ef $18,208.| PHILADELPHIA. — The boston| will be held in Galveston, Oct. 15-18, 
sets o aT 2, +2 branch of Exide Industrial la 1 Pp ; . . 

i i | Electric-Storage Battery Co. has/| Specia remium Promotion 
Pacific Automotive Show moved to a new building at 315 | + aunched by Rust Master 
Reports Record Response Mystic Ave. in suburban Medford. | “ ’ 


SAN FRANCISCO. — Robert D.| The branch is managed by E. Sel one geen a oe — 
: é Wootten, president of the 1959 Pa-| Fitzmaurice jr. and is responsible — ambridge, oo -_s 
o i, Bee ‘ cific Automotive Show, has reported | for sales and service of Exide prod-| Special premium pr 












i y | will run until Dec. 31. 
en a record-breaking response bh ae ucts in the New England states. i ns weins we, Gee 
: early mailings inviting sponsorship | . tite ak, Soman aaa, Gk 
of wholesalers in the 12 Western| Texas Wholesalers to Have and Beant Stones et Ruan Soe 
Signing with Toyopet— states, Western Canada, Mexico and Largest Booth Conference eS ae ae ot ee oe 
First in this country to be granted a Toyopet franchise is Holt Motor Co. (Dodge- Hawaii. 


. N. Tex.— The 1958 Booth| prizes that may be obtained with 
+6 Ctant ; hip| The show is scheduled for March| AUSTIN, é | . 

Plymouth), Van Nuys, Calif. re, = ge al oe cn hen, Gok 12-15 in New Brooks Hall here. The | Conference at the silver ee byt py eg A 
ie 2 eee eee outh a ional sales manager; Robert Jones,| Booster Kickoff Banquet will be| convention of the Automo ‘on Snel en es Ga 
Mol a mae - "ad : a. fon fasta gonenal manager : |held March 11, and preshow ses-| Wholesalers of Texas will be the| ’ arm said. 

t vice-president, an ri le o ° me. 
LE Motor-Rebuilding Firm 
To Erect $500,000 Plant 


HOUSTON.—A $500,000 expansion 
: Qo of fee aes 

} r ona otor edulidin le 
Keep your fleet customers on the go in mu end usar, Tresomstos Re 


Harry Hartley, founder of the 
motor-rebuilding firm, said a new 


li diff ti { plant will be erected adjacent to 
or snow with low cost non-slip differentials | i wr: rsilin sient ns 


small for the monthly goal of 1,000 
units, he added. 
> 





Lead Time Asked 
On Price Cuts 


| CHICAGO.—In a letter headed 
|“Don’t Fence Us In,” John Rey- 
nolds, president of the National 
Suow your fleet customers how the low cost | Standard Parts Assn., asked parts 


: $ ni ‘ manufacturers for advance notice 
non-slip differential will pay for itself in one or | of about 60 days on impending price 


. cuts. 
two days when the weather is bad. Order your “For the first time in years.” he 
demonstrators 100% equipped with the non-slip wrote, “some product lines are in 

: Ss a position to lower prices on some 
differential. items. .. . If sufficient lead time 
. a is not given to wholesalers to per- 
Spinning wheels cost fleet operators thousands mit them to dispose of merchandise 
of dollars a year in lost time, disrupted schedules | which was purchased at a higher 


s price, you’re really ‘fencing us in’ 
nd road calls. Just ask anyone with a fleet of “We're asking your cooperation in 
a 


advising your wholesaler customers 
cars that has to be kept on the road 24 hours a of a pending price reduction and 








day in all kinds of weather. allowing a lead time of approxi- : 
‘ mately 60 days before the printed ‘ 

Or ask a cab driver. He’ll tell you he can’t | price list goes into effect.” ‘ = 
make money when the roads are slippery, because ene ne 


of unavoidable delays. But now, with the non-slip Sclerosis Victims Fe 


differential, you’ve got the answer to this costly Make Up ‘Cargo’ ’ 
and annoying problem. With the non-slip differen- 


tial wheels can’t spin if there’s any traction at all. For Ramsmobile 


msclves ROCHESTER, N. Y.—The Rams- 
That means cars and trucks can pull themse miiiis 6 6 pasek Gauar Ge 
out of mud and loose sand because power always that carries a cargo of hope, cheer 


. . and good will through the streets 
goes to the wheel with the greater traction. and suburbs of Rochester daily. 


There’s added safety, too, because the non-slip Operated by the Rochester Area 
: e Multiple Sclerosis Chapter, or 
differential guards against dangerous swerve re- RAMS, the Ramsmobile transports 
° h. bum roads. wheel-chair patients from their 
sulting from wheel hop on rough, PY homes or hospitals to clinics, re 
habilitation centers, physicians and 
dentists offices as well as to recrea- 
with your demonstra- tional centers, civic events, ball 

To help you get started y “ parks and picnic groves. 
tions . . . here’s a list of fleets that will profit most The patient is lifted into the 
° s =e truck body, wheel chair and all, by 
from the non-slip differential: a hydraulic tail gate. The vehicle 
3 holds seven wheel chairs and has 
Police Cars, Utility Trucks, Construction Vehicles, | side benches on which additional 
. persons may sit. Wheel chairs are 
Fire Chiefs’ Cars, Maintenance Trucks, Commer- [lashed down firmly in the spacious 


delivery truck body. 
cial Pick-ups, Rural Route Vehicles, Farm Trucks, The Ramemoblic has a Ford 


° e chassis with a 10-foot Merchandiser 
Rental Fleets, Ambulances, Panel Deliveries, body manufactured by Boyertown 


: ° * 2 Auto Body Works, Inc. Two win- 
Station Wagons, Service Vehicles, Taxi Cabs. dows on each side of the body give 
the vehicle its bus-like appearance. 
It has automatic transmission and 
power steering because many of the 
volunteer workers who drive the 
bus are women, and the vehicle 


DANA CORPORATION eee 


Barton Pontiac Moves 
e Barton Pontiac, formerly located 
4 Toledo 1 ' Ohio at 4141 Lindell, St. Louis, has 
A icer moved to 1201 Florissant Rd., Fer- 
guson, Mo. Harold Barton, presi- 


dent, acquired the firm last year. 
It formerly was Davis Pontiac. 
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One of the many 
wonderful ways that 
plastics serve the 
automobile industry 


LSG) 


As car buyers become more safety- 
conscious, they have many questions 
to ask about automotive safety glass. 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 


7 Piastic 
piss SAFETY 


me 1. Plastics today are 
being used more and more 
in combination with other 
materials for the best 
possible combination of benefits. Laminated 
Safety Glass, in cars for many years, is just 
such a combination. It is literally a “plastic 
glass sandwich” made by bonding two pieces 
of glass with a completely transparent, tough 
sheet of plastic between that holds the glass in 
a tight grip. This sandwich construction 

is easy to identify. Look at any exposed edge 
of a car window or vent made of Laminated 
Safety Glass. You will note what looks like a 
definite “line” along the center of this edge. 
That “line” is actually the edge of the plastic 
interlayer. (No “line,” no LSG.) 


2. LSG provides 
{ “windshield safety.” By 

accepted practice, every 

American-made truck or 
car must have a windshield made of Laminated 
Safety Glass. Only LSG passes the rigid optical 
and physical specifications established by the 
American Standards Association. Many car 
manufacturers have extended this “‘windshield- 
safety’’ to their side windows and vents as well. 


3. LSG reduces the 

hazard of flying glass. 

Suppose a rock or another 

=~ sharp object traveling at 

high speed struck a window made of Laminated 
Safety Glass. The force might crack the glass 
but the plastic interlayer would tend to hold 
the pieces together, forming a‘‘spider-web” of 
cracks from the point of impact. 


——S—== 4. LSG “cushions” the 
-} shock of impact. When 
\ a passenger is thrown 
against a Laminated 
Safety Glass windshield or window, the resilient 
plastic interlayer “‘gives’”’ and cushions the 
shock. Danger of serious injury from concussion 
is thereby lessened. 


_ 5. LSGwon’t “trap” you! 
\{ Suppose you had only 
seconds to get out of 

: a ’ or into your car, and both 
‘doors and windows were jammed shut by an 
accident! Laminated Safety Glass can be 
kicked or knocked out of a window frame to 
provide an emergency exit. 


Monsanto 


i ® 
Monsanto Chemical Company does not make 
Laminated Safety Glass, but it supplies plastic for 
the safety layer used by leading glass companies 
in making Laminated Safety Glass (LSG). 
Monsanto Chemical Co., Plastics Div., 

Springfield 2, Mass. 























said to make it possible to recondition 
soiled interiors and convertible tops of 
used cars in minutes has been marketed. 

The product, “Auro ‘Lasticolor,’" im- 
pregnates fabrics and synthetics with a 
lasting vinyl coating in a wide choice of 
colors, according to the manufacturer, 
Taussig Co., 2009-11 Naudain St., Phila- 
deiphia, Pa. The product does not change 
the texture of plastic, nylon, leather, rub- 
ber, cotton, wool, rayon, leatherette, can- 
vas or practically any synthetic, it is said. 
lt will not stiffen surfaces and dries 
smoothly and evenly, leaving no spray 
marks or “holidays.” Treated surfaces re- 
main soft and pliable, and colors applied 
will not run or fade. 





STARTING UNIT—A portable emergency 
storting wnit hos been announced by | 
United Motors Service Division, General | 
Motors Corp., Detroit 2, Michigan. Com- | 
pact ond easy to corry, weighing only 16 
pounds, less battery, the Delco Start-O-Pak | 
enables one man to stort o six-volt or 12- 
volt vehicle even in the limited space of 
@ one-cor garage, a le claimed. 

* . 


VINYL SPRAY—A chemical spray that is| 





Tong-Test Ammeter 


An improved Tong Test AC-DC 
Ammeter has been announced by 
Columbia Electric Mfg. Co., 4519 
Hamilton Ave., Cleveland 14, O, En- 
gineering changes include a larger 
damping chamber for each scale 
range, which makes readings easier 
by providing improved damping 
characteristics; heavier and 
stronger scale-range construction, 
insulated operating trigger and 


plastic handle, the firm said, 
+ + o 
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PLASTIC ALUMINUM — Hercules plastic 
aluminum, developed for use on all metals, 
| wood, tile, porcelain and gloss, has been 
announced by Hercules Chemical Co., 416 
Broadway, New York 36, N. Y. The tube 
has been equipped with an “applicofor 
and no-clog cap.” The cop has a spreader 
at the top for applying the aluminum. On 
| the inside of the cap is a plunger which 
| extends into the nozzle neck to prevent 
clogging. 








WIND DEFLECTOR—The patented design 
of the Droft-Eze wind deflector is said to 
assure positive cir control at all times. The 
optically clear plastic, outlined by stainless 
steel movuiding, prevents distortion, it is 
claimed. The unit fits all cars with vents 
measuring 10 inches or more at rear edge. 
Regal Motor Products, inc., 6325 Grand 


River, Detroit 8, Mich. 
- oe * 








unit holding 72. 


TIRE BARGAINS 
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ANTENNA — The “Autenna” automatic | 
antenna, which rises as the car radio is 
turned on and retracts as the radio is| 
turned off, has been introduced by 
Autenna, Inc., Port Washington, N. Y. Be- 
couse of its electric control system, this 
remote-control aerial may be located at 
either the front or rear of the car, it is 
said. Since the antenna is not exposed 
except in actual use, it is less subject, 
than other aerials, to rust or corrosion 
and eliminates any damage or bending 
due to mischevious tampering, it is 
claimed. 





Portable Power Flarer 


“Portaflare,” a portable, motor- 
driven unit said to flare tubing 
easily and accurately in the shop, 

. > * 
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TIRE RACK—inside inventory space problems are relieved by this permanent out- 
door tire rack, according to Jack P. Hennessy Co., Inc., 12 Depot Square, Englewood, 
N. J. The rack comes in two sizes—a three-bay unit holding 108 tires and a two-bay 








mine or in the field, has been intro- 

duced by Parker Fittings & Hose 

Division, Parker-Hannifin Corp., 

17325 Euclid Ave., Cleveland 12, O. 
* * 


* 




























DISPENSER — The Automotive Division, 
| Wagner Electric Corp., 6400 Plymouth 
Ave., St. Lovis 14, Mo., has announced a 
broke fluid dispenser to be marketed as 
@ special offer with its Wagner Lockheed 
heavy-duty broke fluid. The dispenser will 
be included with five one-gallon cans of 
the brake fluid, and priced at the regular 
six one-galion carton cost. With the dis- 
penser mounted on a one-golion can, a 
single stroke of the handle pumps enough 
fluid for a normal brake fivid replen- 


ishment. 
> > > 


2 Addressing Machines 
Two high-speed addressing ma-| 
chines, used for addressing maga- 
zine labels, newspapers, and all 


| types of envelopes and literature, 


have been developed by Midwest 
Automatic Control Co., 510 Third 
St., Des Moines, Ia. 

> ” 


CLEANING MACHINE—The Miji Lif, 
recommended for the cleaning of small 
blocks, heads, engine parts and automatic 
transmissions, has been announced by 
Magnus Chemical Co., Inc., South Ave., 
Garwood, N. J. A single lever raises the 
work platform to the top of the machine 
for inspection, loading and unloading of 
parts. 





CHOKE TUBE REPAIR KITS—Two low-cost, 
easy-to-install Houser Choke Tube Repair 
Kits to serve all ‘56 to ‘58 Ford, Chrysler 
and GM cars have been announced by 
Houser Engineering & Mfg., Inc., Bluffton, 
Ind. These two kits take the place of up 
to the eight kits usually required, it is 
claimed. Designed to overcome and 
eliminate sticking chokes and their result- 
ing hard starts, carburetor failures and 
wasted gas, according'to the manufacturer. 
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BEARING LUBRICATOR—Proper lubrica- 
tion of all bearings is insured by the Jiffy 
Packer, according to GorDag Industries, 
3945 Wooddale Ave., Minneapolis, Minn. 

Easy to use with hand or air grease gun, 
the packer forces old grease out when the 
new grease is forced in, it is said. Hand 


packing is eliminated and all bearing sur- | 


faces are lubricated automatically. New 
grease is protected from dirt and grit. The 
packer is recommended for all types of 


bearings. 


* * * 


Auto Cleaner, Polish 


An auto cleaner and polish, 
called “Two-4-One,” has been in- 
troduced by E. L du Pont de 
Nemours & Co., Inc., Specialties 
Sales Section, Wilmington 98, Del. 
It is designed for use over all kinds 
of car paint and cleans and polishes 
in one operation, the firm said, 

. > 





SELF-LOCKING NUT—A line of Nylok 
self-locking hex nuts has been announced 
by Dorman Products Inc., Cincinnati 2, O. 
Eleven sizes, 3/16 to one inch in both 
USS & SAE thread, cadmium plated, are 
available. Nylok nuts, assembled from 
either side, lock any place on bolt be- 
couse of pressure exerted by nylon plug 
which forces bolt laterally, removing play, 
it is claimed. The nuts are unaffected by 
heat, cold, moisture, age, hot oil, gasoline 
or most chemicals, it is said. 

> 7 





MANIFOLD — Offenhauser Equipment 
Corp., 5156 Alhambra Ave., Los Angeles 
32, Calif., has announced its Pacesetter 
line of six carburetor intake manifolds for 


Chevrolet V-8 engines. 
. 6 6 





TRUCK DRIVER'S ‘DELIGHT'—A truck seat designed to eliminate fatigue has been 
introduced by American Metal Products Co., 5959 Linsdale, Detroit 4, Mich. The 
formed-wire spring system, left, ties spring members together in a system that con- 
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SAFETY BUMPER JACK—A bumper jack 
said to provide maximum safety in use on 
all cars, particularly those with air suspen- 
sion, has been marketed by Universal Tool 
& Stamping Co., Inc., Butler, Ind. Two 
heavy-duty, formed-steel safety legs are 
connected to the center weight-carrying 


jack bar by two nonslip, rigid spreader 
bars, the firm said. 


Magnetic Key Holder 


X-Tra-Key, magnetic key holder, 
is being marketed by Detroit 
Master Products Co., 16490 Wood- 
ward Ave., Detroit 3, Mich. Con- 
sisting of a metal box with sliding 
cover and mounted on a permanent 






| magnet, it attaches iteself magneti- 


cally to any metal surface on a car 
or outside the home. 


* 





*. 


DIRECT LIGHT—The Vimco 9000 lamp 
provides direct light on any working area, 
according to Vimco Mfg. Co., 107 Bray- 
ton, Buffalo 13, N. Y. The rigid, upright 
standard ‘is 36 inches from the floor to 
the center of a large swivel joint and is 
based in a heavy four-caster platform. 
Its flexible arm may be placed in any 
position. A duplex receptacle of heavy 
cast aluminum provides a toggle switch 
for lamp control, plus an outlet for plug- 
ging in power tools or accessories, 











forms exactly to the driver's body, the firm said, providing greater area of svs- 
pended support. The seat back, right, has a scientifically formed compound wrap- 
around curve for full body support, the firm added. The back angle is adjustable. 
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The ink is scarcely dry on new records when newer and greater gains come in 
to wipe them out. A mighty force is on the move. The Saturday Evening Post 
is pulsing with power. 

Latest October figures show the Post is a robust $1,300,000 ahead of last 
October’s advertising revenue and a whopping 10 per cent ahead in pages. 

Latest circulation is at an all-time high—and heading upward. In the last 
two years alone, the Post has added 5,000,000 more readers—a gain 1,000,000 
greater than that of the other large weekly. 

Latest count on new advertisers totals 59 just since July. 


The Post is the only magazine in its field to increase its share of market 
this year. 38 per cent of all ad pages run in mass-weekly magazines during the 
first six months of 1958 went into the Post. 

The reason may be shiningly simple: Smart advertisers go where the cus- 
tomers go. 

That’s why advertisers are going — in ever-growing numbers — to the Post. 
Here you can get a greater variety of split runs (first developed by the Post) 
plus dynamic advertising spectaculars, and greater flexibility of space units 
than offered by any other magazine. Here you can be sure your ad page 
makes more than 29 million proved contacts with Post-Influentials. 

Your opportunity is clear. The time is now. 





The Saturday bveniog 


Proved! More than & ae ff 
29 million reader exposures 
for your ad page in... os 
Sell the POST-INFLUENTIALS 


they tell the others! 
















Clint Opomigs 
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"51 (62) 4-dr., $370*. 
140*; Impala (8) 2-dr., $2,290°*. 


rarely used during the early part | pnesoro—'53 Custom 4-dr., $320* 


work. 
650*: Ranch Wagon (6), $1,300. 





More than 150,000 persons read AUTO- 


MOTIVE NEWS every week! $1,050°; 





\\\ (Continued from Page 72) dr., $150. 


(| CHEVROLET—'58 Biscayne (6) 4-dr., $2,- 


FORD—'57 Country sedan (8), $1,750°; 
Fairlane (8) 500 Victoria 4-dr., $1,-| pacKARD—'55 Patrician sport coupe, 


"56 Country sedan (8), $1,260° (ps); 


Custom (8) Victoria, $1,225*; 4-dr.,| pp ymMouTH—’57 Fury (8) coupe, $1,750*; 
2-dr., $1,010; Ranch wagon 
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010*, $875. 
"55 (8) station wagon, $1,255*, $1,145*; 

Fairlane (8) Hardtop 2-dr., $1,200°; 

conv., $1,035* (ps). STU DEBAKER—’ 57 station wagon, $1,265. 
’53 Main (8) Ranch Wagon, $560. ’55 President Hardtop 2-dr., $1,195* (ps). 
"52 Main (8) Ranch Wagon, $530*; Crest; WILLYS—’52 station wagon, $700. 

(8) Hardtop 2-dr., $400*, $390; 4-dr.,|) MISCELLANEOUS—’52 Kaiser Manhattan 

$340. 4-dr., $230*; Willys pickup, $650, 
’51 Hardtop 2-dr., $270; Custom (8) 2-| ‘°50 Ford %-ton pickup, $205. 


’46 Chevrolet %-ton pickup, $185, 
. a . ° 
(8), $990. ms y-- as Jet (6) 4-dr., $410*. DETROIT 
’55 Thunderbird, $1,620* (ps); Fairlane : aa . ca 
(8) Victoria, ' $910*; Custom (8) 4-| LENCOLN—’51 Cosmopolitan conv., $450*.| wotor City Auto Auction, Sale every 


'53 4-dr., $330°. 
RAMBLER—’ 56 station wagon, $1,490*. 
'55 station wagon, $1,100*. 








'57 Two-ten (8) station wagon, $1,765* dr., $825; 2-dr., $750* (ps), $725*,| MERCURY—’57 Commuter station wagon,| Monday (Sept. 8). Still steady. Clean cars 


(ps); Bel Air (8) sport coupe, $1,635°; $650; Ranch Wagon (8), $785. $2,220* (ps). bringing top price. Sold 139 cars from 246 
4-dr., $1,570* (ps); Two-ten (6) 2-dr., ’54 Custom (8) Victoria, $730; 2-dr., ’55 station wagon, $1,450*%; Montclair! consignments. 
$1,350*, $1,325*, $1,235, $1,200, $1,190; $700*, $485, $480°, $475, $195; Custom conv., $1,250*; Monterey Hardtop 2-| BUICK—’56 RM 2-dr., $1,345* (ps); Spe- 
4-dr., $1,225. (6) 2-dr., $280; Ranch wagon (8), dr. $1,205* (ps), $950*. cial 4-dr., $1,250*; Hardtop, $1,175*; 
’56 Two-ten (8) station wagon, $1,345*; 700*; Crest (8) 4-dr., $550°; 2-dr., 54 Monterey 4-dr., $665. Century 2-dr., $1,215* (ps). 
Bel Air (8) sport coupe, $1,300°; Bel $490; Crest (6) conv., $500; Main (8) ’53 Montclair 4-dr., $395*. ’55 Special 4-dr., $950*; Special 2-dr., 
Air (6) 4-dr., $1,210. onse 2-dr., $325°. . "52 4-dr., $450. | $915* (ps), = oo ere 
55 Bel Air (8) 2-dr., ,160*; conv., ’53 Custom (8) 4-dr., $410*; Custom (6)|w is . e $925*, $850°*; uper viera, 5°, 
$1,040*; sport coupe, $930; Two-ten 2-dr., $375*; Ranch wagon (8), $350. oe Se S-er., WeEe”. | 705* (ps). 
(6) 2-dr., $720; Two-ten (8) 4-dr.,] °52 Custom (8) 4-dr., $350. OLDSMOBILE—’57 (98) Hardtop 2-dr., $1,-| +54 special Riviera, $530*; Century Rivi- 
$685. ’51 Custom (8) Victoria, $200. et 0* (Ps); (88) 2-dr., $1,470. era, $525°*. 
54 Bel Air 4-dr., $640*%; Two-ten 2-dr..| ImPERIAL—’52 4-dr., $300° (ps). ‘56 (88) Hardtop 4-dr., $1,565* (ps). | CHEVROLET—’57 Bel Air (8) conv., $1,- 
: $600*, 2 at $480. MERCURY—'58 4-dr., $1,840. 55 (98) Hardtop 2-dr., $1,350° (ps); | 635*; Two-ten (8) Hardtop, $1,500*. 
—_— a '53 Two-ten station wagon, $490; 2-dr.. '57 Monterey sport coupe, $1,700*. +n (38) 2-dr., $885°. | °56 Bel Air (8) conv., $1,125*; One-fifty 
$390; conv., $360; Bel Air 2-dr., $475, ’56 Montclair conv., $1,400* (ps). 54 _ (88) Hardtop 2-dr., $1,035°*; 2-dr., (8) 2-dr., $825, $775. 
$450°; 4-dr., $425, $190°; conv., $350°.| +54 Monterey sport coupe, $690°. 710°; (98) Hardtop 2-dr., $1,025°| +55 Bel Air (8) 2-dr., $905°, $755, $665; 
Because removable rims were '52 Deluxe 2-dr., $260; Special 2-dr..| NaSH—'57 Ambassador 4-dr., $1,525° (ps).| ,_ (PS). ; : Bel Air (6) conv., $860*; Two-ten (8) 
considered unsafe, they were $200. OLDSMOBILE—’57 (88) Holiday, $1,850°.| ‘53 (98) conv., $650° (ps); (88) 4-dr.,| 2-dr., $870, $750, $560; 4-dr., $750, 
, ’51 Deluxe 4-dr., $290*; 2-dr., $130°. '56 (88) Super 2-dr., $1,520* (ps). $520°. 


’52 (98) 4-dr., $425° $685; One-fifty (8) 2-dr., $585; One- 


"55 (88) 2-dr., $1,010*; (98) conv., fifty (6) 4-dr., $505. 


of this century. Changing tires | DODGE—'58 Coronet (8) 2-dr., $1,900*. $925". 51 (88) 2-dr., $230°. ‘54 Bel Air 2-dr., $490; Two-ten 2-dr., 
n ordeal. One man reported ’57 Coronet (8) 4-dr., $1,500°; Coronet ’54 (98) Starfire conv., $1,020° (ps);| PACKARD—’56 Clipper Hardtop 2-dr., $1,-/| $450. 
was an 0 7 (6) 4-dr., $720°. (88) Super 4-dr., $870° (ps), $775*, 215°. | '53 Two-ten 2-dr., $390; Bel Air 2-dr., 
that he had to work a half hour '56 Coronet (8) 4-dr., $1,150*; sport 725*, $625*, $575* (ps); (98) Holiday,| PLYMOUTH—'57 (8) station wagon, $1,-| $345. 
with a sledge hammer in order to coupe, $1,130°. = $750; (88) Holiday, $745*; (88) Super 755°. | CHRYSLER—’54 Windsor 4-dr., $600*. 
ly loosen the bead enough *55 Coronet (8) sport coupe, $875*; 2-dr., Holiday, $680*; (88) 4-dr., $660*, "56 (8) station wagon, $1,270* $1,200. ’53 Windsor 2-dr., $360* (ps); Imperial 
merety ie A . $600°. $450°*. "55 Belvedere (8) 4-dr., $1,220; station 4-dr., $365°*. 
for him to insert a tire iron, and ’54 Coronet (8) 4-dr., $450°. 'S3 (88) Super Holiday, $450°; (88) 4- wagon, $905. | 52 New Yorker 2-dr., $200° (ps). 
that was just the start of his 53 Coronet (8) club coupe, $210°. dr. $300°. 54 Belvedere 4-dr., $555° DeSOTO—’53 Firedome (8) 2-dr., $325°. 


*5O0 (88) 4-dr., $260°. "53 Cranbrook Belvedere, $420°; 2-dr., 
$255*, $175*. 

$860° (ps); Panama sport coupe,| PONTIAC—’'55 4-dr., $725°. 

$800*: Clipper 4-dr., $685° (ps). — 


DODGE—’54 Royal (8) 4-dr., $400*; Cor- 
onet (6) 4-dr., $315*. 
(Continued on Page 84, Col. 3) ; 








Plaza (6) 4-dr., $1,270. 










































(NOW PELLETIZED) 


Only BAR'S LEAKS 


MOST WIDELY USED COOLING SYSTEM PROTECTIVE IN THE WORLD a((\ 
is FINE enough to 


Flow through the 
newly designed 
Cooling System 
and Car Heater 
tubes (23/1000 

to 79/1000 inch) 

in modern 


ON ANTI-FREEZE 
CHANGEOVER 


@ For top engine 
use BAR'S LEA 


ormance, 
or its afhili- 


ate, BAR'S RUST (same Pat. 
cars. No.). Flush out and pour in bot- 
cnperscaens dea tle of BAR'S. If leaving anti- 


freeze in from year to year, use 
BAR'S RUST to rejuvenate the 
coolant and ect system from 
corrosive acids. For late cars — 
"$6-°57 on — use BAR'S RUST. 


with aluminum in mind 
U. S. Patent 2580719 


Conodion Potent 501547, 
Other Potents opplied for 


AUUATUTATUUTTT TT 
TRATTATUNN AUT TTTT TTT 


TM Weare com 


WARNING! 


SERVICE STATIONS — DEALERS 


Only BAR'S LEAKS meets the cooling system specifica- 
tions of every automobile manufacturer as to fineness of 
ingredients and required protection. 


RADIATOR CORE 
70/1000 IN. 


Be on the alert! Many other sealer inhibitors contain coarse, bulky material. 
They clog the tiny new-car tubes of radiators and car heaters (23/1000 to 
70/1000 inch). Fail to circulate. Fail to protect. As a result, aluminum com- 
ponents become pitted, harmful rust and scale develop, and seepage en- 
dangers vital metal parts. Remember, if you ruin a car, you're responsible. 


Improved BAR'S LEAKS, now pelletized, dissolves to particles 15/1000 
inch and smaller. BAR'S LEAKS circulates freely through the smallest 
heater and radiator cores. Only BAR’S LEAKS provides the required protec- 
tion — inhibits rust and scale — seals all leaks in gaskets and porous metal. 
BAR'S is a MUST! Write for literature. Tells how you can qualify as a 


certified cooling system expert. 
Cash in on BAR'S for a lucrotive repeat business. LIST PRICE $1 .00 
Available through automotive jobbers, service stations, auto goods stores. 


BAR’S PRODUCTS SUPPLY, INC. 


(Office and Plant) P. O. BOX 146 @ HOLLY, MICHIGAN 

























"56 Savoy (6) 4-dr., $970; Plaza (6) 
2-dr., $650 

"55 Cranbrook (6) 4-dr.. $750°; Savoy 
(6) 2-dr.. $580; Plaza (6) business | 






coupe, $480. 
‘53 Cranbrook 4-dr., $260. 
PONTIAC—'58 Bonneville coupe, $3,150*| 
| (ps). | 
'56 Chieftain 4-dr., $1,250°; Catalina| 
coupe, $1,210°; Catalina 4-dr., $1,150*. 
| °S5 Star Chief Catalina, $950° (ps); 
Chieftain Catalina coupe, $850*, $740*; 
Chieftain wagon, $760. | 
"53 Chieftain Catalina coupe, $330° (ps). 
"51 Chieftain 2-dr., $130°. 
| RAMBLER—’'56 station wagon, $1,050 
| STUDEBAKER—’5S Scotsman 4-dr., $1,- 
100. 
MISCELLANEOUS — ‘56 Ford (8) %-ton 
pickup, $690. 
"56 Ford (6) %-ton pickup, $640. 
"54 Chevrolet %-ton pickup, $450. 
"53 Chevrolet Carryall, $155. 
‘S51 Federal 2-ton Rack, $390. 
"49 International %-ton pickup, $100. 


PORTLAND, ORE. 


Portjand Auto Auction, Inc. Sale every 
Tuesday. Prices are for sale of Sept. 9 
BUICK—'56 Century station wagon, $1,650° 

(ps); Hardtop 4-dr., $1,470° (ps). $1,- 
$1.435° (ps); Super Hardtop 2-dr., 
$1,415° (ps). 

‘55 Century Hardtop 4-dr., $1,325° (ps). 

$1,260°; Special Hardtop 2-dr., $1,200°. 

"54 Super Hardtop 2-dr., $860; Century 

4-dr., $675. 

‘53 Super Hardtop 2-dr., $425°; Special 

Hardtop 2-dr., $385. 

"50 Special 4-dr., $120°. 

CADILLAC—'58 (62) coupe de Ville, $4,- 
815° (ps). 

"SS (60) 4-dr.. $2,150° (ps); (62) coupe, 

$2.130° (ps). 

"54 (62) coupe de Ville, $1,850° (ps). 

"51 (60) 4-dr.. $450°. —— 

"50 4-dr., $425°. 


CHEVROLET—'58 Corvette 2-dr., $2,785; Dealer and Jobber Inquiries Invited 
Brookwood station wagon, $2,370° (ps); 


Impala (8) conmv., $2,365° (ps): Bel SS a - 
BUMPER GUARDS, INC. 


Air (8) 4-dr., $2,280°, $2,190, $2,065. 
1933 S. State St. Chicago 16, Illinois 


Wrap-Around Bumper Guards 


Custom for each make of car 
Heavy Gauge Steel — Beautifully Chrome Plated 


Guords for: 


Consul MG Magnette 


Deutsche Kraftwagen Triumph 


Kormann Ghia Volkswagen Delivery 


Zephyr 


and many other mokes 


"ST Bel Air (8) 4-dr., $1.795*; Two-ten 
(6) station wagon, $1,745. 

"56 Two-ten (8) Delray, $1,395°: 4- 
dr., $1,160; Bel Air (8) 4-dr., $1,310°; 
Two-ten (6) 2-dr.. $1,100° (ps); 4- 
dr.. $875. 

'SS Bel Air (8) conv.. $1,345° (ps); 
Two-ten (8) 4-dr., $1,070; Two-ten (6) = = —! TO —— SSS 
Delray, $1,010°. 


Phone: CAlumet 5-6868 


A TOP 
AUTO 
MARKET 


"50 4-dr., $190°. 

$325°. : e@66e¢8.6 6 666 6 ; 
"50 4-dr.. $120°. | 

$1,775* (ps). 


"54 Two-ten Delray, $635, $550 
"53 Bel Air 4-dr., $550; Two-ten 2-dr., . \ 
$300. + 4 

52 SL Deluxe 2-dr., $310. aj 6 4 ng 
OHRYSLER—'52 Windsor Hardtop 2-dr., 
| DeSOTO—'52 Firedome 4-dr., $245*; PROVES 
DODGE—'57 Coronet (8) Hardtop 4-dr., 

"56 (8) station wagon, $1,580*; Subur- 


S51 SL Deluxe 4-dr., $250, $220°. STARCH e 
Powermaster 4-dr.. $180*. ; 
ee AGAIN... | g ks 
‘55 Royal (8) Hardtop 2-dr., $1,000°. 2 Be © 


"54 Royal Hardtop 2-dr., $605°, 

"53 4-dr., $245°. 

FORD—'58 (8) station wagon, $2,225*; 
Fairlane (6) 4-dr., $1,920. 

*57 (8) station wagon, $1,850, $1,830*; 
Fairlane (8) 500 Hardtop 2-dr., $1,- 
800°; 2-dr., $1,400; Custom (8) 300 
4-dr., $1,330°. 

"56 (8) station wagon, $1,500*, $1,435, 
$1,300*, $1,270; Ranch Wagon, $1,270* 
Fairlane (8) Hardtop 2-dr., $1,350°, 
$1,250; 4-dr., $1,330%; conv., $1,250° 
(ps), $1,235*; Custom (8) 4-dr., $1,- 

qummeeeattiensntiansinaiannaansslimatnntennnannstenanmaee iaea ee 


93.9% of all Elks own one or more automobiles. 
In this Starch classification only two magazines 
in the survey exceed The ELKS Magazine. 


29.2% of all Elks made a new car purchase in the last 
12 months. In this category The ELKS Magazine is exceeded 


ree? . ; | f i ; 
Ad Distributing ee by only two of the 55 consumer magazines reported 


Formed in Detroit 


DETROIT.—Distribution Services, 
Inc., 19720 W. Eight Mile, has been 
organized to expedite the distribu- 
tion in the field of printed mer- 
chandising material for clients in 
the Detroit area, according to 
Edmund Tweddle, organizer and 
treasurer. 

Distribution Services was formed 
by Tweddle, president and founder 
of Tweddle Litho, an offset printing 
house in suburban St. Clair Shores, 
when he was awarded a contract 
by Ford division. This contract was 
for collating, coordinating, packag- 
ing and distributing all printed ma- 
terials for advertising, sales promo- 
tion and training. 


This high percentage of car ownership, plus an 
above-average median income, makes 1,230,998 Elks 
a valuable mass market for auto manufacturers. 


You can best reach and sell this leading auto 
market when you advertise in... 


THE MAGAZINE 


New York * Chicago « Los Angeles « Portland, Ore. 
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Are you cashing in on this fact? 


YOU GET MORE SATISFIED CUSTOMERS 
WITH NYLON CORD TIRES! 


We’ve been telling drivers that nylon cord tires 
are the safest, toughest around .. . that they 
provide the best cord protection now available 
against blowouts. The question is how do drivers 
feel about it. They agree. A recent independent 
survey proves it. Drivers, by an impressive ma- 
jority, stated that they were more satisfied with 
their nylon cords than with any other. Meaning ? 
That nylon cords are your best bet for extra sales 
and added profits. That they build what every 
business grows on: good will. 


THE CHEMSTRAND CORPORATION 


GENERAL SALES OFFICES: 350 FIFTH AVENUE, NEW YORK 1, N. Y. * 


This will interest you. The survey pinpoints why 
so many drivers prefer nylon cords. Strength for 
one thing. Durability for another. A combination 
that makes driving safer under today’s gruelling 
road conditions. Wrap your nylon sales story 
around these facts. Emphasize nylon’s superior 
blowout-resistance, nylon’s extra flex-resistance, 
heat-resistance, moisture-resistance. It makes 
sense and sales. 


And today, a growing share of the rugged nylon 
yarn going into tire cord is the product of The 
Chemstrand Corporation, a major nylon yarn 
supplier. Produced in the country’s only wholly 
unified nylon plant, Chemstrand nylon is rigor- 
ously engineered to make tire cord still stronger, 
still safer running. 

Add it all up: You’re way ahead selling what 
more and more drivers prefer: nylon cord tires. 


CHEMSTRAND NYLON 


DISTRICT SALES OFFICES: 350 Fifth Avenue, New ‘York 1; 3144 Overwood Road, Akron, Ohio; 


197 First Avenue, Needham Heights, Mass., 129 West Trade Street. Charlotte, N.C. PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER—Decatur, Ala. 
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Imports Grab 20 Pct. 


Of Boise Sales; VW 3rd 

ISE, Id—Foreign cars ac- 
counted for 20 percent of new- 
car registrations in Ada County 
(Boise) in August, with 40 of the 
199 units registered being im- 
ports. 










FOR ECONOMY — for more 


of Manhattan. 











LINAGE LEADERSHIP! | 


IF YOU SELL WOMEN the selling 
power of the Courier-Express is 
shown by the fact that it carries 
66.5% of the daily women’s store 
linage—and 73.7% of the total. 


IN ADDITION the Courier-Express leads in overall linage 
in 16 local and 20 national classifications—and in 8 others 
combining space of both types. 


concentrated on those with more dollars to spend—use the 
Morning Courier-Express. FOR SATURATION use the 
Sunday Courier-Express, the state’s largest paper outside 


ROP COLOR available both daily and Sunday 


Buffalo Courier-Express 


Western New York's Only Morning and Sunday Newspaper $810 
Representatives: Scoloro, Meeker & Scott 
Member: Metro Sunday Comics and Sunday Magazine Networks 
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(Continued from Page 82) 


Custom (8) 2-dr., $800, $760, $600; 4- 


'53 Coronet (6) 4-dr., $170. 
dr., $715, $650; Main (6) 2-dr., $525. 


FORD—’58 Fairlane (8) 500 4-dr., $2,200* 


Volkswagen wound up in third (ps); Custom (8) 300 2-dr., $1,830*. | HUDSON—’54 Hornet 4-dr., $415. 
place for the month, with a ‘57 Custom (8) 300 2-dr., $1,700*, $1,-| LEINCOLN—'56 Capri 4-dr., $1,810* (ps). 
penetration of 8.5 percent. Six i _ 125, $1,115; Comite Seeee, (8), ’53 club coupe, $395° (ps). 
other import makes were in the | 6, Country, seqan in S105 $1,450°; | MERCURY — ’57 Monterey conv., $1,800° 
T t Custom (8) Victoria, $1,025; 4-dr., (ps); 2-dr., $1,225° 
‘op Twenty. $950*; 2-dr., 2 at $880, $750. ; ; 2-dr., $1, 7 
Ez '55 Fairlane (8) conv., $900; 4-dr., $805;| /54 Monterey 2-dr., $545°, $430. 
- ee 53 Monterey 2-dr., $435, $350, 
OLDSMOBILE—’58 Super (88) 2-dr., $2,- 
420° (ps). 
"53 (98) 4-dr., $380; (88) 4-dr., $345. 
PACKARD—'54 Clipper 4-dr., $350*. 
iF YOU SELL MEN remember that PLYMOUTH—’57 Savoy (8) 4-dr., $1,265* 
. . Plaza (8) 2-dr., $1,225*, $900. 
the Courier-Express carries 74.2% ‘55 Plaza (8) 2-dr., $530*, $525, 
ily men’s store linag °54 Belvedere station wagon, $655; 4-dr., 
of all daily - $430. 


in Buffalo—75.7% of total when 
Sunday insertions are added. 


*53 Cranbrook 4-dr., $305, $270. 
’52 Cambridge 2-dr., $210. 


*51 station wagon, $115. 

PON TILA C—’55 Chieftain 2-dr., $775*, 
$650*, $450°*; 4-dr., $400. 

’53 station wagon, $475* (ps); Chieftain 
4-dr., $400; conv., $375°; 2-dr., $410°, 
$325. 

| RAMBLER—’57 Custom (8) 4-dr., $1,405. 


*55 Custom 4-dr., $860°*. 
’54 Custom 4-dr., $670, $630. 
"53 2-dr., $330. 
STUDEBAKER—’53 Champion 2-dr., $375°*. 


JENISON, MICH. 


Grand Rapids Auction. Sale every Tues- 
day (Sept. 9). Showers held down the 
consignment but market was really hot. 
No let up in sales percentage whether cars 
were wet or dry. 118 cars sold from 145 





consignments. 

BUICK —’'57 RM 2-dr. Riviera, $1,925* 
(ps); Special Riviera 4-dr., $1,905*, 
$1,785*; 2-dr., $1,755*, $1,685. 

"56 Century 4-dr. Riviera, $1,380*; Super 
2-dr. Riviera, $1,300* (ps); Special 
2-dr. Riviera, $1,215*; RM 4-dr., $1,- 
190° (ps). 

adi *55 Special 4-dr. Riviera, $1,075*; 4-dr., 
advertising for your dollar $945*; 2-dr. Riviera, $875; RM Rivi- 
era, $915°; Super 4-dr., $850* (ps). 

*54 Super Riviera, $645*; Special Riviera, 
$590°; $575°*. 

"53 Super Riviera, $295, $285*. 

"52 RM Riviera, $290°. 

CADILLAC—’57 (62) 2-dr., $3,030*° (ps). 

"51 (62) 4-dr., $315°*. 

CHEVROLET — '57 Bel Air (8) station 
wagon, $1,760°, $1,725; 2-dr.. $1,440°; 
Two-ten (8) 4-dr., $1,490°, $1,415*; 
2-dr., $1,440°; One-fifty (8) station 


wagon, $1,505; 2-dr., $1,185. 

"56 Bel Air (8) club coupe, $1,240; Two- 
ten (8) 4-dr., $1,140°, $995; 2-dr., $1,- 
075°. 

"55 Two-ten (8) club coupe, $1,010*; 2- 
dr., $725°; Bel Air (8) 4-dr., $840*, 


54 Bel Air 4-dr., $540°; One-fifty 2-dr., 
$360 


"53 Two-ten 4-dr., $315° (ps). 
"51 station wagon, $215. 
CHRYSLER —'55 Windsor Deluxe 4-dr., 
$830°. 


Pacific Coast: Doyle & Hawley 


































Not a New Issue 


Lehman Brothers 
White, Weld & Co. 


Glore, Forgan & Co. 
The First Boston Corporation 
Goldman, Sachs & Co. 


The offering is made only by the Prospectus. 


827,400 Shares 


Common Stock 


(Par Value $1% per Share) 


DEPENDABLE 


CHAMPION 
® 


SPARK PLUGS 


Price $28.50 per Share 


Copies of the Prospectus may be obtained in any State in which this an- 
nouncement is circulated from only such of the underwriters as may legally 
offer these securities in compliance with the securities laws of such State. 


Hornblower & Weeks 


Blyth & Co., Inc. 
Harriman Ripley & Co. 
Incorporated . 


Smith, Barney & Co. 
Drexel. & Co. 


Kidder, Peabody & Co. 


Paine, Webber, Jackson & Curtis 





22, 1958 


DeSOTO—’57 Fireflite 4-dr., $1,710*, 

’55 Firedome club coupe, $975* (ps). 

DODGE—’57 Coronet (8) 4-dr., $1,440*. 

'56 Royal (8) 4-dr., $1,125*. 

'55 Royal (8) 4-dr., $840*, $825* (ps). 

’53 Coronet (6) 2-dr., $300. 

FORD—’58 Fairlane (8) 500 club coupe, 
$2,150*; Fairlane (8) club coupe, $1,- 
885* (ps). 

’57 Fairlane (8) 500 club coupe, $1,675°*; 
Fairlane (6) 500 conv., $1,665*; Cus- 
tom (6) 2-dr., $1,290. 

56 Country sedan (8), 
(8) 2-dr., $1,150*%; Custom 


$1,225; Fairlane 
(8) 2-dr., 


$940, $890, $815, $805. 

’55 Fairlane (8) Crown Victoria, $955*; 
Victoria, $925*; Custom (8) 4-dr., 
$815, $735*; 2-dr., $780*, $705*; Main 
(6) 2-dr., $450. 

*54 Custom (8) 4-dr., $560*, $375*; 2- 
dr., $540, $425*; Main (8) 2-dr., $390. 

’53 Custom (8) 4-dr., $375; Main (6) 
2-dr., $240. 

LINCOLN—’56 Premiere club coupe, §$1,- 
875* (ps). 

MERCURY—’56 Montclair club coupe, $1,- 
175* (ps). 

’54 Monterey club coupe, $620; 4-dr., 
$560°. 

"53 Monterey 4-dr., $435* (ps). 

NASH—’55 Ambassador (6) 4-dr., $700*. 
OLDSMOBILE—’58 (S88) 4-dr., $2,615*. 


’57 (98) Holiday 4-dr., $2,110* (ps); 4- 
dr., $2,000* (ps); (88) Holiday 4-dr., 
$2,005* (ps). 

"56 Super (88) Holiday, $1,445*. 


"55 (88) sedan, $1,235* (ps), $955*; 
Holiday, $1,125*. 

°54 Super (88) 2-dr., $815* (ps); (88) 
4-dr., $620* (ps). 

"53 Super (88) 4-dr., $400*%; (98) 2-dr., 
$310* (ps). 


"52 (88) club coupe, $175*, $150*; 4-dr., 


$115. 
PLYMOUTH—’'58 Belvedere (8) 4-dr., $2,- 
025* (ps). 
"57 Belvedere (8) club sedan, $1,295*. 
'56 Belvedere (8) 4-dr.. $1,065*. 
‘54 Plaza station wagon, $520. 


‘53 4-dr., $250. 
PONTIAC—’57 Super Chief 4-dr., $1,675. 
"56 Chieftain 4-dr. Catalina, $1,250*, 
$1,035°. 


"55 Chieftain Catalina, $925*; Star Chief 
4-dr., $895° (ps) 
"53 station wagon, $460*. 


RAMBLER—’57 Custom (8) station wagon, 
$1,575°*. 

STUDEBAKER — ‘57 Scotsman (6) 4-dr., 
$900. 

— "55 Ford 1-ton pickup, 


"54 Kaiser 4-dr., $325°*. 
"53 GMC %-ton pickup, $150. 
"48 Chevrolet %-ton panel, $195. 


BUFFALO 


Thruway Auto Auction, Sale every Tues- 
day (Sept. 9). 


BUICK—'56 Super Riviera, $1,400* (ps); 
Century Riviera, $1,080*. 
"55 Special 2-dr., $950°; Riviera, $735. 


"53 Special Riviera, $300*; 4-dr., $300*; 
2-dr., $250. 
"51 Special 4-dr., $100. 
CADILLAC—'51 4-dr., $225. 


CHEVROLET—'57 Bel Air (8) 4-dr., $1,- 
500°; Two-ten (8) 4-dr.. $1,050, 

"56 Two-ten (8) 2-dr.. $930. 

"55 Delray (8) 2-dr., $815; Two-ten (8) 
2-dr., $745, $710; station wagon (8) 
4-dr., $885; Bel Air (6) 4-dr., $660. 

"54 Two-ten 2-dr., $485; Bel Air 2-dr., 





This announcement is neither an offer to sell, nor a solicitation of offers to buy, any of these securities. 


September 11, 1958 


Champion Spark Plug Company 


Merrill Lynch, Pierce, Fenner & Smith 
Eastman Dillon, Union Securities & Co. 
Lazard Fréres & Co. 


Stone & Webster Securities Corporation 


Dean Witter & Co. 








$470*. 
53 Bel Air 4-dr., $375*; station wagon 
4-dr., $325. 
OHRYSLER—’56 Windsor 4-dr., 
DeSOTO—' 54 2-dr., $370*. 
DODGE—’56 Coronet (8) Lancer, $1,210*; 
4-dr., $1,010*. 
’55 Royal Custom Lancer 4-dr., $900*. 
’52 Meadowbrook 4-dr., $105*. 
FORD—’58 Custom (8) 4-dr., $1,770*. 


$1,195". 


’56 Fairlane (8) Victoria, $1,035*, $1,- 
010*. 

’55 Country sedan (8), $1,025; Fairlane 
(8) conv., $940*; 2-dr., $810; Custom 
(8) 2-dr., $755, $650°; 4-dr., $630°; 
Custom (6) 2-dr., $440. 

’54 Crest (8) Victoria, $675*; Main (6) 


Ranch Wagon, $575*, $385; Custom (6) 
2-dr., $385, $380*, $315. 
53 Main (8) Ranch Wagon, $415*; 2- 
dr., $285; Custom (6) 2-dr., $250. 
52 Custom (6) 2-dr., $255, $170*. 
MERCURY—’56 Montclair 4-dr., $1,125*. 
’54 Monterey Hardtop, $500*. 
’53 Custom 2-dr., $415; Monterey 4-dr., 
$320*. 
"51 4-dr., $125. 
NASH—'52 Statesman (6) 4-dr., $105. 
OLDSMOBILE—’ 55 (88) 4-dr. Holiday, $1,- 


175* (ps); (88) Super Holiday, $1,080* 
(ps); (98) 4-dr.. $935* (ps). 
*54 (88) conv., $800* (ps); 2-dr., $555*. 
PLYMOUTH—’56 Savoy (6) 4-dr., $925*; 
2-dr., $695°. 
'54 Belvedere 4-dr., $460; conv., $400* 


53 Belvedere Hardtop, $260; Cranbrook 


2-dr., $185. 
PONTIAC—’57 Chieftain Catalina, $1,410 
’55 Chieftain Catalina, $875*; sedan 
$750*. 
’54 Star Chief (8), $575* (ps). 
’53 Chieftain (6) 4-dr., 2 at $205*. 
RAMBLER—’57 Super (8) 4-dr., $1,340. 


"55 station wagon, $700- 
MISCELLANEOUS—’'50 Ford %-ton, $200. 


Network Seen Key 
To Greater Profit 
In Leasing Field 


HEMPSTEAD, N. Y.—Joseph M. 
Schneider, head of Schneider- 
Thotte Corp. (Dodge - Plymouth), 
has been awarded the exclusive 
franchise to develop the metro- 
politan New York-New Jersey- 
Long Island area for Aladdin Rent- 
a-Car System. 

Although he had operated his 
own renting and leasing business 
successfully for two years, Schnei- 
der said affiliation with a national 
network affords many opportuni- 
ties an independent will miss. 

“There is just so far an indivi- 
dual can go in his own area,” 
Schneider said. “He reaches a point 
where the more he tries to build 
up as an individual, the greater 
his expenses become.” 

Among the advantages of net- 
work affiliation, he said, are 
referrals from other network mem- 
bers, including advance reserva- 
tions and one-way rentals; guid- 
ance in preparing advertising and 
benefits of area-wide promotions, 
and a “brand name” which attracts 
business. 

“Leasing has a tremendous fu- 
ture,” Schneider said. “It’s quite 
possible that you will find more 
cars leased than sold within a few 
years.” 


25 New Dealers 
Listed by Fiat 


NEW YORK.—The following new 
dealers have been appointed to 
represent the Fiat Motor Co., Inc.: 

Continental Motors, Tucson, Ariz.; 
Niles Automobile Co., Santa Rosa, 
Calif.; Thomas Weisz, Inc., Ansonia, 
Conn.; Fair Cadillac-Oldsmobile Co., 
Inc., Danbury, Conn.; Jones Auto 
Rentals and Leasing, Inc., Lake- 
land, Fla.; George Williamson, Inc., 
Lake Wales, Fla.; Brass Motors, 
Sanford, Fla.; Nerney Edsel Sales, 
Inc., North Attleboro, Mass. 

Also W. I. Van Dusen, Inc., Cat- 
skill, N. Y.; Leon Carpenter, Inc., 
Fayetteville, N. Y¥.; Foreign Car 
Center, Asheville, N. C.; Glen L. 
Bream, Gettysburg, Pa.; Meyer’s 
Sport Car Center, New Hope, Pa.; 
Plachter Imported Cars, Inc., Phil- 
adelphia; Bowen White Truck, Inc., 
Warren, Pa.; AG Tractor & Imple- 
ment, Inc., Anderson, S. C.; Green- 
ville Auto Sales, Inc., Greenville, 
S. C.; Glover Motors, Inc., Spartan- 
burg, S. C. 

Also Lincoln-Miller, Inc., Harri- 
sonburg, Va.; Hauser Oldsmobile, 
Inc., Lynchburg, Va.; Antrim Mo- 
tors, Inc., Roanoke, Va.; Fulwider’s 
Garage, Inc., Staunton, Va.; Shen- 
andoah Motor Co., Inc., Winchester, 
Va.; Community Motors, Inc., 
Clarksburg, W. Va., and Clarke 
Pontiac, Inc., Wheeling, W. Va. 


Miller Cadillac Opens 

Miller Cadillac, Inc., has suc- 
ceeded Altman Cadillac, Inc., at 
478 E. Bay St., Charleston, S. C. 
Walter J. Miller is president and 
general manager of the new or- 
ganization, and W. Wesley Muck- 
enfuss is secretary-treasurer. 
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(Continued from Page 2) 

by the response to the announce- 
ment meeting. Final arrange- 
ments called for the 4,000 dealers 
and their wives to occupy 1,972 
rooms in seven hotels. 

The division has scheduled two 
performances of a musical comedy 
vith a Broadway cast to introduce 
its 1959 cars today. 

A banquet, to be held simultane- 
ously at two hotels and a yacht 
dub, is scheduled for tonight. The 
dealers will tour 15 major Chrysler 
Corp. installations tomorow. High- 
light of the tour will be a visit to 
the East Jefferson Ave. plant, re- 
cently occupied by DeSoto. 

? = = 





BARBECUE at the State Fair- 
grounds will proceed tomor- 
row’s dealer driveaway. The new 
models, wrapped in plastic, have 
been stored at the Fairgrounds for 
the driveaway. 

The introduction of the first 
DeSoto 30 years ago, on Aug. 4, 
1928, prompted some industry “ex- 
perts” to predict dim prospects for 
the new and untried car, pointing 





to many familiar old industry 
nameplates then regularly disap-| 
pearing. There was a fiercely com- 
petitive market for just over three 
million cars split among more than 
3% makes. 

The division’s people today still 
point out that the “new and un- 

tried” entry's first-year sales | 
totalled 81,065 cars, a still-un- 
touched first-year record for any 
manufacturer in any price class. 
The DeSoto car was the brain- 
child of Walter P. Chrysler, who 
then was building Chrysler Corp 
He foresaw an expanding market 
for a new car priced at “less than| 
$1,000,” the DeSoto — which soon 
was introduced at $845. 

> . > 


HE core of the DeSoto group 

was formed in March, 1928, and 
the division was organized around 
that nucleus later in May of that 
year. After much consideration, the 
new car was named for Hernando 
DeSoto, famed 16th century Span- 
ish explorer and discoverer of the 
Mississippi River, because his leg- 
@qdary name symbolized “travel, 
pioneering and adventure.” It was 
chosen from among a final list of 
21 names. 

The celebrated Spanish DeSoto 
family’s crest was adopted as the 
aar’'s identifying emblem. The 
shield, since modified from time to 
time, originally was divided into 
four quarters, showing an eagle, 
fleur-de-lis, chalices and cadenas 
flocks) against backgrounds of 
ature, sable and gold. 

The division’s variations of the 
device once included the com- 
pany’s motto, “multum pro 
parvo,” Latin for “much for 
little.” 

Prior to seeing a prototype model, 
SO prospective dealers took fran- 
thise options, and in July, 1928, 
paid their own expenses to Detroit 
for their first look at the new car, 
4 six-cylinder sedan. More than 95 
percent of the prospective dealers 
signed franchise agreements on the 


spot. 
> > > 


E first to sign, on July 14, 1928, | 
was Hayden Automobile Co.,| 
., Stamford, Conn., which still is 
ote of the company’s 32 “charter’| 
dealerships. The entire dealer body | 
how numbers more than 2,200 
throughout the U.S. and Alaska. 

Other charter dealers still with} 
DeSoto include: Hull-Rodell Motors, 
Inc., Spokane, Wash.; The Motor 
Hub, Walsenburg, Colo.; Mastin 
Motor Co., Fort Worth; Chartiers 
Motor Co., Washington, Pa.; Allen 
W. Scott, Cadiz, O.; Carroll Auto 
Sales, Saratoga Springs, N. Y.; Tye 
|Auto Supply Co., Mt. Carmel, Pa. 
| Kacy’s, Nappanee, Ind.; Vernon 
M. Ball, Inc., Elkhart, Ind.; Nor- 

man C. Towne, Inc., Chicago; 

Thrasher Motors Co., Bakersfield, 

Calif.; White Bros. Auto Sales, 

Inc., Kalamazoo, Mich.; J. B. 

Auto Co., Amsterdam, N. Y.; 

Langenfeld Motor Co., Centralia, 

Iil.; Wade Motors, Temple, Tex.; 

Brucker Motor Sales, St. Charles, 
Mo.; N. J. Roth, Breckenridge, 
Mich. 

Striegel Auto Co., Kennett, Mo.; 
‘T. R. Litchfield Auto Sales, Eau 
Claire, Wis.; Casler Motors, Pomp- 

Lakes, N. J.; Isakson Brothers, 
Hobart, Ind.; Olds Motor Co., Wil- 
m, Kans.; Dunmire Motor Co., 


Dealers Welcomed for Detroit Review .. . 


DeSoto Sights Comeback in ’59 
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Gladstone, Ore.; Molitor Auto Co.,| DeSotos still are travelling Amer- 


Poskin, Wis.; Seliger Motor Co., 
Albert Lea, Minn. 


Fox Motors, Miamisburg, O.; W. 
L. Anderson, Inc., Salem, Ore.; H. 
E. Hull & Sons, Cohoes, N. Y.; City 
Motor Co., Pocatello, Id.; Dodd 
Motor Co., LaGrange, Ga., and 
James F. Waters, Inc., San Fran- 
cisco. 

* : = 


E SOTO’S new 1929 (introduced 

in ’28) seven-car line, which 
included a five passenger “faeton” 
(phaeton) and a “cupe, business” 
(coupe), enjoyed instantaneous suc- 
cess. Velour upholstery was a spe- 
cial feature in those days. 


By the end of 1928, four months 
after starting up, 34,518 DeSotos 
had been shipped to a dealer force 
expanded to 1,500. A total of 81,065 
were sold in the first calendar year, 
and the 100,000th unit was under 
way only 14 months after ship- 
ments started. 

The division is now nearing 
production of its two-millionth 
car, and current registrations in- 
dicate that more than one million 


GM, Ford Eye 
Latin Market 


NEW YORK.—General Motors 
and Ford Motor Co. have plans to} 
establish automotive assembly| 
plants in Argentina, according to 
reports received here from Buenos 
Aires. 

Both firms now have factories in 
Argentina, but because of import 
restrictions in the automotive field, | 
they have confined manufacturing 
activity to other areas. 

It is now reported that GM and/| 
Ford plan to start building trucks | 
and buses and expand to automo- 
biles later on. Chevrolets and Fords 
imported from the U.S. sell for 
$18,000 to $20,000 in Argentina at 
present. | 


SO MANY USERS ARE SAYING: 
iT PAYS TO DRIVE THE 


A PRODUCT OF AUTO UNION 


The light-footed, light-hearted DK W comes by its 
glued-to-the road character with the honesty of true 
descent from the famous Auto Unions of two decades 
ago. Its 2-stroke power plant, with double 

the punch of conventional units, offers generous 
performance at all highway speeds with economy. 


The DKW and the new Auto Union lines 

cover entire passenger, sports and commercial fields. 
Owners are enthusiastic about the high-key 
performance with maintenance well below many of 





THAT’S 


IT PAYS TO SELL THE 





Write us now, about the few desirable franchises 
still available in these states: 


* Ohio * Illinois 

* Michigan * Minnesota 

* Indiana * lowa 

* Kentucky * North Dakota 

* Wisconsin * South Dakota 
* Nebraska 


| more 


ica’s highways. 

The division first shared produc- 
tion facilities with Plymouth. 
Shortly thereafter, production was 
switched to the East Jefferson Ave. 
plant in Detroit. 

In 1936, DeSoto moved into its 
own facilities on Wyoming and 
Warren Aves., where it has been 
for the last 22 years. Graham-Paige 
and then LaSalle had occupied the 
quarters. 

* * * 


Sa with the 1959 model 
production, however, DeSoto 
“goes back home,” transferring all 
production and administration to 
the Jefferson plant, now enlarged 
and streamlined for increased pro- 
duction capacity and efficiency. 

At the Wyoming and Warren 
plants, DeSoto approached a pro- 
duction capacity of 72 cars per 
hour vs. its initial 300 cars per day 
in 1928-29. The new facility repre- 
sents a capacity of 132 percent over 
the departed plant. 

According to Wagstaff, DeSoto 
now has the greatest production 
capacity in its history. “This will 
help us considerably in achieving 
our aim to continue producing an 
increasingly better product at the 


lowest possible price to our deal- | 
ers and, ultimately, the con- | 


sumer.” 


A principal benefit to DeSoto will | 
be the complete integfation of body | 
and assembly operations. 
former facilities, car bodies had to 
be trucked. 
quarters 
mer 83 acres), 


In 


In the new 110-acre 
(compared with the for- 


all operations are 


aes handling is minimized, 


resulting in time savings and 
efficient use of skilled work- 
(Continued on Page 86, Col, 1) 








the “lowest priced.” 


WHY WE SAY: 


its | 


and with four mil-| 
lion square feet of manufacturing 
area (compared with one million at| 
the old site), 
grouped under one roof, connected | 
by a 14-mile conveyor system. 


oh > 
< 


* 
wd 








30 Years of Progress— 


Thirty yeors of progress by the DeSoto division can be seen in these pictures of 
the first model (above), introduced in the fall of 1928, and the covered 1959 model. 
The ‘59 model, draped in plastic, was one of more than 1,500 assembled on the 


State Fairgrounds in Detroit for this week's dealer driveaway. 








A World of Features to Help you Sell! 


Front-wheel drive ® 4-speed gearbox ® Synchromesh, 
2nd to 4th © Solex downdraft carburetion *® 5.60 x 
15 tires ® Liberal top-speed ® Unbelievable mileage ® 
45 BHP at 4,250 RPM ® 18 ft. turning radius © Full 
Line of models: 2 and 4-Door Sedans, Hardtop Coupes, 
Station Wagons, 2-seater sports models and commercial 


types. 


eeeeeeeeeeeeeeeeeeeeeeeeeneeeeeeeeeeeeeeee 


Imported Auto Distributors, Inc. 
Highway K at Roberts St., 
Franksville (Racine County) Wisconsin 


Phone:-MElrose 7-4423 
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(Continued from Page 85) 


ers and permitting greater control 
of scheduling and production. 


DeSoto is believed to be the first | 


manufacturer in the industry to 


adopt full-scale automation. Every-| 


thing in its engine plant was made 
to move electrically, hydraulically 
or mechanically. 

DeSoto lists these as its key in- 
novations over the years: 

In the early ’30s came the in- 
troduction of the all-steel safety 
body. Then came “Floating 





Power” engine mountings, which 
_nearly e eliminated | engine vibra- 


tion, a major problem in those 
days. 

“Free-wheeling” and “Airwheel”’ 
tires, the industry’s first successful 
low-pressure tires followed. The di- 
vision also was first to use unit 
body-and-frame construction. 

Then in 1934, radical “Airflow” 
design was introduced, a great de- 
parture from the box-like car bodies 
of the day. It proved too advanced 
for favorable public acceptance. In 
1939, the steering column-mounted 
gear-shift lever arrived, followed by 


the power- “operated con convertible _top, | 





America’s Newest 


Old Car... 


1959 
Surrey! 


SOLD ONLY THROUGH FRANCHISED 
NEW CAR DEALERS 


The Surrey Features — 
% All steel body 
%* 8 H.P. engine 
% Electric starter 


* 35 M.P.H.—65 mi. per gal. 


% Directional signals 
% Sealed beam lights 
% Polished brass lamps 
*% KD kit available 


% Mfgd. by E. W. Bliss Co. (Canton, Ohio Plant) 
A Few Choice Territories Open 
Dealers’ and Distributors’ Inquiries invited 


DYER PRODUCTS CO. 


514 Second Street, S.W. 


Phone GL 3-9161 


Canton, Ohio 








ENGINEERED IN GERMANY 
FOR ECONOMY, SAFETY, 
COMFORT, 

PERFORMANCE 
AND BEAUTY! 


PROFIT 


BIG 
mais biclS 


WARTBURG OF AMERICA 
5403 18th Ave. Brooklyn 4, N. Y. 


Gentiemen: Will you please provide 
me with more complete information 
about the WARTBURG franchise. | 
understand that my inquiry will be 
held in the strictest confidence. 





ZONE __ STATE 





pennies to run... 


gate this car... 
national dealer organization. 
The big car 
at the - 
little car 
price 


* 7 MOVING PARTS in 
engine; no valve- 
gear. Soop. inexpen- 
sive maintenance 
and economy of op- 
eration. 


° = sng at appr. 4,000 


* HYDRAULIC 4-WHEEL 
BRAKE SYSTEM; 
hand brake to rear 
wheels. 








The WARTBURG is ideal for the American market. 
and racy, yet large — (169 inches long) and heavy enough 
(2120 Ibs.) for complete comfort... 





* ONE-SHOT LUBRICA- 
TION foot pedal 
reaches all moving 
parts while driving. 


electric windshield wipers and rust- 


proofing. 
* * a 


OLLOWING the war years, 

changes included the “Fluid 
Drive” hydraulic transmission, sway 
eliminators, fuel filters, twin cylin- 
der-type hydraulic brakes, direc- 
tional signals and handbrake warn- 
ing signals. 

Power steering was introduced in 
1953, followed in 1956 by the indus- 
try’s first pushbutton automatic- 
transmission control—today’s Pow- 
erFlite and TorqueFlite transmis- 
sions, which have eliminated gear- 
shift levers entirely. 

The division’s drastically re- 
styled and re-engineered 1957 
model featured the greatest num- 
ber of innovations it had ever 
introduced in a single year. These 
included Torsion-Aire (torsion- 
bar) suspension, dual headlights, 
wrapover-type windsield, “total- 
contact” brakes, “Captive-air” 
nylon tires and rear-facing third 
seats and one-piece tailgates in 
station wagons. 

DeSoto has had only four other 
men heading it since its first presi- 
dent, J. E. Fields. After Fields came 
Byron Foy, 1929-44; Clarence E. 
Bleicher, 1944-52; L. Irving Wool- 
son, 1952 until last spring, when he 
was succeeded by Wagstaff. 

Wagstaff joined the division as 
sales manager in 1936. Prior to his 
current assignment, he had been 
sales vice-president 13 years. He is 
also a vice-president of Chrysler 
Corp. and joined the latter the year 
DeSoto was launched. 
od * = 
A SIX-FOOT, two-inch, 180-pound 
Hoosier, whose casual drawl 
and dry wit betrays his Browns- 
town (Ind.) upbringing, “Wag” is 
one of the deans of automobile 
sales executives. 

He began his automotive career 
while still a law student at George- 
town University in Washington, 
working his way through law 












Small 


low in price... costs 


provides exceptional maneuverability and 
dependable transportation. You owe it to yourself to investi- 
and the possibility of becoming part of the 


4-dr Sedan 


Including heater-de- 
froster, back-up 
lights, dir. sig., cigar 
lighter, light in trunk 
and under hood, etc. 


35 Miles Per Gallon 80 Miles Per Hour 


* FRONT WHEEL SUS- 
PENSION with trans- 
verse laminated 
spring and tele- 
scopic suspension 
dampers for 
$-m-0-0-t-h riding. 


¢ TERRIFIC INTERIORS 
. Glarefree dash, 
glove compartment, 
sun visor, ashtrays 
front & rear, door 
pockets, adjustable 
seats, etc. 


¢ SEATS convert into 
beds. 


7 MODELS — A Car For Every Taste and Budget 


2-Dr Kombi Station Wagon ¢ 4-Dr Camping Station Wagon 
e 4-Dr Sedan « 4-Dr Sedan Deluxe ¢ 5 Passenger Hardtop 
¢ 5 Passenger Convertible ¢ 2-Seater Sports Roadster 


For details of EXCLUSIVE FRANCHISE write today 











Newcomer in Lloyd Family— 
The 600 Alexander T.S., a slightly higher priced and more luxurjous cor, wil! be 


offered by Lloyd for the first time in the 1959 model year. 


The car has a roomier rear 


seat, newly designed front seats and new interior and exterior colors. 


school by selling cars. After a brief| the comfort, convenience, safety 


stint with Harper Overland Co., 
Washington, he decided to make 
the automobile business, 
his life’s work. 

He joined Chrysler in 1928 as 
assistant sales promotion man- 
ager for Chrysler division. The 


not law, | 


and appearance of our product con- 
tinue undiminished to assure in- 
creasing satisfaction and value for 
the American motorist and the 


| most saleable product for our deal- 
| ers. 


following year he became Plym- | 


outh division’s first director of 
advertising and sales promotion, 
a position he held until he joined 
DeSoto. 

“We are now proudly observing 
our 30th anniversary and celebrat- 
ing a gratifying generation of 
building fine American automobiles, 
which we constantly strive to build 
finer,” Wagstaff said. 

“Our efforts to improve = further! 


| benefiting our 


“We're dedicated not only to 
dealers, the con- 
sumers and our company, but also 
to be able proudly to contribute to 
the progress, growth and health of 
the world’s biggest business — the 
automobile industry, and to the 
continued advance of our great and 
good country and our national 
economy as a whole. Our 30th an- 
niversary foundation is only the 
beginning of a greater future.” 








Spending on Safety Studies 
Tops $5 Million Yearly 


(Continued from Page 2) 


vehicle safety 


in which the auto | and brake controls proportional to 


industry is conducting extensive en-/| the effort imposed by the driver. 


gineering research programs: 

1. Efforts to improve driver 
awareness. This includes work on| 
increasing visibility, such as re- 


moval or reduction of obstructions | © 


to vision; work on headlamps and 


5. Improvements aimed at reduc- 
ing failures and consequences of 
| failures. One area is the testing of 
| brake hoses and the development 
f better tires and wheel rims. 


6. Efforts to minimize injuries 


their aiming, and studies of factors| to passengers in the vehicle by 


that might reduce awareness, such 
as fatigue and possible carbon 
monoxide effects. 


2. Efforts to improve the 
ability to make actions and in- 
tentions known to other drivers. | 
This includes work on turn sig- | 
nals, stop lights, front-brake 
lights and related signalling 
equipment. 

3. Improvements in driver's abil- 
ity to control the vehicle. This in-| 
volves making controls easier to! 
reach and positive in their appli- 
cation, with non-confusing control 
levers and mounting. One example 
is the provision of power assists 


|that remove tensions and strains 


on the driver. Also included are 
automatic speed signalling and| 
control devices for turnpike driving. | 


4. Improvements in the response 
of the vehicle to the driver’s com- 
mand. This means prompt accelera- | 
tion, good deceleration and steering | 


Ford Imports 
Dock at Norfolk 
And Philadelphia 


DEARBORN.— Ford Motor Co. 
has started importing English Ford 
and German-built Taunus autos 
through the Ports of Philadelphia 
and Norfolk, Va., according to How- 
ard O. Lund, imported-car sales 
manager for M-E-L division. 

He said cars imported at Phila- 
delphia will go to about 80 dealers 
in Pennsylvania, New Jersey, Dela- 
ware, Maryland and North and 
South Carolina. About 8,000 units 
will be shipped to Philadelphia, he 
added. 

Dealers in eastern Kentucky, 
North Carolina, three-quarters of 
Virginia, eastern Tennessee, West 
Virginia, southern Ohio and south- 
eastern Indiana will get units re- 
ceived at Norfolk, Lund said. 

The Philadelphia imports will be 
warehoused by E. A. Gallagher & 
Sons and those at Norfolk by Na- 
tional Export Packing Co., Lund 
added. 

He said distribution of both Eng- 
lish Ford and Taunus cars will con- 
tinue to be handled through Im- 
ported Car Sales headquarters in 
Jersey City, N. J. 


the use of energy-absorbing ma- 
terials and belts; recessing of 
knobs and controls; improvement 
of door locks, door handles, roof 
structure, and many other com- 
ponents, 

In addition, Kucher said, the in- 
dustry cooperatively contributes 
funds to outside research programs 
and other safety activities through 


| AMA. 


“This year, these grants total 
more than $1,500,000,” he said. 
“They support public interest pro- 
grams covering every aspect of 
highway safety, particularly those 
relating to driver and highway 
problems.” 

Kucher also reviewed progress in 
motor vehicle safety engineering 
during the past five years, pointing 


| specifically to improved headlamps; 


passenger protection developments 


|}such as seat belts, shock-absorbing 


steering wheels and instrument 
panels; improved driver positioning 
and visibility; brake advances, and 
a host of general improvements, in- 


cluding lowered center of gravity; | 


strengthened body and chassis con- 
struction, improved engines and 
better suspension systems. 


As a by-product of these ac- 
complishments, he added, the 
industry has been developing ever 
better safety research methods, 
including “a whole new science 
of crash-impact study and the 
development of considerable new 
equipment for conducting such 
research.” 

Kucher also traced the achieve- 
ments of AAMVA and AMA work- 
ing together through the years on 
mutual automotive safety respon- 
sibilities. He cited the recognition 
given these efforts by the nation’s 
governors at their conference in 
Miami this year, and called for still 
greater cooperative efforts in the 
highway traffic field. 


Mercedes Adds 190 Diesel 


And Injected 220 


STUTTGART, Germany. — Two 
models have been added to Mer- 
cedes-Benz line for 1959. 

They include a diesel in the 190 
series, to be known as the 190-D 
and a fuel-injection model in the 
220 series to be known as 
220-SE. 
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+’ HARRISBURG, Pa. — (UTPS) — 
Inability of many Pennsylvania 
dealers to continue loaning cars to 
high schools for use in driver- 


education programs without some} 


remuneration and a growing senti- 
ment to seek financial assistance to 
carry on the program were voiced 


at a meeting of the Pennsylvania! 


Automotive Assn.’s safety commit- 
tee. 


J. Fred Bauman, Wilkinsburg | 


Pontiac dealer who presided as 
chairman of the committee, said 
the group again endorsed use of 
radar to enforce the speed laws. 

The committee, however, refused 
to approve a recommendation 
adopted by the Governor's Traffic 
Safety Council which would have 
extended use of radar to local police 
departments with a paid personnel 
of 10 or more, 

The committee stood by its orig- 
inal proposal, adopted last spring, 
to restrict use of radar initially to 
the State Police. 

The group also urged a continued 
study by the State Highway Depart- 
ment of speed zoning, calling for a 
review of present highway speed 
zoning “with an eye toward making 
speed limits more realistic in ac- 
cordance with modern traffic pat- 
terns,” and taking into considera- 
tion modern highway construction 
and engineering. 

E. W. Parkinson, PAA assistant 
general manager, reported during 
a@ panel discussion on driver train- 
ing that the State’s new-car deal- 
ers loaned 564 cars to high schools 
during the 1957-58 school term. 
Another 48 purchased by schools 
brought the total in use to 612, 
he said. 

“A recent survey of automobile 
dealers who have made dual-control 
ears available at no cost to the 


3 Distributors Serve 


11 States for Fiat 

NEW YORK.—Three new U. S. 
distributors covering 11 states were 
announced last week by Fiat. They 
are: 

Rountree Enterprises, Inc., 
Old Minden Rd., Bossier City, La., 
for Louisiana, Arkansas, Tennessee 

| and Mississippi; Italian Southwest 
Car Co., 2900 B. White Settlement 
Rd., Fort Worth, Tex., for Texas, 
Oklahoma and New Mexico; Italian 
Motors, Inc., 14801 E. Jefferson 
Ave., Detroit, for Michigan, Ohio, 
Indiana and Kentucky. 


GET FREE SAMPLE 


D ILLUSTRATED BROCHURE 
or DEALER 


Aa 
PILIAITIE/S 


FUTURE PRODUCTS CO 


3625 N. MISSISSIPPI AVE. 
PORTLAND 17, OREGON 


















FOR VOLKSWAGEN 


— 


ee od | 


EMPI Spin-on Oil Filter 


* allows 6000 miles between changes 
* engineered for all Volkswagen models 
© reduces engine temperatures 
© instalis quickly - prolongs engine life 
Dealer Inquiries Invited 

a Complete Kit Price $12.95 
a. Ce ide Nothing else to buy! 


P. = Box 668, Riverside, Calif. 








Dwindle ... 


‘Pa. Dealers Ask Aid 
t On School Loaners 


1705 | 





schools reveals a growing necessity 
for financial participation on the 
part of the school to help carry the 
cost of supplying automobiles,” 
Parkinson said. 


| 


the schools,” he added. “Dealers 
are willing now to supply cars at 
actual cost, or to lease cars on a 
nominal rental basis sufficient to 
cover the actual expense of op- | 
eration.” | 


Dalibor W. Krallovec, Philadel- | 


| phia, president of the Pennsylvania | 


Assn. of Safety Educators, praised | 
both the PAA and new-car dealers | 
for aiding the driver-education pro-| 
gram and asked for their continued 
support. 

Prof. Amos E. Neyhart, adminis- 
trative director of the Institute of 
Public Safety at Pennsylvania State | 


“The survey reveals a majority| University, a pioneer in the driver- 
| training field, told the dealers that 


of the dealers will be able to supply 
cars to schools again this year with- 
out asking financial assistance, but 
many of these dealers indicate they 
cannot continue this program in- 
definitely without aid. 

“Dealers have been willing to 
bear the cost of initiating this 
vital program in the schools over 
the past 10 years to help make it 
part of the future curriculum in 





when he first started driver train- 
ing about 25 years ago, he envisoned 
the day when the schools would 
buy their own cars. 


Adding that he hopes “the day 


|comes fast,” Dr. Neyhart said he 


could see no reason why schools 
should not buy their own driver- 


| training cars just as they do equip- 


ment for use in other courses. 





ory 


First DeSoto Dealer— 


Christopher J. Hayden (left), DeSoto's 





87 
39 Speedometers 


Will Be Longer, 
Bigger, AC Says 


FLINT.—What’s new in speed- 
ometer and other gauges in the 
1959 cars? Colors, shapes and sizes, 
according to AC Spark Plug. 

The most noticeable trend is 
toward easier-to-read speedometers 
—longer or bigger, AC said. They 
also will have prominent shades or 
hoods to give better visibility and 
to guard against windshield 
“ghosts” or reflections. 

In 1959, the firm continued, there 
will be these basic styles or com- 
binations of instrument clusters: 


1. Long, straight-line types. One 


first dealer, plans for the future growth of | Speedometer, for example, is four 
his Stamford (Conn.) dealership with his| inches longer than in 1958. 


son, Christopher jr. The elder Hayden was 


2. Circular or “bomb” shaped. 


the first to sign a dealer franchise with} Each instrument or group is in a 


the new division in 1928. 


> * * 


DeSoto Dealers Review Three Decades 


DETROIT.—DeSoto dealers took 
time out during their current meet- 
ing here to look back over what 
they and their factory have ac- 
complished in their first 30 years. 

In Detroit to see the division’s 
new models, the dealers had 
varied observations on the divi- 
sion’s “first generation” in the 
auto business. 

The division’s first dealer had 


showroom, the new showroom, built 
last year as headquarters for De- 
Soto (it was designed by his 
daughter-in-law), and an _ 8,000- 
square-foot service department lo- 
cated near the Merritt Parkway 
(Connecticut Throughway) and the 


|New York, New Haven and Hart- 


|ford railroad station. 


many happy memories to recall | 


while the chairman of the dealer 
council had praise for the council's 
methods in solving dealer problems. 
For many dealers, the anniversary 
offered a chance to look over their 
growth in three decades. 

Christopher J. Hayden sr., owner 
of Hayden Automobile Co. in Stam- 
ford, Conn., DeSoto’s first dealer, 
was one of 500 prospective dealers 
who came to Detroit in 1928 to see 
the first DeSoto, several months 
before its public introduction. 

“It was the slickest showing I 
ever saw,” he recalls. “I remember 
one model in particular—a yellow 
roadster with red wheels. By 
chance, this same model, in the 
very same colors, was the first car 
we ever sold,” he says. 

“Chris” had been in the auto- 
mobile business for 22 years be- 
fore he responded to Walter 
Chrysler’s call for a dealer force 
to market his “new luxury car 
priced at less than a thousand 
dollars.” 

His first job, in 1906, was with 
H. J. Kohler, a New York City 
dealer, as a demonstrator—at a 
starting salary of $18 per week. “In 
those days,” says Chris, “a ‘demon- 
strator’ was a man who took both 
prospect and salesman out for a 
spin to demonstrate the cars’ fea- 
tures. Very few car salesmen could 
drive then.” 

In 1916 he moved to Stamford, 
selling a popular-priced make for 
a local factory branch. He took over 
the franchise when the branch 


closed a few years later. He gave 


up that franchise in 1921. 


The following year, Chris founded | 
| the present Hayden Automobile Co., 


at first selling Reo cars and trucks. 


In 1923, he moved to his present | 


location, and in 1924 added a Pierce 
Arrow franchise. In 1928 he took 
on DeSoto, which he felt then (and 
still does) “gave a lot of value for 
the money.” 

The first De Sot o—the yellow 
roadster with red wheels—was 
sold to the head chef of a Stam- 
ford restaurant by salesman Tom 
Boyle, still part of the backbone 
of the Hayden sales force. 

“Tom's still hitting them hard,” 
says Chris, “with a ‘following’ which 
could well be the envy of every 
other salesman in the business.” 
Boyle, in turn, calls Chris “a won- 
derful guy whose word is as good 
as his bond.” 

Chris believes in giving “the 
other fellow (prospective and old 
customers) credit for having com- 
mon sense, and treat everyone as 
you would like to be treated your- 
self,” he says. 

This philosophy probably explains 


| the success which Chris has enjoyed 


as the oldest car dealer in Stamford 
and one of the largest. He has three 
| buildings—the original building, 
which now houses the Plymouth 





Altogether he has 16,500 square 
feet of floor space, plus two out- 
side lots. 

Since starting his present com- 
pany, Chris has sold nearly 15,000 
new and used cars in Stamford, 


many of them repeat sales. Chris 
loyalty 


believes that customer is 







































































|his bookkeeper, 
| him since 1918. 


Today at 68, Chris is still very| 


essential for the success of any line” 


dealership. 

Chris’ policy of “treat everyone 
as you'd like to be treated your- 
self” has paid off in employe loy- 
alty, too. His employes have been 
with him an average of 25 years, 
ranging from his service manager, 
who joined him 10 years ago, to 
who's been with 


active in the business. He sells on 


the floor, particularly when traffic | 
is heavy, but believes the best way | (Rambler), 


to sell a car is in the car itself. 
(Continued on Page 88, Col. 2) 


Get YOUR 


| 
| 





circular nacelle or housing. 


3. Fan or V-shaped. The speed- 
ometer is across the top, with 
other gauges in the body of the V. 


There will be more color in speed- 
ometers, AC said. One 1959 GM will 
feature a new version of the “Red- 
model. It will change color 
as speed increases, AC said, from 
green at low speeds, to yellow at 
medium speeds and red at higher 
speeds. 

The use of speed-warning devices 
also will spread considerably in 
1959, AC predicted. The firm intro- 
duced one in 1957, a gadget to buzz 
when a preset speed is reached. 





Rambler Deal Expands 


Schaefer & Strohminger, Inc. 
Baltimore, has opened 
a second location at Pennsylvania 
and Delaware Aves., Towson, Md. 


Rae 


for only 


*1** PER a 


AMMCO TOOLS, INC., 





















EQUIP YOUR 
DEMONSTRATORS 
FLEET OR 
COMPANY CARS 
WITH BUMPA- 
TEL SIGNS 























NO DAMAGE TO CAR 
NO MARS—SCARS OR 
HOLES TO DRIiL. 
ON OR OFF IN 
AN INSTANT. 
DESIGNED FOR 
EASY ADAPTION TO 
OTHER CARS AS MODELS 
CHANGE. 


Available for 90% of All 
Foreign Cars 


Write Us For Details 


BUMPA-TEL SIGN CO. 
BOX 216 
lel tS me aL elk 


‘Series of Thrills’... 





DeSoto Dealers Mark 
3 Decades of Growth 


(Continued from Page 87) 


He’s a great believer in the “Game 
ride.” 

“You can talk about a car’s sus- | 
pension system like Torsion-Aire,” | 
he says, “but a demonstration ride | 
will make a sale for sure.” 
| Chris feels the art of demonstra-| 
|tion is lost and should be revived. | 
He also believes that salesmen | 
| should be intimately familiar with | 
|the features of the cars they sell. 
|For that reason, he advocates an- 
nual visits to plants by all dealers 
and sales personnel to keep in touch 
with the improvements constantly 
being made in cars. 

“The car business has been a 
series of thrills,” Chris says, “like 
the time, after a month of plug- 
|ging away, I finally closed a deal 
with a man who'd been perfectly 
satisfied with riding a bicycle. Or 
the time when I took two horses in 
trade on a Reo truck,” he reflects. 

So far, Chris has no plans to re- 
tire. He still gets a lot of satisfac- 
|tion from the automobile business 
land thinks the industry will con- 
| tinue expanding. 

The DeSoto Factory-Dealer 
| Council is termed “a unique and | 
| truly democratic approach to 
solving problems which confront | 
both the dealer and factory” by 





Nelson Mintz, Staten Island, N. Y., 
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“I was county treasurer in 1927,” 
he says, “when Chrysler Corp. ad- 
| vertised that it was going to build 
a new car, with an all-steel body, 
six-cylinder engine and hydraulic 
brakes, to sell for under $1,000. I 


ia 30-year DeSoto dealer in Ohio. 
| 








—- 


was contacted by a DeSoto repre- 
sentative. 

“A contract was signed which 
called for 35 DeSotos the first year. 
Since signing the original sales 
agreement, we’ve seen our dealer. 
ship grow alongside DeSoto and the 








answered the ad, and in a few days 


parent Chrysler Corp.,” he says. 





is based on mutual regard and con- 
sideration.” 


A survey of DeSoto dealers 
whose franchises date back to | 
1928, when the division was or- | 
ganized, reveals that the com- 
posite charter dealership’s facil- | 
ities have grown seven times | 
larger in the intervening 30 years. 


The average DeSoto dealer started 
out with only 5,334 square feet of 
space, but increased sales have 
forced expansion to an average of 
35,900 square feet today. The num- 
ber of people employed by the aver- 
age dealership has grown, too, from 
seven in 1928 to 29 in 1958. 

As the size of the average dealer- 
ship has grown, so have sales. Dur- 
ing his first year of operation, the 
average dealer delivered 72 cars. By 
1957 (the latest year for which 
complete figures are available), an- 
nual sales volume had mushroomed | 
to 275 units. | 

The typical 30-year dealer is 63) 
years old (54, including sons who've 
inherited their businesses from de- 
ceased or retired fathers). He was 
born and reared in or very near 
the city where he now lives. 

Dealers’ children’s occupations 
range from grade school student 
to Wall St. investment broker. 
Many of the sons have gone to 


DKW anp avTo-vnion... 
the imported economy cars with safety and performance too. 


Want quality and delivery in your imported car line? PMER 


Ram 





A few choice Eastern and Southern franchises available... 


present council chairman. 
| He points out that the council is 
|operated entirely by the dealers 
| themselves. Not one of the 28) 
| dealer council members is factory- | 
| appointed. They are elected by their | 
|fellow dealers in their respective | 
| sales regions. 

Since its inception, more than 
70 proposals by the dealers have 
been put into effect by the factory. | 
These have ranged from changes | 
lin the basic dealer agreement to/| 
the introduction of DeSoto’s lower- 
| priced Firesweep series, which gave 
| dealers greater market coverage. 

“The council has not yet solved 
| everything,” Mintz admits, “but it 


work in the family business, while 
others have taken over other 
Chrysler Corporation franchises. 
How did the average dealer hap- 
pen to go into the automobile bus- 
iness? In much the same way as 
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KAR-SHOW4 


ROBERT E. LEE MOTORS, INC. 
Executive Offices + 566 Whalley Ave., New Haven, Conn. + FUlton 9-157. 
Wholesale Sales « 520 West 19th St., New York + ALgonquin 5-2512 
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for Children 









Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 
Jerry Moore, gen. mgr. 
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STEAM NEWS 


Dramatic performance and simplicity of 
steam in automotive circles. Learn latest 
dev in LIGHT STEAM POWER 
ma ine, only $3. per year. Complete 
line of Books, Plans, Castings and Parts. 


STEAM DEVELOPMENTS 


Box 335W, Staten Island 8, N. Y. 








MOTOR | 
MASTER 


MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


1 UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
O GENUINE BLUE CROWN SPARK 
PLUGS. 
DOMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 


has come a long way. The dealers 
are sure that progress will continue, 
because the future of the Council 





Obituaries 


Maurice J. Hughes 
MIAMI.—Maurice J. Hughes, 
was in the auto business here for 
years, died Sept. 6. He operated his own 
dealerships until 1926. Since then he had 


worked for many dealers 
* . * 


Albert E. Douglas 

KANSAS CITY.—Albert E. Dougias, 48, 
owner of Al Douglas Motors, died of «a 
heart attack Sept. 5. He founded his used- 


car business six years ago 
> o > 


Paul C. Schulte 
ST. LOUIS.—Paul C. Schulte, 54. an 


auto dealer here for 25 years, died Sept. 1 
in a local hospital. 
> 
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Francis M. Lynch 

HARTFORD, Conn.—Francis M. Lynch, 
67, a vice-president of Connecticut Bank 
& Trust Co., died Sept. 12 at Hartford 
Hospital. He had been in the finance and 
instaliment-credit field for more than 30 
years. 

oe * * 
George Morton 

BELLOWS FALLS, Vt.—George Morton, 
proprietor of Morton Motors (Ford) 
, was killed instantly Sept. 9 when 
his small plane crashed into a hayfield 
in Westmoreland, N. H. Mr. Morton, who 
was a U. 8S. Army Air Force pilot during 
World War II, had held a private pilot's 
license since 1951 and had a landing strip 
in the rear of his dealership here. 

* * * 
LeRoy Rieselbach 

MILWAUKEE. — LeRoy Rieselbach, 55, 
veteran legal counsel for the Wisconsin 
Automotive Trades Assn. and the Mil- 
waukee County Auto Dealers’ Assn., died 
of a heart attack here Sept. 14. 


Higher U. S. Gas Tax 
Held a Possibility 


WASHINGTON.—The Highway 
Trust Fund may be running $900 
million in the red by fiscal 1960 
and an additional $1 billion by 
fiscal 1961, Maurice H. Stans, 
director of the Federal Bureau of 
the Budget, said last week. — 

Congress, he said, will have to 
decide whether to increase the 
Federal gasoline tax or use gen- 
eral funds to make up the deficit. 
The Administration will decide 
within 60 days which course of 
action it prefers, he said. 














THE ALL-STEEL 
OUTDOOR SHOWROOM 


Sells Cars In Any Kind of Weather 





SPECK PONTIAC—Saxton, Pennsylvania 





DAWSON MOTOR COMPANY—Dawson, Georgia 





Steel Builders, Inc. Box 5157, Columbus, Ga.—FA -4-2452 


or any of these distributors 


FABRICATED METAL PRODUCTS CO. 
104 Bauer Ave. 
Louisville, Ky. TW 6-1840 


STEEL BUILDERS SOUTHWEST DIV. 
34152 Milton 
Dallas 5, Texas EM 8-1831 


ATLANTIC STEEL CO. 
P.O. Box 1714 
Atlanta 1, Ga. TR 5-3441 


EASTERN STEEL CO. 
P.O. Box 62 
Westfield, N. J. AD 3-5607 
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Get Ready For Winter Now! 


When the new 59s arrive, and you want to 
move them fast—and at the same time keep 
your used cars rolling off the lot—don’t let 
bad weather slow you down! With a modern, 
all-steel Kar-Show you can display a bigger 
variety of new cars, as well as used cars... 
in attractive, covered sales areas. 

The reduced cost of keeping cars clean 
will pay for the total cost of your Kar-Show 
in just 2 years! 

Kar-Show is also ideal for general service, 
washing and polishing, new car conditioning, 
and waiting areas. Frees expensive enclosed 
areas for more profitable operations. 

Let us give you the facts, figures, and 
complete details—without cost or obligation 
on your part. Just write, wire, or telephone 


NORTH CENTRAL STEEL BUILDERS 
P. O. Box 268 
Sioux Falls, S$. D. 8-2331 


WEST COAST STEEL BUILDERS 
2456 Van Ness Ave. 
Sen Francisco, Cal. OR 3-1517 
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core. Car, Truck Output Estimates 
whi ° 
-- By Automotive News 
salar PASSENGER CARS 
id the (U. 8S. PRODUCTION ONLY) 
ys. Week Week Output, Jan. 1 Jan. 1 
—— Ended Same Ended Sep- To To 
Sept. 20, Week, Sept. 13, tember, Sept. 21, Sept. 20, 
1958 1957* 1958* ToDate  1957* 1958 
line ? IMER. MOTORS** .... 5,400 2,412 4,300 13,783 70,735 127,684 
0 5,400 1,921 4,300 13,783 64,592 127,684 
YSLER CORP. ..... 11,200 3,816 7,144 20,070 948,905 411,455 
Satievoeeeusenenbeabenshe 1,000 193 273 1,278 93,596 36,868 
eee 200 95 3 203 30,272 8,650 
poceveusuetasestsneevevens 1,000 963 590 1,655 90,153 24,706 
dddalidinineaiinimenutietesetie 3,000 1,967 2,464 6,454 222,378 74,747 
Ghabumnendasedbonetict 6,000 598 3,814 10,480 512,506 266,484 
RD MOTOR*** ........ 5,571 40,625 1,952 8,880 1,448,138 768,399 
iremciuenbicsasetieeciciness §sermeeue 5,173 dusensiess euseueuees 37,911 8,503 
piiiensnetasanandnevnoorenenens 5,571 30,873 1,742 8,411 1,155,964 657,286 
Sentinenpenvetentaitianus “suienliin 516 210 469 28,054 17,661 
Cicieisidiniilniens litre 4,063 aviveeonti cosessecee «= BRD IOS 84,949 
GENERAL MOTORS .. 19,236 3,751 10,676 34,763 2,103,720 1,490,074 
ceniedendeipouseemmenuseniines 6,943 cwvidiatiess 5,545 16,580 298,307 156,948 
piedbbicnnniiemitieins 1,000 2,922 450 1450 120,891 90,960 
ievbahcinatiasinensioninn 3,600 829 exeesevens 3,600 1,124,477 889,147 
a ae. ewan 2,779 7,982 296,362 211,158 
siditnieeeesnntianeseemaite 3,000 jaibaitiegi 1,902 5,151 262,683 141,861 
DIN). ccigdindtistetinimgnets éatndies aden «0 ene 52,000 23,317 
Sittindsdeiiiiindy tailing <ucscieis “Gti Siemmbdile 6,122 1,745 
SD. Gensevcldiinineiiie.. cdleciten i: chndile’  \eslivsel 45,878 21,572 
Total Cars, U. S. ........ 41,407 52,365 24,072 77,496 4,623,498 2,820,929 
“American Motors’ totals for 1957 include Nash and Hudson production. 
Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Output, Jan.1 Jan. 1 
Ended Same Ended Sep- To To 
n 9-157. Sept. 20, Week, Sept.13, tember, Sept. 21, Sept. 20. 
1958 1957* 1958* To Date  1957* 1958 
12 a 5,400 257 29 5,429 256,477 188,890 
ET shistininaiaai 125 120 122 360 4,033 3,894 
ai EC 70 60 59 136 2,252 1,878 
eo. iinialictsdewitiniaslennioithinis 1,000 558 569 1,569 57,934 40,295 
>" ectetnitniietihiienictnanienepnitieiiiin 1,300 es 1,969 259,393 150,454 
CC EE es 1,060 1,013 969 2,029 49,494 42,500 
RNATIONAL. ....... 1,868 2,557 1,898 5,152 88,020 66,334 
aisasseinmeinnes 300 304 278 813 13,169 10,747 
STUDEBAKER.  ............... 100 160 100 230 7,179 4,110 
iiiiaiilnibiitaiiansion 355 398 357 792 14,452 11,762 
ii aiensag 1,935 1,826 2,324 6,070 44,049 60,615 
MISCELLANEOUS** 62 BR 60 171 3,403 3,377 
me Total Trucks, U. S. .. 13,575 13,453 6,765 24,770 799,355 584,856 
_ Total Cars, Trucks, 5 : Spit 
a EE RE 54,982 65,818 30,837 102,266 5,423,353 3,405,785 
= Total Cars, Trucks, 
c= | Canada ..................... 2,045 3,069 1,149 4.266 325,455 254,651 
t Grand Total, eae ; 
Cars and Trucks, 
"ag U. S. and Canada.... 57,027 68,887 31,986 106,532 5,748,808 3,660,436 
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iscelianeous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 


Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


B. All U. S. totals include cars and trucks for military orders. 


Nichols Forecast for 59 .. . 





20-30% Market Rise Seen 


NEW YORK.— The 1959 models 
ll “stimulate not only our indus- 
y but the entire economy,” Chrys- 
Corp.’s sales vice-president pre- 
ted Friday. 
Speaking at the annual market- 
conference of the National In- 
strial Conference Board, Byron 
Nichols declared: 
“It is always risky to predict 
what the public will like and buy. 
But it is my opinion that the 
public will very definitely like 
what it sees this fall.” 
He forecase a “decisively bigger” 
rket for automobiles in 1959. 
“At worst we expect it to be 20 
reent larger than this year’s 
arket,” he said, “but we think 
ere is the real possibility of a 
arket that will be approximately 
percent better than in 1958.” 
Nichols predicted that the wide 
nge of new features on ’59 
odels, including basic restyling 
nd engineering advances, would 
lp increase sales next year. 
Nichols declared, however, that 
‘it is unlikely the auto industry 
will sell “anything approaching 
e 7,200,000 cars that were sold 
fn 1955.” 
He explained: 
“The biggest difference between 


the situation facing us now and 
| the situation in the fall of 1954 is 
| that people generally seem to be a 
| little less confident about the fu- 
| ture. In September, 1954, consumer 
| Surveys showed that the people 
were definitely in the mood to buy 
automobiles ... The consumer was 
declaring himself to be ready to do 
business. 


“This year the evidence is less 
clear. People would still like very 
much to buy new cars—and gen- 
erally speaking, they are in a good 
position financially to do so. But 
they are showing some tendency to 
wait for future signs of general 
economic recovery before taking on 
new obligations.” 


Nichols said Chrysler Corpora- 
tion is looking forward to a total 
auto market in 1959 of 54% million 
to 6 million passenger cars. This 
compares with estimated retail 
sales of approximately 4,600,000 
cars this year. About 400,000 of 
the 1959 total is expected to be 
imported cars, he said. 

Nichols told the NICB that the 
low volume of sales during the 1958 
model year was a result of a “re- 
markable coincidence of unfavor- 
able market factors.” 


More Makers Resumi . 





"09 Car Production 
Gaining Momentum 


(Continued from Page 1) 


duction today along with the Ford 
lines at Louisville. 

Chrysler Corp. moved nearer its 
pre-changeover levels last week as 
the corporation’s five divisions 
turned out an estimated 11,200 cars, 
compared with 7,144 a week earlier. 


* + * 

A BREAKDOWN of Chrysler op- 

erations showed Plymouth with 
approximately 6,000 assemblies last 
week, compared with 3,814 a week 
earlier; Dodge up from 2,464 to an 
estimated 3,000 units; DeSoto up 
from 590 to 1,000 units; Chrysler 
division (excluding Imperial) up 
from 273 to 1,000 assemblies, and 
Imperial up from three to 200 units. 

General Motors nearly doubled 

its output over the previous week 
as its Buick, Cadillac, Oldsmobile 
and Pontiac divisions all in- 
creased assemblies and Chevrolet 
returned to operations after hav- 
ing been down for changeovers 
for a month. 

Chevrolet's 3,600 assemblies last 
week marked that division’s first 
output of ‘59 models. Buick rose 
from 5,545 assemblies a week ear- 
lier to an estimated 6,943 last week, 
Oldsmobile from 2.779 to 4,693 units. 
Pontiac from 1,902 to 3,000, and 
Cadillac from 450 to 1,000 units. 
Only Buick worked six days last 


week. 


> * > 


pains all truck manufacturers in 
operation last week, commer- 
cial-car output jumped to an esti- 
mated 13,575 units from the 6,765 as- 
semblies of a week earlier. 

Ford Motor Co. returned to op- 
erations in Canada last week, but 
continued cessation of output ac- 


Accident Study 
At Cornell Given 
$150,000 by AMA 


DETROIT.—The Automobile 
Manufacturers Assn. has granted 
$150,000 to Cornell University to 
support a program of crash injury 
research. 

Harry A. Williams, AMA man- 
aging director, described the con- 
tribution as part of the automo- 
tive industry’s continuing effort 
to promote and sustain research 
on all phases of automotive 
safety. 

“The grant to Cornell,” he said, 
“is in addition to previously an- 

nounced AMA contributions to auto- 
motive safety programs, totalling 
$1,350,000 in the current fiscal year.” 

John A. Moore, director of the 
Cornell program, said the funds 
will enable the university to con- 
tinue its six-year-old study of the 
causes of injury in automobile ac- 

cidents for another year. 

In the last three years individual 
automobile manufacturers have 
added substantial contributions to 
those grants which had been made 
previously by the Armed Forces 
Epidemiological Board and the di- 
vision of research grants and fel- 
lowships of the National Institute 
of Health and the U. S. Public 
Health Service. 

The present program has obtained 
the cooperation of state police, state 
departments of health and medical 
societies of 17 states and two cities. 


Inventor Claims 


Glare Eliminator 


DULUTH.—A gadget said to 
eliminate headlight glare has been 
developed and patented here by 
John E. Reeve. 

He said he will manufacture the 
glare eliminator as soon as Con- 
gress passes a law requiring all 
autos to use his product. In the 
meantime, he added, he will go to 
Europe to make arrangements for 
production abroad. 

The glare eliminator consists of 
small lamps, which are seated below 
the headlights and cast a soft light 
at an angle rearward and upward 
over the hood, Reeve said. The 
lights will be built into bumperettes 
which he will make, he added. 


tivities at Studebaker-Packard and 
Chrysler Corp. left the Canadian 
makers with only 2,045 assemblies 
for the week. A week earlier, the 
industry turned out 1,149 cars and 
trucks. 

GM and Ford are the only makers 
in operation on '59 models north 
of the border, though International 
is still assembling trucks at its 
Chatham (Ont.) plant. Chrysler and 
S-P are still down for changeovers 
but are expected to resume output 


operations soon, officials said. 
= * * 


Plymouth Tops in Wagons 
With 28 Pct. Ratio 


ST. PAUL. — Plymouth produced | eral 
the highest percentage of station| Motors 





for 28.3 percent of total ’58 model 
year production, he revealed. 

For the first time in Plymouth 
history, Minor said, a station wagon 
became the most popular car in the 
line, with the Custom four-door 
suburban capturing 13.8 percent of 
Plymouth production. 

Minor was here to present the 
1959 line to dealers from five states 
against the backdrop of a Broad- 
way musical, “Everybody’s Viewing 
It,” in the St. Paul auditorium. 

In addition to Plymouth’s in- 
creasing popularity among station 
wagon buyers, Minor said impor- 
tant gains are being made among 
younger buyers. He cited a survey 
which showed the ratio of sales of 
Plymouth to buyers in the 25-to-34- 
year age group jumped 50 percent 
in the past year. He said 55 percent 
of Plymouth buyers were under 44 
years of age. 


Rebsamen Names 2 


Walter C. Bennett, associated 
with Ford dealerships in Memphis 
for 11 years, has been named gen- 
sales manager of Rebsamen 
(Ford), Little Rock, Ark. 


wagons among the Big Three this| Martin J. Travers, also associated 


year, Jack W. Minor, 


said here. Station wagons accounted 


assistant | with Memphis Ford dealerships for 


general manager for the division,| nine years, has been named sales 


manager for Rebsamen. 





It’s Time to Pare Costs, 
Michigan Dealers Warned 


(Continued from Page 3) 


end of the term from the invoice 
price and dividing by the number 
of months the vehicle is to be 
leased. 


To this figure must be added in- 
terest, insurance, service and profit. 


Draper recommends not less than 
$25,000 property-damage insurance 
on lease cars and $100,000-$300,000 
bodily injury. His vehicles carry 
$250,000-$1 million bodily-injury 
policies. 

He urged dealers to try to lease 
cars for more than one year and 
to try to end the lease between 
March 1 and July 31 because the 
used-car market normally is bet- 
ter during that period. 

He warned that there are “vastly 
more pitfalls in leasing than in 
selling. In selling, you know your 
profit or loss right away. In leas- 
ing, you don’t know until the car 
comes back.” 


DeNooyer agreed that the dealer 
should concentrate on leasing to 
local customers. He suggested that 
it sometimes is profitable to lease 
at the beginning of the model run 
even on a one-year term, because 
the car still is relatively new when 
it comes back. 

> 


ITING NADA sstatistics, De- 

Nooyer said that leasing was 
started in 1913 by a Ford dealer in 
Omaha. By 1947, there were 70,000 
cars under lease. The number 
jumped to 276,000 in 1956 and 380,000 
in 1958. 


He said NADA statisticians es- 


Evans Building 
Separator Plant 


PLYMOUTH, Mich. — Expansion 
of battery separator manufacturing 
facilities with a new plant at Cor- 
vallis, Ore., and the promotions of 
two top executives—Arthur Vander- 
Sys and Dr. Piotr Zenczak—is an- 
nounced by E. S. Evans jr., presi- 
dent of Evans Products Co. 


Ground has been broken for the 
new plant as a result of increased 
demand for Evanite separators. The 
additional battery separator plant 
will enable Evans to triple current 
production capacity of the synthetic 
wood-fibre insulators used in con- 
struction of automotive and other 
storage batteries, Evans said. Pro- 
duction is scheduled to begin early 
in 1959. 


In addition to his duties as direc- 
tor of Evans’ wood research labs, 
Dr. Zenczak now will be in charge 
of production of hardboard and bat- 
tery separators in both plants at 
Corvallis. In his new position as 
director of sales promotion for the 
western division, VanderSys will be 
in charge of sales promotion of 
new and existing wood products, in- 
cluding hardboard, plywood’ and 
battery separators. 


timate that leasing will involve 1.2 
million cars by 1965. 

Draper noted that truck leasing 
can be profitable when the concern 
is reliable. He said he seldom leases 
trucks to individuals, and that a 
dealer can’t afford to lease a truck 
on a one-year basis. 

Robert G. Cooper (Chrysler- 
Dodge-P ly mouth), Kalamazoo, 
was elected president of the 
Michigan association, succeeding 
Ladd G. McKay jr. (Chevrolet), 
Tawas City. Cooper was chair- 
man of this year’s convention. 
Other MADA officers are: W. H. 
(Bud) Kouts (Chevrolet), Lansing, 
first vice-president; Paul Chapman 
(Cadillac-Pontiac), Ypsilanti, Group 
I vice-president; Al Edwards (Lin- 
coln-Mercury), Lansing, Group II 
vice-president; Harold Rockwell 
(Oldsmobile), Grand Rapids, Group 
Ill vice-president. 

Harold Labyak (Ford), Ontona- 
gon, Group IV vice-president; 
Arnold Klett (Cadillac), Detroit, 
Group V vice-president; Howard 
Cook (Chevrolet), Lansing, treas- 
urer, and Gilbert L. Haley, Lansing, 
executive vice-president. 


AMC Dealers 
Meet °59 Models 
At 4 Showings 


ATLANTIC CITY. — American 
Motors’ news-making year of 1958 
was the theme of the show which 
introduced 1959 Ramblers and Met- 
ropolitan cars to 2,800 regional 
dealers last week in Convention 
Hall here. 

It was the first of four regional 
shows scheduled this month for 
some 8,000 dealers and their sales- 
men. 

Newscasts, television newsreels 
and “newspaper extras” were used 
as the framework for presentation 
of each new car line—the Rambler 
American, Rambler 6, Ramber V-8, 
Ambassador and Metropolitan. 

“Show Month” for AMC started 
with a preview for almost 12,000 
factory employes in Milwaukee 
September 13. Cast, crew and props 
were then flown to Atlantic City. 
The show will be presented today 
(Sept. 22) in Fort Worth, Sept. 25 
in Chicago and Sept. 29 in Oak- 
land, Calif. Auditorium. Each pre- 
view concludes with a luncheon for 
the dealers with George Romney, 
president of AMC, as principal 
speaker. 

The show was produced by Geyer 
Advertising, Inc. 


Stelling-Wilson Opens 
Stelling-Wilson Chevrolet Co. has 
opened in Hollywood, S. C. Wade R. 
Stelling and Arthur W. Wilson are 
the owners, with Stelling serving 
as president and general manager. 
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Those Were Lean, Tough Days... 


AUTOMOTIVE NEWS, SEPTEMBER 22, 1958 








Import-Car Pioneers Look Back 


(Continued from Page 6) 
as curious Californians ogled the 
little car. 

“I enjoyed the attention,” said 
Henry, “but would have appreci- 
ated a little attention from Los An- 
geles car dealers. To my dismay, 
not a single one would handle the 
car. 
“Then I drove to San Diego and 
found one man, with a three-car 
showroom and small shop, who 
would take cars. At that, I prac- 
tically had to give them on con- 
signment. Then to San Francisco 
where I found another dealer. I 
couldn’t get anyone in Seattle, 
until a couple of Canadian boys 
came down and opened a small 
shop. 

“When I arrived back in Los An- 


geles there was still no interest. | 


So I shopped around for a man with 
a repair shop and a good reputa- 
tion. John Williamson was my first 
Los Angeles dealer, but I guess 
most of his money was made in 
those first months preparing the 
ears for other dealers and doing 
warranty work. Finally John hired 
a salesman, Larry Reed, who was 
then the first Hillman salesman in 
the city and is now one of the larg- 
est dealers we have.” 

“From 1949 to 1951 it was difficult 
to get dealers,” continued Henkel. 
“I had an 18-state territory, which 
was covered by driving day and 
night. After all, I had to take the 
sample with me. No one had ever 
seen a Hillman before. Most people 
were nice to me. They’d listen, look, 
and nine of ten would go for a 
ride and take home literature. 

“We went on the radio with Knox 
Manning as the star. He asked me 
about parts, and I told him we'd 
supply any part in 48 hours. Which 
was pretty good considering the 
first case of parts, all $469 worth 
of them, had just arrived. But we 
made good our promise by a little 
judicious juggling. In 1950 we 
moved into a 5,000-square-foot 
building in Beverly Hills where 
three people handled our $70,000 

stock. 

“By 1952 we had 175 dealers 
selling 1,400 Hillman cars a year. 
So we moved to the present build- 
ing, which holds 35,000 square 
feet of parts valued at $872,000 
(wholesale) plus room for 42 em- 
ployes. We now have 375 dealers 
in our territory with about five 
applications coming in daily, 
though we haven’t been able to 
sign a new dealer for six months.” 
According to Henkel, his major 
problem was arranging dealer 
financing. Fortunately, English 
banks were able to support the ex- 
pansion of British-built autos in 
America. With this support, Rootes, 
through Henkel, was able to guar- 
antee dealer flooring by offering the 
banks full recourse on all contracts. 
In effect, Rootes underwrote the fi- 
nancial stability of nearly every 
early dealer. 

Asked about the future of the 
imported-car business, Henkel said, 
“I think 1959 will be about the 
same as 1958. Ford and General 

Motors will concentrate on their 
stick-shift cars to give the imports 
some competition. But if import 


sales increase greatly in 1959, and 
I hope they do, most of the more 
popular makes (Renault, Fiat, Eng- 
lish Ford and Rootes) will split into 


single line dealers. A multiple-line 
| dealer can’t stock enough parts or 
provide the service facilities, all his 


ity dealers who'll do 50 percent 
more business. All they need are 
enough cars. I know that dealers 
handling only the Rootes group are 
|making a darn good living.” 
Asked about advice for a man 
just coming into the field, Henkel 
said, “I'd suggest he first make sure 
the car he’s going to sell has some 
| backing behind 





| Selling cars in Denver, 
jin the field to back up customer 
warranty claims. 

“And you'll have to change your 
ways. You don’t sell the deal, you 
sell the product like you should 
do, and make money. Send a 
couple of mechanics to school so 


the cars out and sell them. 


your distributor. If he’s a dealer, 
appointing you a sub-dealer, your 
source of parts and cars is no bet- 
ter than the distributor's financial 
statement. When you deal with fac- 
tory representation you can be sure 
of getting everything the factory 
has, with plenty of parts and a fair 
warranty policy. Because in the end, 
only the factory can afford to think 
|of the car first.” 

No discussion of the import pic- 
ture could be complete without 
mention of Volkswagen, the car by 
which every other economy import 





it, such as a re-| 
|sponsible factory. If you plan on! 
you need | 
| parts in Denver; plus factory men| 


| you give good service, then get | 


“Another thing to check out is! 


is measured. Originally brought to| 


jthe U. S. in 1949 by Max Hoffman, 
|Hoffman Motor Car Co., the VW 
| was an outstanding flop. 

| Hoffman brought over several 
thousand cars, together with me- 
chanics, special tools and spare 


parts. But the “beetle” proved un-| 


saleable. Dealers had to be pres- 
sured and cajoled into taking a 
car or two. Even the more ener- 
getic deals found that it took a 
year to dispose of half a dozen 


Vw. 

By 1958, Volkswagen was dis- 
tributed in Southern California by 
Competition Motors, Hollywood, a 
California corporation headed by 
John Von Neumann. 


Competition services 36 dealers, 
and in October of 1957 opened the 
largest foreign-car parts ware- 
house in the U. S. In the 50,000- 
square-foot building are $2.5 mil- 
lion worth of parts, including 
1,200 hoods, 1,500 left and 1,500 
right fenders, and $60,000 worth 
of binned small parts. 





According to Samuel Weill, Com- | 


petition’s regional manager, South- 
ern California VW dealers continue 
to sell every vehicle almost as soon 
as it arrives. Hottest items are the 
|Karmann-Ghia coupe and con- 
vertible. 

No “Johnny come lately” in the 
import picture is John Green, dis- 
tributor of Renault and Peugeot. 
|In 1954 the Green group sold 32 
Renaults. Four years later it is 
jsaid to be the largest independent 
| distributor of cars in the world, 
with an estimated $20 million gross 
business set for 1958. 

No overnight success story, the 
John Green operation dates back 
to 1935 when his father had John 











Wartburg Enters U. S. Market— 


New in the U. S. market is the German-built Wartburg, with a three-cylinder, two- 
stroke, 37-horsepower engine and front-wheel drive. The car has a semi-automatic 


transmission. 
at $2,199. 


Seven models are available, with the five-seater coupe above priced 


VWs. Eventually Hoffman dropped | 











;}dock and not a dealer 


sitting on the paternal lap while 
steering a tiny Fiat Topolino. 
year later, John’s father wanted 


cars require, We'll get better qual-| to import cars from England, and 


pestered the Austin people to ship 
samples. Though correspondence 
existed, there was little action until 
Green senior became tired of wait- 
ing. 

With a borrowed $100 he went to 
Vancouver, paid $50 down on a 
$750 Austin and had it shipped in 
bond to Seattle. He took a bus to 
Seattle, rounded up a group of auto 
dealers interested in handling the 


A | 


four service representatives. In ad- 
dition they have a sales training 
program on the road to keep dealer 


ago, when Pop sent his cable?” 
“The greatest car market in 

the world,” says one business re- 

port on the future of Southern 

California’s im por t-car dealers. 

| And it may well be. 


('Triumph 





its cars. 
| Most of this is distributor adver- 
|tising, to which should be added 


| 





— 


toward Volkswagen. Green’s men | report claims that Renault is spend. 
cover California, Arizona, Nevada/|ing $12,000 with two-thirds goi 
and Utah, with four salesmen and_/| for radio, the balance split between 


national magazines and newspa 
pers. Local 
nault have found the car a ho 





| 


personnel clued to the latest meth-|item, and several are taking con- 

ods of selling Renault and Peugeot. | siderable TV time to promote its 
As John Green says, “Who would | sale. 

| have thought it possible, four years | 


Why Los Angeles County should 
|be a great car market is brought 
|} out in material collected by Fallon 


| & Co., a Hollywood advertising 


| agency. They show that Los An- 


geles County is first in the nation 
in automotive sales ($1,699,553,000) 


| At present, it is reported that| for 1957, first in the nation in car 
is investing $25,000 a | registrations, has two-car owner- 
month in local media to promote| ship double the national average 
}and imported-car ownership nearly 


triple the national average. 
In 1957, imported car sales in the 


tiny import and displayed it to| local advertising by Triumph deal-| United States represented 3.4 per- 
| ers. About 80 percent of the budget|cent of all new car sales. In Los 

Enough dealers were interested to|is split with radio, TV and news-| Angeles County the imports repre- 
put up money to pay for the car| papers, the remainder going to|sent 86 percent of all new-car 


them in the customs warehouse. 


and Green was in business. 

He drove the car to Los An- 
geles, put it on sale at $495, or- 
dered 15 cars from the factory 
for his Seattle dealers and went 
to England to obtain the price 
he decided would be proper for 
the car in the U. S. He was finally 
successful and ended up with 
U. S. distributorship for Austin, 
with a base price of $495. 


The end of World War II found 
the elder Green in Europe and his 
son, John, discharged from the 
service and working for $60 a week 
in a Los Angeles warehouse. One 
day in 1954 John received a cable 
from his father. “One of the great- 
est days of my life and your great- 
est opportunity. I closed with Re- 
nault for West Coast distribution 
today. Details later. (signed) Pop.” 

John's reply was, in retrospect. 
unusual! “Thanks anyhow. But I 
have a good job. (Signed) Johnny.” 

Two things happened to change 
John’s mind. He was laid off for 
lack of work and father sent a 
final telegram: “First shipment of 
15 cars left last week. (Signed) 
Pop.” 

In July, 1954, there were 15 
homely little Renault 4CVs on the 
in town 
Operating from the lot of a friendly 
used-car dealer in Burbank, John 
huckstered his cars, selling most 
of the original shipment himself 
except for a very few put out on 
consignment. Luckily, the factory 
was tolerant about payment, for 
the early cars were sold first, then 
paid for. Thirty-two cars were sold 
out of nearly 50 received during 
the year. 

By 1955 Renault started to 
move. Spare parts arrived and an 
aircraft company draftsman 
worked part-time out of his ga- 
rage as the Renault parts depot. 
(He’s now head of the entire 
parts operation for Green.) 

In 1956 the struggle for enough 
cars became acute, but even worse 
was the lack of shipping space. 
Often Green had 100 cars on the 
dock in France and not a single 
car in the warehouse. When 100- 
unit shipments arrived the book- 
keeping system broke down com- 
pletely. People were  fiying 
everywhere trying to process the 
paperwork attendant on clearing, 
shipping and invoicing such a tre- 
mendous shipment. Later, 317 cars 


arrived at once, and the now aug-| 
mented office staff was swamped | 


again. 


Finally, a shipment of 670 cars| 


arrived and pandemonium ranged 
as everyone from John Green on 


down worked day and night to} 


move cars to the hands of eager 
dealers. After the paper mill was 
organized and time taken to check 
the results of handling nearly a 
1,000 cars — someone found they 
were four cars short. To this day, 
no one knows what happened to 
the four, although John says, “I 
think we found one of them—last 
week.” 

Year of the Dauphine was 1957 
and business was still expanding 
faster than Green could grow. 
Offices were overrun with people 
looking for cars and John Green 
found it impossible to work. In 
desperation he rented another 
room, on another floor, of the same 
building; moved in an old chair 
and home-made desk. This was fine, 
until it, too, was overrun by people 
in on the “secret” and the company 
had to move again to larger quar- 
ters. 

With sales expected to reach 14,- 
000 units for 1958, the Green group 
is still struggling to get out from 
the avalanche of business that re- 
sulted when Renault began to creep 


‘ 


national magazines. 


| sales and to date in 1958 show up 


Volvo distributors are reported|as over 12 percent. 


to be currently investing $12,000 a 


Or as one frustrated oil man put 





dealers handling Re- 


_ 










‘5! 


Con 


month in local media to promote | it, “Hell, we Texans ain’t got no |—— 


their car. Two-thirds of this 


is | money. 
going to radio, with the major bal-|their kids 


In Los Angeles they buy 
imported cars instead 


ance spent for television. Another of roller skates.” 


Reaching an estimated 150,000 readers engoged in all branches of the nation's 


automotive industry. RATES: 
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are forwarded to odvertiser 
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Contract 
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2666 PENOBSCOT BUILDING 


DETROIT 26, MICH 


HELP WANTED 





SALESMAN 
INTERNATIONAL TRUCKS 


The fastest expanding truck market in the| 
country. Excellent opportunity for capable, | 
heavy duty truck salesman. Contact Branch | 
Manager, International Harvester Co., P. O. 
Box 1425, Houston, Texas. 





OPPORTUNITY AVAILABLE 


for aggres-| 
sive young man between 30 and 38 
years of age, who has ability to sell 


new and used automobiles and manage 


an old established automobile dealership 
On a profitable basis. This is a Wiscon- 
sin dealership located in a prosperous 
county seat city of 4,000, selling new 
General Motors products for over 45 
years, Individual will have opportunity 
to buy-in after proving himself. Box 


8543, c/o Automotive News, Detroit 26 


REGIONAL SALES REPRESENTATIVES: 
Several territories now open for men 
with qualifications and background for 
aircraft sales positions. Must have pri- 
vate pilots license minimums and ability 
to manage territory in public relations 


and service departments. Excellent com- 


missions demonstrator, expenses and 
drawing account. Send qualifications and 
photograph in first letter. Forney Air- 


craft Company, Dept. A., Fort Coe | 


Colorado 

WANTED: Partner in growing western | 
Michigan Ford dealership. Parts or 
service experience desirable. $10,000 will 


buy half. Open to terms for right person. 
Replies held in strict confidence Box | 
8532, c/o Automotive News, Detroit 26. | 


MAN needed for a quality foreign 
car. Working area New England and 
New York. Must be experienced in this 
field either in American or Foreign cars. 
We have a salary and incentive plan. 
State qualifications in writing to Box 
8526, c/o Automotive News, Detroit 26. 


ROAD 


| SALES REPRESENTATIVES—$7,000 plus 
to start. Leading automobile direct mail 
j concern. High caliber, car necessary. Ex- 
clusive territory, excellent future. Box 
8539, c/o Automotive News, Detroit 26. 


FINANCE 
MANAGEMENT 
OPPORTUNITIES 


Plans for additional expansion create 
openings for experienced installment 
sales finance men at the Branch Man- 
ager and Assistant Manager levels. 
Applicants must have proven records 
in these or equivalent positions as 
successful operators, Offices presently 
New Mexico, Arizona and 


in Texas, 
California. We are seeking men whose 


current connections do not offer the 
advancement for which they are qual- 
ified. Compensation open and includes 
salary, bonus and excellent fringe 
benefits. Interviews quickly arranged 
for qualified applicants. Submit com- 
plete, confidential resume including 
recent photograph to: 


W. D. Campbell, Vice-President 
Southwestern investment Co. 
Box 871, Amarillo, Texas 
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| SERVICE MANAGER AVAILABLE, mid 


west or eastern states preferred. Eleven 
years’ experience Chrysler products. Best 
of references. Box 8519, 
News, Detroit 26. 


BOOKKEEPER—OFFICE MANAGER, age 
30, with nine years’ GM experience, de- 
sires permanent position with responsi- 
ble organization. Box 8544, c/o Automo- 
tive News, Detroit 26. 


GENERAL SALES MANAGER or general 
manager 
manager, with 10 years’ 
of sales and management in same loca- 
tion, Desire position with ethical dealer 
and opportunity for buy-out proposition 
later. Highest type references, age 35, 
married, four children. Prefer dealer 
handling Ford Motor Co. products in 
Rocky Mountain region or far west. 
Write Box 8533, c/o Automotive News, 
Detroit 26 


FORMER “BIG THREE” DEALER. Previ- 
ous eight years experience as dealer, of- 
fice manager and sales ‘nanager. Com- 
pleted three years night college course, 
Pace College. New York City, majoring 
in accounting Age 35 married, three 
children. Desire sales position or repre- 
sentative with manufacturing or distrib- 
uting organization, or accounting posi- 
tion with large company. Prefer east 
coast, but will consider other locations. 
Resume upon request Box 8534, c/o 
Automotive News, Detroit 26. 

BUSINESS OFFICE MANAGER — 20 
years’ experience Ford, Chrysler, General 
Motors. Twelve years as secretary-treas- 
urer in Motors Holding dealerships. 
Monthly financial statement completed 
second working day each month. Con- 
sistently ranked first by Car Division 
and Motors Holding offices for accuracy 
and promptness. Capable of setting up 
system of controls, organizing work for 
maximum efficiency and training person 
nel. Thorough knowledge of income 
taxes and daily operating control. Excel- 
lent references. Box 8535, c/o Automo- 
tive News, Detroit 26. 

THOROUGHLY EXPERIENCED, volume 
minded general manager with successful 
background in hiring, training and main- 
taining high spirited sales organization 
correctly trained to sell profitably. 95% 
of my experience has been with Chevro- 
let and Ford. References pertaining to 
character and ability Par Excellence. 
Contact: Mr. Burt Baumgartner, 650 N. 
E. 90th Street, Miami, Florida. Phone: 
PLaza 7-0715. 


SERVICE MANAGER—Experienced Chrys- 
ler and General Motors products; know 
all phases successful service manage- 
ment, customer relations, follow-up sys- 
tems, factory claim procedures and all 
detail work, Best references. Chicago or 
west central location preferred. Box 
8540, c/o Automotive News, Detroit 26. 


FIELD REPRESENTATIVE — Ten years 
automotive—tretail and management—one 
and one-half years Edsel Zone Manager, 
terminated due to branch deactivation. 
Thoroughly experienced all phases 
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factory-dealer liaison. Thirty-three, mar-f 


ried, excellent references, 
17210 Greenwood Avenue, 
Ohio. 


J. A. Green, 
Cleveland 11, 
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SERVICE MANAGER—Available October} 


ist. Twenty-five years’ 
large volume Buick dealer. 
references. Box 8541, 
News, Detroit 26. 
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CAR RECOVERY 
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between 
newspa 
ing Ref $100 REWARD 
ra hot# , 
ing con. ‘58 CADILLAC—62—4-DR. SEDAN 
mote its Coral with White Top 
f Serial No. 58NO44149 
y should Lovisiana License 484-975 
brought] Ignition Key 8095—Trunk Key 8166 
y Fallon 
vertising $50 REWARD 
Los aaa ‘57 OLDSMOBILE Super 88 
+ 558,000 4-Dr. Holiday Sedan 
a inc Serial No. 578T-01301 
in car = : 
owner- Lovisiana License 65-839 
, Purchased by insufficient check 
ae Juli D. Perr 
p nearly 5p ctr Y 
s in the Contact: 
34 pe~-f} DOUGLAS ERWIN 
an hae 3215 SOUTHERN AVE., 
2 SHREVEPORT, LOUISIANA 
ame al Phone: 8-841! 
show up 
man put |} 
sap hal DEALERSHIPS AVAILABLE 


instead jr SALE OR RENT—Former Chrysler- 
Plymouth garage, sales room and large 
gdjoining used car lot, Has large sales 
oom, storage, repair shop with two 
cists and compressor, adequate office 
pace, stoker heat. Building is in fine 
pair. On the main street—best location 
town, Wonderful opportunity for for- 
gn car distributor or any new car 
ency. Contact Sid Kann or Jack Kann, 
mers, 334 River Street, Manistee, 
ichigan. Office phone: PArkview 3-2669. 


ey 
7 ie 
cE OF 


Os 


Largest payrolis in 
uthwest. Modern equipment, no used 
rs or accounts receivable. Lease or 
li new building, used car lot. Box 8527, 
o Automotive News, Detroit 26. 


burbs of Houston. 


tr el 
ie Ts 


hie Lal 


LERSHIP HANDLING FORD—Land, 
iiding, parts, machinery, shop equip- 
mt, office furniture, fixtures and signs 
ew building less than one year old. 
pund valuation $30,000—Going for $17,- 





D0. Must sell immediately. Corner lot 
eally located in city of Hartford, Ala- 
ma. H. G. Miller, Dothan, Alabama. 


one: 5-1780. 





LERSHIP HANDLING RAMBLER— | 
blished 23 years. Small, profitabie| 
peration. Located in fast growing sec- 
on of Maryland. Box 8528, c/o Automo- 
e News, Detroit 26. 


samuel - | 
DLING CHEVROLET, BUICK & 
PEL, dealership available in northern 
pnnecticut. New building and used car) 
. No accounts receivable or used cars. | 
ili lease or sell property. Approx. | 
,000 will handie. Must have factory 
approval. Box 8529, c/o Automotive 
Hews, Detroit 26. 


L HANDLING CHEVROLET located} 
in the heart of the west Texas oi! fields| 
and adjoining 100,000 acres of rich, irri- 
fated farming, plus many added petrol-| 
@um industries. Over 50 percent price and/| 
Weight class for 20 years. 250 p.p. Fav- 
@able lease on property. Must have 
factory approval. Box 8530, c/o Auto- 
Motive News, Detroit 26. 
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ZCEPTIONAL OPPORTUNITY — Alma} 
Bobile homes meet the growing need for 
@uality low-cost housing. Priced to sell 
f® volume. Designed with outstanding 
features, instant appeal. Established car | 
@ealers can add the profitable Alma 
Franchise with a minimum investment. 
Immediate delivery. Phone Ken Mitchell, 
820-Alma, Michigan, Alma Trailer Co. 





| 
LERSHIP HANDLING FORD-MER- 
CURY, 40-60 new cars per year, located 
&® plush Colorado tourist area. Dealer) 
®@iling Drive-In theatre and dealership to 
Mtire. Ideal for smart salesman with 
@mall capital or large dealer who wishes 
® semi-retire. $15,000 includes shop 
@uipment, parts inventory, signs and 
@ice equipment, etc. Box 8542, c/o 
Automotive News, Detroit 26. 


ER. Previ- 
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ger. Com- 
ge course, 
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' locations. 
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Partner Wanted 


growing western Michigan Ford dealer- 
me. Parts or service experience desirable. 

DOO will buy half. Open to terms for right 

on. Replies held in strict confidence. 


8538, </o Automotive News, Detroit 26. 
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MANUFACTURERS’ AGENTS 
WANTED 


D, volume 

eats tusive territory for one-quarter and one-half 
ap snatien diets. Wire or phone for details. MOSS 
a er INEERING CO. 392 East Beach Ave., 
th Rea wood, Calif. ORegon 8-909!. 
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DEALERSHIPS AVAILABLE 


AGENCY HANDLING RAMBLER FOR 


LEASE. Located on one of the main 
streets in Lansing, Michigan—city of a 
population over 100,000. Have had the 
Nash and Rambler franchise for 13 years. 
Newly decorated building with a 12 
working stall service department, parts 
room and storage, 16 working stall body 
shop with spray booth and paint storage 
room, 3 auto frame machines, 1 truck 
frame machine. Alignment equipment for 
both truck and auto, large 5 car show- 
room with new, large Rambler sign in 
front. Large corner used car lot—no 


used cars to purchase. Nice offices, all| plified, no trouble, without recourse basis for 
Money officers and enlisted personnel of pay grades 
parts | £5 and abo 


latest and modern equipment. 
required for the lease—purchase 
inventory. Reason for lease—owner re- 
tiring. Located at 1116 S. Washington 
Ave., Lansing, Michigan. Phone: IV 
4-5351. 


- DEALERSHIP WANTED 
FLORIDA 


IN CENTRAL 
300-500 cars. 


CHEVROLET 
Single dealer city. Will pay 
cash and consider buying the business 
real estate. Have operated my own deal- 
ership for 20 years and prior thereto had 
15 years’ experience in managing dealer- 
ships and selling new and used cars. My 
record assures factory approval. Strictly 


confidential. Box 8516, c/o Automotive 
News, Detroit 26. 
WANTED: CHEVROLET DEALERSHIP, 


Metropolitan New York, 500 or better 
potential. Ample capital and twenty 
years background should assure factory 
approval. Replies in strict confidence. 
Ready to act immediately. Will rent or 
purchase property. Box 8531, 
motive News, Detroit 26. 
BUSINESS OPPORTUNITIES 





Used Car Lot for Sale 
In Tampa, Florida 


200 ft. frontage on Auto Row by 100 ft. 


| deep on side street. Lifetime surface and 
| lighting. 100 ft. by 100 ft. terraced display. 


Main office, three closing offices with book- 


c/o Auto-| 





| 
| 





keeping offices upstairs. Shop rented for | 


more than enough to take core of taxes 
Lot 
doing a volume business. For additional 
information write to Box 8494, c/o Auto- 
motive News, Detroit 26. 


and upkeep. is in operation now 


APPROVED 


e GENERAL MOTORS AUTHORIZED FAC- 
TORY ADJUSTMENT ... AFA. 


e CHRYSLER PARTS REPLACEMENT MEMO 
«++ PRM. 


e@ FORD MATERIAL AND ADJUSTMENT 
CLAIM FOR CREDIT . . . FORM 1863. 


THE 
MASTER 


CARBURETOR 
FLOAT VALVE 


Corrects rough idling, gives quicker starts 
and restarts, improves acceleration, saves 
gas. Mobile neoprene needle tip closes 
even when valve is out-of-level. Distrib- 
utors and jobbers franchises available. For 
details write 


STONE BROTHERS 


DISTRIBUTORS 


Box 5087 Tulsa, Oklahoma 





cars 
“AUTO COSTS,”’ 


cover how much your competitors’ 
really cost. The book, 
gives you the factory invoice prices of 
all 1959 American cars, 21 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ‘59 edition today for 
only $10—three year subscription $18 
(including all supplements). AUTO 
COSTS, Box 224, Dept. 3Z, New York 
%, Me Be 





@ © TWO ESSENTIAL SERVICES ®@ @ 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
Furniture, machinery 


For Buy/Sell Agreements 
Annual Fiscal Reports 
Tax, Banking and insurance 


@ @ Call or Write for Details @ © 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


and tools. 
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APPLICATIONS ARE NOW BEING 
ACCEPTED FOR RENAULT 
DEALERSHIP FRANCHISES 


In many choice locations in the following states—Michigan, 
Ohio, Indiana, Illinois, Wisconsin, 


For information write: 


RENAULT 









Minnesota, lowa and Missouri. 






Chicago 5, Illinois 
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DEALER SERVICES 


MILITARY BUSINESS 
— Got Your Share? — 


Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 
Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on a sim- 





ive. 


MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. 
502 Tioga Bidg., P.O. Box 2166 
2020 Milvia San Antonio, Texas 
Berkeley 4, Calif, CApitol 6-268! 


THornwall 3-7423 
“Worldwide Financing for Military 
Personnel” 


"We Get ‘em or Chase ‘em in" 


W. M. JACKSON 
P. O. Box 2200 Atlanta |, Ga. 
(Auto Recovery Bureau) 


We service all of Georgia and the edges 
of adjoining states. See 1958 ''Blue Book." 


MU 8-1634 (Quick Service) PL 8-1600 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 
dealers, banks, finance firms, law enforce- 
ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks. Fast, daily 
service Cherry Point, rt Bragg, Camp 
Lejeune, . C., and all beaches in 
Carolinas. Write P. O. Box 862 or phon 
BR 2-2034, BR 5-3757, Greensboro, N. C. 





CARS WANTED 
LATE MODEL WRECKS—Parts t 
and sold. Large selection. Ed 
Madison Ave., Paterson, New Jersey. 
SHerwood 2-4488. 





Foreign Car Dealers!! 
NEW AND USED 


Don't sacrifice your foreign car 


No stoc 
us to handle. 
Write or call Bernie Gay. 


JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 
Columbus, Ohio 
CApitol 8-4514—CApitol 8-607 





1959 ORDERS 
BEING PLACED 


All Makes - All Models - All States 


New-car Dealers Interested in Volume 


Fieet Sales and Service, Contact: 


National Purchasing Department 
Rollins Leasing Corp. 
14th and Union Sts. Wilmington 99, Del. 


Chevrolet-Ford-Plymouth Dealers 
Especially Invited 


CARS FOR SALE 








USED TAXICABS — LOW PRICES 


‘57 FORDS, CHEVS., PLYMS., DODGES, 
CHECKERS 


EMKAY MOTOR SALES, INC. 
1046 Bedford Ave., Brooklyn, New York 
STerling 3-8970 








DO YOU WANT 
PROFITS NOW?? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 


Volkswagen Operation 


All Cars Selected, Serviced, Cleaned 
and Expertly Shipped Directly to 
S. Ports. Contact ovr Ameri- 
can Representatives for Details. 


Expincorp, 
Lyndhurst, New J 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also Suppl Station Wagons, 
Panels, Pick-ups, Buses, Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 





SCHOOL BUSES WANTED 


WANTED—Good used school buses, 36-60 
passenger. Price must be reasonable. 
Linn-Baker Equipment Co., Lansing 3, 
Michigan. Phone: EDgewood 2-3814. 


BUSES WANTED 


WANTED TO BUY—Used school and pas- 
senger buses. St. John Transportation 
Co., Dayton, Ohio, 








inventories 
—Call the largest import dealer in the mid- 
too small or too large for 
Send for free wholesale list. 











TRUCKS FOR SALE 


REPOSSESSED 1955 CHEVROLET, Model 
4403. Actual mileage 2,684 with 12-foot 
Gramm Unisteel van body modified for 
door-to-door delivery. Model UL-4010-CF 
ten foot Scheerer meat case with two 
compressor installation, Sattler Chevro- 
let Co., Tiffin, Ohio, 


TRUCKS WANTED 








LATE MODEL FIRE TRUCK. Send speci- | 


fications, pictures and price. Welborn 


Chevrolet Company, Honea Path, South | 


Carolina, 





ACCESSORIES FOR SALE 





701 


e—_————— OO ne 





LUGGAGE CARRIERS 
All Aluminum — Permanent Type 


Full Length Half Length 
$62.30 $44.25 
72" platform 48" platform 
CANELL CO. 


Little Ferry, New Jersey 
Send for Details 








ATTENTION 
CHEVROLET DEALERS 


We have for immediate delivery 


NEW—150—NEW 


1956 Chevrolet custom-built fresh air heaters 


tured by HaDees—can be adapted to ‘55-'58 
Chevrolet trucks and pickups. 


List price was $69.50. Dealer net was $41.70. 


| OUR CLOSEOUT PRICE $19.50 Prepaid any- 
where in the U. S. 


Phone—wire—write 


CUSTOM CAR SUPPLY 
Wholesale Distributors 


10th St. 
DRake 3-0710 


East 











Attention Dealers 
Importer and Distributor 


Accessories and parts for most German im- | 


ports and other popular foreign cars. 
for details 


Glebe Automotive imports, inc., Box 508, 
Montgomery, New —— Phone: NEwburgh 
248 





PARTS FOR SALE : 


FOR SALE 


All Mo-Par Parts in Stock 
1937-52 for Cars, Trucks 


25% to 50% below our cost 
(Also have 2 lerge—3 small safes.) 


M. J. LANAHAN, INC. 
2501 S. Michigan Ave. Chicago 





16, Mi. 





PARTS WANTED 7 

THUNDERBIRD, 1957, convertible top. 
Beach Auto Service, 1410 Legare St., 
Columbia, South Carolina. 


WANTED: 
wagon—seats or seat frames, 
ter, ome rear. Doenges-Long, 
Colorado Springs, Colorado. 
DECAL TRANSFERS 
TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, 
Cleveland 3, Ohio. 


SHOP EQUIPMENT WANTED 





Box 44, 





Inc., 


equipment wanted. Need bonder — de- 
bonder and other necessary equipment. 
Box 8493, c/o Automotive News, De- 
troit 26. 

USED JOHN BEAN VISUALINER—Give 
price, location and condition. Box 8536, 
c/o Automotive News, Detroit 26. 

___ SHOP EQUIPMENT FOR SALE 

TWO CAR EXHAUST ventilating system, 
one Curtis Key cutter outfit complete, 


grease equipment. Make offer. Scott- 
Gross Co., Paris, Kentucky, Phone: 





Amarillo, Texas | 


91 


MISCELLANEOUS 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 


Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL fF.0.8. Factory Net) 


85 Fed. Tax inciuded 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 





1930 or 1931 — Ford station | 
two cen-) 


8356 Hough, 


Canadian Distributors 


FIVE WHEELS, LTD. 
Toronto, Ontario 








| EVERY W EE K — Automotive News’ 
|\"“Leading Used Car Auction Direc- 
| tory” lists the top U. S. Auto Auc- 

tions. When you want to know 
| where? when? what time? and what 
| facilities are offered? LOOK IN 


LUCAD. 


The “ORIGINAL YELLOW™ 


Automatic Braking 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
$5] 45 


“WRIST ACTION" 
incidg. BRAKE HOOK-UP 
4 Point $ 00 
Hook-Up 45 


| TowKinG 


TRAIL-KING $37.50 
Delivery 
Fits 2" Ball 


American Cars 


WE STOCK PARTS FOR 
RED ARROW TOW BARS 


CHA 


Tow Bar Sales Co. 


Exclusive Factory Distribyters 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


40 So. Clinton St., Chic 6, iil. 








Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 


Street Address........ 


ee 


Car Dealer [] 


Jobber [] Insurance ,[] 
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AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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TRADE CONNECTION: 
Truck Dealer [] 


Manufacturer [] 


Financial [] Supplier F 


Make of COP. nc crcccccccccesccccccccccsccccccs MPeicteissxcdatéenam 


9-22-58 


---- | 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [J 





STATION WAGON — popular, fast-moving, 
ruggedly practical yet luxurious. 


SPORT COUPE—the newest thrill on wheels 
for the sports car enthusiast 


TOURING SPORT — most distinguished 
Sedan of all imports. Reclining seats at- 
tract buyers. 


ISABELLA SEDAN 

— most economical, 
detail-perfect 
trouble- - 

free. 


if your territory is listed here, you’re in luck! For then you'll have the 


opportunity to join the coast-to-coast netw@rk of 564 Authorized 


Borgward dealers who haven't heard about the recession because 


they’re too busy selling Borgwards! Yes +o thy is the car that zoomed 


to nationwide popularity because it has more of everything people look for in an imported 


car. It sells itself ...all you do is count the profits. If you’ve got your sights set on an 


important new source of profitable volume.. 


.if you’re a reputable dealer with modern 


facilities...if your city is listed...mail the coupon TODAY. You’il be glad you did! 


BIOIRGIWAIRD 


offers an exceptionally valuable 


BRVAINIGHIISIE 


to selected dealers in these desirable territories 


4 REASONS WHY Bx4@el'R 7h 4 lel. ie), la 
WITH A BORGWARD FRANCHISE 


EASY SELLING 

America has taken the Borgward to its heart be- 
cause it has sports car looks, family car comfort 
and dependability, new standards of economy. 


GOOD MARKUP 

You don’t sell a “deal”... you sell a car. Dealers 
report washouts up to $1050... solid, sustained 
markups on every transaction. 


' 


CUSTOMER SATISFACTION 

New owners ar@¢ thrilled with the Borgward... 
pass the word afong to their friends. And you’re 
never bothered with those irritating ‘“‘come-backs” 
for minor repaifs and adjustments. 


SERVICE AND PARTS 

You become patt of a nationwide network cater- 
ing to the profitable service and parts require- 
ments of the @ver-widening Borgward family! 


Factory equipment on all cars includes: unique heater-defroster, undercoating, 


cigarette lighter, side mirror, directional signals and leatherette upholstery. 


PLEASE MAIL THE COUPON DIRECT TO {MPORTER 


SPSS ee Gs 6S 6S ee eee ee 


Gentlemen: | would like to get in on some of the profitable 
Borgwoard selling. Please send me full details. | understand that 
1 am under no obligation and my inquiry will be held in the 
strictest confidence. 


NAME__ 





ADDRESS___ 
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Beaune I 


FERGUS 


IMPORTED CARS, INC. 


1717 BROADWAY 
(at 54th St.) 


NEW YORK 19, N. Y. 
COlumbus 5-6494 


ALABAMA 


Auburn Demopolis 
Bessemer Roanoke 


CONNECTICUT 
Meriden Torrington 
Middletown West Haven 


DELAWARE 
Dover Selbyville 
Milford Wilmington 


FLORIDA 
Daytona Beach Tallahassee 
Gainesville Winter Haven 
New Smyrna Beach 


GEORGIA 


Rome Brunswick 


ILLINOIS 
Belleville Galesburg 
Champaign Kankakee 
Danville Peoria 
Decatur Springfield 


INDIANA 
Anderson Kokomo 
Bloomington Michigan City 
Evansville Richmond 
Gary South Bend 
Hammond Terre Haute 


KENTUCKY 


Ashland Owensboro 
Corbin Paducah 


MAINE 
Bar Harbor Rockland 
Camden Waterville 


MASSACHUSETTS 
Cambridge Northampton 
Fall River North Adams 
Gloucester Provincetown 
Holyoke Taunton 
Lowell Williamstown 


MISSISSIPPI 
Picayune Vicksburg 


NEW HAMPSHIRE 
Berlin Nashua 


NEW JERSEY 
Vineland Dover 


NEW YORK 
Auburn Kingston 
Binghamton Lockport 
Dansville Niagara Falis 
Elmira Oneonta 
Geneva Peekskill 
Glens Falls Saratoga Springs 
Hornell Watertown 


NORTH CAROLINA 
Asheville Greensboro 
Charlotte Raleigh 
Durham Rocky Mount 
Gastonia Winston-Salem 


OHIO 
Cincinnati Sandusky 
Lima Steubenville 
Marion Youngstown 
Newark Zanesville 


PENNSYLVANIA 
Aliquippa Lebanon 
Altoona McKeesport 
Chester New Kensington 


RHODE ISLAND 


Woonsocket Westerly 


SOUTH CAROLINA 


Charleston Greenville 
Columbia Spartanburg 


VERMONT 
Burlington Rutland 


VIRGINIA 
Danville Petersburg 
Lynchburg Roanoke 
Newport News Warwick 


WEST VIRGINIA 
Bluefield Huntington 
Charleston Morgantown 
Clarksburg Wheeling 


WISCONSIN 
Beloit La Crosse 
Eau Claire Oshkosh 
Kenosha Racine 





